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As one of America’s leading bearing manv- | 
facturers, Hoover Ball & Bearing Company, 
Ann Arbor, Michigan, is always searching for 
ways to step up production and improve qual- 
ity. In the course of this never-ending pro- | 
gram, Hoover called in a Texaco Lubrication 
Engineer for consultation. 

The Texaco Lubrication Engineer studied 
thoroughly all the problems involved, then 
made recommendations which included 
changing from a competitive grinding oil to 
a 1-to-50 emulsion of Texaco Soluble Oil D. 
The change was made. Now production is up, 
costs are down because, with Texaco — 


machines stay clean 
grinding finish has improved 
there is no rusting 


emulsion filters properly, does not 
separate, lasts far longer 


Here again is an example of how Texaco 
quality products plus the know-how of Texaco 
Lubrication Engineering Service enable all in- 
dustry to do its machining better, faster, and 
at lower cost. 

To enjoy these benefits in your plant... 
whatever you are making, wherever located 
... just call the nearest of the more than 2,000 
Texaco Distributing Plants in the 48 States, 
or write The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. 








TEXACO Lubricants, hick a : 


Lubrication Engineering Service 


TUNE IN: On telev n-the TEXACO STAR THEATER starring MILTON BERLE. See 





newspaper for time and station 
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SIMONDS 
““WELD-EDGE”*’ 


Power Hacksaw 
— 




















IDROP IT... ) 
IT’S TOUGH... ee STEP on ee. 
AND LONG-LASTING! 2 


Here’s a Power Blade put per machine and a definite reduction 
especially designed to in production costs. 

meet all plant safety and performance 
requirements. A blade so tough it will creased output at lower cost, get 
not snap in operation regardless of sTMONDS “Weld-Edge” Blades from 
abuse, neglect, hemos machine condition your Industrial Supply Distributor. All HAMMER IT 
or improper adjustment. A blade that standard sizes available from stock 
has a high speed steel cutting edge that : 


resists wear and is adaptable for all 


types of cutting. S | M @) N 'D) S | m 


With “Weld-Edge” there will be fewer SAW AND STEEL CO. | 
blade-changes, longer blade life. This 
means more cuts per blade, higher out- 






So for safety, dependability and in- 





Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que. 
Southern Service Shop in Meridian, Miss. (formerly J. H. Miner Saw Mfg. Co.). 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 


6 Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 























a PURCHASING PREVIEWS. 


A WASHINGTON REPORT FOR PURCHASING AGENTS 


September 1, 1952 


Materials supply outlook has changed very drastically since 
CHANGED June 2. By that date, industry had built up a very considerable 
MATERIALS SUPPLY inventory of steel—an inventory which had begun to assume the 
OUTLOOK proportion of a surplus. 

Reason for the surplus of inventory was the spectacular 
production record of the steel mills, which had been consistently producing more 
steel than their rated capacity. Coupled with this high rate of steel output was the 
“stretch-out" in military production, which cut down on the military take. 

As of June 2, the general talk was of decontrol of materials—a dismantling of the 
Controlled Materials Plan and a lifting of the restrictions on production of civil- 
ian products. 

Then the steel industry was shut down by strike. The strike itself was launched 
with a series of Government bureaucratic blunders unparalleled even in the long his- 
tory of consistent mistakes made by Government intervention in labor-management re- 
lations. 


The strike was prolonged by misguided Government efforts to start up production 
without offending labor union leadership. 

















After 55 days of strike, the longest and costliest work stop- 
LONGEST AND page in the history of the steel industry, it was apparent that 
COSTLIEST the comfortable level of June 2 steel inventories had been worked 
STRIKE down by 5u to 6%. 
The loss in steel ingot production through work stoppages 
this year will total nearly 20,000,000 ingot.tons of steel. 
In addition, the steel strike tied up the Great Lakes ore boats, which may extend 


the effects of the strike into next year, when steel may be scarce due to the lack of 
iron ore. 





Furthermore, the steel strike took a serious bite out of military production and 
Slowed up civilian production. 

The immediate erfect of the steel work stoppage was obscured by the fact that 
the general public tends to overlook work stoppages during the heat of summer, with 
vacation schedules uppermost in the public's thinking. 

Also the impact of the strike was delayed in many industries by manufacturers who 
continued to process at full tilt the materials which they had on hand. This had the 
effect of deferring unemployment in steel fabricating industry—but only for a time. 











There is some difference of opinion as to the long-range 


STRIKE IMPACT effects of the steel strike. Government officials concerned 
TO CARRY OVER with defense mobilization maintain that the effects in terms of 
INTO 1953 





materials shortage will reach beyond the end of this year, and 
well into next year. 

The time-table of scarcities as seen by DPA-NPA officials suggests that it will 
be the end of this year before there will be sufficient steel of all types to make up 
for the production lost through the steelstrike. 

Government estimate is that it will be the second quarter of 1953 before the na- 


tion's level of steel inventories will have been built back to the levels held by in- 
dustry on June 2. 








Aside from the fundamental issue of the breakdown of labor- 





STRIKE REVEALED management relations during a period of preparation for de- 
CONTROL fense, the steel strike highlighted a number of other basic 
LOOPHOLES guestions of vital importance to the purchasing agent. 


Immediate question is that of inventory levels. It is quite 
apparent that even with restrictive control over materials usage and permissible lev- 
els of inventory of controlled materials, there had been a very Substantial accumu- 




















This CRANE VALVE 
cut the cost 
of handling steam 


Here was a side-by-side comparison be- 
tween valves of conventional design and 
Crane Pressure-Seal Bonnet Valves. The 
high-pressure steam service was identical. 
The conventional valves gave repeated 
trouble. Crane gate valves to this day 
are giving complete satisfaction. You can 
always buy with greater confidence when 


you select from the complete Crane line. 





Read these Facts of the Case! 


Where Installed: Controlling steam 
direct from boilers operating at 825 
pounds pressure, 825 degrees F., in 
utility power station. Bolted bonnet 
valves on first units; Crane Pressure- 
Seal valves on latest addition. 





Performance of Crane Pressure- 


Trouble with Bolted-Bonnet Valves: 
Records for these valves show re- 
peated repairs for seat leakage and 
difficulty in keeping bonnet joints 
tight, almost from start. Also trouble 


Seal Bonnet Valves: Giving contin- 
uous, completely satisfactory service 
since installed 4 years ago. Seats and 
bonnet joints alike remain leak-free, 
tight as new. Operation remains 


with disc sticking shut. 





smooth and positive. 


More CRANE VALVES 


are used than any other make 


CRANE CO. General Offices: 836 S. Michigan Ave., Chicago @ Branches and Wholesalers Serving All Industrial Areas 


VALVES « FITTINGS © PIPE e 








PLUMBING « HEATING 
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a PURCHASING PREVIEWS 


continued 








lation of inventory at all levels of distribution and use... . though Government of- 
tficials had underestimated the accumulation. They underestimated it so much that 
they set a 3C-day outside limit to the period during which the nation's economy could 
stand a strike. 

The inventory pipeline was so much bigger and fuller than anyone in Government 
estimated that it clearly points up the inability of Government control officials to 
accurately gauge what is going on in industry. It is only during periods of drastic 
shortage that Government gets a fairly clear picture of supply. 

This conclusion assumes an even greater importance now that industry is in a 
drive to rebuild its steel inventories. While the Government may figure on the June 
2 level as the goal for steel inventory, it may well be that such an inventory is too 
high. 

Also a very considerable question develops concerning the industrial e pansion 
program. It is certainly ‘clear that some expansion was highly aesirabie and that 
duplicate facilities might be very valuable during an all-out war; however, it is a 
fact that the tremendous industrial expansion program launched by the Government has 
been justified on the basis of actual need, and not as either standby or duplicate 
facilities. 

The steel expansion program was considerably short of completion as of June 2, 
and a large tonnage of steel had been going into plant expansion prior to that date. 

Despite these two conditions and despite the large tonnage of steel going to the 
military and to civilian industry, the level of steel inventories was still suffi- 
cient to engender industry-wide talk of steel surpluses. 

It may well be that purchasing agents will be more skeptical about accumulating 
inventories, keeping in mind the Government's almost whimsical policy of “hurry up 
and wait" in relation to war production. 

Whatever may be the justification for the fast starts and complete stops in pro- 
duction of specific military items, the effect on orderly production is disastrous. 






































Steel industry spokesmen tend to temper the Government 
STEEL INDUSTRY forecasts of a prolonged scarcity of steel as the result of the 
MORE HOPEFUL strike. 
ON SUPPLY From some steel industry sources comes the admission that 
certainly a tremendous tonnage of steel was lost during the 

Strike, but that with steel going into ee gen goods and consumer pg be at a rela- 
tively low level, sumer not 

These steel inventory sources my ey ee that the Ln Ey will continue 
its current buying pace—that there may be some work stoppages in metal-working in- 
dustry due to a lack of steel, but that inventories of steel will be built back to 
normal before even a hint of consumer goods shortage develops. 











While there is some difference of opinion as to how serious 





PRICES the supply shortages will be, it is almost universally accepted 
WILL MOVE that higher steel prices will reflect in an upward movement of 
UPWARD prices elsewhere in industry. The price stabilization formula 





has been breached, and other industries will move up “to the 
higher price line. 

These higher price levels will create a further difficulty in merchandising the 
large volume of consumer goods. Volume of wholesale and retail sales has been good, 
but not at anything like the pace of consumer buying immediately after the outbreak 
of war in Korea. 

There is no collective consumer stri‘e against buying such as seemed to develop 
early in 1949; 3 furthermore, there seems to be no dearth of money in circulation. Buy- 
ers do respond to aggressive salesmanship, based on a combination of reasonableness 
of price and service. 

However, with costs of materials and wages again moving up, manufacturers have 
a diminishing area of maneuver in offering either price concessions or extra serv- 
ice. 





















QUAKER Production-eered PACKIN 
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QUAKER RUBBER PACKING 


GIVES LONG, CONTINUOUS SERVICE... FREE FROM HIGH REPLACEMENT COSTS 


Plagued by constant gasket “blow out” trouble on a Just one more example of QUAKER “Production 
high pressure creosoting cylinder, this Texas process- eering” at work. Let an experienced QUAKER “Pro 
ing plant used to take it on the chin. Gaskets were duction-eer” help you boost production, cut costs wit 


replaced every 3 weeks. While the production curve QUAKER “Production-eered” packing, hose, belting 
took a nose dive, replacement costs soared sky high. and molded rubber products. 


Then they discovered the answer—tough rubber *Production-eering—tvery Quaker In- 


packing ‘“Production-eered” for the job by QUAKER. dustrial Rubber Product is “Production- 
eered’—engineered to provide maximum 
Each QUAKER gasket has lasted three years or more life, efficiency and production on each type 


—sealing against 200 lbs. pressure at 212° F. Sav- of installation, Quaker “Production-cess” 


are ready to recommend the right rubber 
ings: labor plus one QUAKER gasket—as compared product for the job. For timely production 


to down-time and installation of some 50 previous tips get the new free booklet on “Produc- 
gaskets tion-eering for Industry.” Write today. 


Get This Book ' 


QUAKER RUBBER CORPORATION 


DIVISION OF H. K. PORTER COMPANY, INC. 
PHILADELPHIA 24, PA. » BRANCHES IN PRINCIPAL CITIES 

















Modernize 





YOUR CATALOG 
AND BULLETIN FILES 


Bring Your Source Information Up-to-Date on New and Improved Equip- 
ment, Products and Materials. This is the first of —-FIVE Pages Listing 
the Latest Trade Literature! Check All Five—19, 21, 22, 24 and 178! 
A special listing of catalogs and bulletins on office equipment and sup- 
plies will be found on page 178. Additional information about New 
Products described on pages 128 to 174, use the coupon on page 128. 


Vacuum Metallizing 

New Coating Process 
1. THE new low-cost coating process 
known as vacuum metallizing, and 
how it can be applied to the surfaces 
of plastics, metals, glass, paper, tex- 
tiles, leathers and other products, is 
the subject of brochure “Vacuum 
Metallizing Today” just released by 
the F. J. Stokes Machine Co. The 
basic principles of the process are 
outlined and illus- 
trated. Costs of vacuum metallizing 


schematically 


are compared with other forms of 
plating. It is stated that exceptional 
speed and new production economies 
have been realized through its use. 
Check No. 1 on Reader-Service cou- 
pon for copy of Catalog No. 725. 


Carbide Tipped Saw Catalog 
2. ILLUSTRATED catalog shows 
the Simonds Saw & Steel Company’s 
complete line of carbide tipped saws 
for cutting all types of softwood, 
hardwood and plywood. Saws are 


iron that is tough and durable. It 
has the physical prop- 
erties: Brinnell hardness, 225; ten- 
sile strength, 29,300 lbs.; transverse 
strength—1 sq. in. test bar on sup- 
ports 12 in. apart breaks under a 
load of 3000 lbs. when applied in the 
center with a deflection of .14 in. 
American Car & Foundry Co. 


following 


Pressure-Sensitive Tapes 

4. TWO dozen “Scotch” brand pres- 
sure-sensitive tapes that meet vari- 
ous government specifications are 
described in new “government” 
manual, which contains 42 photos 
and illustrations, and gives complete 
data on tapes for packaging, hold- 
ing, mending, masking, sealing, 
mounting, protecting, insulating and 
splicing jobs. It also lists 11 tapes 
for the construction and mainte- 
electrical and electronic 
and two magnetic re- 
cording tapes. Minnesota Mining & 
Manufacturing Co. 


nance of 


equipment 


64-Page Vitrohm Resistor 
Catalog 
5. CATALOG No. 15, 64 pages, fully 
illustrates and describes the Ward 
Leonard Electric Company’s com- 
plete line of Vitrohm power-type 
wire-wound resistors for every use. 
Listed are seven distinct stock type 
resistors and an extensive variety 


of made-to-order types. Resistor 


. ratings range from 5 to 550 watts 


while resistance values listed are 
from 0.04 ohm to 1.75 megohm. Full 
details on terminals, mountings and 
enclosures are also given. Catalog is 
fully indexed for handy selection. 


Eyelets and Eyelet Attaching 
Machines 

6. “EYELET Setting Data” is 12 
page booklet that explains how eye- 
lets should be selected, and how 
they can be employed to best ad- 
vantage. Eyelet attaching machines 
are also discussed, and several help- 


included. Edward 


ful drawings are 








Segal. 
said to stay sharp up to 300 times _ .-------.. ; ‘ 
longer than solid tooth saws. All ' 
‘ ; ‘ SEPTEMBER, 1952 } 
standard and stock sizes of carbide : READER SERVICE COUPON 1 
. . . es ' MAIL TO: H 
tipped, rip, cut-off, combination, ! PURCHASING—Reader Service Dept. 
easy-cut, dado and groover saws  } 205 East 42 Street 
are listed. Check No. 2 on coupon _ } New York 17, New York 
for copy of Catalog “C”’. ' Circle the numbers of the trade literature items you want. i 
1 2 3 4 5 6 7 8 9 10 fh 12 13 
‘ 14 15 16 17 18 iv 20 21 22 23 24 25 26 ' 
A. C. F. Melting Pots 7 2 29 #3 #3) «32 «3306|684AhlUlU8SClUlCUHHUCFlClUUCUCH CC 
3. A. C. F. Refax melting pots 40 4) 
Stationary or holding pots, tilting Nitti 0s ina: icwcnc Puch dane MERLE ce a ils. ....-<ckeneneeseeeeee 
_ with genie stg bottom |: TR ee es SRO: Ty 
‘al Ss, special shape pots 
. ~_ off pot = ane z sittin : I oe fe er eer ry rier ere ToT Tee eT TT LEEPER eT 
| are listed in new bulletin. Refax is | 
A e | City ERT ee re Oe ee Zone ..... State 2... cece cece eee reerseeenreesenees 
a low nickel-chromium alloy cast :+ eee ¥ 
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DIFFERENT 
MARKETS 


LINES OF 
SAFETY SWITCHES 





7= 


1+ do two or three 
promising 
e! 


one line can 
jobs without com 
price and performance 








i Se | 
ro GENERAL PURPOSE 
Ba BB 90,000 line designed for 

} residential, commercial and 
ee other applications where 

a price is limiting and the serv- 
| ice factor is not great. 
[ INDUSTRIAL 
40,000 line designed for 





general industrial or institu- 











tional and commercial appli- 
cations where the service 
factor is greater and price is 
an important consideration. 
MEETS BOTH GOVERNMENT AND 
NEMA SPECIFICATIONS FOR 
TYPE A SWITCHES. 


ASK YOUR ELECTRICAL DISTRIB 


industries where price is sec 


ondary to continued 
ance under conditions of 


severe service and maximum 
safety. The 50,000 line is used 
where space is limited. BOTH 
ARE TYPE A but g° far beyond 
those requirements. 


UTOR FOR SQUARE D propucts 
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Triple Duty Prepaint Cleaner 
7. BROCHURE provides a concise 
yet thoroughgoing account of the 
production economies made possible 
with the use of a new triple-duty 
prepaint cleaner, Oakite Compound 
No. 31, which cleans, derusts and 
phosphates metal surfaces in a sin- 
gle operation. It also prevents spread 
of rust should a painted surface be- 
come scratched or gouged. Oakite 
Products, Inc. 


Heavy Duty D-C Motors 
34 — 1000 HP 
8. TYPE “T” heavy duty de motors, 
34—1000 hp, for constant and adjust- 
able speeds are subject of new bul- 
letin C-2001 
chanical design, 


which describes me- 
construction fea- 
tures, presents selection data, gives 
dimensions, and tells how to ordei 
Reliance Electric & Engineering Co 


Increase Tapping Output 
Reduce Tooling Cost 

9. P&W cut thread, high speed steel 
taps, are illustrated and described 
fully in new Pratt & Whitney cata- 
log. Taps are produced in five popu- 
lar styles (illustrated) to meet all 
normal requirements of average 
production. They may be used in 
automatics, hand screw machines, 
tappers, lathes or drill presses, 01 
by hand if desired. The five styles 
are: Standard hand tap, three-fluted 
hand tap, spiral-pointed hand tap, 
spiral-pointed machine screw tap, 
and standard machine screw tap 


Automatic Steam Generators 
Save $1,000 a Month 

10. BULLETIN available from the 

Vapor Heating Corporation describes 

Vapor-Clarkson 


and tells how two of the generators 


steam generators, 
installed by a southern railroad are 
the basis of a $1,000 a month saving 
The generators are produced in 
various sizes: 300 to 5000 pounds of 
steam an hour, 75 to 600 pounds 
pressure. The two types, modulated 
and full-on-off, burn oil or natural 
gas fuel. Each is a complete pack- 
age. Vapor Heating Corp. 


Complete line of Standard 
Thermocouple Assemblies 
and Parts 
11. NEWLY revised and illustrated 
44-page catalog, EN-S2, “Thermo- 
couples—Assemblies, Parts and Ac- 
cessories,” offers latest information 


on available couples and couple as- 
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LATEST TRADE LITERATURE 
Check Over All Five Pages! 


19, 21, 22, 24 and 178 
Check Coupon on page 19 











semblies for general application, 
and includes section on special cou- 
ples for plant and laboratory. It 
lists accuracy limits of couples, and 
temperature and physical limita- 
tions of thermocouple and protect- 
ing tube materials, and the recom- 
mended protecting tube and well 
materials for general 


Leeds & Northrup Co. 


application. 


Comprehensive Stainless Steel 
Catalog 

12. REVISED edition of comprehen- 
sive catalog on stainless steel pub- 
lished by Armco Steel Corp., de- 
scribes the technical 
fundamentals of stainless 
steels; chromium nickel types, fer- 
ritic chromium, 


company’s 
service; 


martensitic chro- 
mium, and the new precipitation 
hardening types. Various properties 
of these steels are dealt with in de- 
tail. Catalog contains sections on 
available products, and summaries 
on fabricating practices, blackening 
and electropolishing. 


How to Get the Most 
for the Work-Glove Dollar 
13. NEW 


choose the 


catalog shows how to 


right protective glove 
for the job, and how to get the most 
out of your work-glove dollar. Copy 
is available from the Pioneer Rub- 
ber Co., makers of Stanzoil liquid- 
tight all neoprene, neoprene coated 


and vinyl coated industrial gloves. 


Facilitates Ordering of 
Standard Punches and Dies 
14. NEW 32 page quick reference 
Standard Die Catalog, is compiled 
to facilitate the ordering of standard 
punches and dies of various types 
for hand, foot and power presses. It 
is complete with diagrams, charts, 
tables and illustrations of typical 
equipment. Punch 
adaptors, die adaptors and die shoes 
are illustrated and described. Fed- 

eral Machinery Co. 


machinery and 


Cost-Cutting Device 
for Joining Pipe 
15. BULLETIN describes and illus- 
trates Quik-Joint, a fitting for join- 
ing pipes without threading. In ad- 


dition to “life-grip” gasket, they are 
also available with plain GRS, Neo- 
prene, Thiokol and silicone rubber. 
The fitting is merely slipped over 
unthreaded pipe ends and end nuts 
tightened—that’s all. They can be 
made in variety of body lengths 
with variable degrees of bend and 
tangent Quik-Joint 





dimensions. 
Manufacturing Co. 


Gas Fired Unit Heaters 
With Welded Heat Exchangers 
16. CATALOG No. 596 describes 
and illustrates line of five gas-fired 
unit heaters with welded steel heat 
exchangers. It shows essential com- 
ponent, cut-away and full view il- 
lustrations of the heaters which 
have an input range from 55,000 to 
200,000 Btu per hour. Heaters ap- 
proved by the A.G.A. for use with 
natural, mixed, manufactured and 
propane gases. The National Radia- 
tor Co. 


Are You Buying Forgings? 
17. BULLETIN 5201 describes and 
illustrates the production facilities 
of the Coraopolis plant, along with 
comment on the facilities of the 
Jackson plant of the Pittsburgh 
Forgings Co. It also comments on 
drop, press and upset forgings, cold 
stamping, heat treating, machining 
and quality control. 


Buying Stampings? 
18. PICTORIAL 


pages 


brochure of 24 
tells about manufacturing 
process and equipment in metal 
stamping plant of The City Auto 
Stamping Co., and the die making 
plant of its subsidiary City Machine 
and Tool Co. Plants use more than 
650,000 sq. ft. of space. The more 
than 90 presses in stamping plant 
range from portable machines to 
1200-ton presses having operational 
bed areas 100 x 180 in. Typical of 
large stamping illustrated is 60 x 
121 in. truck roof panel, 
drawn and fashioned from single 


motor 


sheet of steel. Die for this stamping 
weighs 110,000 lbs 


Flaring Tools — Sawing Vise 


19. BULLETIN 3004 describes Im- 


perial 37° flaring tools for flaring 
soft steel tubing to JIC standards. 
also for making 37” flares on copper, 
fully annealed 


stainless tubing. It also describes 


aluminum, a! 


»?) 


mucd on page 


(Continued from page 21) 
vise with quick-slide-to-size clamp- 
ing for 3/16" to 142” O.D. tubing. 
The Imperial Brass Mfg. Co. 


Direct-Acting Flow Rate 
Regulators 
20. FLOW rate regulators are the 
subject of Bulletin 521 which de- 
scribes in detail line of flow regu- 
lators made by the W. A. Kates 
Company. Regulators are unaffected 
by pressure fluctuations. They may 
be used for blending—proportion- 
ing, solvent extraction, filter ef- 
fluent, water treatment and deioniz- 
ing, chemical process control, or 
wherever liquid flow rate regula- 


tion 1s necessary. 


Explains New Uses for 

Counterflo Heaters 
21. Revised edition of bulletin on 
Dravo Counterflo heaters contains 
information concerning use of the 
heaters for eight other applications 
besides space heating, namely: func- 
tional heating, process drying, tem- 
porary heating, medium tempera- 
ture drying, tempering make-up 
air, drying vehicles after washing, 
crop drying, and integration with 
air conditioning systems. Heaters, 
direct-fired with gas or oil, are sup- 
plied in standard output capacities 
ranging from 400,000 to 2,000,000,000 
Btu per hour. Dravo Corporation, 
Heating Dept. 


Jig and Fixture Components 
22. JIG and component fixtures 
made by the Jergens Tool Specialty 
Co. are illustrated and described in 
new catalog. Catalog also includes 
hand wheels, lever knobs, clamp 
assemblies, chuck jaw blanks and 
sine fixture keys. 


Heat Machines May Be 

Used for Cooling 
23. BULLETIN L-5391 tells about 
air cooling feature of Fageol heat 
machines, telling how the Model 
PW-189 can be converted in five 
minutes from a 189,000 Btu portable 
heat machine (which heats a 6 ft. 
high work zone) to a 1500 cfm cool 
air circulator. Fageol Heat Machine 
£0. 


High Pressure Hydraulic Die 
Casting Machines 


24. CLEVELAND Universal High 
pressure hydraulic die casting ma- 
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chines for the production of “hard- 
ware finish” castings are the subject 
of Bulletin just released by the 
Cleveland Automatic Machine Co., 
which gives information about the 
construction, and operation of the 
400, and general specifications on 
operating features, pressures, cast- 
ing area, shot weights etc. for zinc, 
lead and tin alloys and aluminum, 
brass and magnesium alloys. The 
Cleveland Automatic Machine Co. 


Fairbanks Valves of Iron 

25. “VALVES OF IRON” circular 
gives general specifications of Fair- 
banks iron gate, globe and check 
valves, including valves approved 
by Underwriters’ Laboratories and 
New York City for fire line instal- 
lations, and iron gate valves that 
conform to the specifications of the 
A.W.W.A. Use of bronze in these 
valves is featured in cutaway illus- 
trations. The Fairbanks Co. 


Drill Chucks and Tapping 
Attachments 


26. TOOL changing is a matter of 
seconds with AMF fully automatic 
Wahlstrom drill chucks, which are 
illustrated in new bulletin. It is not 
necessary to stop the chuck to 
change tools—no keys, collets or 
wrenches are used to lock the jaws. 
Grip increases with the load. The 
chucks are adaptable to any type of 
drilling work and may also be used 
to advantage on boring and milling 
machines to spot, drill and ream, on 
lathes for burring, turning, filing, 
etc. Wahlstrom Tool Divn., Ameri- 
can Machine & Foundry Co. 


Float-Lock Safety Vises for 
Drill Presses and Band Saws 


27. THE Float-Lock Safety Univer- 
sal Drill press vise is a full floating 
vise for all set-ups, making the “drill 
press a complete machine tool”. 
Likewise, the band saw vise makes 
the band saw “a complete machine 
tool”. Bulletin just released by 
Float-Lock Corp., subsidiary of 
American Machine & Foundry Co. 





illustrates and describes these vises 
in detail. 


Standard and Special 
Rivet Line 

28. BULLETIN tells about the 
Brainard rivet line with photos of 
many types of standard rivets in 
addition to shouldered _ specials, 
stud-types, and pins. The bulletin 
explains merits of cold heading, and 
describes company’s facilities for a 
variety of rivet finishes including 
electro-galvanizing, zinc 
plating, black annealing, bright 
polishing, graphite polishing, ete. 
Brainard Rivet Co. 


electro- 


Automatic Precision Lapping 
29. ILLUSTRATIONS in “Lapmas- 
ters” bulletin indicate the wide 
range of parts and materials that 
can be handled on Lapmasters. 
Parts include various materials 
such as monel, steel, tool steel, 
bronze, cast iron, stainless steel, 
quartz, ceramics, plastics, carbides, 
etc. Identical parts or parts of dis- 
similar shapes and materials can be 
precision-lapped in one cycle. The 
bulletin cites cases of remarkable 
increases in production, and de- 
scribes five different sizes of Lap- 
masters. Crane Packing Co., Lap- 
master Div. 


Protective Coatings that 
Cut Maintenance Costs 


30. LIST of chemical agents against 
which Prufcoat protective coatings 
have been found effective, and case 
history studies of five different types 
of applications in as many different 
industries, feature bulletin issued 
by Prufcoat Laboratories, Inc. There 
is also a listing and brief descrip- 
tion of the physical and protective 
qualities of all eight Prufcoat prod- 
ucts, which makes it a simple mat- 
ter to determine the specific sealer, 
primer and finish material required 
for any painting problem. 


Meters for Industrial Liquids 
31. NEPTUNE meters Type S, for 
industrial liquids, are the subject of 
bulletin 566-7, issued by the Nep- 
tune Meter Co. The bulletin tells 
“How Metering Saves,” gives con- 
struction details of metérs, describes 

(Continued on page 24) 
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For a nut that won’t vibrate 
out of adjustment 
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LOCKS ANYWHERE ... Spring-loaded reach- 
rod and stop lever on this new General Excava- 
tor shovel depend on Elastic Stop Nut’s positive 
gripping action. The elastic collar permanently 





new shovel must maintain constant tension 
against crawler belt. An Elastic Stop Nut holds 
it firm in the face of vibration and heavy impact 


EASILY ADJUSTED .. . On applications like 
these, General Excavator has provided its cus- 
tomers with the easy, sure method of adjustment 
—Elastic Stop Nuts. These nuts take hair-fine ad- 











positions the nut anywhere on the bolt to accu- 


loads. The Famous Red Elastic Collar hugs 
rately maintain spring-loaded settings. 


justment in the field or in the factory—and hold 
threads, damps out vibration. 


it indefinitely. 


fa tof wats 


Elastic Stop Nuts are supplied with integral locking collars of nylon or 











fiber—permit multiple reuse—have military, naval, and air force approv- 
als. For design information on Elastic Stop Nuts, contact your local 
ESNA representative, or mail the handy coupon to Elastic Stop Nut 
Corporation of America, 2330 Vauxhall Road, Union, N. J. 


Elastic Stop Nut Corporation of America 
is also maker of the ROLLPIN 





Dent. N3-915, Elastic Stop Nut Corporation of America 
2330 Vauxhall Road, Union, N. J. 
Please send me the following free information on ESNA self-locking fasteners: 


[] AN-ESNA conversion chart 
CL) Elastic Stop Nut Bulletin 


This newest earth mover of the General 
Excavator Company is 100% equipped 
with Elastic Stop Nuts. At 750 key spots 


Rollpin bulletin and sample Rollpins 
Here is a drawing of our product. What 
self-locking fastener would you suggest? 


i 

| 

General Excavator simplified assembly Name ndatdeas C= sa Title s wos 
with these standard fasteners — offers a ant = 
customers less maintenance, easier ! 
maintenance. Street 
City Zone State ‘ 
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(Continued from page 22) 

to. 6", and 
water and liquid petro- 
leum meters. 


meters %” accessories, 


Neptune 


Casters and Trucks 

32. REVISED 36-page  Rapistan 
Caster & Truck Catalog presents 
photos and complete specifications 
on casters and wheels designed to 
handle light, medium, or heavy 
loads on all types of floor surfaces. 
A large selection of wheels to fit 
individual handling problems is of- 
fered. These include steel, rubber, 
Durastan plastic types with capaci- 
up to 3500 lbs. Catalog also 
shows stock trucks and hand trucks. 
The Rapids-Standard Co., Inc. 


ties 


Centrifugal Sump Pumps 

33. IMPROVED models of Types 
VS and VN sump pumps are illus- 
trated and described in 8-page bul- 
letin issued by Warren Steam Pump 
Co. These sump pumps are avail- 
able in wet and dry pit types and 
are adapted to handling clear liq- 
uids, sewage and other liquids con- 
taining solids. Sizes 1%” to 8”, ca- 
pacities to 1000 GPM and pressures 
up to 250 PSI. 


Portable and Stationary Drilling 
and Tapping Machines 
34. COMPLETE line of Kaukauna 
universal and _ horizontal drilling 
and tapping machines is detailed in 
12-page catalog. Machines have 360° 
column swivel with vertical travel 
on the column and universal head 
positioning, and are capable of ver- 


tical, angular, compound angular 
and horizontal drilling, tapping, 
boring, counterboring, spotfacing 
and reaming. Machines may be 
readily moved to workpiece by 


overhead crane, quickly leveled and 
put to work. Catalog also describes 
three models for horizontal drilling 
only, which have _ exceptionally 
wide workpiece coverage. Kaukauna 
Machine Corp. 


Floors and Their Maintenance 


35. “FLOORS WITHOUT FLAWS” 
is title of brochure issued by A. C. 
Horn Co., Inc., which is termed a 
12-page practical guide for econom- 
ical and efficient care of floors in 
office buildings, institutions, fac- 
tories, etc. It covers the condition- 
ing, repairing and maintenance 
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methods for a wide variety of floor 
materials—concrete, asphalt _ tile, 
cork, linoleum, magnesite, terrazzo 
and wood. 


Tabletting Presses for Powder 
Metal, Plastic Preforms, 
Pharmaceuticals, Etc. 

36. COMPLETE line of Stokes tab- 


_letting presses used for pharmaceu- 


tical, powder metal, general indus- 
trial, and plastic preform produc- 
tion is shown in new catalog No. 
800. All models of single-punch, ro- 
tary, and _ hydraulic 
included. A section is 
given to punches and dies, includ- 
ing die materials and shapes. F. J. 
Stokes Machine Co. 


mechanical 
presses are 


O-Rings for Extreme 
Temperature Resistance 
37. PRECISION O-rings molded of 


Parkone compounds for extreme 
temperature resistance are described 
in catalog 5160A1, which gives com- 
plete data dimensions. The 
rings combine suitable mechanical 
characteristics with resistance to 
ambient temperatures in the—l00F 
to plus 500F range. Rings are also 
useful in static sealing applications 
involving resistance to oxidation, to 
solvent action of high aniline oils 
and hydraulic fluids, or to 
aging. Parker Appliance Co. 


and 


rapid 


How Cylinder Power Can Be 

Used to Speed Production 
38. BULLETIN called “Cylinder 
Power in Action” illustrates 16 cyl- 
inder powered movements’ and 
shows 21 actual application photo- 
graphs. The bulletin tells how cyl- 
inder power can be used to speed 
production on all types of machines 
and equipment. The Hanna Engi- 
neering Works states there are over 
1001 ways that hydraulic or pneu- 
matic cylinders can be used to push, 
pull, lift, press, clamp and control. 
The bulletin also illustrates many 
hydraulic and pneumatic cylinders, 
manually and electrically operated 
control valves. 





Speedomax Instruments for 
Measurement and Control 


39. REVISED 48-page edition of its 
catalog—“Speedomax Type G In- 
struments for Measurement and 
Control”, is announced by the Leeds 
& Northrup Co. To the listing of in- 
struments for recording or control 
of temperatures, speed and power, 
have been added recorders for 
measuring such diverse quantities 
as pH, daylight illumination, elec- 
trolytic conductivity, and weight or 
other mechanical loads. A number 
of specialized applications are in- 
cluded. 


Radial Gear Shapers 

40. BULLETIN 1800-52, describes 
improved line of Series 1800 Shear- 
Speed radial gear shapers made by 
the Michigan Tool Co. Applications 
include air clamping of work, and 
shaping of teeth on small pump 
gears, large bull gears and bull gear 
clusters. Complete specifications for 
the four models in the line are 
given. Bulletin shows typical shapes 
that can be produced, actual pro- 
duction rates for specific parts, and 
operating data. 


Catalog and Handbook 
of Aluminum, Steel, Brass 
and Copper Alloys 


41. CATALOG and Handbook, 120 
pages, aluminum, steel and brass 
and copper alloys is announced by 
the Eastern Brass & Copper Co., Inc. 
In addition to describing Eastern’s 
service facilities for slitting, shear- 
ing, re-rolling, annealing, circling, 
edging, embossing and engraving, 
and twisting and braiding, it pre- 
sents a stock outline of the 10,000 
items carried in normal inventory. 
The book (loose-leaf, plastic bound) 
is tabbed into nine sections—Facil- 
ities, Aluminum, Eastmetal (Alum- 
inum-copper bi-metal) and Solder, 
Copper and Copper Alloy Digest, 
Steel, Weights and Measures — 
Sheet-wire, Weights and Measures 
— Rod, Weights and Measures — 
Tube, Tolerances, and Miscellaneous 
Tables. It describes the metals, their 
forms and uses, defines trade terms 
and material uses, form in which 
the different materials are obtain- 
able, and the terminology of special 
alloys. You will find this Catalog- 
Handbook highly informative and of 
practical value. 
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‘teally good enough, today? 


Chances are good that if you've been us- 
ing the same method for a mere two 
years, there’s now a better way. That’s 
how thick and fast the new develop- 
ments in abrasive techniques have come 
along. Every day someone, somewhere, 
is switching from one method to an- 
other, under the pressure of one hard 
economic fact: the need to cut costs. 

















Here lies the biggest advantage to the shop 
which has standardized on abrasives by 
CARBORUNDUM. You get counsel free 
from bias, for the CARBORUNDUM distrib- 
utor or salesman represents the only pro- 
ducer of a complete branded abrasives line, 
famous for uniform high quality. Thus 
he can recommend on the basis of what’s 
most profitable for you, not just what's 
most profitable for him. And he can keep 
you posted on all the newest practices of 
metalworking shops from coast to coast. 





$& 


Here are only a few of the 30,000 reasons 
why you get the RIGHT combination of abrasive 
and method only from CARBORUNDUM 



























Make a mental run-down today of each 
abrasive Operation your shop 
performs, then call in the 
man from CARBORUNDUM 
for his experienced, prac- 
tical, unbiased counsel. 
You'll find him listed 
in the yellow pages 
under ‘“‘Abrasives.”’ 
Call him today — it’s 

to your profit! 




















MAR K 


offers ALL abrasive products...to give you the proper ONE 
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Lhkd 
Keamers 
havea 
Wider Range 
of 
Standard 
Sizes 













Large Sizes 


TO 1%” 


Small Sizes 
TO .040 





Che Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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FILOSOFY OF BUYING 


HENEVER a purchasing 
WwW agent tries to by-pass whole- 


sale distribution channels and buy 
direct from the manufacturer, in 
the interest of better purchasing, he 
is vigorously criticized. \We are 
therefore particularly interested in 
a recent front page story in the 
Journal of Commerce, reporting : 
“Durables Producers Widen 
Branch Selling—Stiff competition 
among manufacturers seen reflected 
in bypassing of urban wholesalers : 
hold dealers unable to assure top 
results.” In the interests of better 
merchandising—well, it seems to 
make a difference where the 
pinches. 


shoe 


HIXN Lew Hahn, President 

Emeritus of the National Re- 
tail Dry Goods Association, retired 
from business a couple of months 
ago, he was honored at a testi- 
monial dinner where leading de- 
partment store executives paid 
tribute to his outstanding contribu- 


tions to retailing over the past 
thirty-four years. Among other 


contributions that were cited, he 
was hailed as the creator of the con- 
cept that “the retail store is the 
purchasing agent for the consumer” 
—an idea and slogan that has 
greatly and constructively influ- 
enced the whole field of merchan- 
dising. 


HE “Industrial Purchasing” 
movie business is flourishing. 
Since the world premiere presenta- 
tion at Atlantic City, the film has 
been scheduled for showing at: 
N.A.P.A. District Conferences 
in Atlanta 
Kansas City 
San Francisco 
Wichita 
Associations : 
Alabama 
Eastern N.Y. 
Milwaukee 
Rochester 
Syracuse 
Tulsa 


Western Mass. 


Maryland Ind. Ady. 

Monroe County Ind. Mgmt. Club 

Group and_ staff meetings at: 
\cushnet Process (lo. 


\ssn. 


American Cyanamid Co. 
Atomic Energy Commission 
\vco Mfg. Co. 


Babcock & Wilcox Co. 
Carborundum Co. 
Cities Service Co. 
Container Corp. of 
Diamond Alkali Co. 
Firestone Tire & Rubber Co. 
General Electric Co. (Boston, 
Bridgeport, Cleveland, Erie 
and Schenectady ) 
Goodyear Tire & Rubber Co. 
Herbrand Division 
International Business Machines 
Corp. (N.Y. and Endicott) 
New Departure Mfg. Co. 
Osborn Mfg. Co. 
Owens-Corning Fiberglas 
Pacific Airmotive 
Port of N.Y. Authority 
Republic Supply Co. 
Trumbull Electric Co. 
Union Carbide & Carbon Co. 
Union Oil Co. 
If you are interested in using this 
excellent film at one of your own 
purchasing or sales staff meetings, 
or in the Association program, 
PURCHASING will be glad to make 
it available to you, and we'll do 
our best to meet your preferred 
dates. But the schedule is filling up 
rapidly, so get your reservation in 
promptly. 


America 


HE community of Bristol, Va.- 

Tenn., is unique in having a 
civic entity on both sides of the 
state line. The newly organized 
TenneVa Association of Purchas- 
ing Agents, serving the industries 
of the Tri-City area centering 
around Bristol, is also obviously 
‘on the line”. We are intrigued by 
the fact that the new group has 
elected as its first secretary, J. W. 
Campbell, Purchasing Agent for 
Mason & Dixon, Kingsport. 


Y the time this gets into print, 
one of the hottest summers on 
record will be over, we hope. But 
the hot weather has prompted two 





PURCHASING 





ap] 


our 


rea 


It 

tin 
for 
pai 


Wi 


on 
clt 
sic 
col 
COT 
ral 
tin 


st 


fe 
p 
mM 
li 








Mé 





ai 


———— 


this 
OW] 
ngs, 
“ain, 
rake 

do 
rrec 
yup 
n in 


Va.- 
1g a 
~ the 
nized 
chas- 
stries 
ering 
ously 
“d_ by 
» has 





- - 
for | 


| yrint, 
‘rs on 
But 


| two 


-ASING 


appreciative correspondents to call 


our attention to a sign observed in 


a Cleveland purchasing office It 
reads 
Not During the  sumime 
montis please feel free to call 


this Purchasin 
ran Ithout a 


on anyone Mn 


] 
) ileal >} r 
i epartinent coa 


It may be worth clipping and put 


ting into the tickler file to come up 


for attention next July. for ap 
narently it's an effective way of 
vinning friends. 

ae id 


W I. are intrigued by the 
of the traveler who 


one of his fellow 


StOr\ 
noticed 
passengers in the 
club car reading his newspaper up 
side down. When his 
ould no longer be 
‘commented that this 
rather an eccentric method of get 
the “Oh, it’s easy ones 
ou get the hang of it.” the strange 
explained. “You see, I’m a_ sales 
man, and | into the habit by 
reading the stuff on the purchasing 
went’s desk.” 


curiosity 
contained, he 


seemed to be 


ting 


g news 


oC rt 


oe @ 
HE Purchasing Agent title is 
not a hereditary one, but som 
times it works out that way. When 


Dudley Keith resigned as P.A. for 


the City-County Hospital at Fort 
Worth, Texas, last month to be 
come administrator of the Sweet 
water City Hospital, the board 
chose as his” successor Robert 


Dudley Keith, who had been work 
ing with his dad as supervisor of 
the hospital's blood bank 
oratory 


and lah 


A PASSIONATE. editorial in 
American Alunicipal News 


on corruption in government, says 
“Morals in government reflect. the 
state of private morality Pri 
vate purchasing agents accept 
favors that would be criminal for 
public officials . . . . In this las 
moral tone of the country at larg: 
les the greatest 
corruption.” 


cause oft publi 

Really, now. we don't like to take 
all the credit for bringing 
what promises to be the No. 1 issue 
ot the presidential campaign. Ri 


about 


minds us of the inebriated customer 


at the bar, who hurled his glass at 


the murror 


at the precise moment 
that an 


tha earthquake brought — the 
uilding tumbling down in ruins 


Gosh,” he said, as he picked hin 


self up from the rubble. “I didn’t 


mean to throw it so hard 
Guess | don't 
Strength.” 


onest 


just know 
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Can you use these 


of ADVANTAGES 
Of HERCULES § 


Flatiened Swe 


wire rope? 











]. 10% Stronger 








2. Proportionately Safer 








3. Longer Lasting 








4, Easier on Equipment 















Have you experienced the extra advantages of 
Hercules* Flattened Strand wire rope? 


Where properly applied, this exceptionally strong, 
durable rope produces amazing results. Some 
users report more than three times the service, 
compared with ordinary rope. 


Hercules Flattened Strand packs more steel than 
any other construction. It spreads wear over 

four wires of each strand — not just one. It runs 
smoother. It lasts longer. It reduces groove 
wear. It increases safety factors in almost direct 
proportion to its extra strength. 


it will pay you to find out! 


Now, more than ever, the extra economy of 
Hercules Flattened Strand really pays off. Ask 
your Leschen wire rope specialist about it. 


\ 


*Reg. U.S. Pat. Off. 


Flattened Strand ® Non-Rotating * Slings 
Preformed ® Round Strand @ Locked Coil 





A. Leschen & Sons Rope Co., St. Lovis 12, Missouri 
In business only to make wire rope — 
better wire rope — since 1857. 
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-Veever 


veryone Can Count on 


R-ROOT 


‘This Veeder-Root Reset Ma gnet- 
ic Counter, specially designed for 
flush mounting on panels and in 
instrument-clusters, can be con- 
nected in series to any device that 
has a contact arrangement. And it 
can be located at central 
Countrol-points, at a distance 


Please mention PURCHASING Magazine when writing to advertisers, 


Direct Wire to 
Closer COUNTROL 








from the machine or process on 
which performance-figures are 
needed. Write for full facts. 


VEEDER-ROOT INCORPORATED 
“The Name That Counts” 
HARTFORD 2, CONNECTICUT 
Chicago 6, Ill. * New York 19, N.Y. * Greenville, S. C. 


Montreal 2, Canada * Dundee, Scotland 
Offices and Agents in Principal Cities 


Counts Gierything on Earth 
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TO THE NEW GENERATION 
OF PURCHASERS 


NE of our contemporary journals, in the marketing field, makes the timely 

suggestion that sales managers would do well to find out how many of the 
men on their selling staffs have had any experience other than in a sellers’ mar- 
ket. The point is that the economic and business developments of recent months 
represent not merely a change in degree but a change in course, a complete 
reversal in the force of buying and selling factors. Under these circumstances, 
effective.selling operations involve not only an intensification of effort, but a 
change in techniques and a basic reorientation of selling philosophy. 


The force of this observation is clear to anyone whose adult experience reach- 
es back a dozen years to prewar conditions; even more clear to those who can 
think back to pre-depression “normalcy” and the dark days of the early 1930's. 
For the perspective and the comparisons afforded by living experience under 
those varying conditions are essential to an appreciation of the changes that are 
now taking place and how to meet them. 


This is a situation prevailing in our whole national economic, social, and po- 
litical life. There is an entire new generation — many of them already of vot- 
ing age and coming into positions of business and community responsibility— 
who know no other way of life than the regimentation of government in busi- 
ness and government in private affairs, the philosophy of paternalism, collec- 
tivism, and security, rather than self reliance, competition, and opportunity. 
Even the progressive oldster who has honestly kept pace with changing times 
and changing thought, frequently finds that he simply does not speak the same 
language of the younger group. 


What is true and important in sales is equally true and important in purchas- 
ing. Buying efficiently and successfully under the conditions of today and tomor- 
row requires a basic philosophy and approach that the experience of the past 
ten years alone cannot furnish. The most recent authentic survey of purchas- 
ing experience, covering N.A.P.A. membership in the State of Ohio in 1951 
(see PurcHASING, August, 1951, p. 89) shows 47%, or nearly half, with purchas- 
ing experience of 10 years or less. Presumably these are the senior members of 
their respective departments. If the buyers and junior buyers were included, 
the preponderance of purchasing men with no experience other than in the pro- 
longed, if sometimes artificial, sellers’ market would be overwhelming. 


This constitutes a challenge for new orientation, education, and training, that 


purchasing management would do well to meet squarely, aggressively, and, above 
all, promptly. 
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./..and the Products It Builds 
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Keep your eye on the BALL 

...to be sure of your BEARINGS! The Great Ball of New 

Departure is your guide to top quality in ball bearings—top 

service in ball bearing application. That’s why New Departures 


are such a tremendous factor in modern industry—reducing 
costs as they reduce friction. Machines start more easily —carry 


their loads more efficiently —preserve their precision through a 





longer useful life—because of New Departure’s balanced design. BALL BEARINGS 

New Departures are the world’s most popular ball bearings. 

So accurately made, so friction-free, so widely adaptable, that 

you can always Depend on New Departure! NEW DEPARTURE « DIVISION OF GENERAL MOTORS « BRISTOL, CONNECTICUT 
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This issue’s important features 
summarized for the busy reader 


Control of Materials is a vital part of pur- 
chasing responsibility, whether you call it 
stores records, inventory management, or 
quantity determination and procurement 
scheduling. The article on page 71 tells 
how this is handled in a large and active 
public utility company purchasing depart- 
ment, with specific methods adapted to the three major 
categories of purchased items. Basically the elements of 
control are similar, but variations in usage require cor- 
responding variations in control procedures. 





A more comprehensive system of departmental control 
is described on page 79 in the form of a Manual cover- 
ing policies, job definitions and assigned duties, as well 
as details of procedure. This manual was developed by 
a purchasing executive who keenly felt the need for 
such a definitive guide while working as a buyer with- 
out the aid of a manual. It has proved to be an exceed- 
ingly valuable tool in the administration and operation 
of his department. 


Fine Print clauses in purchase and sales 
contracts present many pitfalls for the 
buyer. It is not surprising that such 
clauses have been the subject of consid- 
erable litigation. To learn what the courts 
have decided as to the validity of fine 
print, turn to the article on page 76, 
where the rulings have been summarized for your con- 
venience. Another legal article of timely significance 
(page 118) reviews recent court decisions in cases 
involving license and taxation statutes. 





This month’s Guest Editorial (page 69) is contributed 
by E. F. Andrews of Indianapolis, N.A.P.A. Vice 
President for District 4. It’s a straight thinking, hard 
hitting admonition to face up to the responsibilities of 
the purchasing job. The tough problems cannot be 
solved by evasions and taboos. 


One progressive West Coast manufacturer recently hit 
upon the idea of tackling some troublesome problems 


of vendor relationships by means of a Suppliers’ 














Conference. It’s a technique that has been gaining 
rather wide acceptance in recent years, with excellent 
results. The story on page 84 tells how it was handled, 
how the suppliers reacted, what was accomplished. 
You will not be surprised at the purchasing agent’s 
decision to make it an annual affair. 


Much has been written on the subject of 
Scrap Disposal, but the general principles 
do not always answer the individual 
problem. A unique clinic, with a panel 
of practical experts and drawing on the € 
experience of representative companies, 
provides the medium for considering in- 
dividual problems in this field, with recommended 
solutions. One of these clinics is reported on page 112. 
In the questions asked and recomemndations proposed, 
you may find the answer to your own problems. 





More and more companies are making use of Welcome 
Folders in the reception of visiting salesmen. As a 
result of this wider usage, the problem has arisen of 
how to make the folder a little out of the ordinary, 
so as to command more interest, to project the per- 
sonality of the company, and to make the device more 
effective. On page 92, a number of such folders are 
described showing some unusual techniques. 


What’s the problem in your department? Do you need 
to Simplify Paperwork? Turn to page 109. Does Ac- 
counting want to take over Invoice Checking? Turn to 
page 77. Are your Public Relations unsatisfactory ? Turn 
to page 89. Do you need a plan for Developing Executive 
Personnel? Turn to page 94. How can you sell your 
suppliers on the fact that your company is a Desirable 
Customer? Turn to page 88. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you informed 
on current developments in governmental policy. An- 
other section is devoted to Office Equipment and Forms 
(page 177). Informative Trade Bulletins and Catalogs 
listed on page 19 are yours for the asking. 








COMING—IN NEXT MONTH'S ISSUE 
Starting a New Purchasing Department from Scratch 


X-Ray Inspection—Legal Aspects of Rejections 
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LABORATORY TESTED TO 
MEET CUSTOMER’S HARDNESS 
REQUIREMENTS. 





Ryerson Hits High “C’s” 
for Shipbuilder 


Another Example of Ryerson Service on Special Requirements 


Material must be capable of heat treating to a minimum 
hardness of Rockwell C-38. 


That was the high hardness rating specified by a 
Seattle shipbuilder on his rush order to Ryerson for 
1500 pounds of Type 410 straight chrome stainless. 


First problem facing the shipbuilder —the fact that 
I'ype 410 chrome stainless is not regularly stocked by 
most steel warehouses. A call to the local Ryerson 
plant, however, disclosed that the urgently needed steel 
‘ould be shipped quickly from another Ryerson plant. 


Next question; Would the stainless from Ryerson meet 
the shipbuilder’s minimum hardness requirements? In 
our own well-equipped laboratory, we quickly deter- 


mined that the Type 410 on hand met the hardness 
specification. 

The steel was then trucked to the airport, flown to 
Seattle and delivered on schedule. 

This is a typical example of how Ryerson often can 
help you meet unusual specifications. It’s an example 
of how large, diversified stocks, unequalled facilities 
and the practical cooperation of steel specialists are com- 
bined at Ryerson to save you time and trouble. And 
it’s a good reason for you to call Ryerson whenever you 
need steel. 

Though the strike and heavy demand have caused 
many shortages, you'll find we can usually take care of 
most requirements—even the tough ones. 


PRINCIPAL PRODUCTS: CARBON, ALLOY & STAINLESS STEELS—BARS, 
STRUCTURALS, PLATES, SHEETS, TUBING, MACHINERY & TOOLS, ETC. 


RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK e 
PITTSBURGH e 
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There are no “unmentionables” in purchasing 











Don't Duck 


the Hard Ones... Face ‘Em! 


E. F. (“Andy”) Andrews j; Director 


of Purchases for Pitman-Moore Com- 
pany, a Division of Allied Laboratories, 
Inc., Indianapolis, manufacturers of 
pharmaceuticals and biologicals. He is 
currently serving as Vice President of 
the National Association of Purchasing 
Agents for District 4, comprising the 
important midwestern industrial area 


of Michigan and Indiana. 


Mr. Andrews is a native of Indian- 
apolis, and a graduate of Butler Uni- 
versity in that city, with a B.S. degree. 
He has supplemented his college 
studies with graduate work at Cornell 
University. 


Upon leaving college, he joined the 
Electro Chemical section of the Allison 
Division of General Motors at Indian- 
apolis, and remained with that organization until the outbreak of World War Il. As a 
commissioned officer of the U. S. Navy, he volunteered for service with the under-water 
demolition teams—the original ‘‘Frogmen’’—and commanded one of those teams in pre- 
assault reconnaissance and demolition missions on several Pacific islands, up to and including 
the action at Iwo Jima, where the Japanese finally caught up with his unit. On the com- 
pletion of the pre-assault work there, he returned to the States with what was left of his 
unit. For his distinguished service in the island campaign, he was awarded the Silver Star 
Medal, Bronze Star Medal, Presidential Citation, and other honors. 


immediately following the war, he became a member of the purchasing department of 
Pitman-Moore Company, and was named Director of Purchases in 1946. Active in the affairs 
of the Indianapolis Association of Purchases, he served as general chairman of the Indiana 
Industrial Show in 1948, in connection with the District Conference of that year, and headed 
the Association as its President in 1950. Last year he became District Chairman of the Com- 
mittee on Education, a position for which he is eminently qualified by three years of ex- 
perience in teaching the course in Purchasing at Butler, a three-hour credit course in the 
School of Business Administration. 


An able and effective speaker, he is in constant demand to address purchesing, sales, and 
other business groups on the subject of ethics, policy, and vendor relations. He is member of 
the Masonic Lodge and the American Legion, and a lifetime honorary member of the Ameri- 
can Marketing Club, Indiana University Chapter. He has served as chairman of the Board of 
Directors, Clermont Christian Church. The Andrews family includes a daughter, Nancy Lee, 
10, and a son, Dennis Dee, 8. Andy’s principal hobby and relaxation is fishing. 
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By E. F. Andrews 


HY is it that purchasing men 

speak with hushed voices 
when discussing such subjects as 
reciprocity, personal purchases, 
Christmas gifts, buy-at-home _poli- 
cies, or by-passing the purchasing 
department? I have been bothered 
many times in recent years while 
reading an article, listening to a 
panel discussion, or attending a 
convention, to see purchasing men 
duck and avoid these so-called un- 
mentionables. Why we _ classify 
these policy problems in the un- 
touchable class is, and always will 
be, a mystery to me. Certainly they 
are problems. However, they are 
no more difficult to answer than the 
many other problems that the pur- 
chasing agent is called upon to han- 
dle as everyday routine. And they 
must be answered by sound, intelli- 
gent, and forthright policies. 

There have been many good ar- 
ticles written and speeches given 
presenting intelligent approaches to 
these issues. “Unfortunately, they 
seem to have missed a good many 
people in our profession. Let’s take 
the subject of reciprocity or recipro- 
cal purchasing, for example. This 
practice has been condemned for 
many years, chiefly on the assump- 
tion that it involves unnecessary ad- 
ditional costs, brings unwarranted 
pressure upon the buyer, and is 
generally unethical and uneconomic. 
However, the modern purchasing 
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executive is part of a company 
team. He is, and should be, as much 
interested in the gross sales of his 
company as in the cost of the mate- 
rials that he buys. That calls for a 
frank, objective look at reciprocal 
dealings, without comprising any of 
the principles that may be involved. 

Recently, an Association  col- 
league was telling me of an experi- 
ence in his own company. This par- 
ticular purchasing executive was 
looking over his company’s cus- 
tomer list and noticed that one of 
their very good customers was a 
potential supplier for him. True, he 
had never before purchased from 
this customer, but this intelligent 
purchasing man made it a point to 
contact the customer and _ potential 
supplier, inviting him to bid on the 
business. On this basis, the cus- 
tomer’s salesman was more than 
anxious to see to it that his quota- 
tions and service were competitive. 
As it turned out, the purchasing 
agent and salesman got together 
and agreed on a contract amounting 
to 20% of the buyer’s requirements 
in that line. 

Only a few days later, the top 
managements of these two com- 
panies got together, and the subject 
of a reciprocal agreement was 
brought up. The management of the 
buyer’s company was about to 
agree to a 50% arrangement when 
he decided to have a look at the 
records first. When it was revealed 
that they were already operating 
under a contract at 20%, both sides 
considered it a good deal and were 
happy about the whole affair. Thus, 
by facing the issue intelligently and 
constructively, with the interests of 
both companies in mind, and by 
anticipating the action of manage- 
ment, this purchasing agent saved 
himself a great deal of trouble and 
substantially raised his prestige in 
the eyes of his management. 

In like manner, the matter of 
personal purchases can be intelli- 
gently handled. After all, who are 
we to set the sales policies of the 
companies that solicit business 
through the company for our em- 
ployees? First of all, our manage- 
ment’s policy must be in agreement, 
and they must be willing to act 
more or less as a credit agency for 
‘their employees. Assuming that our 
own company is willing to permit 
personal purchases, then it boils 
down simply to the matter of the 
sales policy of the company with 
which we are dealing. If this com- 
pany is soliciting our business and 
is anxious to sell through the com- 
pany to our employees, and that is 
their method of distribution, that is 
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their affair, not ours. And who are 
we to argue? On the other hand, 
if their policy does not permit such 
discount sales, and if it takes per- 
sonal pressure on the part of the 
purchasing agent to put the ar- 
rangement across, using the com- 
pany’s overall volume of business 
as a club, then it clearly falls into 
the category of an unethical activity. 

Bribery, or gifts, is the king of 
all the unmentionable subjects in 
purchasing circles. Here again, I 
believe we have an intelligent ap- 
proach and answer to the problem. 
Surely it is not within our province 
to decide how another company 
shall spend its advertising dollar. 
Our vendors go to great expense, 
investing many thousands of dol- 
lars to lay before us, in our favorite 
magazines, four-color spreads ad- 
vertising their wares. We subscribe 
to various publications for the ar- 
ticles, illustrations, and information 
we may derive from them, and we 
cheerfully wade through 60% or 
65% of such advertisements to ob- 
tain this information. We recog- 
nize that the magazines could not 
exist unless our vendors were will- 
ing to spend this money to attract 
our attention, and we get a lot of 
information from the advertising, 
too. 

Now suppose the vendor decides 
that he will seek our attention in 
some other way. Instead of putting 
a four-color spread in our favorite 
magazine, he may elect to put a 
paperweight on our desk. That may 
be good advertising, or it may not 
be. Just as we can read his printed 
advertisement or pass it by, we may 
use the paperweight or throw it 
away. But we are not the ones to 
decide what our suppliers’ means of 
advertising will be. 

Naturally, this whole subject is 
a matter of degree, but any pur- 
chasing man with a_ reasonable 
share of common sense can detect 
the supplier’s motives and recog- 
nize when his attentions get out of 
bounds. If we are individually 
singled out for a particular and val- 
uable consideration—perhaps when 
the business has not yet been placed 
—this of course can be considered 
as an effort to exert undue influ- 
ence; as such, it comes under the 
heading of unethical practice and 
should be firmly discouraged. Every 
purchasing agent has his own eth- 
ical standards. To the purchasing 
agent who believes in and practices 
under a sound ethical policy, this 
issue also need not be an untouch- 
able subject. 

Salesmen calling on other mem- 
bers of the company organization, 





outside the purchasing department, 
has been a subject of discussion for 
a long time. I wonder if some of 
our resentment has not been a mat- 
ter of “saving face” and a confes- 
sion of the individual’s inability to 
control the situation. 

We all recognize the fact that 
centralized procurement is essential 
in effective management, and can be 
justified for many reasons. Among 
these are: 

Pooling of 
quantity discounts. 

Prompt clearing of invoices— 
thus, cash discounts. 

Regulation and control of inven- 
tories—thus, more economical op- 
eration. 

Closer correlation of purchases to 
needs—thus, less waste. 

A unified front to all suppliers on 
matters of policy, etc—thus, fair 
dealing. 

A central clearing point for all 
matters pertaining to purchasing— 
thus, fixed responsibility. 

At the same time, we also must 
admit that a purchasing man has to 
be somewhat of a “jack of all 
trades”, knowing a little bit about a 
lot of things, and a lot about some 
things, but with no pretensions of 
“knowing it all”. I like to consider 
that the engineers, specialists, and 
technicians in my company are con- 
sultants or advisers to the purchas- 
ing department. I like to consider 
that some small portion of their 
salary, and therefore of their time, 
is set aside to advise and counsel 
with the purchasing agents on sub- 
jects that they are particularly 
qualified to cover. 

In like manner, I like to consider 
that the salesman is a specialist in 
his line, and therefore qualified and 
employed as an adviser to the pur- 
chasing agent on the products that 
he sells. Since the cost of selling is 
included in the cost of the product, 
and since we are paying that cost, 
we are entitled to this counselling 
service. By intelligent explanation 
of this situation, both to the people 
in our plants and to the salesmen 
who call on us, we can keep both 
parties happy and obtain much 
benefit for ourselves and for our 
companies by being the one who oc- 
casionally brings these parties to- 
gether—in our presence, of course 
—to discuss the mutual problems. 

The time has come for purchas- 
ing men to meet these problems, not 
by whispering among themselves, 
but with sound, intelligent, con- 
structive policies. Purchasing has 
passed through its infancy; it is a 
big boy now. So stand up to ’em. 
Don’t duck ’*em—face ’em! 


quantities—thus, 
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Material classifications determine methods 





By J. R. Carmichael 


Supervisor of Purchases and Stores 
Georgia Power Company 


Atlanta, Georgia 


Abstract of an address given at the Account- 
ing Conference, Southeastern Electric Exchange. 


ATERIALS are purchased for 
three purposes: (1) direct 
major construction use; (2) direct 
: : ; 
operating use; and (3) stock. Each 
of these involves a different type of 
control. 


For Major Construction 


Major construction is planned by 
the Engineering Department. This 
includes the preparation of a de- 
tailed list of material requirements. 
When a job is ready for work to 
proceed, the complete plans—along 
with the list of required materials 
—are forwarded to the Construc- 
tion Department. Requisitions for 
the materials are prepared from 
this list and, when approved by the 
required personnel, are forwarded 
to the Purchasing Department. 

Materials requisitioned for major 
construction often include items 


Material Control at 
Georgia Power Company 


which should be sup- 
plied from stock, for 
reasons of conveni- 
ence or economy. The 
requisitions are there- 
fore checked by a 
person familiar with 
available stocks before being re- 
leased for purchase. Items that 
can be supplied from stock to ad- 
vantage are marked off the requi- 
sitions, and proper notice furnished 
to the Stores Department. The 
requisitions are then passed to the 
proper buyer for the 
purchasing. 

Materials left on hand upon com- 
pletion of a major construction job 
are returned to the warehouse, 
where disposition is made as fol- 
lows: (1) placed in stock for later 
use; (2) returned to the supplier 
for credit; or (3) scrapped. If the 
materials returned are to be scrap- 


necessary 





J. R. Carmichael 


ped, prior approval of the Reclama- 
tion Committee must be obtained. 

Occasionally, material require- 
ments for this type of work will be 
underestimated. In such cases, ordi- 
nary materials can be supplied from 
stock, while special items simply 
have to be purchased on an emer- 
gency basis. 


For Direct Operating Use 


Under this category come mis- 
cellaneous material requirements 
where no large quantities are in- 
volved, and where it is unnecessary 
to look very far ahead as to supply, 





THE GEORGIA POWER COMPANY operates a state-wide elec- 





tric power system with headquarters at Atlanta and six operating 
divisions centered at Atlanta, Athens, Augusta, Columbus, Macon, and 
Rome. The company maintains a central Purchasing Department and 
General Warehouse at Atlanta serving the entire system, under the 
direction of the Supervisor of Purchases and Stores, who is directly 
responsible to the Vice President and General Manager. 


Annual volume of purchases amounts to $46 million, of which $6 
million represents purchases of steam coal. Approximately 15,000 
items are regularly carried in warehouse stock. This article tells how 
purchase and stores quantities are controlled in carrying out this 
extensive system of supply. 


The buying, traffic, and clerical staff at the Atlanta purchasing office 


numbers 26 persons. The department issues approximately 36,000 pur- 
chase orders annually, plus some 16,000 local orders originating in 
the operating divisions. 


The General Storekeeper, whose duties include reclamation and dis- 
posal of surplus and scrap materials in addition to the normal ware- 
house operation, is a key factor in the control of stock and purchase 
quantities. He reports directly to the Supervisor of Purchases ond Stores. 


In addition to the Atlanta personnel, there is a Division Supervisor 
of Supplies, with staff, in each of the operating divisions. These men 
are responsible for the stores operations of their respective divisions, 
and coordinate operating requirements and functions with the central 
supply organization. They have limited local and emergency buying 
authority, as explained in the outline of procedure. 
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ince all materials regularly re- 
in volume or which have to 
be ordered well in advance of need 
are handled through stock. 

In each Operating Division of 
the company, the Purchasing and 
Stores Department has a_ direct 
representative in the person of the 
Division Supervisor of Supplies, 
who has authority to purchase such 
materials as are required for im- 
mediate use and which are available 
or immediate delivery from the 
stocks of his local suppliers. This 
rovides a small portion of the ma- 
this cate- 


uired 


terial requirements in 


YOrTy. 





Central stores building, Atlanta. This area and plaftorm are used 


company trucks and receiving local deliveries. 





Receiving platform at rear of building. Trailer trucks are also 
loaded here for overnight delivery to branch storerooms. 


1S 
4 he 


The remainder is supplied on the 
basis of requisitions which origi- 
nate at the point where the re- 
quirement exists, and are passed 
along through departmental chan- 
nels for the prescribed approvals. 
After final approval, the requisi- 
tions come to the Purchasing De- 
partment and are checked against 
available stocks. Items which can be 
supplied from stock are marked off 
the requisitions and proper notice 
furnished the Stores Department. 


The requisitions are then passed to 
the proper buyer for the necessary 
purchasing. 

The Stores Department, which is 





responsible to the Supervisor of 
Purchasing and Stores, operates 
a central warehouse, and approxi- 
mately 90 lesser points of supply 
scattered about the system. About 
15,000 items are regularly carried 
in stock. The central warehouse 
is the focal point for supplying 


material requirements for minor 
construction and operating uses, 
with overnight delivery of con- 


solidated supply shipments to vari- 
ous points on the system made by 
contract carrier. 

To control stock quantities, a 
separate stock card is maintained 
for each item carried in_ stock. 
These cards show complete descrip- 
tions of the materials covered, and 
to them are posted information as 
to quantities on order, quantities 
received and disbursed, along with 
balances remaining on hand. These 
cards give us the basic information 
required for stock control purposes 
on all ordinary items; some items 
require additional information and 
special handling. 

\Ve attempt to control our stocks 
of materials for minor construction 
and operating uses on the basis of 
maintaining a balance sufficient for 
60 days at the average rate of 
movement, corrected to provide for 
any special work which may _ be 
scheduled. Naturally, we have to 
make allowance’ for seasonal 
changes, vacation periods, etc. 

In every stock there are many 
items which might be’ termed 
“ordinary” because they are (1) in 
plentiful supply; (2) distributed 
by a number of dealers; (3) pre- 


Shipping floor, showing assembly of materials for transfer to 
other stores and operating locations throughout the system. 
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ferred, but for which ready substi- 
tutes are available; (4) not par- 
ticularly vital to maintaining con- 
struction schedules or to daily op- 
eration. Stock cards on these items 
are regularly checked by the cleri- 
cal personnel assigned to the office 
of the General Storekeeper. Requisi- 
tions are prepared on the basis of 
quantities calculated to maintain a 
supply sufficient for 60 days at the 
average rate of movement reflected 
by the stock cards. These requisi- 
tions must be approved by the Gen- 
eral Storekeeper or his assistant, 
before any purchase is made. 


Special Stock Items 
Many 


stock items cannot be 
classed as “ordinary” in the 
that routine controls 


scribed above are not 


sense 
such as de- 
adequate, for 
a variety ot reasons. 

Requirements of poles and cross 
arms are calculated in advance, on 
an annual basis, from information 
available in connection with the 
approved Construction Budget and 
the Replacement Survey prepared 
by the Operating Department. Com- 
mitments are made, or blanket or- 
ders placed, for total requirements 
as reflected by this information. 
Poles and cross arms for construc- 
tion purposes are requisitioned as 
required for each individual job. 
Stock poles and cross arms are 
requisitioned on the basis of main- 
taining a supply sufficient for 60 
days plus requirements for special 
work which may be scheduled. 


Stock requisitions must bear the 


approval of the General Store- 
keeper or his assistant before any 
delivery against a commitment or 
blanket order is authorized. 
Required quantities of overhead 
aluminum and copper conductors, 
underground cables, insulators, in- 
sulator hardware, substation struc- 
tural steel, etc., are not generally 
available except from a manufac- 
turer. These usually have to be 
ordered well in advance of require- 


ments to insure delivery. These 
materials are also vital to both 
construction and operations. 


of overhead 
distribution 


Sizes 
andthe 


The smaller 
conductor, 


types of insulators can safely be 
ordered on the basis of the average 
movement reflected by the stock 
cards, corrected for seasonal 
changes. Requirements of the larger 
sizes of overhead conductor (#2 
and above), underground cable, 
transmission insulators, insulator 
hardware, and substation structures, 
are forecasted on the basis of main- 
taining stocks at a level sufficient 
for 60 days plus special require- 
ments for minor construction which 
may be scheduled. Construction re- 
quirements and delivery schedules 
are furnished by the Operating De- 
partment after a study of the ap- 





Bulk storage. 





Cable and wire storage. 
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Small parts storage. 
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Purchasing 
Department, 
Reception Room 



































Secretarial and 
Filing Section 


Order Writing 
Section and 
Buyers’ Offices 


Typical branch stores operation—the prelim- 
inary construction and supply warehouse at 
Plant McManus, Brunswick, Ga. 





proved Construction Budget. Re- 
quirements of these materials are 
ordered from 6 to 12 months ahead, 
on the basis of forecasts. The move- 
ment of material from stock is care- 
fully watched, and deliveries are 
expedited or delayed as required 
by subsequent developments. Requi- 
sitions for these materials must be 
approved by the General Store- 
keeper or his assistant before any 
purchase is made. 

Stocks of electric appliances for 
resale are maintained on the basis 
of forecasts made by the Sales De- 
partment for a given period or spe- 
cial activity. These stocks will vary 
greatly, but an effort is made to 
hold the stocks to the supply suf- 
ficient for from 60 to 90 days. 

Fuel stocks are maintained on the 
basis of providing a minimum re- 
serve stock approximating '3-ton 
of coal for each kilowatt of generat- 
ing capacity at all plants where 
part-time gas service is available, 
and approximating 1 ton of coal per 
kilowatt of capacity where no gas 
service is available. 

In addition to the minimum stock, 
coal is brought in at a rate sufficient 
to keep each plant in full operation 
according to the operating days in- 
dicated by a forecast prepared by 
the Production Department. Fuels 
have to be bought so far ahead of 
actual need, and have to be pro- 
vided in such volume, that it is 
dangerous to cut stocks too low. 
Many indeterminate factors affect 
the orderly handling of fuel ac- 
counts, and actual stock conditions 
will ordinarily be found above ac- 
tual requirements. 
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What Are Industry’s 


PRODUCTION and SALES PLANS 
For Post-Detense Markets? 


Purchasing agents, who buy the materials and equipment for 
industry's production programs, are in a good position to know 
what plans are being made — e.g., expansion, development of 
new products — to hold or increase markets after the rearmament 
program has passed its peak. We asked purchasing executives 
in all parts of the country what their companies’ aims are for the 
new period of sales competition, and how they expect to achieve 
them. Their combined answers follow. 


OVER THE TREE 
in “53 


1) Is your company now planning 
new or increased sales activities to 
help maintain its present production ? 
levels when the defense peak has been & 
passed 


@ In your opinion, what will be your 
company’s main obstacles to continued 
high production and sales in the post- 
defense period* 


NOINIdO ONISWHDUNd ——J 


Competition from Competition from 


*Percentage factors total more than 100 since most new sources 28% new products 13% 


respondents made more then one choice in 
answering. 


Others mentioned include labor costs > 
and difficulties, overproduction, 
shortages, excessive taxation, com- 
petition from lower labor rate areas. 


Consumer price Unfavorable general business 
resistance 32% conditions 64%, 








© (a) Will your company’s domestic 9 
sales effort extend beyond the present 
normal geographical range 


i ee ee ee 


(b) Will your company seek foreign 7 
markets not now served x 


Is the development of new pro- 
ducts a part of your company’s plans 9 
for maintaining or expanding @ 
production 


© How long would it take your com- 
pany to reconvert to civilian produc- 9 
tion, or to attain effective production us 
and distribution of new products 


We are designing cheaper utility models and will throw them 
into production if price is the controlling factor. Also plan 

reduce the number of models if it seems necessary to 
iower prices.” 


If more organizations would look for quality in a product 
rather than a mere. saving in price, the businesses that are 
most beneficial to our nation would survive any unfavorable 
business cycle.” 


Qur company has a reserve of several million dollars for 
immediate conversion to ‘peacetime’ products. We have a very 
bright outlook on the future.” 


“Believe American ingenuity will devise new outlets for our 
sccumulated energy potential, if and when war production 
goods are shut off.” 


Reduction in defense spending will temporarily reduce sales 

volume. However, new products developed in the past year 
and several now in the planning stage will, we hope, take up 
any slack.” 
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immediately 


3 months 


6 months 





me WHAT THEY iT 


“Expect an orderly leveling off in all manufacturing industries. 
Also feel that competition will be much keener and that raw 
material costs will be one of the most essential items to watch.” 


“Look for one mad scramble — with the added facilities in- 
stalled to meet defense needs released, high sales and produe- 
tion must be maintained to keep costs down.” 


“Increased wages mean another round of price increases in 
all commodities. Consumer resistance will stiffen beyond today’s 
level. Only by increased production can we offset new wage 
levels.” 


“The continued improvement and development of existing 


machinery types is the important thing in our line (machine 
tools).” 


“We have already embarked on an advertising program de- 
signed to increase sales, a relocation of our sales force to 
cover all domestic markets and an increase in our activities in 
Canada and Europe. In fact, we are very optimistic about our 
future and expect to attain a higher volume of sales even after 
defense production has passed its peak.” 


EAST 42ND S70eer, NEW YORK 17, WN. 
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Purchasing or Accounting responsibility? 








THE QUERY: We follow the pro- 


cedure of checking and approving 
each supplier's invoice before trans- 
mittal to the Accounting Depart- 
ment for payment. The Purchasing 
Department invoice clerk checks the 
invoice with the purchase order and 
receiving reports. After complete 
check, all invoices are submitted to 
each respective buyer for approval. 
Any errors in billing are called to 
the attention of the buyer, who has 
full responsibility of settlement of 
differences with the supplier. 

For some time we have had dif- 
ferences of opinion between the Ac- 
counting Department and ourselves 
regarding our checking and approv- 
ing invoices. They contend that this 
is an accounting function associated 
with auditing. We, of course, fail to 
understand how anyone but the 
buyer can intelligently approve an 
InvOICE. 

Ie would appreciate any infor- 
mation which you may hdve, ad- 
vising the most common practice 
followed in checking, approving, 
and payment of invoices. 


B' TH Purchasing and Account- 
ing Departments are concerned 
with the checking of invoices, but 
for different purposes. Those pur- 
poses, and departmental facilities, 
should determine how and where 
the job is to be done. The important 
thing in setting up a procedure for 
this operation is to make sure that 
all essential checks are made, 
promptly and without duplication. 

The system outlined in this query 
is the one in most general use. The 
invoice, after checking, and with 
supporting documents attached 
(copy of the purchase order, copy 
of or reference to the requisition 
or other authorization to purchase, 
and copy of the receiving and in- 
spection reports), is sent to the 
Accounting Department as authori- 
zation for payment. This checking 
usually includes quantity billed and 
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Who Should Check Invoices? 


received, acceptability of the ship- 
ment, accuracy of prices and terms. 
It may also include checking of ex- 
tensions and information as to the 
distribution of accounts, though in 


are left 
Accounting 


some cases these factors 
for checking by the 
Department. 


The Natural Procedure 


In the course of long experience 
in many companies, this has proved 
to be a simple, efficient, and satis- 
factory method of handling the 
checking operation. Among the rea- 
sons which may be cited in favor 
of the procedure are: 

1. In the final analysis, it is a 
part of the buyer’s responsibility to 
see that his order is properly filled 
and billed. In the event of any dis- 
crepancy, it is usually his respon- 
sibility to secure an adjustment with 
the vendor. Consequently, in the 
many cases where the shipment and 
invoice do not exactly coincide with 
the order, a check by the Account- 
ing Department would require that 
the invoice be referred back to the 
buyer for approval or action before 
payment. 

2. The original records and data 
against which the invoice must be 
checked are available in the Pur- 
chasing Department files. To a cer- 
tain extent, checking in another de- 
partment may require a duplication 
of this information. It can be argued 
that the purchase order should in 
itself be complete with respect to 
quantities, prices and terms, so that 
an independent check can be made ; 
however, from the practical view- 
point, it is not always possible even 
to pre-price an order, due to limita- 
tions of time or ordering informa- 
tion. Quantities, too, are subject to 
entirely legitimate variation, due to 
unit packaging of standard items 
and permissible variations, plus or 
minus, in production runs of special 
items, which are recognized in the 
customs of the trade and are an 


accepted part of the contract even 
though they are not specifically set 
forth in the order. 

3. It is essential for the Purchas- 
ing Department to make such a 
check in any case as evidence of the 
completion of a transaction, to 
verify conformance of delivery and 
billing to the requirements and 
terms of the order, and for posting 
to clear its own records—both open 
order files and permanent purchase 
records. Any number of minor 
questions may be raised, which 
must be resolved by Purchasing De- 
partment decisions. For example, 
in the case of a small undership- 
ment, is the order to be considered 
as completed or should the balance 
be back-ordered to meet a specific 
quantity need? 

4. The Purchasing Department, 
being familiar with the intent and 
terms of the order, and with the 
circumstances surrounding the 
transaction, is in a better position 
to detect discrepancies such as over- 


shipments, unauthorized _ price 
changes, failure to apply proper 
discount schedules, substitutions 


which may or may not be accept- 
able, possible errors in materials 
shipped, possible errors in ordering, 
etc.—and to detect these in time to 
start corrective action before an in- 
voice is paid. 

5. There is an advantage to the 
Purchasing Department in having 
the “second look” at its purchase 
transactions that is afforded by the 
checking of invoices. Carried on by 
an alert invoice checking section 
close to the buyers and imbued with 
the purchasing viewpoint, it can be 
the means of improving buying 
practice by noting minimum charges, 
extra costs for broken package lots, 
possibilities of consolidating orders 
to get into more favorable quantity 
price bracket possibilities of stand- 
ardizing two or more closely related 
products, ete., that were not ap- 
parent, or were overlooked, in the 
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original placing of an order. One 
of the most successful and most 
widely publicized “value analysis” 
programs of today had its inception 
in a well organized and closely su- 
pervised invoice checking division. 

6. It is a straight line process, 
requiring only one copy of the 
vendor’s invoice, and giving the 
desired result, ie., providing the 
essential audit and verification to 
authorize payment—and  accom- 
plishing this in a manner that gives 
this information to the Accounting 
Department in final form for han- 
dling disbursements and accounting 
entries, while at the same time use- 
ful purposes are accomplished by 
the processing in Purchasing. 


Checks and Balances 


Naw, to consider the other side 
of the picture, it should be noted 
and conceded that every one of 
these reasons for checking invoices 
in the Purchasing Department are 
based on expediencvy—which can be 
a perfectly sound basis for manage- 
ment decision. They do not alter 
the fact that the invoice check is 
basically an auditing procedure, 
and that audit is a responsibility of 
Accounting. Acceptance of the Pur- 
chasing Department audit as the 
sufficient authorization for payment 
presupposes a willingness by Ac- 
counting to delegate this responsi- 
hility, or perhaps more accurately 
a willingness on the part of man- 
agement to reassign the responsi- 
bility in the interest of simpler 
procedure so long as the desired 
results are attained. This is the 
situation that generally prevails in 
organizations of medium size, where 
daily informal interdepartmental 
relationships are easy and natural. 

Among the larger organizations, 
and those which are committed by 
policy to a more strict observance of 
functional lines of responsibility, 
there is a tendency to place the 
entire processing of invoices, as a 
preliminary to their payment, into 
the category of an accounting func- 
tion and responsibility. This intro- 
duces a new factor, in that the 
audit of the vendor’s invoice also 
constitutes an audit of purchasing 
operations. Many purchasing execu- 
tives welcome this arrangement as 
being in line with the principle of 
checks and balances, which is good 
management practice where the 
size of the organization and the 
amount of company funds involved 
in purchase expenditures may war- 
rant. At the same time it relieves 
the Purchasing Department of a 
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routine operation of considerable 
volume and corresponding depart- 
mental expense. 

Handling invoices in this way 
requires a duplicate set of forms 
all along the line—starting with the 
requisition (authorization to pur- 
chase) and a copy of the purchase 
order as issued, with clear descrip- 
tion of the material covered, de- 
finitely priced, and with terms and 
conditions of purchase. Then copies 
of receiving and inspection reports 
indicating acceptance must also be 
sent directly to Accounting. Finally, 
duplicate copies of vendors’ invoices 
must be received, so that they can 
be simultaneously processed in the 
two departments for the respective 
purposes of each. The duplication 
of forms is not a particularly serious 
matter. In many companies the Ac- 
counting Department receives pur- 
chase order copies as a notice of 
commitments, regardless of how the 
invoices are handled. Getting dupli- 
cate copies of invoices may entail 
some “education” of vendors, and 
some follow-up, but this again is 
standard practice in many com- 
panies, as indicated by instructions 
to vendors on the order form. The 
duplication becomes a matter of 
concern only when it involves dup- 
lication of work in the two depart- 
ments. 


Not Routine 


Chief difficulty with this system, 
which is entirely practicable on 
routine transactions, is that many 
invoices, even under normal condi- 
tions, do not match up exactly with 
the orders as issued, for a variety of 
reasons that have already been cited 
in preceding paragraphs. Even with 
the simple discrepancies that have 
been noted as examples of what 
constantly happens in this respect. 
the checking of invoices tends to 
get away from a routine operation. 
The “traffic” between departments 
to resolve these discrepancies is 
time consuming at best, and it can 
hecome a serious office problem. It 
assumes even greater proportions as 
the complexity of the purchasing 
program increases, whether from 
internal or external causes, and en- 
gineering changes, price changes, 
quantity change orders, substitu- 
tions and modifications of specified 
quality are involved. 

A working arrangement that is 
not uncommon under such circum- 
stances and that seems to work 
satisfactorily within the framework 
of strict functional organization, is 
to have an invoice checking section 





that is technically a part of the Ac- 
counting organization, on the Ac- 
counting payroll and responsible to 
the chief Accounting officer, but 
located physically in the Purchasing 
Department for ready access to 
purchase records and to the buyers 
who may be concerned. This is not 
a perfect solution, organizationally, 
but it does provide the answers both 
to by whom and where invoices can 
best be checked, and is generally a 
practicable arrangement where chis 
division of responsibility is in effect. 

It must be remembered that the 
growth of industry and the de- 
velopment of management science, 
with emphasis on specialization, 
tend toward a corresponding de- 
limitation of specific fields of acti- 
vitv and may entail relinquishment 
of traditional ‘duties and preroga- 
tives. The whole development of 
centralized purchasing, the separa- 
tion of the ‘wuyving function from 
productic.: anu operating depart- 
ments, is an excellent example of 
this. The Purchasing Department 
will always have some accounting 
operations to perform on its own 
behalf, as in its analyses of costs. 
control of inventories, and similar 
activities where the accounting it- 
self is a direct means to purchasing 
objectives and responsibilities with- 
in the department—as a guide to 
purchasing policies and action, or 
implementing the department's own 
accountability for materials or for 
performance. However, there would 
seem to be no particular loss of 
prestige involved in relinquishing 
such an operation as the checking 
of invoices where management may 
deem that the primary purpose is 
the Accounting Department respon- 
sibility of audit for disbursement. 
There are at least two reasons, as 
cited above, why this may be more 
desirable from the purchasing view- 
point. 

If and when the question becomes 
an issue, the purchasing officer 
should ask himself whether these 
factors outweigh the numerous rea- 
sons why invoice checking is ordi- 
narily regarded as a_ purchasing 
activity; whether, under the pro- 
posed realignment of responsibility, 
his own requirements of informa- 
tion and operation will be ade- 
quately served; and which proce- 
dure is likely to prove most efficient 
and satisfactory from a_ practical 
viewpoint. 

Generally accepted practice indi- 
cates that in most cases the decision 
will be to assign this operation to 
the Purchasing Department. 
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Specific guidance for every detail 





By Dwight G. Baird 


URCHASING activities at De- 

troit Harvester Company’s Dura 
Division, at Toledo, Ohio, are de- 
fined and controlled by means of an 
exceptionally comprehensive and 
specific department manual, recent- 
ly compiled by H. E. MacKinnon, 


General Purchasing Agent. Prepa- 
ration of such ae manual 


was 
prompted by his experience in 
working without one when he was a 
buyer, MacKinnon explains. He 
felt that there was_a lack of specifi- 
cally fixed responsibilities and defi- 
nitely 

sulting 
even 


prescribed procedures, re- 
in loose organization, un- 
division of labor, and inade- 
quate controls. 

“One of the first things I did 
after | was appointed General Pur- 
chasing Agent in 1951,” he said, 
“was to survey the department, to 
learn just what everyone in it did, 
and how and when he did it. This 
was accomplished by consultation 
with the buyers to gather their 
ideas and suggestions. The survey 
indicated that several of the forms 
and records themselves could be 
improved by revision and redesign, 
for better procedure and control. 
This was done. Then I set to work 
to prepare and put into writing a 
uniform procedure to guide and 
govern all personnel of the depart- 
ment, including myself.” 

The resulting manual, bound in 
pressboard covers, consists of ap- 
proximately 100 pages of single 
spaced typed and duplicated copy, 
814 x 11, which, together with a 
complete set of forms and exhibits, 
pinpoints the duties, responsibilities, 
and procedures of everyone and 
everything in the department. 
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Purchasing Manual Covers 
Whole Range of Policies, 
Job Duties and Procedures 


H. E. MacKinnon is a 
graduate of the Babson In- 
stitute of Business Admin- 
istration. Prior to World 
War Il, his business ex- 
perience included the pro- 
curement of building ma- 
terials, also work in credit 
and sales. During the war, 
he served as Supply Officer 
for General Davis, Chief of 


| G& E; Quartermaster 
Officer at General Mac- 
Arthur's Pacific Head- 


quarters; and instructor in 
supply procedure under the 
Quartermaster General's 
office at Washington. He 
joined the Dura Division in 
1947, and became General 
Purchasing Agent in Febru- 
ary 1951. He is a member 
of the Toledo Purchasing 
Agents’ Association, and is 
currently serving on the 
Taxation and _ Legislation 
Committee of the Toledo 
Chamber of Commerce. 


The manual is 
completeness : 

The conventional organization 
chart is supplemented by a job clas- 
sification which includes the Gen- 
eral Purchasing Agent, each of the 
buyers, and three classes of clerical 
personnel; and by a detailed floor 
plan of the department including 
locations of desks and files. 


notable for its 


Detailed Instructions 


The statement of purchasing 
policies gets down to the listing of 
five kinds of sources of supply in 
the order in which they should be 
considered, and eight sources of 
product knowledge and market in- 
formation for buyers. 

In listing the duties of the cleri- 
cal staff, the manual goes on to out- 
line the daily routine for each mem- 
ber, including the order in which 
these duties should be performed, 
to the end that the time of em- 
ployees will be more efficiently or- 





ganized, and avoiding the chance 
that too much time will be spent on 
less important matters at the ex- 
pense of being late in attending to 
the more important ones such as 


getting out purchase orders and 
correspondence on time. 
This type of scheduling 1s ap- 


plied throughout the entire system. 
For example, in the preparation and 


issuing of purchase orders, the 
buyers are instructed to have the 
requisitions, with price card at- 


tached, given to the typist not later 
than 3:30 P.M.; the orders, signed 
by the respective buyers, should be 
on the General Purchasing Agent’s 
desk by 4:00 P.M. for his review 
and signature ; they should be ready 
for folding and mailing by 4:30. 
This avoids the late afternoon rush 
of work, with the possibility of hur- 
ried attention to important details, 
and has eliminated a situation for- 
merly prevailing, when the Pur- 
chasing Agent might not see an 
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Scope of the Purchasing 
Department Manual is in- 
dicated by the contents 
page. Procedure Section is 
indexed for quick reference, | DATE oF LAST| NoO.ITEMS | NO NO. ITEMS 
contains exhibits of ap- 
propriate forms used and 
detailed step-by-step in- 
structions. 


J.A. 


The General Purchasing 
Agent keeps in touch with 
Buyers’ activities through a 
series of summary reports, pate_ 39 2-52 
including a current short- 
age record, daily activity DATE CORRESPONDENCE 
report, and monthly tabu- 
lation of savings effected 
by purchasing. 
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order until a copy came to his desk 
some time after it had been issued. 

Operating procedures are de- 
tailed under 19 headings, covering 
the whole range of departmental ac- 
tivities from requisition to invoice 
approval, and including such phases 
as the establishment of new supply 
sources and the control of company- 
owned tools and jigs that are lo- 
cated at vendors’ plants. 

“If we have omitted anything, we 
just haven’t had occasion to think 
of it yet,” Mr. MacKinnon says. 


Broad Objectives 


The detailed instructions are val- 
uable and effective in themselves as 
a means of achieving more efficient 
operation and administration of the 
department. But they have a broad- 
er objective in achieving the basic 
purposes of the purchasing depart- 
ment. The manual opens with the 
statement that: “It is the function 
of this department to see that each 
department is supplied at all times 
with the proper quality of stock at 
the lowest cost and with the least 
investment.” Mr. MacKinnon com- 
mented further : 

“The work of a purchasing de- 
partment may be classified as com- 
prising three types of functions— 
clerical functions, service functions, 
and profit functions. 

“The clerical functions include 
handling the paper work and keep- 
ing records, typing and mailing 
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purchase orders, keeping price 
records and adequate files. 

“The service function is the job 
of procuring material or informa- 
tion from the suppliers when 
needed 

“The profit function includes the 
responsibility of getting material at 
a price, and of a quality, and in the 
manner, which will produce the 
lowest production cost. 

‘Making a profit in the purchas- 
ing department is extremely impor- 
tant, but that can be done only after 
the other two functions have been 
properly attended to. No purchas- 
ing man can do a good job of nego- 
tiation with vendors, with all the 
attendant research that this re- 
quires, if he does not have adequate 
records and sufficient time in which 
to conduct the negotiations prop- 
erly. 

“The profit obtained by procur- 
ing better material at lower cost is 
a hidden one. It is reflected in the 
company’s profit and loss statement, 
but it is difficult to isolate and iden- 
tify. It is camouflaged by the fluc- 
tuations of the market. The ulti- 
mate cost of material is affected by 
many other things, including pro- 
duction efficiency and engineering 
ingenuity. Since the expense of the 
purchasing department is_ easily 
identified, quickly measured, and 
obvious, while the profit of the de- 
partment is sometimes intangible 
and always hard to measure, this 
usually results in overemphasis of 
the expense and underestimation of 
the profit potential. 

“The importance of this profit- 
making function in most industrial 
organizations is clearly shown by 
the cost of materials purchased— 
usually amounting to from 30% to 
75% of the total cost of production. 
In our own Dura Division it 
amounted to 61.1% in 1951. A 
properly staffed and efficiently op- 
erated purchasing department may 
reduce the cost of material by as 
much as 5% or 10%. This means 
that having a capable and adequate 
purchasing department may result 
in the addition of 21%4% to 5% of 
profit on the company’s sales. 

“That is what we are aiming at 
here, and this manual is our guide 
to larger profits and smaller ex- 
penses in our department.” 


The Department Head 


In carrying out such a program, 
the department head should seek to 
increase : 

Efficiency 

Teamwork 

Knowledge of conditions, sources, 
and prices 
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Competition for the company’s 
business 

Good will 

At the same time he should seek 
to eliminate : 

Unnecessary purchases 

Red tape 

Delays and complaints 

Handicaps 

“Our own faults” 

Mr. MacKinnon believes that the 
general purchasing agent should 
keep himself informed of the prin- 
cipal activities of his buyers so that 
he may allocate and coordinate their 
duties intelligently and equitably. 


PURCHASING STAFF AT DURA DIVISION 


planation, and total savings com- 
pared with previous purchase. 
While prices are, in many cases, 
beyond a buyer’s control, there are 
other opportunities to effect econo- 
mies; and MacKinnon wants his 
buyers to know that when they ef- 
fect a saving, he doesn’t overlook if. 
Further this is a valuable exhibit 
to present to management in case 
buyer deserves a salary increase, or 
to go over with the buyer in case 
there is reason to suspect that he 
isn’t exhausting all possibilities in 
selecting materials or sources, or 
negotiating prices and terms. 





Standing behind Mr. MacKinnon are the four Buyers of his department (|. to r.): W. C. 
Arnold (parts and components for manual regulators); J. A. Marsh (parts and components 
for hydraulic electrical regulators); Robert |. Bremer (steel, aluminum, copper, and other 
metals); Miss Lucille Washburn (maintenance and operating supplies). 


To this end, he has inaugurated 
several records: 

One of these is merely a copy of 
the visitors’ register. He wants to 
know how many callers each buyer 
receives and how much of his time 
they take up. It is also of interest 
to know what vendors are calling 
on them and to have at least an ap- 
proximate idea of how frequently 
they call. 

Another is a record of long dis- 
tance calls, with columns for enter- 
ing the name of the calling party 
and that of the party called, firm 
name, city, and charges. The uses 
of such a record are rather obvious. 

A third is a summary of each 
buyer’s daily activity—number of 
letters, of purchase orders, of in- 
quiries, of salesmen seen, of tele- 
phone calls and telegrams. 

A fourth is headed “Savings”. 
There is a separate sheet for each 
buyer each month, and columns for 
listing the date, commodity, ex- 


The price record is maintained on 
cards which are made up in four 
different colors, one for each quar- 
ter of the year. The list is so ar- 
ranged that they include within each 
quarter a typical number of each 
type of commodities and parts 
which a buyer may purchase. In 
this way, the job of sending out in- 
quiries on a quarterly basis is 
broken down so as to avoid a heavy 
load of typing and posting letters 
of inquiry at any one time. In the 
case of operating supplies, a differ- 
ent color scheme is used to denote 
six different classes of supplies by 
as many different colors. 

A card record is maintained of all 
company-owned tools, jigs and fix- 
tures in the hands of vendors. It is 
reviewed quarterly, or more fre- 
quently if the occasion to do so 
arises. Without such a record, there 
is a danger of duplicate payments 
for tooling, or approval of mainte- 
nance costs without dctual knowl- 
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edge of the facts in the case, or 
scrapping of tools by the vendor 
without authorization; nothing of 
this kind can happen under the cur- 
rent procedure. The record is also 
a check on whether tooling is being 
used to capacity and being main- 
tained in good condition, when ven- 
dors get behind in shipments. 
Currently a loose-leaf record of 
steel purchases from mills and 
warehouses is maintained, showing 
quantity ordered, month requested, 
and receivals. In the same binder 
is a record of cars of scrap shipped 
to the mills. This record is present- 
ly useful in discussing with the mills 
how much steel the Division is re- 
ceiving in connection with its allot- 
ment. It also looks to the future. 
“When the steel market becomes 
easy,” said MacKinnon, “when 
everyone is asking for our business, 
this record will be used so that we 
can make a fair distribution of our 
requirements to the mills which 
have furnished us with steel during 
the difficult market. The record 
will support our position in this re- 


spect. 
Good Results 


MacKinnon is ¢onvinced that the 
time and labor entailed in preparing 
the manual have been more than 
justified. Several of the forms and 
procedures have been improved, 
making for greater efficiency. Hav- 
ing definite policies and explicit 
procedures has brought about a 
more closely knit organization. Fix- 
ing responsibilities and specifying 
just who is to do what, has also im- 
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Each buyer handles follow-up on his own orders. The reverse side of the open file copy of 
the purchase order is ruled for a record of follow-up action. A series of form letters cover- 
ing various types of questions, and requiring only an address and check mark or insertion 
of order number, facilitate routine correspondence with vendors. 


perce 


Reverse side of the purchase record card is used for a detailed rec- 


ord of current quotations on the item. 
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proved the efficiency of the clerical 
section and evened the work load. 
It insures that the necessary things 
get done, on time, and has elimina- 
ted some causes of friction. (At the 
same time, it is understood that one 
may be asked to assist another with 
her work, when necessary.) It has 
made for an orderly and efficient 
flow of operations, not only in the 
processing of forms and _ records, 
but also in the physical arrange- 
ment of the offices, such as the loca- 
tion of files and controlling access 
to filed information. 

Similar results have been ob- 
served in the buying phase of the 
department, where sound and con- 
sistent policies are now the rule, 
implemented by effective methods 
and procedures. Following the 
manual has eliminated considerable 
waste, and has pointed the way to 
effecting substantial economies. 
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SDPA backs up the little bidder 





Certificates of Competency 
Help Small Business to 
Get Contract Awards 


os By Richard <a Dyas, Director, Office of Loans, Small Defense Plants Administration, Washington 


H! RE is the nub of a problem 
that has confronted quite a few 
business concerns 
prime defense contracts. 
They have entered a low bid, or 
they were being favorably consid- 
ered for a negotiated contract; but 
they were having difficulty in satis- 
fving the government procurement 
officer as to their ability to fulfill 
1 


smal] seeking 


he contract—both as to credit anc 
plant abilitv to do the job. 
Chis, of course, is a problem wel 


+ 


] 
1 


know throughout management. 
From the financial standpoint, it is 
the old double-pronged frustration 
Ir the small concern the con- 


had 
get the necessary 


Conversely, as tar as the 


tract, it could 
financing. 
procurement officer was concerned, 


it had the credit, it probably could 


get the contract. Moreover, when 
credit was not available through 
regular channels, the procurement 
officer also became concerned with 


whether the small concern had the 
necessary technical ability and capa- 
city. And more often than the 


not, 
small concern was an unknown en- 
tity to the procuremet officer. 

In this kind of a situation, the 
Jants Administra- 
specifically authorized by 
Congress to give special considera- 
tion to the small concern involved. 
Under this authority, SDPA can 
issue a certificate of competency as 
far as credit and capacity are con- 
cerned—which must be accepted as 
conclusive by procurement officers. 

This certification process is an in- 
tegral part of the over-all program 
laid down by Congress to hasten 
the completion of our defense pro- 
duction goals by utilizing as fully as 
possible the plant capacity of small 
enterprise. 

Purchasing agents, and all those 


Small Defense 


+ 
} he) } 
LiOT) is 
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interested in the problem of supply, 
should be especially interested in 
the furtherance of the certification 
program. The purchasing agent na- 
turally is interested in the expansion 
of sources of supply up and down 
the line. And the certification pro- 
gram works to provide alternate 
sources of supply by bringing small 
concerns into the supply field as 
prime defense contractors. 

As the program develops, it is 
quite likely that a purchasing agent 
will find a new small source of sup- 
ply close at home which he can tap 

to supplement the supply from a 
larger firm upon which he has been 
dependent. 

Moreover, in accordance with the 
intent of Congress, the program also 
works to strengthen the whole of 
the competitive system. 


The program places a_ heavy 
responsibility upon SDPA in the 
making of a careful financial and 


engineering analvsis of concerns ap- 
plying for-a certificate. Consequently, 
with the limited staff we had when 
the program was started, progress 
was slow. But in recent weeks, with 
increased appropriation from 
Congress to provide competent staffs 
in all of the field offices, we have 


the 


been able to process applications in 
much heavier volume. 

By July 15, (the end of SDPA’s 
third quarter of operations), we had 
issued 33 certificates of competency, 
covering nearly $36,000,000 in prime 
defense contracts. Twenty-nine cer- 
tied concerns had received con- 
tracts totaling more than $34,000,- 
000. Two concerns certified failed 
to receive contracts because of ex- 
cessive price quotations; and two 
contracts were still pending. 

In almost every instance, these 
contracts would not 


have been 


awarded to the small concern if a 
certificate had not been issued. 

Of particular value to SDPA in 
furthering the certification program 
is the system of joint determination 
of prime contracts—under which 
representatives of SDPA work with 
the military procurement branches 
in setting aside specific contracts to 
be awarded to small concerns. 

For instance, the SDPA repre- 
sentatives at military procurement 
centers often are able to alert small 
concerns, which have listed ‘heir 
facilities with our regional offices, 
that they may wish to enter a bid 
on a_ specific contract which the 
SDPA representative believes they 
could handle. And as a result of the 
close cooperation established with 
the military branches, military pro- 
curement officers, themselves, often 


suggest to a small concern, inter- 
ested in a contract, that it should 


apply to SDPA for a certificate of 
competency. 

Tne final processing of all 
tihcates must 


CeTt= 
be done in Washing- 
ton, inasmuch as the Administrator 
must give final approval. But the 
processing begins in the field offices. 
Any concern seeking a certificate of 
competency should go to the SDPA 
field office for the area in which the 
company is located and fill out 
SDPA Form 74. 

The investigation of the applicant 
will be made by the financial and 
engineering specialists in the field 
offices. 

A determination must first be 
made, of course, that the applicant 
has submitted a bid, or a proposal 
for a negotiated contract, that is 
sufficiently low to enable him to be 
awarded all part of a specific 
procurement—but doubt has 


(Please turn to page 356) 


been 
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1 Visitors got first lesson in paperwork require- ? 
* ments promptly, signing defense plant register. . 


Plant tour showed suppliers how their products 
were used—or why they didn’t make the grade. 





4 Time out for luncheon, as buyers and suppliers bs) 
* mingle informally in McCulloch plant cafeteria. . 


The 


By T. A. Dickinson 


TR \DITIONALLY, it is the ven- 
dor or his representative who en- 
ertains the customer in connection 
vith business transactions. Accord- 
ig to buyers at McCulloch Motors 
Corp., Los Angeles, it’s sometimes 

good idea for the customer to 
erve as host to his vendors. 

\ short while ago, S. H. Egbert, 
VicCulloch’s Vice President in 
harge of manufacturing (and form- 
rly Purchasing Agent for the com- 
any) and Purchasing Agent N. 
\. Lamberti decided to invite ven- 
lors to a meeting at the McCulloch 
plant. They came, by the scores. 
Primary purpose of the meeting was 
imply to promote good vendor re- 
lations. Not only did it accomplish 
this result; the affair was such a 

iccesS im many unexpected re- 
that the management has 
made arrangements to repeat the 
event annually. 


pects 


McCulloch has never been the 
sort of company that suffers from 
poor vendor relations. However, 
like all manufacturers, this firm has 
in recent years encountered a num- 
ber of difficulties that could not be 
avoided in the course of routine 
business transactions. 

For instance, there was the prob- 
lem presented by suppliers who neg- 
lect to accompany their shipments 
with packing slips as required in 
the company’s purchasing. Of 
course, Lamberti’s buyers could 
call each of these discrepancies to 
the vendors’ attention, embarking 
on an endless and repetitive cor- 
respondence to “educate” their sup- 
pliers, but such a course might eas- 
ily arouse resentment leading to 
further difficulties. After all, Mc- 
Culloch depends on the services of 
many small subcontractors who have 
a tendency to regard packing slips 





Small group discussions helped to iron out many 
questions. Buyer (at right) chats with vendors. 


Buyers Were Hosts 


as an annoying manifestation of red 
tape. They do not require the rec- 
ords that must be maintained by 
prime contractors, and they like to 
do things in the simplest way. It’s 
easier to correct a vendor’s mistakes 
than to alter his method of thinking. 

Lamberti dealt with the pack- 
ing slip problem and a number of 
related paperwork enigmas in a 
frank, down-to-earth address to the 
vendors assembled at the plant. 
First, he told the visitors why his 
company requires exhaustive and 
accurate records—to maintain and 
control production schedules for 
profitable operation, to meet the re- 
quirements of government contract 
regulations, etc. Second, he told 
how the company itself is committed 
to similar procedures, and explained 
what that paperwork involves—for 
example, why it is necessary to 
spend about $3.50 each for the sole 
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3 V. P. Egbert (speaking) and P. A. Lamberti 





/ 





at right) explained 


to suppliers the “why” of material and procedural requirements. 


West Coast purchasing department builds 
good vendor relations in group conference 


purpose of properly preparing the 
1500 purchase orders issued every 
month. Finally, he pointed out that 
it is a matter of self interest for the 
vendors to help McCulloch keep its 
books and records straight. 

The listeners couldn’t resent 
what Lamberti had to say in this 
connection, since he was not de- 
scribing the sins of any one parti- 
cular person in the group. Most of 
the vendors seemed to be deeply im- 
pressed by the fact that good paper- 
work was essential to the prompt 
processing of their invoices. 

Other points brought out by 
Egbert and Lamberti in addressing 
the vendors were as follows: 

(a) All vendor _ transactions 
should be cleared through the pur- 
chasing department to avoid con- 
fusion. Even technical problems, 
such as those regarding tooling, 
engineering, or production activ- 
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ities, should first be taken up with 
the appropriate buyer, since it is 
one of his duties to serve as a co- 
ordinator and expeditor in handling 
such matters. 

(b) Rising labor and material 
costs are becoming a critical factor, 
as in all manufacturing operations, 
that could jeopardize sales and re- 
duce the current level of the com- 
pany’s purchases. Therefore, vend- 
ors who depend on McCulloch for 
a substantial portion of their sales 
incomes should, in their own inter- 
est, recognize the obligation to 
minimize their production costs— 
and the consequent cost of Mc- 
Culloch products—in every possible 
Way. 

(c) One of the best methods of 
reducing costs for McCulloch, as 
well as for the individual vendor, 
is to lessen the number of items 
that must be purchased as devia- 


tions or rejected. Deviations in par- 
ticular cause confusion and loss of 
time in the assembly of finished 
products; and, while they do not 
represent a direct loss for the ven- 
dor, they do encourage the prime 
contractor to make the sort of re- 
jections that can be financially pain- 
ful to a subcontractor. 

(d) Vendors should keep buy- 
ers informed at all times regarding 
problems that might affect Mc- 
Culloch production. Even disagree- 
able news—such as price increases 
or unavoidable delays—should be 
relayed promptly. On some prob- 
lems, McCulloch may be able to 
help the vendor. Even if it becomes 
necessary to place all or part of an 
order with another supplier, the 
vendor will gain a reputation for 
reliability, which McCulloch values 
more than the lowest price quota- 
tions, that will stand him in good 
stead in the placement of orders 
for future production. 

(e) Each vendor should feel 
free to point out mistakes in buy- 
ing and to offer any suggestions 
that may improve McCulloch oper- 
ations in any way. 

Other pertinent and interesting 
details were covered in the talks, 
and there was ample opportunity 
for discussion. 

But the meeting was not all talk. 
Following the speeches, the visitors 
enjoyed a meal in the modern plant 
cafeteria, and were taken through 
the factory to see how their respec- 
tive products are used in the manu- 
facture of end products. 

Buying personnel served as es- 
corts for the vendors during their 
tour of the factory, pointing out 
items of general interest as well 
as specific details that had hamp- 
ered or facilitated the use of the 
vendors’ merchandise. Many of the 
suppliers acquired technical ideas 
that could be adapted to their own 
production operations; others of- 
fered suggestions that have bene- 
fitted McCulloch. A few suddenly 
realized why their work for the 
company hadn’t always been satis- 
factory. 

One of the latter was the. owner 
of a Los Angeles machine shop. 
His comment: “We should have 
had this shindig a year ago. Here 
I’ve been selling you people a fitting 
worth $1 as a deviation, when I 
could have made what you really 
wanted, and at a better profit, for 
only fifty cents.” 


85 








Small type may be of equally small effect in law 





Fine Print Clauses 


By Albert Woodruff Gray 


use of small type sizes for 
the concealment of the less at- 
tractive provisions of purchasing 
orders and sales contracts deserves 
the description that Bret Harte once 
made of the oriental poker player. 
“For wavs that are dark 

And for tricks that are vain, 

The heathen Chinee is peculiar.” 

A \irginia statute provides that 
no contract for the sale of goods 
shall be binding on the purchaser 
unless all provisions relating to the 
rights of the seller shall be in type 
of not less than ten point. (This 
page is set in 10 pt. type.) 

\ similar provision in the New 
York statutes is, “The printed por- 
tion of anv conditional sales contract 
for the sale of fifteen hundred doi- 
lars or less of goods for any use 
other than a commercial or business 
use shall be in at least ten point 
type. 


t E 


States Fight The Unscrupulous 


In 1947 the Pennsylvania legis- 
lature enacted a statute that, “Every 
instalment sale contract shall con- 
tain the following notice printed 
prominently in twelve point type or 
larger, directly above the space pro- 
vided in the contract form for the 
signature of the buyer, “Do not sign 
this contract in blank * * .” 

These provisions are typical of 
the statutes of many of the states 
enacted in an effort of the legisla- 
tures to defeat the patent intent of 
unscrupulous dealers—traders who 
need the dark for making money. 

A manufacturer of heating appar- 
atus after consultations relating to 
the heating and ventilating of a film 
iactory, submitted elaborate speci- 
fications with a proposal for the 
installation of a heating system. 

A typewritten letter described in 
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detail the specifications, terms, 
prices, delivery dates and was sign- 
ed by the heating apparatus manu- 
facturer. At the bottom of the first 
page in very small type was printed, 
“All agreements are contingent on 
strikes, accidents or delays beyond 
our control. All prices are subject 
to change without notice and all con- 
tract and orders are taken subject 
to the approval of the executive 
office at Hyde Park, Massachu- 
setts.” 

Six weeks later the film manufac- 
turer wrote that it was cancelling 
the contract for the ventilating 
apparatus. When the manufacturer 
sued to recover damages for the 
breach of this heating and ventilat- 
ing contract the film company inter- 
posed as a defense that by virtue of 
the fine print provision at the bot- 
tom of the first page of the letter 
paper containing this contract, the 
contract was subject to the approval 
of the executive office and this ap- 
proval had not been granted. Con- 
sequently the proposed agreement 
had not become a binding contract. 

The New York Court of Appeals 
overruled this contention and held 
that this fine print at the bottom of 
the letter page neither affected nor 
was a part of the agreement. 

“In view of the manner in which 
this provision is printed upon the 
stationery it cannot be held as a mat- 
ter of law that it was incorporated 
in and was a part of the proposal. 
The language of the proposal is 
clear and explicit and this provision 
which is printed in small type can- 
not be allowed to change, alter or 
modify it unless it was a part of the 
proposal. 

“When an offer, proposal or con- 
tract is expressed in clear and ex- 
plicit terms, matter printed in small 
type at the top or bottom of office 





in Contracts 


stationery or the order, where it is 
not easily seen, which is not in the 
body of the instrument or referred 
to therein, is not necessarily to be 
considered as a part of such offer, 
proposal or contract.” 


Fine Print Voided 


A publisher in Minnesota solicit- 
ing the advertising of a company in 
that state submitted a printed pro- 
posal for the advertising which pro- 
vided for the payment of $160 for 
each insertion. It further provided 
that the advertising could be dis- 
continued on three months notice by 
the advertiser. However, in small 
type in a box at the left of the space 
allotted for the signature of the 
advertiser was, “All final closing 
dates falling within notice period 
are for account of advertiser and 
advertising carried on such closing 
dates will be published at adver- 
tiser’s expense.” 

The advertisement was carried in 
two issues published after the notice 
of discontinuance had been sent by 
the advertiser but within this three 
months period. The two insertions 
were charged to the advertiser by 
the publisher who insisted on pay- 
ment at the regular rate under .this 
fine print provision that all final 
closing dates falling within the 
notice period would carry the adver- 
tising at the advertiser’s expense. 

In its refusal to hold this fine 
print to be a part of the advertising 
contract the Minnesota court said 
that there was no reference in what 
was printed above the advertiser’s 
signature to the printing in this box 
and that as a consequence this fine 
print was not part of the contract. 

In contrast with the circumstances 
of this incident was a contract be- 
fore a federal court with a provision 
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letters 


in capital 


below the 


across the page 
address and_ salutation, 
and immediately above the body of 
the letter, “All orders and 
ments are contingent on 
etc.” Thi 


agree- 
strikes, 
s clause, emphasized both 
by the type and its position was held 
a binding provision of the contract 
set out in the letter. 

‘The conditions are printed very 
legibly although in small type,” said 
the court. “They are in capital let- 
ters and are so placed that they be- 


come physically a part of the letter 
itself. Thev follow the date and the 
salutation. It is not open to one 
who sends or receives such a letter 


to say that he skipped and did not 
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read the matter which was thus 
plainly interposed in the body of 
the letter.” 

A few ago a New York 
exporting firm telegraphed an order 
for merchandise to a 


vears 


Boston firm 
and tollowed the telegram with a 
letter of confirmation in which it 
quoted the telegram with a detailed 
description of the merchandise. In 
small print on the right side of the 
letter in the lower center 
“(See also back. )”’ 

On the back among other provi- 
sions was. “Arbitration: Claims and 
disputes in connection with this pur- 
chase contract and its execution are 
subject to arbitration before the 
American Commission in New 
York.” 

When complaints were made later 
by the buyer that the goods shipped 
under this order were defective, it 
instituted arbitration proceedings 
under this clause but against the 


was, 
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rate future disputes, such purpose 
hould be accomplished in a way 
that each party to the arrangement 
will fully and clearly comprehend 
that the agreement to arbitrate 
exists and binds the parties thereto. 

“Here the seller says that it was 
wholly unaware of the existence of 
the arbitration clause set forth on 
the reverse side of the confirmation 
order. The buyer does not claim that 
the provisions on the reverse side of 
its communication were called to 
the seller’s attention other than by 
the legend on the face thereof in 
small type and in parenthesis, stat- 
ing, “(See also back).” A party 
should not be bound by clauses 
printed on the reverse side of a 
document unless it is established 
that such matter was properly called 
to his attention and that it assented 
to the provisions there stated. 

“In short, neither expressly nor 
impliedly, neither directly nor in- 


tT 
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directly, did the parties ever discuss 
arbitration or bargain about it and 
certainly they reached no agreement 
thereon.” 


Not Binding on Buyer 


A letter sent by a manufacturer 
in confirmation of an order set out 
a recital of the goods to be shipped 
with the statement, “Terms, net 30 
days. This order not subject to can- 
cellation except per terms mention- 
ed,” and in the upper left hand cor- 
ner of the letter, enclosed in brackets 
and in fine print, was printed, among 
other provisions, “Any claim that 
the quality of the goods is not in 
accordance with the terms of the 
contract will not constitute cause for 
cancellation and complaint as to 
quality must be made within 15 
days.” 

In holding that conditions printed 
in this manner were neither a part 
of the contract nor binding on the 
buyer a California court said, 

“The rule seems to be firmly 
established that printed conditions 
on letter or bill heads or order 
blanks of the proposer, not specifi- 
cally referred to or called to the 
attention of the other party to the 
contract, will not be regarded as a 
part thereof. The effect of such 
printed matter does not qualify the 
absolute contract of purchase arising 
from the offer and acceptance there- 
of, in the absence of some special 
reference thereto. The mere presence 
of the printed conditions upon the 
order without special reference 
thereto, becomes no part of the offer 
and cannot be read into the 
summated agreement.” 

A bill of lading in the shipment 
of household goods was filled in by 


con- 


an agent of the railroad with an 
illegible scrawl of the provisions 
limiting liability for loss. When 


later on a lawsuit was brought for 
the loss of the merchandise the rail- 
road claimed its liability was limited 
by this unintelligible scrawl. 


Scrawl Not a Contract 


A Massachusetts court said in 
reference to this claim for a limita- 
tion of liability that the blanks in the 
release clause on the bill of lading 
had been filled in with an indecipher- 
able scrawl and that an indecipher- 
able scrawl did not constitute a 
contract. 

“When parties undertake to put 
their agreement in writing and ex- 
press its crucial terms by characters 
or symbols that are illegible, then no 
contract in writing has been made.” 
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Measured by this principle, stipu- 
lations and provisions concealed by 
the use of minute type and imple- 
mented to the attainment of an in- 
equitable and unfair advantage, are 
in the vast majority of the incidents 
no part of the contract except when 
they are brought to the attention of 
the other party before or when the 
contract is executed. 

An invoice sent a few years ago 
by a varnish manufacturer to a 
Louisville, Kentucky, furniture firm 
carried in fine print, “Our guarantee 
of quality does not extend beyond 
taking goods back at invoice price 
if claim is made within 90 days 
from date of shipment.” 


No reference was made to the 


clause either in the correspondence 
nor in the negotiations preceding 
sale. Later, when the manufac- 


the 








 , 


N unusual piece of “sales litera- 
ture” is the 32-page booklet 

by means of which General Pur- 
chasing Agent Bruce D. Henderson 
of Westinghouse Electric Corpora- 
tion has been telling major steel 
producers about the place that his 
industry has—or should have—in 
their marketing plans and policies. 
Basically, it is a story about the 
electrical industry . . . an industry 
that is growing at a much faster 
rate than the steel industry . .. an 
industry that is doubling its capac- 
ity to produce, and doubling its 
requirements of raw materials every 
ten years . an industry that is 
characteristically more stable than 
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turer sought to avoid liability under 
the cloak of this fine print clause, a 
South Carolina court summarized 
the law governing the effect of small 
print in clauses of this character. 

While in the different states the 
application of this principle varies 
in minor details, said that court, the 
essential rule is that it is necessary 
if clauses and shadow hidden phrases 
of this character are to be effective, 
that they be brought to the attention 
of the other party to the contract 
and that such clauses represent the 
mutual understanding of the parties. 

“The rule in this state is that for 
such a clause to be applicable in any 
case it must be shown that it was 
brought to the attention of the pur- 
chaser.” 

A case before the Supreme Court 


other big steel consuming 
industries such as automo- 
tive, railroad, shipbuilding, 
construction, and non-elec- 
trical machinery. Specific- 
ally, it is a story about 
Westinghouse . an im- 
portant unit in this growth 
industry a company 
whose established position 
in the field and diversity of products 
makes its outlook for increased steel 
consumption exceptionally promis- 
ing and stable. 

The presentation is direct, simple, 
and factual. It is made even more 
convincing by a score of dramatic 
pictorial charts, showing industry 
comparisons and projected growth. 
Reference is made to the industry’s 
current $300 million expansion pro- 
gram. “All this money is money 
down the drain, however, if we 
don’t have the steel to support it.” 
Purpose of the presentation, there- 
fore, is to give the steel industry a 
better idea of the future market for 
steel in a growth industry, and 


of the United States involved a fire 
insurance policy in which the com- 
pany had entombed in all but illeg- 
ible type provisions relieving it of 
substantially all liability under the 
policy. 

In sustaining a judgment against 
the insurance company, in which it 
was held that provisions so set out 
were of no effect, the court made a 
comment on such methods that 
characterizes the law generally in 
relation to such practices : 

“Good faith requires that they 
should declare their intention in 
terms which cannot admit of con- 
troversy and in order to avoid just 
cause for complaint, it would be 
better to employ type large enough 
to arrest the attention of the inter- 
ested parties.” 


Selling Your Company 
as a Desirable Customer 


thereby enable it to more intelli- 
gently plan and allocate its produc- 
tion. 

All this leads up to a forthright 
statement of the company’s official 
steel procurement policy—a policy 
that was formulated in the division 
purchasing offices, coordinated by 
purchasing headquarters, reviewed 
and approved with modifications by 
a top management committee of 
Sales, Manufacturing, and Purchas- 
ing, and given final approval by the 
President and his Policy Committee. 

Gist of the policy is that steel 
procurement is a matter of long 
range policy, and that, in the final 
analysis, future assurance of supply 
will be the controlling factor in the 
placement of purchases. 

“So far as Westinghouse is con- 
cerned,” says a spokesman for the 
company, “the plan is paying off in 
two ways: in more suitable sources 
of supply, and in better purchasing 
agreements. We hope the rest of 
the electrical industry will profit 
as well,” 
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Public business is everybody’s business 














HILE inherent good manners 

and ethics are basic, essential 
qualifications of every man and 
woman holding public office, educa- 
tion, experience and training are 
likewise essential. It is impossible 
to conceive the problems of govern- 
mental administration, particularly 
in the field of procurement, without 
specific knowledge. 


Relations with 
the Administration 


An employee cannot satisfactorily 
represent his employer unless he 
knows the business. Therefore, the 
governmental purchasing officer 
must know the law and the theory 
of government—its rights and limi- 
tations, and the extent of his own 
authority and responsibility. If he 
is wise, he will place the emphasis 
on responsibility, not on authority. 

He must recognize that he is an 
important cog in an intricate piece 
of machinery, and that he must 
perform his function in unison with 
all the other parts. Otherwise, the 
machine can be pulled apart. His 
first lesson in Public Relations, 
then, is to work in harmony with 
other agencies of government. 

Since he must depend on the 
Legislature and the budgetary auth- 
orities to finance his work, he will 
establish friendly relations with 
them and try to build up their con- 
fidence in him as a responsible ad- 
ministrative officer. He will portray 
his needs as vividly as possible, in 
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PUBLIC RELATIONS 


By Edgar G. Luby 


State of New York 


true proportion, and without over- 
emphasis on non-essentials. He will 
support his requests with facts, 
records, and statistics. When an 
allotment is made, he will try to 
accomplish the purpose with the 
moneys appropriated, and he will 
not overspend simply because money 
is available. In the budgeting pro- 
cess, mutual confidence will develop, 
and the satisfactory Public Rela- 
tions thus established will become 
an asset in future dealings. 


Relations with 
Using Agencies 


Next to learning what the ad- 
ministration expects of him and 
establishing proper relations with 
his colleagues in the Governor’s 
cabinet, the Purchasing Officer 
faces the task of establishing con- 
tact with every institution and 
agency in the service and acquiring 
general knowledge of their objec- 
tives and problems. 

He may not be welcomed in some 
instances, because he represents one 
more branch of authority, and it 
will take some individuals a long 
time to realize that he can help, 
rather than hinder, them in their 
work. This is especially true at the 
start, when centralized purchasing 
is first established. At this stage of 
the game, his troubles may seem 
almost insurmountable. He is for- 
tunate if the groundwork has al- 
ready been laid, and he is taking 
over an established organization. 


...iS a primary problem 
in public purchasing 


Administrative Assistant to the Director of Purchases 


However, since it is to be assumed 
that he will progressively expand 
the centralized purchasing project, 
his problems of this nature will 
never completely evaporate. 

The one way to win friends for 
the project is to promote a Public 
Relations program which stresses 
responsibility, not authority. “You 
must cooperate,” is the wrong ap- 
proach. The dissenter must be won 
over by persuading him, “It is in 
your interest to cooperate, and I 
am here to prove that I can help 
you.” 

Perhaps a case history will serve 
to illustrate this point. In our Divi- 
sion, when we took over the pur- 
chasing of furniture and equipment 
—including rugs, curtains, drapes, 
table linen, and silverware, among 
other items—for staff residences, all 
the way from the Superintendents’ 
down the line, the opposition was 
solid. When we awarded our first 
contracts to first-class firms of na- 
tional reputation, we proved to the 
institutional people that they were 
to have the benefit of a quality and 
selection to which they had never 
had access before, and at no addi- 
tional cost. When they learned that 
the manufacturers’ entire line with- 
in a given quality and price range 
was available for selection—that 
hundreds of samples of upholstery 
materials were at their disposal, 
rather than a iew at a retail outlet 
—that the 25% to 40% savings 
effected through quantity purchas- 
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ing made it possible to obtain addi- 
tional items under limited appro- 
priations and to add decorative ef- 
fects which would be lacking if 
the money was squandered through 
payment of near-retail prices as 
they had done individually—we won 
approval rather than censure. 

The sad fact, however, is that the 
same groundwork has to be repeated 
each time a new group of com- 
modities is brought into the cen- 
tralized system. Only unlimited 
patience and the establishment of 
good Public Relations with the offi- 
cials themselves win progress, and 
the competent purchasing officer 
takes it all in his stride. 

Some of the troubles in govern- 
mental purchasing arise because of 
duplication in fiscal procedures. In 
instances, conference is the 
medium through which such diffi- 
culties are solved. A definite plan 

working agreement is enacted by 
the parties concerned, or an opinion 
of the Attorney General or an ulti- 
matum from the Governor puts an 
end to the difficulty, at least tem- 
porarily. Future 


some 


legislation can 
clarify the issue on a permanent 
basis. A will to cooperate and re- 


spect for authority are the tools of 
Public Relations in such a trans- 
action. 

Perhaps the most difficult task 
confronting the governmental pur- 
chasing agent is buying perishable 
food supplies and drugs and medi- 
cal supplies and equipment for 
institutions. While there are 

complicated problems of 
standardization in the line of equip- 
ment, putting food on the table 
when it is needed, without waste. 
and giving doctors the wherewithal 
to take care of their patients in their 
own way, is tricky business. It can 
he done effectively, but only with 
the help of expert buyers and in- 
spectors, oriented and trained by 
first-hand knowledge of institutional 
problems and trade conditions. The 
welfare of the wards of government 
and the health of inmates and staff 
transcend all other considerations, 
but efficiency and economy are 
worthy secondary objectives. 


state 
more 


Human Relations 


This leads up to the vital matter 
of qualifications of officials and staff 
in a governmental procurement pro- 
gram, since Public Relations are 
essentially human relations. The 
Hoover Commission report on the 
Federal Service of Supply stressed 
a lack of satisfactory Public Rela- 
tions between federal agencies in 
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this particular field. The Civil Ser- 
vice Commission and Federal Audi- 
tor of Accounts are blamed for 
sabotaging the efficiency of the pro- 
curement service by arbitrary rul- 
ings fundamentally due to lack of 
understanding of the problems in- 
volved. Similar impediments are 
found at the State and local levels 
of government. 

In many instances, Civil Service 
classifications underrate specialized 
and expert knowledge and experi- 
ence, whereas they glorify super- 
visory functions. Consequently, to 
get a raise in salary, a Food Spe- 
cialist may have to become head of 
the clerical unit, and the Pharma- 
cist become head of the files. As a 
result, the Government loses the 
value of expert, essential services, 


to the detriment of its primary 
objectives. 
As to the Auditor, he may force 


the procurement officer to accept 
low bids against his better judg- 
ment, rather than be harrassed and 
delayed in the performance of his 
duties when he exercises the dis- 
cretion inherent in his position to 
discriminate in his buying, in the 
public interest, and within the law. 

The staff of the purchasing office 





must, of course, be selected under 
the merit system of Civil Service, 
and it is incumbent on all concerned 
to see that they are at least as 
intelligent and well trained as the 
people with whom they are dealing. 
No buyer can cope with a salesman 
and detect inconsistencies in the 
sales propaganda unless he is well 
versed in the subject undet dis- 
cussion. 

Unfortunately, however, purchas- 
ing agents must often acquire much 
of their education on the job. Then 
they mst obtain intensive training, 
hoth in and out of the office. They 
must see how things are grown, 
and fabricated, and used: they must 
learn the parts and the functions, 
and how the machinery is put to- 
gether, and to differentiate between 
different raw materials and different 
types of construction. They must 
gain this knowledge largely through 
proper Public Relations with their 
customers and with vendors and 
trade associations. And they must 
he schooled in the ethics of such 
contacts. 

Sometimes individuals on the 
staff of the purchasing bureau have 
a wrong conception of Public Re- 
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“Our company is putting on a hard-hitting sales campaign.” 
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Purchasing men are quoted in Havana University sales course 





Sales Tips from Buyers 


... Latin American Style 
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URCHASING’s current adver- 

tising series, “Take a Sales Tip 
from these Men of Decision’, fea- 
turing statements by leading pur- 
chasing men on what they look for 
and appreciate in the practice of in- 
dustrial salesmanship, has created 


SEPTEMBER, 1952 







@e qren interés para los vendedores. solicitamos de cade uns de esas perronas su aprobact 
a de esas per on 
¥ feproductr sus cpiniones y la revista “PURCHASING” nos permite gustosamente basetes vega: 





A LOS BUENOS VENDEDORES.... ATENCION.... 


Analicen el punto de vista del comprador!!! 





TOM CURTIN 


Director af Purchases 


The Yale & Towne Mig. Company 





LEE WAGNER 


Agente de Compras 
Division 
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comprador” y la revista “PURCHASING” que es la que 
mpras de los EEUU. ha vemido publicando una serie de 
que nos compran 


FERNANDO SAGEBIEN. 


unusual interest among the mem- 
bers of the selling fraternity. 

We are, of course, gratified to 
know that this series is really being 
put to work, for one of its basic 
purposes is to remind sales execu- 
tives who make and direct the mar- 


keting policies of the nation’s indus- 
trial family that the purchasing 
agent is a man to be considered, 
and whose good opinion is to be 
cultivated. Neither we, nor the 
purchasing men who have gener- 
ously and effectively collaborated in 
the preparation of these statements, 
presume to tell sales managers how 
to sell. But we do feel that we do a 
service for them, as well as for the 
entire purchasing field, by pointing 
out the factors in salesmanship that 
lead to orders and to continuing 
cordial business relationships. 
More than 10,000 reprints of 
these series are mailed each month 
to industrial salesmen on the firing 
line, with a note from their respec- 
tive sales managers, as a regular 
part of their sales ammunition. 
Small wonder, for the successful 
salesman is the one who successful- 
ly sells the successful purchasing 


agent—the straightest and surest 
line to successful industrial distri- 
bution. 

We were not aware, however, 


that the series was destined to be- 
come a textbook, or achieve inter- 
national acceptance—until we re- 
ceived the attached sheet, which is 
part of the sales training course 
conducted by Sr. Fernando Sage- 
bien at the University of Havana. 

Mr. O'Leary, for example, will 
probably be as surprised as we were 
to find himself quoted as saying: 
“No se st los vendedores se dan 
cuenta, o no, pero nosotros los com- 
pradores tenemos una gran fe en 
ellos.’ But he and the others who 
are here quoted in translation can 
take justifiable pride in having 
made a practical contribution to the 
cause of better selling, better mar- 
keting, and better business rela- 
tions, among our good neighbors in 
Latin America. 
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Some Unusual 





Personalized Welcome 


Raybestos-Manhattan, Inc., Passaic, N. J., is one of the 
companies that personalizes its welcome for each caller. 
It takes but a moment for the receptionist to write in 
the salesman’s name before handing out the folder— 
simple operation that lifts both the welcome and the call 
above ordinary routine. 








Chesterfield 


HAVE A CHESTERFIELD WHILE YOU WAIT WHICH 
WILL NOT BE LONG. 

THANK YOU FOR CALLING ON US, WE CONSIDER 
YOUR VISIT VERY IMPORTANT IN THE EXCHANGE 


OF IDEAS. x 


International Paint Company. inc. 


World's Largest Marine Paint Makers 






































WELCOME TO THE BRISTOL COMPANY 
We are constantly striving to: D 
A. improve our products 
B. Reduce our costs 
C. Adopt the latest techniques, 
processes, developments, etc. 
We not only welcome but seek ideas from you aimed at the above 
objectives. 
In order to acquaint you with the products we manufacture, you will find 
a “Bristol Parts Catalog” and “Product Catalog” on the Reception Room table; 
also a display rack of litercture. 
May we suggest that you review the above. Perhaps it will aid you in 
presenting us ideas that will prove mutually profitable. 
F. W. FROHN, 


Porm Be. $711 ovr 











Vendor Record 


The Bristol Company, Waterbury, Conn., has a wel- 
come card that is printed on an ordinary 4 x 6 canary 
index card—for the very good reason that this is exact- 
ly how it is used. The welcome message reminds the 
salesman that the objectives of interviews and purchas- 
ing are product improvement, cost reduction, and pro- 
gressive manufacturing methods, and calls attention to 
product literature in the reception room that will help 
him in presenting mutually profitable ideas.: The re- 
verse side is a form to be filled out by the salesman on 
his initial visit, listing company name and address; 
names of the sales representative, sales manager, and 
branch manager; phone numbers; person to be con- 
tacted for delivery information; and products offered 
for sale. This goes directly into a working file in the 
purchasing office, where it is put to good use as a record 
of supply sources and sales calls. Helps the salesman, 
too, to be on record in this way. 


Double-Barreled Welcome 


International Paint Company, Union, N. J., expresses 
its welcome to business visitors on a small folded card, 
the size of an ordinary business card. A brief statement 
by Factory Manager A. R. Smiles says: “We hold to 
the belief that where there is a spirit of welcome, it 
does increase the vigor of thought. We thank you for 
coming in to see us. Do come again. You are always 
welcome.” The spirit of welcome is further expressed 
by handing the visitor a miniature package of Chester- 
field cigarettes. On the back of the package he is in- 
vited to “Have a Chesterfield while you wait—which 
will not be long.” 
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In Welcome Folders 
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Open Door 

An unusual folding arrangement distinguishes the wel- 
come booklet of Olin Industries, Inc., East Alton, II. 
—the cover opens in the middle! The cover design is a 
representation of the entrance to the company’s execu- 
tive offices, so that when the booklet is opened the door 
is opened too, typifying the welcome that awaits the 
Visiting salesman. 


Artistic Welcome 


sridgeport Brass Company’s welcome folder gains dis- 

tinction through a cover reproduction of one of the 
famous murals by artist Robert L. Lambdin which 
hang in the main office lobby. A gracious touch in the 
executive listing of “People to See . . . and What They 
Do”, is that Receptionist E. Mae Ferris is also intro- 
duced. For callers who are particularly interested in 
the murals, and who use their waiting time for a closer 
inspection, there is a supplementary booklet telling 
about the paintings and explaining the symbolism of 
“Copper, Genesis of Our Civilization” and “Copper, 
Bronze and Brass in the United States”. 
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Before and After 


Salesmen calling on the City of Milwaukee’s Depart- 
ment of Purchases generally do so for one of two pur- 
poses: (a) for a sales interview, or (b) to attend the 
public bid openings to learn how they have fared. The 
welcome folder serves them on both occasions, for the 
reverse side of one fold lists the commodity assignments 
of the several buyers—a guide on whom to see, while 
the back of the center fold is ruled for a memo tabula- 
tion of bid summaries. 





*LAMBDIN »« MURALS: 
Brass Through the Ages 




















Other interesting welcome folders were illustrated in the February issue. More to come. 
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There’s room at the top for the man who is prepared 








An Executive Development Plan 


By Cc. Ww. Cassidy, Training Director, American Metal Products Co., Detroit, Mich. 


and Cc. Ve Hardwick, Assistant Professor, College of Commerce and Finance, University of Detroit 


NE popular belief or slogan of 
American workers, — super- 
visors, and management is “promo- 
tion from the ranks”. Repeatedly, 
young employees are told and sold 
about the opportunities of working 
up trom office boy to department 
head or president. This incentive 
idea can be illustrated time and 
again by modern and authentic 
Horatio Alger stories of men who 
started at the bottom and earned 
their way to the top. 
This scheme of “self made” ex- 


How Can Purchasing Executives Be Developed? 


Obviously, the general answer to 
this question has already been sug- 
gested. It can be found by travel- 
ing either one of two roads: 

(a) via planning—setting a 
course according to predetermined 
objectives and road maps. 

(b) via chance—i.e., blind driv- 
ing and trusting to luck. 

\Vise and prudent management 
recognizes that little can be gained 
or expected by leaving to chance the 
development of the younger mem- 
bers of the organization—the future 
leaders. The increasing complexity 
of modern business operation 
forcibly created the need for greater 
administrative skills than those ac- 
quired by chance. This is particu- 
larly true in purchasing for large 
scale production under conditions 
which are chiefly characterized by 
uncertainty and change. Further, 
there is too much uncertainty in 
leaving the discovery of executive 
potential up to the individual pref- 
erence of overworked management 
who may be rushed into an emer- 
gency choice to fill a gap in the 
ranks. Promoting in desperation 
invites repenting at leisure. Again, 
depth in organization can be pro- 
vided through a plan of incentives 
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ecutives probably will continue to 
be proven a successful rule for some 
individual cases, but like most gen- 
eralized “rule of thumb” ideas, it 
has its limitations. 

Too often, the development of 
prospective purchasing executives 
has been left to the individual’s own 
efforts and devices, plus Lady Luck. 
Such efforts may frequently be mis- 
directed and wasteful of time and 
energy because what management 
wants and needs is left to guess- 
work. Consequently, in many cases, 


and opportunities made known to 
ambitious and capable young pur- 
chasing personnel. 

As all purchasing executives 
know, effective administration of a 
purchasing program goes far be- 
yond mere proficiency in the buying 
operation. Efficient buyers and 
supervisors have to have know-how 
in human relations first, last, and 
always. Getting to know and under- 
stand, and working with the various 
requisitioners and users demands 
persuasion, an even temperament, 
and diplomacy, far beyond ordinary 
job requirements. Maintaining har- 
monious relationships with hun- 
dreds of suppliers in difficult mar- 
ket periods calls for resourcefulness 
and initiative not often found in the 
common clerical worker. A com- 
prehensive executive development 
plan can be the means of assuring 
the acquisition of these attributes by 
those who reveal human relations 
deficiencies. 

Further, an effective development 
plan will also discover latent talents 
of the otherwise routine and ordi- 
nary employee. Specifically, the ap- 
praisal and inventory techniques 
herein described will reveal the in- 
dividuals with the best (or weak- 


the home-grown or company-made 
man is hard to find as a fully pre- 
pared replacement for purchasing 
executives who may leave the com- 
pany unexpectedly or even in cases 
of foreseeable retirement. Leaving 
the development of future execu- 
tives to chance will cause emergen- 
cies and losses to the individuals 
and to the business concerns. Pro- 
gressive thinking purchasing man- 
agement, wishing to avoid these 
wasteful situations, is today facing 
up to the leading question : 


est) negotiating abilities, or with 
human relations methods that work 
or fail. The suggested program 
can also become a means of stimu- 
lating improved daily performance 
through the knowledge that exist- 
ing ability and efficiency will earn 
consideration for particular and dis- 
tinctive advancement. 

Another prerequisite to success- 
ful purchasing today is sound in- 
terpretation and clear analysis of 
business economics. Thus, a_ pur- 
chasing executive must be informed 
in matters such as current practices 
in accounting, competitive and non- 
competitive price determination, in- 
dustrial capacities, economic fore- 
casting, and working effectively 
within government control policies 
and regulations. A comprehensive 
development plan will supply spe- 
cific means of action to secure a bet- 
ter understanding as well as a wider 
perspective and penetration into the 
dynamic economic happenings. Ul- 
timately, the embracing of an ex- 
ecutive development plan by pur- 
chasing management will open up 
the opportunities for purchasing ad- 
ministrators to become top execu- 
tives beyond their purchasing 
sphere. 
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For Purchasing Personnel 


Elements of a Development Program for Purchasing . 


The core of the development pro- 
gram is the individual employee. 
Development of an individual is 
concerned with assisting him in be- 
coming more effective and valuable 
on the purchasing management 
team. It involves growth and im- 
provement toward meeting two ob- 
jectives: (a) providing opportuni- 
ties for bettering his performance in 
his present position; and (b) pre- 
paring him for greater responsibili- 
ty in purchasing administration. A 
practical approach to such develop- 
ment is a step-by -step pr posal con- 
taining these components: 

1. The Personal History is a record 
of the person’s education and job 
experience, plus relevant personal 
data. Such information is essential 


. . . . . . . * 
buyer, follow-up clerk, etc.) This development of the individual as to 
information is vital in assessing his weaknesses and strong points. 


each individual’s performance, in 
revealing functions of the present 
position that the individual can be 
assisted in performing more effec- 
tively, and in gearing the develop- 
ment plan toward preparing him to 
assume particular duties and_ re- 
sponsibilities in the future. 

3. Individual Appraisal is an eval- 
uation of the person’s performance 
in his present position. The evalua- 
tion is normally made by the per- 
son’s immediate superior, in terms 
of certain factors that are uniformly 
used throughout the company. For 
example, the Senior Buyer would 
rate his group of Junior Buyers. 
Factors commonly used are: 


The ultimate aim is to determine 
the rated person's place in future 
organizational plans. 

4. The Inventory Chart is a sum- 
mary of the personnel resources of 
the purchasing organization. Some 
companies have found it convenient 
to use the existing organization 
chart of the department, indicating 
beside each name appearing thereon 
a symbol or color code designation 
showing data on the person’s devel- 
opment. Thus an individual may 
be noted as being immediately pro- 
motable, or as needing further de- 
velopment before promotion, or as 
needing more experience and train- 
ing in his present position, or as 





as a base line in devising a develop- 
ment plan for the individual. Each 
person included within the scope of 
the program records the informa- 
tion on a standard personnel form. 
Experience outside of purchasing, 
and with any other company, should 
also be recorded. 

2. The Position Description is a 
written statement of the duties, re- 
sponsibilities, and personal qualifi- 
cations of each position included in 
the program (e.g., 


Judgment 
Leadership 
Knowledge 


Human 


buyer, assistant 


Planning and Organizing 


Ouantity and Quality of Work 
Relations 

The superior assesses the per- 
formance of a subordinate in respect 
to the duties and responsibilities de- 
manded and recorded 
tion Description. 
revealed through the Appraisal is 
used by the superior in guiding the 


The 


having reached the limit of his po- 
tential within the department, or as 
being available for transfer to an- 
other department where his quali- 
fications could be more effectively 
utilized. 

A completed inventory chart re- 
veals readily to management the 
availability or non-availability of re- 
placements for key positions, and 
all along the line of promotion. The 
chart is therefore the primary tool 
for pin-pointing gaps or weaknesses 


in the Posi- 
information 





Problem in Replacement 


An actual case history from industry 


Recently, the Assistant Director of Purchasing for a large manufac- 
turing company resigned to accept the vice-presidency of a smaller 
concern. This move on his part was unexpected, and no replacement 
was readily available because “he had been on the job a long time” 
and furthermore ‘he was not yet 50 years old and had many good 
years left’. The departure of this relatively young and stable adminis- 
trator was a shock which found management unprepared. 

This organization wos operating without an executive development 
program. Consequently, it was necessary to select a successor by chance 
or by a process of elimination. A meeting of the top management 
group was called for the weekend following the announced resigna- 
tion. At this conference, a list of likely candidates was examined and 
discussed as to actual avd potential abilities and capacity for the vacant 
position. No similar situation had been faced or even contemplated for 
a long time past, so that many points of ability and performance were 
argued at great length. None of the candidates had any recorded 
experience in the open position, and management had to resort to 
opinion and speculation. 

Another disturbing phase was the realization that almost any choice 
for promotion to this top purchasing position would cause up to a 


dozen other shifts in personnel, in which a similar lack of preparation 
and information prevailed. One such transfer was especially embar- 
rassing. Only a month earlier, a senior buyer had been assigned to a 
new war production purchasing unit; now it wos deemed just and 
advisable to promote this buyer by bringing him back into the central 
office. In the event of this quick reassignment, organization at the new 
unit would be delayed, and management itself would appear inefficient 
and of uncertain judgment in the eyes of critical ones; also, the double 
transfer within the space of a few weeks would seriously upset the 
employee and his family. 

What could be done to avoid such emergency situations in the future? 
If an executive development program had been organized and in 
effect, manaaement would not have been involved in a “crisis de- 
cision”. A subordinate, or perhaps several subordinates, would have 
been adequately prepared to assume immediately the position of the 
superior. In turn, the chain of promotions and reassignments that re- 
sulted would have been effected smoothly and with a minimum of 
disturbances and adjustments. Promotions and changes are actually 
good in themselves when an orderly and consistent progression is 
planned and achieved. 
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in the purchasing management or- 
ganization, 

5. The Individual Development Plan 
is the “make or break” phase of the 
entire program. It is at this stage 
that all the information from the 
previous steps is accumulated and 
sifted, and a line of action devised 
for developing the individual. The 
Personal History and Appraisal of 
Performance of each individual are 
analyzed to determine areas need- 
ing immediate developmental em- 
phasis. ‘To illustrate: Mr. Adams, 
who is now a full-fledged and com- 
petent office follow-up man, will 
need certain training and experience 


Guiding Principles for Development Planning 


In devising and implementing de- 
velopment plans for subordinates, it 
will be helpful for the purchasing 
administrator to bear in mind three 
basic precepts: 

1. Development is an individualized 
process. The development of an in- 
dividual should be planned and exe- 
cuted in accordance with the needs 
of the person, as determined by re- 
viewing the accumulated facts as 
recorded and revealed by the suc- 
cessive preceding steps. 

Underlying this concept is the 
recognition that each person is an 
individual differing from others in 
capacity, temperament, experience, 
and education. It is therefore im- 
perative that the plan be custom 
made to fit the particular require- 
ments of the individual. For exam- 
ple, requiring every purchasing em- 
ployee to pursue a course in traffic 
management would be inappropri- 
ate for those individuals who have 
had transportation experience; and 


Areas of Individual Development 


Since the foregoing rules are very 
general, the development plan for 
individuals can be assured of reach- 
ing the objectives only by covering 
certain specific areas of knowledge 
and skill. These development areas 
form the framework for the selec- 
tion and application of specific 
training methods and aids to be 
utilized throughout an individual’s 
career. Accordingly, let us see in 
what direction individual develop- 
ment should be channeled to secure 
the type of training required by 
future purchasing ‘executives. 

The cardinal “core skills” found 
in successful leaders can be classi- 
fied in four categories: 

1. Administrative skills. In this 
class, developmental material will 
be selected so as to acquaint and 
prepare purchasing personnel with 
knowledge and skill in planning, 
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in cost accounting and process en- 
gineering to qualify as an outside 
expediter. Next, other additional 
or varying assignments, together 
with educational courses will be 
spelled out to indicate what is need- 
ed by Mr. Adams to qualify as a 
junior buyer; and so on, until he 
reaches his potential limits of ad- 
vancement. 

Periodically—at least annually— 
the Inventory Chart is reviewed for 
goals, specific positions and poten- 
tial openings, as a guide to training 
plans. This phase requires discrimi- 
nating judgment on the part of the 
superior, who not only must analyze 


conversely, it would be unwise to 
assign a person to duties involving 
transportation responsibilities with- 
out providing adequate preliminary 
or on the job training in these mat- 
ters. 

2. Development is a _ continuous 
process. It is concerned with 
growth, the drawing out of latent 
abilities, the refreshing of impaired 
skills, and the broadening of a per- 
son’s areas of knowledge and ex- 
perience. 

Development and growth are 
normal resultants of participating in 
an enterprise. However, when de- 
velopment is left solely to the 
guesses of the individual, it is not 
likely to proceed systematically to- 
ward a specific goal. Unguided de- 
velopment is generally characterized 
by misdirected efforts, lost develop- 
mental opportunities, and the ac- 
quiring of unneeded skills. The 
recognition of development as a 
continuing process will assist and 


organizing, and controlling men, 
money, supplies, and machines re- 
quired for an efficient organization. 
The aim will also be to educate the 
individuals in the theory and prac- 
tices of administration, as applied 
to purchasing and to the industry 
concerned. 

2. Personnel skills. In purchasing, 
as in other business activities, suc- 
cess is achieved through and with 
people—in contacts and dealings 
with company personnel and with 
vendors. Consequently, training 
should include an understanding of 
the facts and application of busi- 
ness psychology, and the theory 
and practice of personnel adminis- 
tration. To many persons, skills in 
human relations do not come natur- 
ally, and the skill of those with a nat- 
ural disposition of “getting along” 
with people can be improved. 


and weigh the data, but must also 
consider appropriate methods and 
means of development. These means 
may include: 

Departmental meetings and train- 
ing sessions; 

The advanced management pro- 
grams of local universities ; 

Planned and directed 
courses; 

Supervisory coaching of subordi- 
nates; 

Job rotation; 

Assignment to company commit- 
tees; 

Participation in the activities of 
professional and technical societies. 


reading 


guide the person in his efforts so 
that his energies will be most effec- 
tively applied toward both imme- 
diate and long range objectives. 
Thus, the junior buyer will realize 
that the development program will 
take time and energy which are 
worthwhile prices to pay for an 
identified goal of advancement. 

3. Development is a broadening 
process. It provides a widened and 
varied background of business ex- 
perience and knowledge. Manage- 
ment personnel in a world of in- 
creasing complexity are encounter- 
ing ever increasing demands (in 
and outside of business) upon them 
in the carrying out of their admin- 
istrative functions. Development of 
future administrators must be di- 
rected toward preparing them to 
meet these economic, social, and po- 
litical demands imposed by a con- 
stantly changing and _ increasingly 
complex industrial environment. 


3. Technical purchasing skills. To 
gain and hold a position of leader- 
ship, management has to acquire 
and demonstrate outstanding tech- 
nical knowledge and skill in the 
many facets of the purchasing func- 
tion. The administrators in pur- 
chasing, as well as the buyers, must 
be well versed in sources of supply, 
adequate and reasonable specitica- 
tions, and the tests of fair prices. 
The blind cannot lead the blind. 
Capacity, knowledge, and com- 
petent insight into the purchasing 
problems and practices must be 
acquired by any purchasing super- 
visor who wants to earn respect 
and hold his own with able and 
reputable men in his own and other 
departments. To judge and act on 
recommendations of subordinates 
requires skills that are out of the 
ordinary, just as leadership and 
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direction have their special require- 
ments. 

4. Societal skills. In this develop- 
ment area, purchasing personnel 
will be trained to analyze and un- 
derstand the universal questions of 
the relationships between industry 
and community, management and 
labor, and the impact of economics 
and politics on industrial organi- 
zations. Leaders in industry now 
recognize that company success has 


Organization for a Development Program 


Development seems best achiev- 
ed through the superior-subordi- 
nate working relationship. The 
purchasing director who varies the 
duties of his subordinates and gives 
them opportunities to perform as- 
signments of increasing complexity 
is using the working relationship 
for development. Vacation periods 
provide a good opening for such 
action. 

It is imperative to state firmly 
that the responsibility for the devel- 
opment of purchasing personnel. 
including the execution of indi- 
vidual development plans, rests 
squarely with purchasing manage- 
ment. Of course, purchasing dir- 
ectors may call upon the central 
personnel department for functional 
assistance and advice, but the prime 
responsibility for development lies 
within the purchasing department. 
The desire and willingness cannot 
come from outside of purchasing 
management. With this preliminary 


Some Cautions in Adopting 


Purchasing executives and top 
management must recognize that 
this type of a program demands 
time, energy, and work on their 
own part; it cannot be delegated 
entirely to some subordinate. 

A development program will take 
time away from routine purchasing 
assignments of all participating per- 
sonnel. Time is always too short in 
purchasing activities. Nevertheless, 


Results That Can Be Expected ... . 


Don’t expect immediate and 
tangible results too soon from a 
development program of this sort. 
It has a long range objective, and 
involves many intangibles to be re- 
vealed only in the future. In gen- 
eral, higher morale, improved com- 
munication, and increased efficiency 
do result from a worthy develop- 
ment plan which makes everyone 
feel that he belongs to the manage- 
ment team of tomorrow. These con- 
sequences, though not always easily 
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become interwoven with—and even 
contingent upon—the aggregate 
economy of the nation and of the 
world. 

Knowledge in this broad and 
complex field can be secured only 
by effort and time spent in study. 
No easy answer is very safe. After 
being “out of school” for a decade 
or so, many new economic and so- 
cial ideas are being proposed and 
discussed. Before accepting or re- 


statement, what sort of organiza- 
tion might most effectively ac- 
complish the development of pur- 
chasing personnel? 

It is first suggested that the 
Director of Purchasing appoint a 
Development Committee, on which 
he will serve as chairman, appoint- 
ing the other members from the 
various operating units of the entire 
department. In a medium-to-large 
department, a committee of five or 
six persons is desirable to provide 
a body of workable size, that is 
sufficiently representative of the 
purchasing organization. The mem- 
bership may be rotated to stimulate 
and maintain the interest of all 
branches of purchasing in the pro- 
gram. The functions of this com- 
mittee are primarily to formulate 
policies and review the progress of 
the program periodically. 

If the department is large, it is 
advisable that a Management De- 
velopment Coordinator also be ap- 


a Development Program . 


the responsibility for developing 
individuals for management jobs is 
not a simple task to be added to an 
already full eight-hour schedule. 
Management development plans 
should be segregated from routine 
training courses. Among other rea- 
sons, such action tends to secure 
and retain the attention of top man- 
agement as an active force. For 


seen or measurable, are neverthe- 
less very real. 

Specific benefits to be expected 
can be summarized as follows: 

Improving executive and super- 
visory performance. 

Increasing the reserve supply of 
administrators. 


Avoiding waste of time and 
money through chance appoint- 
ments. 


Reducing the transfers out of the 
company by spelling out the oppor- 


jecting these “solutions”, certain 
fundamental knowledge has to be 
acquired or the memory refreshed 
as to the reasonably expected con- 
sequences. Management training in 
this area might well consider the 
return to time-proven principles 
rather than following expediency. 


‘New facts and circumstances neces- 


sitate some new proposals, but the 
best of the old need not be quickly 
discarded for unproven contentions. 


pointed; otherwise these duties 
must devolve upon the department 
head. His function and _ responsi- 
bility will be to carry out the 
policies and decisions of the com- 
mittee on a day-to-day basis, and 
to provide assistance and advice to 
the various levels of purchasing 
management in their development 
of subordinates. Some one versed in 
the administrative aspects of pur- 
chasing will usually be best suited 
for this assignment. It is through 
him that the concepts, principles, 
and means of the development plan 
are conveyed from purchasing man- 
agement to the “firing line” of de- 
velopment action for individuals in 
purchasing. He is actually the cata- 
lytic agent of the entire program. 
Since much of his work is done on 
an informal plane, it is important 
that he be a person with ability, 
and personal qualities to earn and 
hold the respect of all levels of the 
purchasing organization. 


a successful 
bosses” 
impetus. 

Stimulation and encouragement 
of subordinates can come only from 
superiors who are willing to train 
and coach their subordinates. Edu- 
cation of future executives demands 
the unreserved exchange of infor- 
mation and advice from those who 
know to those who want to learn. 


program, the 
alone can 


“big 
provide the 


tunity and the course for advance- 
ment, and by helping potentially 
strong employees to grow into more 
responsible jobs. 

Assuring the company of a pu 
chasing management team of «n- 
limited life and continuity through 
providing properly prepared re- 
placements for key positions as 
these openings develop by reason 
of company growth, internal pro- 
motions, or irement of present 
leaders 


ne 
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Standardization goes beyond the specification 





Supply Standards 





By Clifton E. Mack, Commissioner of Federal Supply, General Services Administration, Washington, D. C. 


HERE are many definitions of 

standardization. One of the most 
helpful defines a standard as an ac- 
cepted solution of a recurring prob- 
lem. Supply activities offer great 
opportunities for the use of both 
technical and management stand- 
ards because of the repetitive ‘na- 
ture of all supply operations. 

Some purchasing men are in- 
clined to think of standards solely, 
or chiefly, in terms of commodity 
specifications. This is an impor- 
tant phase, but their interest in sup- 
ply standards should be broader, 
since both commodity and manage- 
ment standards concern other func- 
tions of supply as well as purchas- 
ing—e.g., inspection and _ testing 
methods, inventory controls and 
property management, as well as 
the applicability of standard man- 
agement methods and practices to 
all supply activities. 


Purchase Specifications 


Standardization has long been 
recognized in weights and meas- 
ures, but it was not until the turn of 
this century that there was any 
widespread use of production en- 
gineering standards, when mass 
production methods were initiated 
on a broad scale. It has been com- 
paratively recently that the possi- 
bilities of standard purchase spe- 
cifications were appreciated. 

Purchase specifications are a 
“must” in public purchasing, where 
there is a recurring need of prod- 
ucts which are available from com- 
petitive sources in the quality of 
performance desired. This is the 
means of obtaining and evaluating 
competitive bids. 

Originally, purchase _ specifica- 
tions were limited to descriptions of 
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quality or performance of the com- 
modity required, but they have 
been progressively extended to in- 
clude standards of packing and 
packaging, also methods of inspec- 
tion and testing. In addition, there 
has been developed a type of stand- 
ards for such purposes as determin- 
ing color variations, drafting room 
practices, and similar situations 
where there is a need for standardi- 
zation agreement and simplification. 

A purchase specification is, in 
substance, a consensus of the opin- 
ions of the users and the producers 
of the product. It is a compromise 
or composite of their best judg- 
ment, a rationalization of various 
viewpoints. For example, the pur- 
chaser is interested in the quality or 
performance, or both, that will best 
suit the specific need and give ut- 
most value in terms of use. But if 


true competition is to be had, there 
must be a reconciliation between 
what is needed and what is com- 
mercially available. 

A purchase specification is some- 
times referred to as a statement of 
what the buyer wants the supplier 
to furnish. This sounds simple. 
However, in fact, a composite de- 
scription of a product which is 
made by a number of producers as 
a proprietary item that will meet 
several uses within an established 
quality or performance range, is not 
a simple document. 

The language of a purchase spe- 
cification must be concise and pre- 
cise, susceptible of only one mean- 
ing; otherwise it would be impos- 
sible to evaluate bids properly if 
there was not a clear meeting of 
the minds. I have great respect for 
a good specifications writer, and I 
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am sure that all who have endeav- 
ored to develop a specification for a 
comparatively simple product, so 
that its construction and quality 
and performance would be clearly 
described, will share this feeling of 
respect. 





TO GET FULL VALUE FROM 
STANDARDIZATION: 


Know and apply technical commodity stan- 


dards in specification and purchase. 


Consistently apply the principles of com- 


modity standardization throughout the 


entire range of supply activities. 


Don‘t forget that standardization is just 
as effective in respect to policies and 


methods. 


Have standards of performarce. “How it’s 
done” is as important as ‘‘what is done”, 
and both are determined by the func- 


tional objectives of ‘‘why its done”. 


Rememter that management, too, has its 
standards of broad supply responsibility 
and competent administration and leader- 


ship. 





There have been two very en- 
couraging recent developments in 
the field of purchase specifications. 
First, there has been developed a 
very satisfactory working relation- 
ship between the technical stand- 


ards associations and the Federal 
government, whereby industrial 
standards which they have pro- 


duced are adopted in whole or in 
part as interim Federal specifica- 
tions, which is a mutually advan- 
tageous program. 

Next, the N.A.P.A. has spon- 
sored educational programs in com- 
modity standards to provide its 
purchasing agent members with the 
most current information. It is 
good business to be currently posted 
on developments in technical supply 
standards, and to consider their use 
in relation to your specific supply 
need. 


Commodity Identification 

Another category of technical 
supply standards is in the field of 
commodity identification, whereby 
a single description and a single 
identifying number. is given to each 
item of supply serving the same 
end purpose. This phase of stand- 
ardization, usually referred to as 
cataloging, is the least known gen- 
erally—possibly because the cata- 
loging work is a separate function 
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of supply, and its uses are in several 
different phases of the supply and 
material management activities as 
well as in the actual purchasing 
work. 

This has opened up a whole new 
field of possibilities in materials 
management and property account- 
ability. When a supply item is 
identified, that description is then 
used on all property records such 
as stock cards and inventory rec- 
ords. A thus established 
for avoiding duplications which are 
flushed out through the standard- 
ized identifications; simplification 
is enabled through determining 
which items serve the same end 
uses; interchangeability between 
points of use is made possible by 
having the same item identification 
at all locations where supplies are 
used or stored: minimum inven- 
tories can be established; and the 
basis is laid for an effective property 
accountability system. 

This phase of supply standardiza- 
tion has great possibilities, but re- 
quires considerable time and effort 
to develop before cashing in on its 
full benefits. Commodity identifica- 
tion offers its greatest advantages 
where materials are purchased or 
stored at a number of locations 
serving the same end use purposes. 
Wartime experience emphasized 
the savings possible through mate- 
rials management, and it is clear 
that adequate supply item descrip- 
tions are essential to such a 
tem of conserving materials. 

Management standards are even 
less generally understood, yet they 
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are likewise important to efficient 
purchasing or supply management. 
For example, in the Federal gov- 
ernment, the General Services Ad- 
ministration, Munitions Board, and 
the Bureau of the Budget are now 
developing standards for guidance 
to indicate whether a commodity 
should be purchased centrally or 
locally, by term contract or spot 
purchase, for stores distribution or 
consolidated direct delivery, de- 
pending on quantities required, ex- 
tent of recurring use, economic fac- 
tors, and related considerations. 
This requires an analysis by com- 
modity, and is the means of com- 
paring the existing or traditional 
practice in the light of advantages 
to be obtained through other meth- 
Standardization in this field 
leads to sound decisions, incorpor- 
ated in a consistent and continuing 
policy. 

It is not enough for a supervisor 
to rest exclusively on his technical 
competence and judgment. The 
fact that he was designated to head 
up a purchasing or supply organiza- 
tion places management responsi- 
bilities upon him in addition to spe- 
cialized technical qualifications. In 
his position of leadership, the ability 
to develop management qualities is 
more important to his organization 
and his individual progress than is 
his technical ability. 

As a supervisor, the performance 
of his organization is largely de- 
pendent upon his ability to periodi- 
cally review operating policies and 
procedures, plan and clearly assign 
work, develop personnel, create a 


ods. 





STANDARDIZATION OF 
DEFENSE SUPPLIES 


On July 1, President Truman signed a bill requiring the armed forces to 
do their buying from one standard catalog, in which each of the more than 
3,000,000 supply items used by the services will have a single description and 
identifying number. Total number of items is to be reduced as much as possible 


by standardization. 


Heretofore, a single item might be listed in dozens of ways in the fifteen 
or more departmental supply catalogs. One agency could not know what 
another was using, nor could it always be sure what was in its own stocks. 


A Congressional committee sponsoring the bill set up a “chamber of horrors”’ 
to prove its point, showing prices ranging from 11 to 37 cents for identical 
electric light bulbs, $1.48 to $4.35 for comparable steel squares, $4.65 to 
$21.75 for blankets of varying quality specification. 


Proponents of the measure claim that standardization will cut defense spend- 


ing by billions of dollars a year without impairment to the services, by elim- 


inating duplication of stocks, overbuying, excessive varieties, and interdepart- 


mental competition in purchasing. 














sense of 


whom he 


participation by those 
supervises, encourage 
ideas for improved practice, empha- 
size the importance of being alert 
to changes in products and_ their 
uses, new sources, and better ways 
of doing the job. In short, the 
supervisor, whether he is a unit 
chief or the head of the entire or- 
ganization, is a coordinator— a 
promoter, if you will—of a group 
effort toward the broad organiza- 
tional objectives. 

The general question of whether 
purchasing is a part of management 
is often answered, “Yes, if those 
responsible for purchasing do a 
management job.” That answer is 
inconclusive; it’s too “iffy”. Let's 
be specific. 

Some one in the supply organiza- 
tion has to do a management job. 
Logically it should be the head of 
the department. Here are some of 
the considerations in determining 
whether he is meeting that respon- 
sibility and is doing a management 
job: 

1. Does he have a management 
viewpoint? Specifically, is his plan- 
ning geared to organization-wide 
policy, or has he limited his think- 
ing to assigned tasks? 

2. Is he interested in developing 
his subordinates by delegating re- 
sponsibility ? 

3. Has he developed a sense of 
participation with his staff ? 

4. When he evaluates perform- 
ance, does he start with his em- 
ployees and mechanical work meas- 
urements, including a few standard 
intangibles, or does he start with 
himself on the basis of an evalua- 
tion of management performance? 

The supervisor who is by nature 
and personality a leader, a promo- 
tor of teamwork, objective, assured, 
purposeful, alert, an idea man with 
his head in the clouds but his feet 
on the ground—such a man is a 
member of the management team 
regardless of the specific function 
he supervises. And that sort of 
management ability cannot be 
fenced in. 

Here are a few thoughts I be- 
lieve a management-minded super- 
visor or purchasing organization 
could develop profitably : 

1. Is the purchase or supply or- 
ganization meeting its full respon- 
sibility, or does it have clear plans 
for doing so? 

2. Is there a clear understanding 
of the distinction between a cen- 
tralized supply management job 
and centralized operations? The 
management must be centralized, 
but the doing of the job is depend- 
ent on the commodity involved, lo- 
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cation and extent of use, and service 
requirements. Intelligently decen- 
tralized operations, guided by 
standard policies and methods, may 
be the measure of effectively cen- 
tralized management. 

3. Has an analysis been made to 
determine the best method of pur- 
chasing the commodity used? 

4. Are the full advantages of pur- 
chasing being obtained, and if not, 
what are the “snags” that need cor- 
rection ? 

5. Are you contributing any help 
in solving inventory problems 
through standardizing or simplify- 
ing the items purchased and the 
methods of purchase ? 

6. Finally, are you continually 
aware of how the job is being done, 
as well as what is being done? 
I:veryone knows that a supervisor 
can produce results in terms of pur- 
chase orders issued, volume of pur- 
chases, invoices checked, and simi- 
lar tangible operations which are 
without any indication of the quali- 
ty of performance. 

High standards of performance 





are dependent on the qualities of 
leadership—those are management 
standards. There is “gold in them 
thar hills”, not only for the organi- 
zation, but for the individual as 
well. 

I would not say that either 
commodity standards or manage- 
ment standards are more important 
than the other. Rather, it is my 
view that together they represent a 
progressive approach in the conduct 
of purchasing and supply opera- 
tions if we fully understand and 
use both types of standards. 

Purchasing is defined by some as 
a science. Others believe it might 
be more properly described as a 
profession. I believe that the more 
practical answer, in the light of our 
day-to-day duties and activities, is 
to regard both purchasing and sup- 
ply as specialized phases of business 
management. Certainly this is 
forthright and descriptive. And the 
two strong pillars of specialized 
business management are special- 
ized technical competence and busi- 
ness management skills. 
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“His proposition sounded pretty good to me, and | thought | had better be 
exceptionally courteous.” 
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Trend of Business 


June July Aug. 





Industrial Production Index 

Steel Production (Weekly) 

Electric Power Production (Weekly ) 
Bituminous Coal Production ( Weekly ) 
Auto. Truck & Bus Output ( Weekly ) 
Petroleum Output (Weekly ) 





June July Aug. 


All Commodities ( BLS) 

Farm Products ............ 

Metals & Metal Products 
Structural Products .. 

Steel Billets (Pittsburgh) ...... 
Steel Scrap. heavy melting. Pitts 
Copper, electrolytic , 
Rubber | rib-smoked sheets ) 


RI US ss ccna siahtivasiee 





June July Aug. 


Dept Stores Sales Index (Fed. Res.) 
Commercial Failures (Dun & Bradstreet)... 
| reight Car loadings eee ROE ee 


FINANCE 


Stock Prices (Standard & Poor’s).. 
Bank Clearings (New York) 
Federal Reserve Credit...... 
Currency in Circulation 
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BASE 


1935-1939 
O00 net tons 2.019 
mil KWH 
OOO net tons 9.000 


...ton 


September, 1952 


LATEST 


100) 192 


7,495 


24, 
90: 
293), 


-units 14.262 
£000 bbls. 6,18 
BASE LATEST 
...1947-49—100 111.8 
.1947-49—100 110.2 
1947-49—100 121.9 
.1947-49—100 113.8 
net ton $56.00 
13.00 
lb. 
lb. 
ebu 2.66% 
BASE LATEST 
1935-39 —-100 90 
no. 123 
cars 782.171 
1926 LOO 200.7 
mil $ 7.78: 
mil $ 24.553 
mil $ 29.051 


MONTH 
AGO 


203 
314 
6.988 
5.535 
64,347 
5.984 


198.9 


| Where We Stand 


‘f% OF CHANGE IN 


MONTH YEAR 
9.4 94 
+542.9 + 0.6 
Pi + O60 

73.4 5.6 
51.2 53.4 

3 + (0.5 


‘2 OF CHANGE IN 


MONTH YEAR 
0.5 2.1 
+ 28 0.8 
0.7 0.3 
0 0).2 
) ) 
+ $.5 ye 
0 0 
2.4 12.7 
+ 5.3 + ().7 


MONTH YEAR 
15.6 + 54 
21.1 17.4 
10.0 1.4 

1 (9 +11.4 
10.8 5.3 
0.5 L 0.8 
().2 L AQ 
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Value of Manufacturers’ Sales 
Seasonally Adjusted 
(Millions of Dollars) 
Manufacturing industries 
Durable goods industries 
Primary metals 
Fabricated metals 
Electrical machinery 
Machinery (except electrical) 
Motor vehicles & equipment , . . 
Transportation equipment (exc. motor vehicles) 
Furniture and fixtures . 
Lumber products (exc. furniture) 
Stone, clay and glass products 
Professional, scientific instruments 
Other industries, incl. ordnance 
Nondurable goods industries 
Food and kindred products 


All 


Beverages 

Tobacco products 
Textile-mill products 
Apparel 


Leather and products 

Paper and ailied products 
Printing and publishing 
Chemicals and allied products 
Petroleum and coal products 
Rubber products 


Book Value of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of Dollars) 
All Manufacturing industries . 
Durable goods industries 
Primary metals 
Fabricated metals 
Electrical Machinery 
Machinery (exc. electrical) 
Motor vehicles & equipment icc whee ee 
Transportation equipment (exc. motor vehicles) 
Furniture and fixtures seta ela ece nae 
Lumber products (exc. furniture) 
Stone, clay and glass products ............+-.-+. 
Professional, scientific instruments 
Other industries, incl. ordnance. 
Nondurable goods industries 
Food and kindred products 
Beverages a Pe 
Tobacco products 
Textile-mill products 
PE TOT Pee eee LOL OT SET ee eT Te CL oe ee ee 
Leather and products . ; 
Paper and allied products 
Printing and publishing oe 
Chemicals and allied products .......-..--++++405- 
Petroleum and coal products 
Rubber products : 


Manufacturers’ New Orders (Unadjusted) 
All Manufacturing industries 
Durable goods industries ..........+.eeeeeees 
Nondurable goods industries ....... 
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YEAR AGO MONTH AGO LATEST 
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s . a 5 © . 8 . 
1951 1952 
June Dec March April (r) May (p) June (p) 
22,133 ‘eae pret 23,324 23,007 21,841 
10,383 : es ' 11,407 11,345 10,291 
2,054 853 1,873 1,922 1,843 
1,064 1,076 1,125 1,210 1,178 
1,000 1,034 1,088 1,067 1,099 
1,760 1,926 2,071 2,217 2,176 
1,734 1,357 1,716 1,792 1,887 
449 610 648 702 740 
292 242 277 285 299 
713 587 686 849 744 
548 418 485 474 509 
225 222 258 298 281 
544 462 542 590 590 
11,750 10,975 11,194 11,917 11,662 11,550 I 
3,151 2,979 2,986 3,144 3,180 
599 582 604 649 679 
272 288 287 326 311 | 
1,279 1,110 1,081 1,220 1,140 | 
841 727 699 799 743 
315 208 195 208 220 
686 601 63) 610 607 
748 782 79° 898 876 
1,543 1,408 1,524 1,556 1,552 
1,884 1,927 1,950 2,069 1,916 
433 363 n.c. 438 n.a. 
39,009 42,014 42,313 42,513 42,458 42,096 
19,598 22,675 23,232 23,387 23,474 23,135: 
2,353 2,778 2,806 2,825 2,847 
2,056 2,438 2,425 2,438 2,417 
2,465 2,870 2,975 3,025 3,026 
4,410 5,112 5,288 5,345 5,325 
2,390 2,700 2,659 2,670 2,716 
1,473 2,176 2,435 2,420 2,457 
601 520 524 535 544 
1,008 1,092 1,095 1,060 1,060 
801 841 904 930 935 
635 718 703 708 716 
1,406 1,428 1,417 1,431 1,430 
19,412 19,339 19,082 19,126 18,985 18,961 
3,542 3,386 3,479 3,435 3,417 
1,254 1,193 1,240 1,244 1,246 
1,642 1,836 1,762 1,776 1,793 
3,214 2.814 2.564 2,586 2,508 
1,687 1.446 1.318 1,263 1,284 
691 “567 "347 543 528 
887 1,005 1,056 1,087 1071 
694 ‘757 ‘763 753 729 
2,771 3,000 3,028 3,038 3,033 
2,420 ‘ ¢ 2,570 2,544 
, 2,535 2,520 , 
610 799 n.a. 832 si 
24,054 20,344 22,948 23,113 21,797 22,500 
13,257 9,889 11,375 11,893 10,650 10,900 
10,797 10,455 11,573 11,220 11,146 11,600 























YEAR AGO MONTH AGO LATEST 


p — preliminary 


SALES, INVENTORIES AND NEW ORDERS 


n.a. — not available 


YEAR AGO 


NON-DURABLE GOODS 


MONTH AGO 


r — revised 






LATEST 














Lit ittiti iti tt 





STRAWS IN THE TRADE WIND 


The Federal Government isn't the only one spending 
in. More 


going in for deficit spending. 


it faster than it's coming and more state govern- 


ments are according to the 
Tax Foundation. a private non — research organiza- 
tion. ‘| he 


the states are ~ 


crowing numl and s of annual deficits of 
an augury a realest fiscal instability” 
To make adds: 


“The course of government expenditure is meaningful 


the group warns perfectly clear 


to the citizen because the taxes he 
follow the t 


must pay inevitably 
rend of spending.” 


@® This type ot spending 
denied that it’s popular if nee 


mav be wror hut it can’t be 


essity can make a thine 


popular. The average city family along with its state 
and national rovernments ap- 
as 

——— — parently Is spending more than 

on ; pn 
y | its making. In 1950. the Secretary 
To a | of Labor re ports. the average 
~ Pi | family's deficit was more than 


¢ ae $100. In other words. that much 
( had to be 


added to debts to cover pure hases 


taken from savings or 
of consumer coods and cover 
services and donations. Who was that telling 


had itso g 


us we never! 


ood recently ¢ 


@ The country’s production rate moved up slightly dur- 
April, May 
$343 billion. a 10 
Total production for the 
about 127 higher tha 
outbreak of the Korean War 


ing the second quarter. Qur output during 
and June was at an annual rate of 
increase over the first quartet 


two quarters ran 


n the half-vear 


pre edineg 


a Federal taxes are going down And they II keep Fone 


down for the next four vears. That. in ease you are won 


dering. is made by 


Beardsley Ruml. 


Federal Re 


up his forecast by 


isa predic tion. It w 
tax economist and former chairman of the 
Bank of New York. He backs 


pointing out that tax cuts are economically necessary. 


serve 


they are fiscally possible. and they are very good politics 


And don't forget. he adds. 


there will bea lot of competition among industries, asso- 


for whoever wins the election. 
ciations and lobbies to get taxes in their fields reduced 


( hunk of 


anese in quantity 


The Government is putting up a_ lar 
money to back the 


from low-g 


attempt to get mang 
rade ores of the Cuyunga range in Minnesota. 
lt has an agreement with the Manganese Chemical Corp. 
of Minneapolis. under which the company will build a 
new prototype plant to treat at least 200 tons of manga- 
nese-bearing ores a day. The 
$2.000.000. and the Defense 


plant will cost about 


Materials 


Procurement 








Agency will advance up to $1,500,000 of this, to be re- 
paid with interest as production progresses 


@ US. is making progress toward self-sufficiency in an- 
The De- 


partment of Agriculture reports that heavy truck tires. 


other important raw material — natural rubber. 
made of rubber extracted from California-grown gua- 
yule, have been proved as good as those made with im- 
ported rubber. The natural rubber project. started in 
California during World War I], had its difficulties and 
ups and downs. But the process of extracting the rubber 
from the domestic plant is now far advanced over earlier 
efforts. Several hundred pounds of the rubber were pro- 
duced at Salinas, Calif. for the test tires 


@ in 


couple of 


case you think industry's expansion in the past 
vears has been satisfactory — or maybe too 
vreat you'll be surprised to know that top Govern- 
ment planners disagree with you. They want more ex- 
pansion, and they're threatening to have the government 
build the plants they want. DPA Administrator Fowler 
said recently that “certain types of components and 
highly specialized facilities worry us very much . 

The worry is. that in the event of war. we'll be in a tough 
spot for heavy pit castings, heavy ian, armor plate 
and gauges. Production rate on them is good now, but 


far below war requirements. Increasing stockpiles of 


critical materials is also under serious consideration. 


@ It may be a little easier to buy a house by October. 
The Federal Reserve Board and 
the Housing and Home Finance 


Agency will, under the law, have 
to drop the required down pay- 
ment of more than 5° of the sales 
price of a house after October 1 if 
the annual rate of page. starts 
200.000 in June. July 

and August. June starts totaled 
1.063.900 according to latest figures of Bureau of Labor 
Statistics. and it 


helow that. 


is below a 





is believed July figures will be well 


@ June exports from this country dropped to the lowest 
figure since last October. They totaled $1.162.300,000, 
which is $303.900.000 below the high in May. and 
$134.000.000 below June. 1951. A drop of $118.100.000 
in foreign aid shipments accounted for more than half 
the total decline in exports, according to the Department 
Imports rose in June to $860,200,000, a 
rise of $25.400.000 over May, but $70,000,000 below 
July. 1951. 


of Commerce. 











TRENDS 
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1950-1960: A Decade of Opportunity ? 


American business can go places and do big things 
in the next several years —if we keep our heads 
about us. That’s the conclusion the Business Research 
Department of The B.F. Goodrich Company draws 
from a recent study of actual and potential trends 
in our economic growth, 

Goodrich’s main aim was to get an idea of how 
automobile and tire demand would stack up in the 
next decade—but its study developed a lot of ma- 
terial that all industry should be interested in. Its 
projection of the long-term trend—not a forecast of 
year-by-year changes—is based on research by its 
own experts and leading economists. 

Expected direction of the basic factors—popula- 
tion. its age distribution, the number of hours worked 
by the people who do work, and the output of worker 


per hour—are charted on these pages. 


Great opportunities are ahead, say Goodrich, but 
warns that some problems demand solution before 
we can comfortably enjoy what is to come. 

Some of these are: 

1. The need for large amounts of capital. We must 

have an economic climate which will make savings 

possible and which will make them available to 
business. 

2. The danger of bureaucratic interference and 

tampering with the integrity of the dollar. We must 

fight unnecessary Government spending, help bal- 
ance the budget, vote for men who believe in and 
understand the true nature of our economic system. 

3. The absence of peace during the coming years. 

Statesmanship of a high order will be needed to 

prevent an all-out war. 

Here are some of the highlights of the study: 
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Millions TOTAL POPULATION, 1930 TO 1960 Millions POPULATION BY AGE GROUP, 1940, 1950 AND 1960 
180-— + 180 Millions Millions 
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| | | 
Projection —- 150} _ i 
wl 160 | 
| Ages { 113,700,000 
| / 60 & Over 
10} 150 om | | +90 
| Ages 
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6 to 17 
120|, ii wots ; 
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The countrys population should hit about 174 
million by 1960. an increase of 22 million over 
1950. With our abundant natural resources, tech- 
nical facilities and know-how for producing goods 


If we were to stop there, the outlook might not be 
too promising. However, worker output is still on 
the way up (Chart 5) at a rate more than enough 
to offset the expected decline in hours worked. Since 
the population will increase, we should have an 
increase in our standard of living. It is even possible 
for us to carry a fairly heavy burden of military 


QD tree will be 22 million more consumers but only expenditures at the same time. 


5 million more potential workers in the 20-59 age oO 
sroup by 1960 — and part of these will be in the 


and services. a population increase can exert a stim- 
ulating effect on business 






















































7 If Serer EMPLOYMENT, HOURS WORKED PER EMPLOYEE, | 
armed forces. If we are to maintain or increase our 
‘ . Billions of Man-hours AND TOTAL MAN-HOURS Billions of Man-hours 
standard of living. we must increase our output of Annually Annually 
- coods and services. Demand for labor will be great 140 Ten-Year Intervals, 1920 to 1960 140 
aa not only for those 20-59, but for those older and _ 138 
younger who are able and willing to work. Total Man- 
_ Hours 128 
ist The outlook shows a working force of over 73 
gs million, 63 million of whom should be employed. oi icaheee J 110 
to The unemployed include those seasonally laid off, Weekly Employed Millions 
those changing jobs. those graduating from school Hours Average Hours \ of Workers 
60 
nd who have not found jobs. ete. Worked per * 
Employee 
ust 
al- The lone-term trend in the average hours worked 50 kK 30 
nd per emplovee is downward, and should continue so. 
‘m. Combining the number employed and average hours 40 40 
rs. worked gives total man-hours (top of chart). Decline 
to in average hours should be offset by increase in - 3 
numbers employed. resulting in a slightly higher 
total of man-hours in 1960 than now. 
20 20 
wl 10 
| 
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WORKING FORCE, 1940, 1950 AND 1960 REAL GROSS NATIONAL PRODUCT PRODUCED 
Millions Millions Cents per PER WORKER PER MAN-HOUR Cents per 
80 ) 80 Hour Hour 
Ten-Year Intervals, 1920 to 1960 
3,500,000 
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THE PULSE OF BUSINESS 




















EMPLOYMENT The beleaguered business man was able to sit back for 
tin millions! a while recently and watch government officials scrapping 
70 among themselves—a slight change in the usual line-up 
for arguments over prices, controls, ete. 
= — 60 After a nation-wide survey of the results of the drought, 
CIVILIAN LABOR FORCE i. Commerce Secretary Sawyer said it would cause no wide- 
PP) a aL Vee sa fl 
tresesett**Poe,. —— povengnscteprer® 50 spread increase in prices—and then he followed through 
eer Tt 





with a strong blast that could only have been directed at 
Kilis Arnall, retiring head of the Office of Price Stabiliza- 
40 tion. He declared that statements predicting price rises 
and increasing inflationary pressures that are not based on 
fact “render a great disservice to the American people.” 
30 Mr. Arnall, who had said that food costs would advance 
and that the drought would be a disaster to the country’s 
pocketbook, had also been criticized by Roger L. Putnam, 
head of the Economic Stabilization Agenev, for predicting 
runaway prices. 
Pititiiitiiit sisiiiis,, ani Tass 
1948 1949 1950 1951 1952 Of more direct concern to industry is the officials’ attitude 
ee Br toward the effects of the steel price increases allowed by t 
_ the strike settlement. Mr. Arnall, who had strongly objec- 
ted to giving the steel companies the price rises. had 
AVERAGE WEEKLY EARNINGS AND HOURS declared that the move would add $100 a year to the living 
MANUFACTURING 70 costs of the average family. He said the same standards 
used in granting the steel increase would have to be applied 
to other industries that sought price rises, as a matter of 
60 justice. Secretary Sawyer, on the other hand, was not so 
we EARNINGS IN $ quick with the figures, and more cautious in his approach. 


He revealed that a survey similar to the one made on the 


NON-AGRICULTURAL 
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50 drought was being planned to measure the impact of the 
steel settlement on the economy. “Here again.” he warned, 
_caseags nmpae etre’ 8 8Oe ees Heeste eee 40 “it is important to make sure that facts rather than fancy 
— HOURS WORKED are presented to the American people.” His outspoken 
attacks on “guesswork or propaganda’ in predicting the 
course of prices (and thereby helping to promote panic 
; DB 

buying and more inflation) were well received in the 

business community. 

20 


Meanwhile, an optimistic note on the outlook for the 

balance of this year appeared in a survey made among 

1] os bidirtiitiitiit iil La “ Lu 0 1,277 business executives by Dun & Bradstreet. A cross- 

1951 195 section of larger, representative manufacturers, whole- 

salers and retailers was asked if dollar sales. net profits 

after taxes, selling prices, level of inventories and number 

PERSONAL INCOME of employees for the individual concerns would be higher. 

Settions of dollars) the same, or lower for the fourth quarter of 1952 than for 

300 the same period of 1951. Here’s how the executives think 
things will shape up: 
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Source: U.S, Department of Lebor 








—au 250 Sales will stay the same or go higher in the fourth 
a et quarter. More than three out of five believe dollar sales 
eaten will be higher same period last year, and only 15% think 
they will be lower. 24% expect them to remain about | 
200 the same. 
easvecce® 
Operations in the fourth quarter will be profitable. Al- 
poseneadliven 150 most all agree on this, but 36% think the level of net 
tC ALARIES WAGES. ETC. profits after taxes will be lower for the fourth quarter 
. ‘ than last year. Forty-three per cent of the executives in 
the durable goods category expect an increase in net profits 
18 after taxes. 








aoseeeeges® ween et 
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Prices will be generally stable. Sixteen per cent expect 

tiititutidiibibitititiits 50 an increase, 65% think there will be no change, and 19% 

1950 1951 1952 believe their selling prices will be lower than in the 
fourth quarter of 1951. 





Source: U.S. Department of Commerce 














Inventory reduction will continue in many instances, but 


the general trend will be toward the stabilization of inven- CONSUMER CREDIT 





tory levels. Twenty-four per cent predict an increase, 42% 25 (Billions of Dollars) 
feel that there will be no change, and 34% think their 
inventories will be lower than they were at the same time ! 


last year. Those expecting increased inventories include 


retailers and manufacturers of non-durable goods (20% ). 20 Fe es eed 


wholesalers (25% ) and makers of durable goods (31%). TOTAL 








The long-term outlook, with which the survey was not 15 


: : . . Rittie eT ee*” 
concerned. LS something else again, and conflicting opin- P 


tes 

a9? tt 

«* * 
~noe* *S eae" 


poest****" INSTALMENT CREDIT 


ions about what will happen when the government cuts its 
defense spending are easy to obtain from all kinds of 10 
experts. Industry, at any rate, seems to be getting ready 
for anything. rather than sitting back and letting the 
money roll in while it lasts on one hand, or giving up in 5 
despair on the other. A good indication of the general 
attitude is given in this month’s Purchasing Opinion Poll 























(page 75). Almost nine out of ten of the companies niiutitii mtiitiitis miitiuk 
represented indicate that they are going to get out and fight 1950 1951 1952 
to help maintain present production levels when the Source: Federal Reserve Boord 


defense peak has passed. The salesman seems about to face 
his biggest test in vears. 


THE PRICE PICTURE 
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MATERIALS AND MARKETS 


STEEL: In the fourth week since 
the end of the strike. production 
continued steadily upward toward 
recent high levels. The operating 
rate of the steel industry for the 
week beginning August 18 was 


scheduled to be 97.2 of capacity. 





despite scattered strike troubles ex- 
isting in a number of plants. That 
rate is equivalent to production of 2.019.000 tons of steel 
ingots and castings for the entire industry, compared with 
514.000 tons a month before. The scheduled average was 
only 3.5 points, or 72.000 tons, below the output in the 
week of May 26, the last week of high production preced- 


ing the strike which began on June 2 


Industry generally was still strugging to get back to nor- 
mal after dislocations caused by the strike. Auto produe- 
tion. for instance, now about a quarter of a million units 
behind original schedules, is expected to be spotty as sup- 
pliers’ deliveries are delayed by steel supply difhculties. 
\bout a third of the members of the Purchasing Agents 
\ssociation of Chicago participating in its monthly Busi- 
ness Survey said that their companies’ total production 
will be reduced from 11% to 75% as a direct result of the 
strike. Fifteen per cent said the drop would be from 11% 
to 2007, while 11% expected a cut of from 21% to 30. 
‘However the report continues, “there has been an ex- 
pression of confidence that no extreme ill effects will come 
out of the steel strike.” It quickly adds, “steel buyers 
excepted for the rest of this year.” 


Items reported to be in tightest supply include hot rolled 
and cold finished bars (necessary for the production of 
artillery shells). plates, structurals. and alloy steels. 


Price increases allowed under the strike settlement are now 
in effect. New prices on representative carbon steel prod- 
ucts announced by United States Steel Corporation includ- 
ing the following (all figures cents per pound, unless 
otherwise noted): blooms, billets. slabs — forging. $70.50 
per net ton; bars and small shapes, 3.95; concrete rein- 
forcing bars (new billet). 3.95; standard structural shapes. 
1.85; plates, 3.90; hot rolled strip. 3.725; hot rolled sheets 


(18 ga. and heavier), 3.775; cold rolled sheets com- 
mercial quality, 4.575; galvanized sheets. regular 10 


va.. 5.075; culvert — 16 ga. copper bearing, 5.875; elec- 


trical sheets (electrical grade — cut lengths, 22 ga. price 


hase). 7.85. 


NON-FERROUS METALS: Sudden changes in the 
price of zine had the market in confusion at mid-month. 
\fter dropping 414 cents a pound during the six weeks of 
the steel strike, it had been fairly stable for a couple of 
weeks. Then it suddenly slid off another 1! cents to 131, 
cents. only to go back up a half-cent. At this writing it 








was 14 cents a pound. There was much doubt which way 
it was headed. with the upward direction slightly favored 
for two reasons a slight increase in demand, and a 
renewal of government buying for the stockpile, which had 
heen believed to be in good shape. One theory was that the 
eovernment was fearful of Western mines closing if prices 
went much lower and thereby having an adverse effect on 
defense preparations. Many marginal producers have 
stated that any price below 15 cents a pound for zine 
would make it unprofitable for them to keep operating. 


Reports of tin offerings in the New York market for Octo- 
ber delivery at about $1.18 a pound back up expectations 
of a price drop once substantial amounts begin to come 
into this country under private auspices. Government con- 
trol over tin ended on August 1, with the price at $1.2114 
a pound. It takes a while for private tin to get established 
in the U.S. market — and since it is selling at $1.16 a pound 
in London at present and production is far beyond con- 
sumption, the price outlook for U.S. consumers is good, 


The Aluminum Association reports that the U.S. aluminum 
industry produced 17% more during the first half of 1952 
than it did in the first six months of 1943, peak production 
year of World War Il. June primary production of 
154.952.241 pounds brought the 6-month total to 
923.072.6060 pounds, an increase of 14140 over the same 
period last year. and almost 136 more metal than the 
industry turned out in the entire year of 1946. 


Last year’s lead shortage was artificial and based on mal- 
distribution and definitely will not be repeated this year. 
according to the Lead Industries Association. Supplies 
for both the long and short terms are good, and new re- 
serves in this country are being discovered at a rate to 
replace or even exceed the amount of lead mined. Produc- 
tion is expanding both here and abroad. 


FUELS: Supplies of residual heavy fuel oil continued 
high and prices remained soft. Light fuel oil supply was 
also adequate, but talk of possible shortages in both types 
of oil was heard. Spot shortages of light fuel oil are def- 
initely expected during this coming winter if extremely 
cold weather sets in. Attempts to increase the output of 
distillate fuel oil will 4push production of residual down. 
reducing supplies and putting upward pressure on prices. 


Stocks of bituminous coal en July 1 totalled 80,766,000 net 
tons. the highest recorded since January 1, 1943. With 
consumption cut heavily by the steel strike and exports 

~~, down there seemed to be little 
prospect of difficulties for coal 
users — unless Mr. Lewis comes up 
with a protracted strike. Despite 
indications of brewing labor trou- 
bles, there was no great rush to 
accumulate coal stocks up to this 
writing. 
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Greater efficiency through forms design 





Paperwork Dynamics 


By R. E. 


Purchasing 


WW" are working in a dynamic 
era. Trained specialists select 
colors for the walls in our offices 
with scientific accuracy to help keep 
us in a state of mental satisfaction. 
\Ve insist on getting the best de- 
signed chairs and desks available 
so that we can be as comfortable as 
possible—an aid to efficient work. 
Our offices are air conditioned to 
keep us fresh and alert regardless 
of the season 

Now we are beginning to think 
in terms of dynamic pieces of 
paper that appear to smile at us 
as they flow through our offices, 
and are so designed that the 
necessary processing and handling 
of them is fast and accurate, with- 
out needless distractions due to the 
mechanical details of the forms. 

The cost of handling the pieces of 
paper used in the work of purchas- 
ing for our firms or institutions 


Saye 


Agent Mississippi State College 


amounts to more than twenty times 
the cost of printing. This makes it 
twenty times more important to de- 
sign our forms scientifically than to 
try to save on the cost of printing. 
The application of “paperwork dy- 
namics” in the design of our forms 
may save as much as one-half of the 
time usually required for typing, 
checking, and handling. 

\Vell designed forms with a 
pleasing appearance will help create 
a good mental attitude on the part 
of the employees handling the pa- 
perwork. This is sure to result in 
greater economy in respect to cleri- 
cal expense. Clear-cut designs and 
good printing work on forms will 
add to the efficiency of filling them 
out. 

All blank spaces should be ar- 
ranged for easy entry of data by 
typewriter or other method to be 
used. Lines should be spaced three 
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MISSISSIPPI STATE COLLEGE 
Form P | ou hoe PREPARE IM DUPLICATE 

are 





ACCOUNT NO * COLMGE 
OEPARTMENT 


TERMS (IF KNOWN ros 
r 





OATE REQUIREC * EMERGENCY? 


= 
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to the inch, to match typewriter 
double spacing. Every entry should 
be accessible by tabular stop setting 
on the typewriter. The fewer the 
number of tabular stops needed, the 
better the form. 

The Purchasing Department at 
Mississippi State College is respon- 
sible for purchasing all supplies 
and equipment for the College, the 
State Chemical Laboratory, the 
Mississippi Agricultural Extension 
Service, and the Mississippi Agri- 
cultural Experiment Station, in- 
cluding branch experiment stations 
scattered throughout the State. The 
forms used in purchasing are de- 
signed. for use by all these State 
Agencies. All forms and _ proce- 
dures are kept simple and workable. 
Forms are designed for entering 
data easily by typewriter, and they 
are carefully arranged to give a 
pleasing appearance. 


Requisition Form 


SIMPLE requisition form will 

help in getting close coopera- 
tion from all departments, with or- 
derly procedure and clear, complete 
information as required. Our requi- 
sition form is simple enough to be 
filled out properly without any spe- 
cial detailed instructions. New em- 
ployees do not have to search for 
instructions issued months or years 
earlier. 

The form has the following basic 
features of good design: 

1. The arrangement, spacing, 
and type styles present a pleasing 
appearance to everyone handling 
the form. 

2. “Prepare in Duplicate” is 
printed at the top of the form, 
where the typist cannot miss seeing 
it before starting to type. The dis- 
indicated at 
bottom of the forn 

3. All lines 
double spacit 
pen or pet 


atch =typewriter 
ind are suitable for 
entries. 


109 








ROY E. SAYE is a graduate of the 
School of Business, Mississippi State 
College. For six years following his 
graduation, he served as a Finance 
Officer in the U. S. Army and as State 
Accountant for the Agricultural Ad- 


justment Agency in Mississippi. In 
1945, his Alma Mater called him back 
to take over the dual duties of Pur- 
chasing Agent and Assistant Comp- 
troller. He is an active member of 
the Mississippi Association of Pur- 
chasing Agents, N.A.P.A. This article 
is based on a talk prepared for a re- 
cent meeting of the Louisiana-Missis- 
sippi Association of College and Un- 
iversity Purchasing Agents, at Lafay- 
ette, La. 











PURCHASE ORDER 

MISS/SSIPP! STATE COLLEGE 

MISSISSIPPI AGRICULTURAL EXTENSION SERVICE 
MISSISSIPPI AGRICULTURAL EXPERIMENT STATION 
Form P-2 





Show ths Purchase Order Numbe 


on all invoices and pockoges 


Ship PREPAID and invoice in DUPLICATE to 


To. 


PLease SHIP AT ONCE THE MATERIALS OF ITEMS SrECIFIED Beiow SusvECT To THe 





REQUISITION NO. | ACCOUNT NUMBER 


| Tos 


Oun Bio Fug No. | F.O.8 tale aa “evan 











TERMS, PRICES AND CONDITIONS CONTAINED 





Oars 
{ ——$$—$ ____ 
j Your QuoTaTion NO 





QUANTITY DESCRIPTION 





~~ ———|- 


4 a 
| TOTAL PRICE 


| 





INSTRUCTIONS | 
ACKNOWLEDGE order immediotely upon receipt giving definite shipping doto | 
SHIP prepoid and odd chorges to invoice if order is F. O. B. shipping point | 
CHANGES in this order cre mot to be mode unless in writing by both porties. | 
DISCOUNT period to be colculoted from date invoice or moterial is received 
PAYMENT will be mode by check. Drofts not accepted 














MISSISSIPPI STATE COLLEGE 





CORRESPONDENCE or contocts pertaining to this order should be mode with the PURCHASING DEPARTMENT BOX 307 STATE 


COLLEGE. MISSISSIPP! 





4. Only three typewriter tabular 
settings are necessary to fill in all 
the required data—date, account 
number, department, and descrip- 
tion. 

5. All required entries are on the 
left side of the form, where they 
can be typewritten without unneces- 
sary tabulating. 

6. Typewritten entries are 
grouped at the top of the form, 
making it possible to remove the 
requisition from the typewriter as 
soon as the description has been 
completed. 

7. Small print in the upper part 
of each blocked space shows the 
entry to be made, and gives more 
space for the entry as well as lining 
up typewriter tabular settings on 
the same stops. 

8. Printing is in royal blue ink, 
which is clearly legible in itself and 
gives the black typewritten entries 
a magnified appearance. 
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Purchase Order Form 





| per purchase order form is in 
carbonized snap-out sets for fast 
typing and easy handling in the of- 
fice. The simplicity and pleasing 
appearance of the form make a fa- 
vorable impression on vendors, and 
help in getting prompt attention and 
delivery in many cases. The print- 
ing is in royal blue ink on white 
bond paper, making all black type- 
written entries stand out for easy 
reading. The following features of 
paperwork dynamics will be found 
in the form: 

1. Each copy of the purchase or- 
der is on paper of a different color, 
for easy sorting and distribution of 
the copies. 

2. All lines are spaced three to 
the inch, to match typewriter double 
spacing. 

3. Only three tabular settings are 
needed to type an order. 

4. Entries are filled in across the 
form by use of the tabular key. 


This is much faster than vertical 
spacing that requires the return of 
the carriage and one or more tabu- 
lations for each entry. 

5. So far as possible, entries on 
the purchase order follow the same 
sequence as the corresponding en- 
tries on the requisition. 

6. Unit prices are entered as a 
part of the description without the 
necessity of tabulating to a special 
column. 

7. The vendor’s copy fits snugly 
in stock size or Government 
stamped window envelopes and re- 
quires only two folds. 

8. The post office address is not 
given in the printed heading, and 
vendors must use the address ap- 
pearing in the “Ship PREPAID 
and invoice in DUPLICATE to” 
section, thus avoiding possible con- 
fusion among the several agencies 
served by this one form. Addresses 
are neatly stamped in this section 
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PARTIAL DELIVERY RECEIVING REPORT 
MISSISSIPPI STATE COLLEGE 
Form P-3 


RECEIVED FROM 


ORDER NUMBER DATE RECEIVE 


QUANTITY 
RECEIVED 


DESCRIF 


PREPARE 


VOUCHER NO. — 
(For Accounting Dept.) 


IN DUPLICATE 


Original to Receiving Station 


= Duplicete to your Departmental File 


TION OR NUMBER AND DATE OF INVOICE 





ACCOUNT NUMBER 





TOTAL AMOUNT 
OF INVOICE 














| (we) approve 


number. 


omitting the ‘Quantity Received 
invoice, fill in the quantity receiv 








column and the description 


i and desc 








poyment for all items listed above or on above listed invoices to be charged to above department and account 


_TOTAL 








RECEIVING CLERK 





PRESIDENT 





INSTRUCTIONS 


if you have received your carbon copy of the invoice, fill in the invoice mumber, date of 


ription, Omitting the 





by Addressograph machine. 

9. One copy of the order is de- 
signed for use as a receiving re- 
port on orders received complete in 
one shipment. This makes it 
sible to check the invoice against 
the receiving report (which is a 
copy of the order) and saves the 
time usually spent in matching and 
checking against the file copy. 

10. The receiving report copy of 
the purchase order is also used as a 
voucher to pay the invoice. 

11. Conditions of purchase and 
printed instructions are brief, and 
appear on the face of the order, 
next to the signature, where they 
can be read easily. 


pos- 
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Receiving Report 


HE Partial Delivery Receiving 

Report form is used as a com- 
bination receiving report and pay- 
ment voucher. The form does not 
require the listing of each indi- 
vidual item received. It is neces- 
sary to list only the number, date, 
and amount of the invoice. All de- 
partments are furnished a copy of 
the invoice covering purchases 
made for their account, as soon as 
it is received in duplicate from the 
vendor. 

The form is spaced to be filled in 
easily by typewriter, and only three 
tabular settings are necessary to 


If this report is prepored before you receive your carbon copy of the 
“Total Amount of Invoice? column 
Receiving Report for each Purchase Order on which you receive a partial shipment. 






invoice and total amount of invoice, 


Prepore a separate Partial Delivery 





reach all sections of the form. The 
form is prepared by the department 
receiving the shipment from the re- 
ceiving station, and the Receiving 
Clerk signs the form after it is 
signed by the Department Head. 
The Receiving Clerk does not check 
every item in all shipments. Simple 
instructions for using the Partial 
Delivery Receiving Report are 
printed on the bottom of the form. 
It is not necessary to check each 
item on the invoice against the Par- 
tial Delivery Receiving Report. A 
glance at the inv: number on the 
report is sufficient. The use of this 
form eliminates many hours of un- 
necessary typing and checking. 
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Some practical problems and recommended solutions 





A Symposium on 


Scrap Handling and Disposal 





The problems and answers here 
reported were presented at the 
second in a series of unique user- 
manufacturer workshop clinics 
conducted under the auspices of 
the Materials Handling Institute 
in Chicago. Eight representative 
manufacturing companies brought 
their problems to the clinic, where 
they were discussed by a panel of 
expert operating executives bring- 
ing wide experience and technical 
knowledge of materials handling to 
bear on the various situations out- 
lined. Attendance at these sympo- 
siums is by invitation only. Re- 
quests to be represented at future 
conferences should be addressed 
to The Materials Handling Insti- 
tute, Inc., 1108 Clark Building, 
Pittsburgh, Pa. 





Problem: Current practices m_ pal- 

etizing and the use of returnable 

disposable containers. 

Solution: Present trend is away from 
the acceptance of palletizing as the 
inswer to all materials handling 
problems. Palletizing is most effec- 
tive in shipment and receival of 
finished parts and assemblies, but 
it is found more. economical to have 
rough parts—castings, forgings, 
tampings, etc.—loaded loose in 
freight cars or trucks, to be packed 
in unit loads in standard shop con- 
tainers or stacked on special racks 
on receipt at the plant. This is made 
practicable through the use of  spe- 
cial fixtures and scoops attached 
to the fork trucks used in unload- 
ing. Frequently these fixtures are 
of quickly interchangeable design, 
adding to the versatility of fork 
truck equipment. 

Returnable containers present 
many problems of accountability 
and record-keeping. For this rea- 
son, some companies prefer dispos- 
able containers which can be burned 
after material has been transferred 
to shop containers. Others place full 
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Scrap storage in containers rather than in bulk bins 
simplifies loading and eliminates one stage of handling. 


responsibility for method of ship- 
ment and type of container used 
upon the vendor, including respon- 
sibility for pick-up and return of 
containers that are to be re-used; 
with free choice as to shipping 
method, the vendor can be more 
readily held responsible for loss and 
damage in shipment. One manufac- 
turer accepts returnable type con- 
tainers and pallets only from 
vendors in the local area where the 
exchange can be made conveniently 


by the shipper, and on the basis of 
an even exchange to eliminate book- 
keeping. 


Problem: Economical handling of re- 
turnable paint and oil containers 
and avoidance of losses charge- 
able to buyer. 

Solution: Major problem is one of 

controlling container use in_ the 

plant. Returnable containers should 
be clearly identified as such, and 
promptly returned to a_ central 
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ont, 


1 
t 
contents 


for return to vendor, when 
are used. This avoids the 
possibility of having them converted 


rubbish receptacles or used by 
vorkmen for the storage of other 
uids, spoiling them for their 


riginal use. 

Control oT flying sparks 
incinerator stacks used in 
irning disposable waste, where 


stack screens 


Problem: 
wholl wy *¢y 


\ 


are not 
eciive. 

Solution: Steam jets can be installed 
the smoke stacks to control the 


1 


S] arks. 


Problem: Disposal of waste oils and 
non-reclaimable paint sludge. 
Solution: Disposal by burning is gen- 
erally recommended. In some cases, 
waste oil is given away to a salvage 
yperator in return for picking it up, 
thus eliminating the expense of 

ther disposal. 
Problem: Hlow to 


Ing oO; loose, 


eliminate 
bulky miscellaneous 
manually loaded on 
cars for removal to a 
lump. This ts a civic as well as 

plant problem. Incineration 1s 
mipractical due to presence of 
mburnable material and exces- 
sive hauling in collection from 33 
separate buildings on a 20-acre 
plant site. Quantities involved do 
not warrent expense of 
for resale. 
Solution: Material might be pounded 
down with a weight on a crane after 
being loaded in gondolas; pressure 
would have to be regulated so as to 
keep refuse in the car without com- 
pressing it to the p int where it be- 
comes too solid for easy unloading. 
Another suggestion is the applica- 
tion of an asphalt-base spray over 
the loaded gondolas. Best solution 
would probably be the installation 
of balers at several centralized loca- 
tions and mechanization of delivery 
from balers to gondolas. Capital in- 
vestment in the present system is 
low, but labor costs are probably 
excessively high, so that lowered 
costs through increased mechaniza- 
tion in collection and loading would 
probably justify initial cost of such 
equipment. 


Scatter- 
Waste, now 


Tr mndola 


segrega- 
rom 


Problem: Economical method of 
transferring machine scrap from 
point of generation to central col- 
lecting point, and removal of 
scrap from plant. Total quantity 
does not warrant segregation. 
l’nder present system, scrap 1s 
removed from chip pans during 
off-hours or lull periods, shov- 
eled into dumping containers and 
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Segregated scrap can be 


taken to an outdoor dumping pit. 

Weekly accumulation (approxt- 

mately 30 tons, one carload) are 

transferred from pit to gondola, 
using a mobile crane equipped 
with electric magnet. 
Solution: Several alternative methods 
were suggested : 

(a) Use of drop-bottom or roll- 
over type hoppers, to be manually 
loaded from the chip pans and 
transferred by fork truck to the 
gondola for direct loading. Scrap to 
be accumulated in these containers 
during the first three days of each 
week, with actual loading during 
the last two days, when the gondola 
car is demurrage-free. This would 
eliminate the dumping pit and re- 
handling, but would require addi- 
tional equipment and a storage area 
for the 3-day accumulation of load- 
ed hoppers. 


(b) Installation of a conveyor 








Se ae. 


; 2 rer 
handled 


in unit loads 
standard shop boxes. 


using 





Steel turnings accumulated directly at the 
machine in semi-automatic dumping bins for 
transport to central scrap area by power truck. 
system to take chips and turnings 
to a local collection point. More 
than 40 types of such conveyors 
are available. Installations of this 
type eliminate downtime for scrap 
removal and can increase machine 
productive running time by as much 
as 15% to 20%. 

(c) Daily removal of accumu- 
lated scrap, utilizing 10 cu. yd. de- 
mountable truck bodies located 
wherever there are suitable ap- 
proaches from the point of genera- 
tion. Such equipment is sometimes 
provided by the plant’s scrap dealer, 
and represents minimum investment 
(rental) on the part of the disposer. 
The scrap dealer removes the filled 
containers and immediately substi- 
tutes empty ones. It eliminates the 
dumping pit and lola operation. 


Problem: // eliminate damage 
ti concrete bin walls in seqgre- 
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fed scrap storage, caused by 
mobile crane with magnet used 
n transferring scrap from bins 
gondola cars. This poses a 
nstant maintenance problem, 
nd walls have been broken 
cun to such an extent that it ts 
ult to keep the scrap segre- 
rhe d. 
Solution: Several alternative meth- 
ds were suggested: cm 
a) Use of a magnet-equipped 
erhead crane extending over bins 
d railroad tracks, for vertical lift 
nd better control. (Rejected as be- 
too expensive. ) 





Baled scrap is easily and economically 
loaded by a magnet-equipped mobile crane. 


(b) Use of mechanical loaders 
instead of crane. 

(c) Storage in scrap boxes, to 
be dumped into cars by fork truck 
with revolvator. This would elimi- 
nate the necessity for sturdy bin 
walls, and would require only a 
light fence to divide the area. It 
would require purchase of addition- 
al box equipment, some of which 
might be tied up for several weeks 
while sufficient quantities of a parti- 
cular type of scrap were accumu- 
lated to make up a carload. 

(d) Use of elevated bins with 
drop bottoms, so that cars could be 





Tractor trains are a convenient and efficient means of col 
lecting scrap from scattered points of origin in a large plant 
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run underneath and loaded. This 
would solve the problem of wall 
damage, but would create a_prob- 
lem of loading the elevated bins. 

(e) Accumulation in demount- 
able truck bodies. Savings in handl- 
ing cost would tend to offset the 
lower prices paid for scrap in small 
lots (8 to 10 cu. yds.) as compared 
with carload lots. 


Problem: 70 assure a continuous 
flow of sheet metal scrap and 
offal from 18 press lines to bal- 
ers, keeping press lines clear and 
providing uniform bales of 1200 
lbs. of a single type of scrap. In 
present system, scrap is accumu- 
lated in castered bin containers, 
pushed onto a floor level plat- 
form which is revolved to dump 
contents on a wide steel belt con- 
veyor. The conveyor raises the 
scrap 10 ft. in 30 ft. and pours 
the scrap into the baler opening. 
Problems of building construc- 


tion preclude any radical change 
in layout. 


Solution: Correction must be made 
at discharge end of the conveyor. 
Preferable solution is the installa- 
tion of a_ suitable weighing-scale 
hopper to assure a standard weight 
load for each charging cycle, with 
batch-type loading and a sufficient 
number of supplementary hoppers 
ahead of the balers to assure a con- 
tinuity of scrap flow. 


Problem: Economical accumulation 
of scrap at a central point from 
various operations spread over a 
wide area in separate buildings 
connected only by roadways. 
Present system is to accumulate 
scrap in Roura type hoppers at 
the outgoing stations in each 
processing department. Fork 
trucks responsible for plant ma- 
terials handling between zones 
are assigned to transport the 
hoppers periodically to the scrap 
accumulating area, dump them 
into bins, and return them to the 
departments where they origin- 
ated. Scrap is loaded into rail- 
road cars by bucket cranes 
(about two carloads per week). 


Solution: Reduce handling in de- 
partments where scrap is generated 
by installing rollaway containers at 
each production machine, of a type 
that can be pulled away to final 
storage bins by means of tractor 
trains. The relatively small amount 
of scrap makes briquetting un- 
economical (break even point about 
30 tons of scrap daily) and rental 
charge for dealer’s demountable 
truck equipment more than offsets 
present manual loading costs. 
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Containers and pressure vessels assure greater serv- 
to ice when made of N-A-X HIGH-TENSILE steel. The 
durability of this low-alloy steel, its greater resistance 

7.4 to corrosion and abrasion, and its exceptional fabricat- 
TT Ge ing and welding qualities are important characteris- 
tics. The greater strength of N-A-X HIGH-TENSILE steel 
permits fabrication of containers from thinner sections 
—reducing costly deadweight to a minimum. If you 


are interested in effecting economies in barrels, drums 


or cylinders, investigate N-A-X HIGH-TENSILE steel. 
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This Business of PURCHASING 


_.. Casual comment from editor to readers 


Pl FO sink ck aee ee 


\Ve are particularly proud of that 
monthly editorial feature that is 
written by you—our readers—the 
Purchasing Opinion poll. It started 
more than five years ago, back in 
\ugust 1947, when we queried you 
m what was then a hot problem 
among buyers: “What’s happened 
to quality of materials?” The re- 
sponse was so encouraging, and so 
enlightening, that the survey has 
been continued every month since 
then, covering a wide range of cur- 
rent purchasing and economic top- 
ics. This means that more than 
60,000 ballots have been mailed out 
over that period. Experts in the 
held of opinion polls tell us that the 
returns, which have never fallen be- 
low 40%, are nothing short of 
phenomenal. We are grateful for 
this interest and cooperation, for 
that is what gives these surveys their 
value. 

The value has gone beyond the 
range of our own readership. In ad- 
dition to publishing the survey re- 
sults in the magazine, we make the 
information available to a selected 
list of newspaper editors and radio 
news commentators, and to a con- 
stantly increasing extent they are 
quoting the surveys or using them 
as a basis for their own comment on 
the business scene, for the opinion 
of purchasing men is highly re- 
garded and carries authority in the 
world of affairs. 

When you discussed the quality 
of postwar salesmanship, the sur- 
vey was picked up by Sales Man- 
agers Clubs in a dozen cities and 
was used as a meeting topic, in- 
cluding three instances of joint 
meetings with the local purchasing 
groups. When you told us what you 
thought of visual sales presenta- 
tions, we had to publish two re- 
print editions to fill requests for ex- 
tra copies, and we have evidence 
that your opinions, from the receiv- 
ing end of industrial sales effort, 
have notably influenced development 
ft better marketing techniques. 
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about your business and our business 


Several times we have approached 
you on topics that we were warned 
were “taboo”, such as reciprocity, 
commercial bribery, and the moral 
issue of business ethics, but you 
came through with your usual frank 
and helpful replies, to the real bene- 
fit of all business. 

Every once in a while, we have 
really hit the jackpot of general in- 
terest, due to the particular time- 
liness or importance of the topic 
selected for survey. The June sur- 
vey on “Fair Trade” legislation top- 
ped them all by a wide margin. 
We have received clippings on this 
from some forty newspapers in 
every section of the country, and 
they are still coming in. To be sure, 
it didn’t prevent Congress from 
passing the measure and getting a 
prompt OK from the White House, 
but it set a lot of people thinking, 
and the “loyal opposition” is on 
record. 

Among other reactions, we had 
a phone call from the editor of a 
magazine in the pharmaceutical 
field, inquiring what possible inter- 
est purchasing agents could have 
in the subject, and suggesting that 
we're out of bounds in speaking up 
on this controversial subject. His 
clinching argument: “How do you 
explain the 13% who voted in favor 
of it?” 

We patiently explained that we 
never expect to get unanimous 
agreement on survey questions, but 
that the poll showed that there is 
still an important group in the 
business community who don’t like 
to pay more than they have to for 
a product, who don’t believe in price 
fixing, and do believe in the com- 
petitive system. We believe, with 
you, that this is a reasonable and 
healthy attitude to maintain. We 
believe it to be the essence of good 
purchasing, and what management 
expects of its purchasing people. 


Reading Habits........... 


The content of PURCHASING 
Magazine is made up of editorial 


pages and advertising pages. They 
are separately indexed, and they 
originate in two different depart- 
ments of our organization, but they 
supplement each other in our reader 
service to the purchasing field, and 
neither would be complete—or even 
possible—without the other. 

Occasionally we hear the com- 
ment that PURCHASING has become 
too bulky for comfortable reading, 
and some of our good friends have 
suggested that a simple way to get 
around this difficulty would be to 
curtail advertising volume. That 
suggestion, however well  inten- 
tioned, is based on a faulty premise, 
for you don’t read the magazine 
unless you read the advertising 
pages too. And you should. Let’s 
look at it from another angle. 

We believe that the informative 
value of advertising, especially in 
a purchasing publication, is fully 
equal to that of the editorial con- 
tent. It is directly in line with two 
of the purchasing agent's primary 
concerns—products and sources, 
and it deals with these in a variety 
and in specific detail that no edi- 
torial program, however ambitious, 
could hope to match. It corresponds 
to the type of information you get 
from interviewing 300 competent, 
selected salesmen, at your own con- 
venience. As such, it is a working 
tool that you can't afford to over- 
look. 

As some of you know, we retain 
a professional research organiza- 
tion to make a continuing study of 
our readership and the reading 
habits of our subscribers. Here are 
some of the things they tell us: 

A goodly number of our readers 
rate the advertising section above 
the editorial in importance, which 
doesn’t hurt our feelings in the 
slightest. 

Many of them go through the 
magazine twice—once' for tl i 
torial and once for the advertising. 
It's a habit we highly commend. 

Don’t be content with 
half the value. Get it all. 
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How far can state and local business taxes go? 





Validity of New License and 
Taxation Laws 


Affecting Purchasers 


By Leo T. Parker 


 geeinags the higher courts in vari- 
ous localities rendered many 
outstanding decisions which estab- 
lish new taxation and license law. 
This article comprises a concise re- 
view of the cause and outcome of 
these important higher court law 
suits which directly and indirectly 
affect purchasers. Obviously knowl- 
edge of these legal controversies 
will assist readers to avoid similar 
entanglements. And as this article 
deals with higher court cases not 
previously reported, it imparts a 
new knowledge of law which may 
result in the saving of many thou- 
sands of dollars including the pay- 
ment of heavy damages, lawyer fees 
and other incidental expenses, not 
to mention the loss of valuable time 
required to defend a law suit that 
passes through many courts. Read- 
ers will do well to clip and file 
away the hereinafter citations which 
can be utilized advantageously to 
win unavoidable law suits. 


Inherent Taxing Power 


Considerable discussion has 
arisen from time to time over the 
legal question: “How can one de- 
termine with dependability whether 
a tax law is valid? In other words, 
what legal rules can a_ purchaser 
use to know whether a tax law 1s 
valid and enforceable?” 

The answer to these questions 
are important because a purchaser 
cannot expect to win a suit if he 
has in the past conducted his busi- 
ness in direct violation to valid tax 
laws. On the other hand, if the tax 
law in controversy is invalid, the 
purchaser's lawyer cannot fail to 
win the suit. Hence, it is important 
for readers to have at hand a guide 
for the purpose of reference to de- 
termine whether a tax law is valid 
or invalid. 
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First, it is important to know 
that in construing the constitution- 
ality of a legislative tax law the 
intent of the legislature must be as- 
certained from the language of the 
entire law, read in the light of the 
object evidently in view. Every pre- 
sumption is in favor of the con- 
stitutionality of the law, and a 
court will not declare it unconsti- 
tutional unless it is satisfied after 
careful consideration, that the tax 
law conflicts with some provision 
of the state or federal constitutions. 


If the tax law is reasonably sus- 
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often imposed by a state on a group 
or class without regard to respon- 
sibility for the creation or relief of 
the conditions to be remedied. This 
is so because it is inherent in the 
exercise of the power to tax that 
a state legislature is free to select 
the subjects of taxation and to grant 
exemptions. Neither due process 
nor equal protection constitutional 
clauses impose any rigid rule of 
equality of taxation upon a state. 
A state legislature has a wide lati- 
tude within the limits of the con- 
stitution to valid tax 


pass 


laws 








DISCRIMINATORY TAX LEGISLATION IS VALID IF DEEMED 
BENEFICIAL TO THE STATE 


ceptible of two different construc- 
tions, one of which will render it 
constitutional and the other uncon- 
stitutional, the former construction 
must be adopted. 

It is possible under modern court 
holdings that the same tax can be 
held valid as a property tax against 
one taxpayer, as a privilege tax 
against another, and as a combina- 
tion property and privilege tax 
against a third person. Taxes are 


which benefit the state. The same 
rule of law is applicable to tax 
exemption laws. 

For example, in Byrd v. Lawri- 
more, 47 S. E. (2d) 728, a state 
law was litigated which provides 
that any and all manufacturing en- 
terprises hereafter “locating in 
either Charleston or Georgetown 
or York Counties,” and the capital 
stock of which is not less than three 
hundred thousand dollars ($300,- 
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000.00) shall be excmpt from the 


payment of county taxes for a pe- 
period of ten years. 
On the faith of this law, the 
uthern Kraft Corporation erect- 
ed and put into operation in George- 


town County a pulp and paper mill 
with a capacity of 450 tons of paper 
per day at an original cost of $8,- 


140,000. Later the International Pa- 
per Company succeeded to all prop- 
erty, rights, privileges, powers, fran- 
hises and other interests of South- 
ern Kraft Corporation, and spent 

additional $12,330,000 for addi- 


tions and improvements to the 
plant since acquiring it. 
Certain taxpayers in the state 


filed suit and asked the higher court 
to declare the above law void be- 
cause it exempted private corpora- 
tions from paying taxes, and the 
state Constitution gives the state 
law makers no such authority. It 
was argued that while the state 
may exempt public utilities from 
payment of taxes, it could not ex- 
empt private corporations. 
Nevertheless, the higher 
held the law valid and said: 
“The General Assembly has a 
right to pass such legislation as in 
its judgment may seem beneficial 
to the state . . . It has always been, 
and is now, the law that the Gener- 
al Assembly may enact any act it 
desires to pass, if such legislation 
is not expressly prohibited by the 
Constitution of this state or the 
Constitution of the United States.” 


court 


Valid Tax on Movables 


Here are interesting tax ques- 
tions presented to the writer per- 
sonally in various, but similar 
forms, by readers: “What right 
has a state to tax movable mer- 
chandise and property belonging 
to an individual, firm, or corpora- 
tion, whose principal place of busi- 
ness is located outside the state? 
Can a state tax motor trucks and 
other vehicles occasionally sent into 
the state from another state in 
which their owner has his principal 
place of business ?” ¢ 

The higher courts consistently 
hold that property, motor vehicles, 
cars, boats and the like sent into a 
state by a nonresident must bear 
their fair share of the burden of 
taxation, although such property is 
only temporarily located within the 
taxing state. 

For example, in District of Co- 
lumbia v. Smoot Sand and Gravel 
Corporation, 184 Fed. (2d) 987, 
the testimony showed facts as fol- 
lows: The Smoot Sand and Grav- 
el Corporation purchased _ tugs, 
scows and launches which are used 
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for the transportation of sand and 
gravel from Virginia and Maryland 
to places in the District of Colum- 
bia, and thereafter to points of de- 
livery in Maryland and Virginia. 

The higher court held that the 
District of Columbia could tax the 
equipment, vessels, etc. on a fair 
apportionment valuation basis as 
between the District and adjoining 
states from which the vessels trans- 
ported sand and gravel to storage 
places in the District. This court 
said : 

‘““Permanency in the sense that it 
must be fixed like real property is 
not essential to the establishment of 
a taxable situs for personal prop- 
erty. It seems to be sufficient for 
valid taxation if in the ordinary 
course of business, the property is 
present and being used and em- 
ployed with a consistent continuity 
and not spasmodically.” (For veri- 
fication see 340 U. S. 933) 

For comparison see Island Fuel 
and Transportation Company, 313 
Ky. 400. Here taxes had been lev- 
ied in Kentucky on barges and tow- 
boats owned by a Maine Corpora- 
tion. It maintzined mooring facili- 
ties in a county uf Kentucky “which 
are used when the exigencies of 
navigation require”’. 

In subsequent litigation, the 
counsel for the company contended 
that the vessels were only transient- 
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land, Maryland, to a purchaser and 
distributor located in the District of 
Columbia. The distributor would 
send his trucks to Cumberland for 
the products and transport them to 
Washington. The company had no 
office or other place of business in 
the District; was not engaged in 
business in the District; and had no 
interest in the business of the dis- 
tributor. 

Under these circumstances, the 
higher court held that the District 
of Columbia could not tax the com- 
pany’s personal property. 


Road Tax Valid 


On the other hand, the higher 
courts very consistently hold that a 
state may tax all vehicles whether 
used in interstate or intrastate com- 
merce. In other words, the higher 
courts consistently hold that a state 
legislature has supreme power over 
its highways and may regulate or 
entirely prohibit the use thereof by 
both interstate and intrastate car- 
riers. See notes, 87 A. L. R. 735, 
81 A. L. R. 1415, 56 A. L. R. 1056. 

Also, see Rocky v. Cochran, 290 
N. W. 296. Here a purchaser who 
used motor trucks to transport mer- 
chandise challenged the validity of 
a state taxing law as_ infringing 


upon and transgressing federal 
safeguards and constitutional re- 


strictions, in that it amounts to a 














STATE CAN LEVY ROAD USE TAXES, BUT COURTS HAVE 
RULED SIMILAR CITY REGULATIONS VOID 


ly present in Kentucky, with no 
termini or regular port of call or 
destination in that state, and that 
they were not permanently situated 
in Kentucky, and therefore had no 
taxable situs there. 

The higher court held that the 
state of Kentucky could tax the 
vessels. 

For further comparison see 
Queen City Company v. District of 
Columbia, 134 F. (2d) 44. A com- 
pany sold products from Cumber- 


tax imposed by a state upon inter- 
state commerce or the means by 
which interstate commerce is car- 
ried on; that this law makes for an 
unfair classification and does not 
operate uniformly upon all vehicle 
owners; that it cannot be sustained 
as an equalization tax; and that 
exactions of taxes made thereunder 
bear no relation to the extent and 
manner of the use of the highway 
to be made by the interstate carrier. 

However, the higher court up- 
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held the validity of this law and 


said 

“It is no longer open to question 
that the states have constitutional 
authority to exact reasonable fees 
for the use of their highways by 
vehicles moving interstate. . .. If 
the compensation fixed for the use 
of the highways is such that the 
relator does not so manage its busi- 
ness as to make a profit, it cannot 
ask that the state forego its right to 
compensation for the use of its 
highways for business 


purposes, 









.B MFG. CO. 


license fees 00 times as great as 
residents must pay. This court went 
on to explain that a reason the law 
was being declared invalid is that 
no proof was given that the cost of 
enforcing the law against non-resi- 
dents was greater than cost of en- 
forcing the law against residents of 
the state. 

Also, see the leading case of 
Foster-Fountain Packing Company 
v. Haydel, 278 U. S. 1. Here the 
Supreme Court of the United States 
decided that a state law was void 



















TRANSPORTATION OF PURCHASED PRODUCTS ACROSS STATE 
LINES, BY PIPE LINE OR OTHER CARRIERS, DOES NOT MAKE 
PRODUCER LIABLE TO STATE TAXES 


even if it should result in the dis- 
continuance of relator’s business.” 

Notwithstanding that state tax 
laws of this nature are valid, regu- 
latory city ordinances generally are 
void : 

For example, in Western Auto 
Transports, Inc. v. City of Chey- 
enne, 120 Pac. (2d) 590, it was 
shown that municipal authorities 
passed an ordinance requiring pay- 
ment of high license fees by all 
owners of motor trucks which 
passed through the city. In holding 
the ordinance void, the court said: 

“If the owner or driver of a 
motor vehicle could be held up and 
made to pay a license fee or tax 
by the authorities of every city, 
town, and village he visited or 
passed through, it would be impos- 
sible for anyone to use or operate a 
motor car for the purposes for 
which it was purchased or intended 
and ordinarily used.” 


Mast Be General 


Modern higher courts consistent- 
ly hold that a state tax law is void 
and invalid if it fails to affect tax- 
payers generally. This is a broad 
assertion, but nevertheless true. 

See Toomer v. Witsell, 68 S. Ct. 
1156. Here Supreme Court held a 
South Carolina state law void which 
required non-residents to pay 
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which prohibited the shipment of 
shrimp from one state into other 
states unless the heads and hulls 
had been previously removed. 
However, it must be remembered 
that a state tax law, to be general, 
need not operate alike upon all the 
inhabitants of the state, or all the 
cities, or all the villages in the 
state. It is general and valid when 
it operates alike upon all the in- 
habitants, or all the cities, or all 
the villages, or other subjects of a 
class of such subjects of legislation. 
It may be necessary, for the pur- 
poses of legislation, for the legisla- 
ture to make such classifications. 
The only practical limitation to this 
power is that the classification shall 
be based upon some reasons sug- 
gested by necessity or by some dif- 
ference in the situation and circum- 
stances of the subjects classified, 
suggesting the necessity of different 
legislation with respect to them. 
For verifications of the above ex- 
planations, see the following lead- 
ing higher court cases: State v. 
Oligney, 162 Minn. 302; New York 
Rapid Transit v. City of New 
York, 303 U. S. 573; Stewart v. 
Great Northern, 68 N. W. 208, 33 
L. R. A. 427; and Bender v. City 
of Fergus Falls, 131 N. W. 849. 
As above explained, a state has 
inherent power to tax and it is free 





to select the subjects of taxation 
and to grant reasonable exemptions. 
Neither due process nor equal pro- 
tection imposes upon a state any 
rigid rule of equality of taxation. 
A state is not bound to tax every 
member of a class or none. It may 
make distinctions of degree having 
a rational basis, and when subjected 
to judicial scrutiny they must be 
presumed to rest on that basis it 
there is any conceivable state of 
facts which would support it. Yet, 
a state tax law is void which quite 
apparently gives special privileges 
to some purchasers and favors other 
purchasers in the same classitica- 
tion. But reasonable and non-dis- 
criminatory tax laws are valid, 
which are but the means of distrib- 
uting the burden of the cost of 
government and levied on merchan- 
dise or its use, and a valid tax may 
likewise be laid on the exercise of 
personal rights and privileges. See 
Carmichael v. Southern Coal & 
Coke Company, 301 U. S. 495; 109 
A. L. R. 1327. In this case the 
Supreme Court of the United 
States said: 

“A state legislature, in the en- 
actment of laws, has the widest 
possible latitude within the limits of 
the Constitution.” 

Hence, a state legislature has a 
wide discretion in classifying prop- 
erty and merchandise for the 
purpose of taxation, provided its 
classifications are based upon dit- 
ferences which furnish a reasonable 
ground for the resulting distinc- 
tions between several classes ot 
buyers and sellers. See State v. 
‘armer’s Mutual, 176 N. W. 756. 

Recently a higher court ap- 
parently broadened the past con- 
cept of interstate discrimination. 

For instance, in Stone v. Mem- 
phis Steam Laundry Cleaner, Inc., 
53 So. (2d) 89, the testimony 
showed that a state passed a statute 
which provides that every person 
desiring to engage in any business 
in the state must procure from the 
state tax commissioner a privilege 
license. Specified solicitors are re- 
quired to pay a license fee of only 
$8.00 if their business is located in 
the state, but $50.00 must be paid 
if the business is located outside 
the state. It was contended that the 
law which permits resident busi- 
ness owners to operate by paying a 
tax of $8.00 and requiring out of 
state persons to pay a tax of $50 
discriminates against interstate 
commerce. The higher court re- 
fused to agree with this contention, 
and in holding the law valid, said: 

“This tax does not violate the 
14th Amendment of the Constitu- 
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tion of the United States or the 
4th section of the Constitution of 
the State of Mississippi. The courts 
cannot require the legislature to 
pecify its reasons for a classifica- 
tion of persons, firms, or corpora- 
tions for tax purposes, but they 


should always presume that the 
legislature acted on __ legitimate 
grounds of distinction, if such 


grounds exist.” 


Court Broadens Taxing Powers 


Recently the Supreme Court of 


the United States rendered an un- 
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and/or peddling or hawking the 
same, is declared to be a nuisance 
and punishable as such nuisance as 
a misdemeanor.” 

A solicitor named Breard was 
arrested while going from door to 
door in the city soliciting subscrip- 
tions for nationally known maga- 
zines. The arrest was solely on the 
ground that he had violated the 
ordinance because he had not ob- 
tained the prior consent of the 
owners of the residences solicited. 
Breard is a resident of Texas, and 
was in Louisiana to solicit business. 


ee 


TRANSIENT USE OF FACILITIES CAN BE TAXED EVEN 
THOUGH USER DOES NO BUSINESS IN STATE 


usually interesting and far reaching 
decision which ultimately can im- 
portantly affect purchasers and pur- 
chasing agents. 

Since the decision in Robbins v. 


Shelby County Taxing District 
rendered in the year 1887, 120 


U. S. 489, the Supreme Court of 
the United States has regarded the 
process of solicitation for interstate 
commerce could not be subjected to 
taxes, licenses or bonding require- 
ments. 

The latest higher court decision, 
which sharply distinguishes the 
process of solicitation of interstate 
business from the essentially local 
retailing operations of hawking and 
peddling, is Breard v. City of Alex- 
andria, La., 71 S. Ct. 920. A city 
in Louisiana passed an ordinance, 
as follows: 

“Be it ordained 
practice of going in and upon 
private residences . . by solici- 
tors, peddlers, hawkers, itinerant 
merchants or transient vendors of 
merchandise not having been re- 
quested or invited so to do-by the 
owner or owners, occupant or oc- 
cupants of said private residences, 
for the purpose of soliciting orders 
for the sale of goods, wares and 
merchandise and/or disposing of 


. that the 


12? 


on 


Breard appealed to the higher 
court on the grounds that the city 
ordinance is void and invalid be- 
cause it violates the Due Process 
Clause of the Fourteenth Amend- 
ment to the Federal Constitution ; 
that it violates the Federal Com- 
merce Clause, art. 1, section 8, cl. 
3; and that it violates the guaran- 
tees of the First Amendment of 
freedom of speech and of the press, 
made applicable to the states by the 
Fourteenth Amendment to the 
Constitution of the United States. 

The Supreme Court of the United 
States upheld the validity of this 
unusual city ordinance and said: 

“Unwanted knocks on the door 
by day or night are a nuisance or 
worse to peace and quiet. The local 
retail merchant, too, has not been 
unmindful of the effective competi- 
tion furnished by house-to-house 
selling in many lines. As a matter 
of business fairness, it may be 
thought not really sporting to 
corner the quarry in his home and 
through his open door put pressure 
on the prospect to purchase. To the 
city council falls the duty of pro- 
tecting its citizens against the prac- 
tices deemed subversive of privacy 
and of quiet. Subscriptions may be 
made by anyone interested in re- 





ceiving the magazines without the 
annoyances of house-to-house can- 
vassing. We think those commun- 
ities that have found these methods 
of sale obnoxious may control them 
by ordinance.” 

Hence, the decision rendered by 
this higher court clearly holds that 
privacy of home owners is “all im- 
portant” and although Breard was 
soliciting for magazines to be mail- 
ed in interstate commerce to pur- 
chasers and subscribers, yet, the 
ordinance was held valid. Quite ap- 
parently under this decision, intra- 
state city ordinances may now affect 
and even stop salesmen from so- 
liciting interstate business from 
home owners. Quite obviously, it 
is conceivable that this decision may 
lead to other broad decisions which 
could ultimately stop salesmen from 
soliciting interstate business from 
purchasing agents in their offices, 
if it were decided that such sales- 
men are nuisances, or usurp too 
much valuable time of purchasers. 
Mr. Chief Justice Vinson, with 
whom Mr. Justice Douglas joined, 
rendered dissenting opinions, say- 
ing : 

“The ordinance before us makes 
criminal the hitherto legitimate 
business practice of soliciting mag- 
azine subscriptions from door to 
door without prior invitation of the 
home owner . I dissent and 
would reverse the judgment below 
without reaching all of the issues 
raised, for, in my opinion, the ord- 
inance constitutes an undue and dis- 
criminatory burden on_ interstate 
commerce. In my view, the ordin- 
ance is a flat prohibition of solicita- 
tion.” 

With respect to protection of 
privacy in private homes this dis- 
senting Chief Justice said: 

“That this ordinance, on its face, 
professes to protect the home does 
not relieve us of our duty to weigh 
the practical effect of the ordinance 
upon interstate commerce. Lack of 
discrimination on its face has not 
heretofore been regarded as suffi- 
cient to sustain an ordinance with- 
out inquiry into its practical effects 
upon interstate commerce. No one 
doubts that protection of the home 
is a proper subject of legislation, 
but that end can be served without 
prohibiting interstate commerce. 
We must guard against state action 
which ‘in any form or under any 
guise, directly burden the prosecu- 
tion of interstate business’.” 

Nevertheless, and not withstand- 
ing these dissenting opinions, the 
law now is: A state or city can 
prevent salesmen from _ soliciting 
interstate business if the state sta- 
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ity ordinance is properly 


_ ated. 


License Tax Held Valid 


cecently a higher court was 
ked to decide whether a city 
ense or tax ordinance is valid 


xes theatres and no other 
f business. ‘The court held in 
hirmative. 
\nd again, see City of Bessemer 
Bessemer Corporation, 39 So. 
2d) 658. Here it was shown that 
city adopted an ordinance which 
vied a license tax on every person 
ho conducts or operates a place 
f amusement. However, no tax 
as levied against any other kind 
of business. 

Che validity of the ordinance was 

ntested on the grounds that it 

ssiy and unlawfully discrimin- 
ites against persons and corpora- 
ngaged in business of amuse- 
and in favor of every other 
person engaged in all other kinds of 
businesses. In other words, it was 
argued that an ordinance is void 
which taxes only one classification 
business and no other classifica- 
1 of businesses, because such an 
jance is in violation of the Con- 
stitution of the United States and 
particularly the Fourteenth 
\mendment. However, the higher 
court held the ordinance valid, and 
said F 

“The mere fact that an ordinance 
requiring a license of those engaged 
in the amusement business does not 

ake such classification illegal and 
irbitrary in violation of the Four- 
teenth Amendment”. 

\nd again, see Martin Ship 
Service Company v. City of Los 
Angeles, 215 Pac. (2d) 24. Here 
it was shown that a city passed an 
ordinance imposing license fees on 
all business persons, firms, corpora- 
tions, etc 


In subsequent litigation the high- 


tions ¢ 


ments 


+; 
if 


role 
Oral 


more 


er court held the ordinance valid 
ind said: 
“In the absence of contrary 


Congressional action, the state may 
regulate or tax such activities so 
long as the regulation or tax does 
not unduly burden that commerce. 
The validity of the tax therefore 
does not depend solely on whether 
plaintiffs’ activities are interstate or 
intrastate commerce.” 


Prior Contract 


\ review of late and leading 
cher court decisions discloses that 
for many years the states have 
ught by taxation to collect from 

strumentalities of interstate 
compensation for the 
and advantages rendered 


commer»#ce 


prot ct 
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to commerce by state governments. 
The federal courts have during this 
period determined the scope of a 
state's power to tax in the light of 
the competing interests of interstate 
commerce, and of the states. 
Notwithstanding the above ex- 
plained new and unusual tax de- 
cisions, the law still remains that 
merchandise for which a purchaser 
has a contract to purchase is not 


taxable by a state into which the 
merchandise is transported. 
For example, in Gay v. United 


Gas Pipe Line Company, 32 So. 
(2d) 600, the testimony showed 
that a company entered into con- 
tracts with the purchasers in Flor- 
ila for sale of the gas. The seller 
transported the gas through its 
main pipe lines in continuous and 
uninterrupted streams from Texas 
through Mississippi, Louisiana, and 
Alabama into Florida. There was 
no reduction of pressure on the pipe 
lines up to the delivery point in 
Florida. 

The higher court held that the 
State of Florida could not compel 
the gas company to pay a tax to 
this state, and neither can the state 
of Florida tax the gas before its 
delivery to purchasers. This court 
said: 








without stoppage or interruption 
from Texas to the purchasers’ 
meters in Florida; and, third, the 
pressure on the gas was not reduced 
until ready for delivery to the pur- 
chasers in Florida. 

Of course, this decision on gas 
is equally applicable to all kinds of 
merchandise. 

For illustration, in Simpson v. 
Hara, 268 N. W. (2d) 809, the 
testimony showed facts as follows: 
Orders for merchandise were given 
by purchasers at the seller’s office 
in Detroit. The contracts of sale 
contained a clause to the effect that 
the orders were subject to accep- 
tance at the seller’s home office in 
Chicago, and title to the goods 
passed immediately upon delivery of 
the merchandise to the carrier. 

The higher court refused to allow 
the State of Michigan to tax the 
orders for merchandise, saying that 
the sale is mot made in Michigan. 

See the United States Supreme 
Court cases on different phases of 
the law on interstate commerce sale 
of merchandise as follows: Illinois 
Company v. Public Service Com- 
pany, 314 U. S. 498; State Tax 
Commission v. Interstate, 284 U. S. 
41; and Ozark Corporation — v. 


Monier, 266 U. S. 555. 
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SALESMEN SOLICITING WITHOUT INVITATION ARE 
SUBJECT TO LOCAL NUISANCE ORDINANCES 


“The testimony shows that the 
gas was transported under pressure 
through pipe lines from Louisiana 
through Mississippi and Alabama 
into appellee’s (gas company’s) 
stations in Florida. For the purpose 
of delivery to the purchasers the 
pressure thereon was reduced for 
the first time and the gas metered.” 

The court decided that the gas 
company need not pay the State of 
Florida a privilege tax on its gross 
earnings, because, in the first place, 
the gas was sold before starting on 
its journey from Texas to Florida; 
second, the was transported 


gas 





These courts laid down the law 
that transactions are intrastate and 
not interstate whereby a state may 
tax merchandise delivered into the 
state, if the testimony shows these 
facts: (1) That the contract be- 
tween the seller and purchaser is 
not a contract for the sale of mer- 
chandise, but an agreement to sell; 
(2) or the agreement is to sell and 
deliver merchandise for resale; (3) 
or a sale is not consummated until 
the merchandise is delivered in the 
state; (4) or an obligation to pay 
for the merchandise does not arise 

(Please turn to page 356) 
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Check Lick 


for selecting a Piping Contractor 


Listed below are a number of important factors that should be taken into 
account whenever you select a piping contractor. If any of these are over- 
looked, you are not buying your piping construction to best advantage. 


EXTENSIVE SIMILAR EXPERIENCE ¢ is the con- 


tractor thoroughly experienced on your type of work? 
Problems are always more readily solved when they 
have been met before. 


MODERN FABRICATING PLANTS ¢ Fully equipped 
plants staffed by piping experts mean practical piping 
subassemblies that are correctly planned and pre- 


fabricated to simplify and expedite field erection. 


PROGRESSIVE ORGANIZATION ¢ You want a 


contractor who keeps abreast of new piping de- 
velopments. Piping research on a continuous basis 
should be his policy. 


You can check all these 


when you select 
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Los ANGELES > 1c 4 Plants 
Are Better Than 1 


PIPING FABRICATORS ane CONTRACTORS 





MIDWEST PIPING & SUPPLY CO., 
Main Office: 1450 South Second Street, St. Lovis 4, Mo 


CONVENIENT LOCATION e A fabricating plant 
near enough to give you quick service is of prime 
importance. Convenient location also improves over- 
all supervision of the job. 


SUPERIOR FIELD FACILITIES © A job of any size 
needs a resident superintendent with a permanent 
staff of supervising erectors. Welders should be 
qualified on your materials. 





PLUS SERVICES ¢ the experienced contractor often 
can make suggestions that result in improved piping 
design and savings in time and money. 

4586 





IDVVES 


Plants: St. Lovis, Passaic, Los Angeles and Boston 


Sales Offices: New York 7—50 Church St. © Chicago 3—79 West Monroe St. 
Los Angeles 33—520 Anderson St. © Houston 2—1213 Capitol Ave. 
Tulsa 3—224 Wright Bidg. © Boston 27—426 First St. 








New Products 


Hand Grinder For Use 
With Mounted Wheels 





Tool and die departments, pat- 
tern shops, modelmakers and other 
craftsmen will be interested in three 
new Skilsaw hand grinders for use 
with mounted wheels and_ points. 
The tools are described as extreme- 
ly lightweight, maneuverable and 
powerful utility grinders. Model 137 
has a 5/32” capacity geared chuck 
and a speed of 20,000 rpm. Model 
146 has the same speed, but comes 
with 1/8” and 1/4” collet chucks. 
Model 148 has an extra high speed 
of 36,000 rpm and 1/8” and 1/4” 
collet chucks. Models 137 and 146 


are for use with shank accessories 


of 134” and smaller diameters. 
Model 148 has a capacity of 1” and 
smaller shank accessories. All are 


less than 10” long, and weigh about 
2 lbs. Skilsaw, Inc. is at 5033 EI- 
ston Ave., Chicago 30, Ill. 


Odorless Paints In All 
Interior Finishes 


Odorless paint, made by Key- 
stone Paint & Varnish Corp., 75 
Otsego St., Brooklyn, N. Y. in flat 
white only up to now, is available 
in every interior finish and a full 
selection of colors. The oil-base 
paints dry within a few hours and 

ave no trace of the ordinary paint 
«lor. They are available in gloss, 
semi-gloss, flat, enamel, floor paint 
and varnish. 
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Ideas 


Portable Instrdment 
De-magnetizes Tools, Etc. 


All you have to do to thoroughly 
de-magnetize tools, dies, parts, etc., 
is slide the Miti-Mite De-Mag- 
netizer No. 500 over the surface of 
the item states Enco Manufactur- 
ing Co., 4520 W. Fullerton Ave., 
Chicago 39, Ill. It’s made up of a 
base of non-breakable molded plas- 
tic—1l1'4” wide, 4” long and 15%” 
high—and an extension cord. It is 
plugged into any 110 a-c outlet, 
then placed on top of the part. The 
action switch is pressed, and the de- 
vice moved slowly over the surface 
of the part. By pressing the switch, 
the current is closed, setting up a 
field of flux which neutralizes mag- 
netism. The unit will not mar or 
scratch highly polished surfaces. 


Machine Cuts Marking 


Cost, Increases Speed 

The American 400 marking ma- 
chine will produce imprinted tags 
or labels at approximately 2% times 
the speed of equipment presently 
available, claims American Tag Co., 
150 Cortlandt St., Belleville, N. J. 
The machine, which prints by the 
spirit duplicating process, employs 
the rotary principle which permits 
an operating speed of more than 
430 tags or labels per minute, with 
smooth, quiet performance. Copy to 
be imprinted is typed on any stand- 
ard typewriter. A carbon-like paper 
backing transfers to a ‘master 
sheet” the characters to be im- 
printed. The printing master can 
be prepared by untrained personnel 
quickly and proofread directly, sav- 
ing considerable time over setting 
tiny, dirty type in a miniature type 
chase. 








Belt Dressing in Handy 
Spray Container 





Graton 


& Knight Company’s 


well-known liquid belt dressing, 
Grako (R) Clear, is now being 
marketed in a 12 oz. spray con- 


tainer from which it can be applied 
directly in a powerful spray at belts 
and pulley faces. The package con- 
tains enough liquid to treat ap- 
proximately 350 sq. ft. of belting. 
The spray can be directed at any 
point, allowing the operator to treat 
moving belts without danger. A fine 
mist of dressing is transferred even- 
ly to the belt where it is quickly 
absorbed by the leather fibres. The 
leather preservative keeps belts pli- 
able, resilient, and imparts a high 
coefficient of friction which pre- 
vents slipping. Graton & Knight 
Co. is at 356 Franklin St., Wor- 
cester 4, Mass. 


Hollow Bar Section of 
Graphitic-Type Steel 


Steel and Tube Division of The 
Timken Roller Bearing Co. is now 
distributing its new graphitic steel 
product “Graph-Mo Hollow-Bar.” 
The product is a turned and bored 
bar section, using for the basic 
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The only rectifier welder 
designed to elninate 
stack failare { 






A.O.SMITH 
D.C. WELDER 














Location of rectifier stacks in the flow of cool, 
clean air entering the top of the A. O. Smith 
D.C. Welder assures positive cooling of these 
most critical parts. 


Sectional view of the 
new A. O. Smith Recti- 
fier-type D.C. Welder 
and diagrammatic draw- 
ing show ideal location 
of stacks and circulation 
of high-velocity air 
through the welder. 


Wind tunnel design, proved for more than a 
decade in A. O. Smith Heavy Duty Welders, 
blasts cool air down and over rectifier stacks. 
This prevents stack failure. In addition, clean 
rectifier stacks and clean glass-insulated heavy 
copper transformer coils are assured. Main- 
tenance down-time is thus avoided. 





Available in 200-, 300-, 


. - and 400-amp. models. 
This marked advance over conventional rectifier- 


type welders solves overheating problems, 
ends limitations on duty, avoids introduction of 
floor dirt and eliminates rectifier stack failure. 


Other refinements provide effortless amperage 
control, universal application and economical 
operation. They, too, are exclusive in this ad- 
vanced design, rectifier-type, D.C. Welder. 








Hook up 
to A. O. Smith 
Experience 









e e 
WELDING PRODUCTS 





Made by Welders ...for Welders 


For complete information, write direct to: A. 0. Smith Corporation, Welding Products Division, Dept. P-952, Milwaukee 1, Wisconsin 
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TOUGH 
PRODUCTION 
PROBLEMS 






& 


Patented 


MADE EASIER WITH KNAPP’S 
30 YEARS KNOW-HOW! 


Manufacturers who have tough produc- 
tion schedules equip their plants with 
Knapp heat-treating equipment. 


They are using them because they are 
yuilt for SPEED: —Temperature recov- 
ery well within established limits. Quench 
djustable from 3 to 8 seconds with 
rrested descent immediately before im- 
mersion, thus reducing impact and pre- 
venting excessive distortion; EASE OF 
HANDLING: ~—assured by floor level 
loading and unloading; SAFETY : —posi- 
tive locking devices at floor level and top 
positions, all operations push button con- 
trolled by one operator, ACCURACY :— 
guaranteed variance of temperature not 
to exceed plus or minus 5°F in any part 
of the working zone after stabilization; 
QUALITY :—uniformly high physical 
nd chemical properties due to the elim- 
ination of the human element. 


Over 40 Airframe and other Manufac- 
urers in the U.S. and abroad are meeting 
their production schedules with patented 
Knapp-Lee Quick-Quench furnaces. 


Knapp has the answer to your heat 
treating problems. Write today. 


\ 


onegeevsrerea ts 8 ee 


COMPANY 


839-841 EAST FOURTH STREET 
LOS ANGELES 13, CALIFORNIA 
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(Continued from 
material Timken’s familiar Graph- 
Mo tool steel. It has all the ad- 
vantages of graphitic-type tool steel 
plus the convenience of the hollow 
bar section in manufacturing ring 
gages, dies and other annular tool 
steel parts. Stock sizes range from 
1” to 16” outside diameter with a 
variety of wall The 
material will be stocked in 15 cities 
throughout the country. Timken 1s 
at Canton 6, O 


thicknesses. 


| Nailing Tool Attaches 
To Pneumatic Hammer 





Any pneumatic hammer with a 
No. 2 Morse taper can be used to 
operate this semi-automatic nailing 
tool for driving 6 to 16 penny com- 
mon nails. It is 6” long and weighs 
only 1 lb., and is made up of four 
parts, two of them moving parts. 
The nail is fed head first into the 
muzzle and driven by rapid blows 
of a steel plunger when the trigger 
is pulled. On overhead nailing jobs 
the tool is said to substantially re- 
duce operator fatigue and to reduce 
nailing time on any job. It is made 
by Fox Nailer Corp., 3706 Air- 
port Way, Seattle 4, Wash. 


Heavy-Duty Conveyor 
Pulleys 


For large conveyor installations 
where horsepower and tonnages 
run high, The American Pulley 
Co. offers its Type HD heavy duty 
pulleys with Wedg-Tite tapered 
hubs. The hubs are of slip-tapered 
construction for speed in installa- 
tion and removal of the conveyor 
pulleys. They take a firm grip on 
shafts, making keys superfluous. 
Drawn readily into position by 8 
high-tensile alloy-steel cap screws 
that grip with a full thread, the 
hubs integrate the pulleys and 





(Please turn page 132) 
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The best “soft” striking 
tool you can buy. Tough, 
resilient water buffalo 
faces deliver needed 
power, cushioned to pro- 
tect fine finishes and 
delicate parts. Faces 
quickly and easily re- }| 
placed. Safety-Flare | ] 
handle gives comfort- | ; 
able, non-slip grip. When 
you need a “soft” ham- 
mer, make sure it's aC/R 
Rawhide Jaw-Head. 


FACES 

REPLACED IN 
ot | SECONDS 
Merely loosen- 
ing a nut 
releases jaws 
for replacing 
faces. Tighten- 
ing nut holds 
faces in vise- 
like grip. 

. 
Available from 
leading industrial 
suppliers. Also 
C/R Rawhide 
mallets and 
Rawhide mauls. 


For further information write Dept. 22 


CHICAGO Rawhide MFG. CO. 


1301 Elston Ave., 





















* > 








Chicago 22, Ill. 


in Canada: Super Oil Seal Mfg. Co., ltd., Hamilton, Ontario 
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cut costs again: 














This handsome new DuaLock, offered by Sar- 
gent and Company of New Haven, Conn.., is the 
result of many years of engineering research. 


chines can be redesigned to use 
retaining rings. Groove your shafts 
instead of wastefully cutting down 
Its simplicity, sturdy safety, ease of applica- larger shafts to form shoulders. And 


tion and beauty of design assure a constantly 
increasing demand. Because of the skill with 
which fine precision parts are built into this 
greatly simplified lock it requires only an excep- 
tionally small cross bore. 

By using National retaining rings Sargent 
saves material, weight, space and assembly 
time—without sacrificing efficiency or strength. 

Examine your products—metal, wooden or 
plastic. Many products as well as many ma- 


groove your housings too. 

Our high grade steel rings assure greater sav- 
ings and greater margin of profit. 

Let us show you how retaining rings can do 
an efficient job for you. These inexpensive, effi- 
cient artificial shoulders save time, save weight, 
save space, save materials, save money. 

Write today for descriptive folder of many 
types of National retaining rings. 


THE NATIONAL LOCK WASHER CO. 


NEWARK 5, N. J. MILWAUKEE 2, WISCONSIN 


OU ”U ea @ 
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SIMONDS ABRASIVE CO., PHILADELPHIA 37, PA. BRANCH WAREHOUSES: CHICAGO, DETROIT, BOSTON 


? 





SIMONDS 


ABRASIVE CO. 


Grinding Wheels 





‘No matter what shape of grinding wheel you 


need——cup, saucer, dish or cone . . . straight, 
flaring, tapered or recessed Simonds Abra- 
sive Company’s industrially-proven line 
has it. 

No matter what type of grinding you do... 
snagging, surfacing, cylindrical or centerless 
... internal, tool sharpening, cutting-off or 
polishing ... Simonds free data book lists 
the right wheel for it. 

No matter where you are located——north, 
south, east or west-—there’s a Simonds 
distributor ready to serve you, too, with 
these accurately specified, quality controlled 
grinding wheels. 


Write today for Data Book and 
name of your nearby distributor. 


DISTRIBUTORS IN PRINCIPAL CITIES 


{ Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Mills, Lock- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que 
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shafts for life. The pulleys are total- 
ly enclosed, and are dirt and splash 
proof. They are manufactured in 
sizes up to 6” diameter x 63” face, 
for shafts up to 10”. Non-standard 
sizes are available. American is at 
4200 Wissahickon Ave., Philadel- 
phia 29, Pa. 


Mortising Attachment 
For Drill Press 


RS. oll 





A drill press accessory that makes 
square end mortises quickly and 
accurately is offered by South Bend 
Lathe Works, South Bend 22, Ind. 
It consists of a fence assembly 
which bolts to the drill press quill, 
and three sizes of mortising chisels 
and bits, 1/4”, 3/8”, and 1/2”. 
Distinguishing features, says South 
Send, are: the two guide arms, 
which are attached to the fence, ad- 
just separately to handle irregular 
shaped pieces; the fence has a 1” 
independent adjustment on the base. 
These flexible adjustments give the 
attachment more capacity: up to 
5-11/16” under the forked hold- 
down and as much as 4-7/16” be- 
tween the guide arms and _fenee. 
The attachment fits all South Bend 
drill presses and can be adapted to 
most other makes having a 1-3/4” 
quill and using a 1/2” chuck. 
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Manufactured by 
Peerless Pump Division, Food Machinery 
and Chemical Corporation 


This is the heart of reliable systems 
that protect against hazards of fire 


America’s annual loss to the ravages of fire 
is a staggering amount. Reliable plant and 
property protection often begins with an 
independent fire protection system, the 
heart of which is an approved and reliable 
fire pump. In the manufacture of fire pumps, 
rigid construction requirements and opera- 
tional dependability are paramount. This is 
why National Bearing Division was selected 
to supply bronze impellers, wearing rings, 
and shaft sleeves, for this fire pump and 
other pumps bearing the Peerless name. 
In supplying component fire pump parts 
to Peerless, a supplier must not only meet 
the rigid requirements of this manufacturer, 
but also the strict regulations of Under- 
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When fire strikes IT PUMPS PROTECTION 


writers’ Laboratories, Inc.; National Board 
of Fire Underwriters, Chicago; and the 
Inspection Department, Associated Factory 
Mutual Fire Insurance Companies, Boston. 

National Bearing’s proved ability to mass 
produce exceptionally fine-grained, non- 
ferrous castings, free from blow holes and 
sand inclusions, combined with Peerless 
Pump Division’s exacting engineering and 
manufacturing standards help build fire 
pumps, and industrial pumps that can be 
counted to pump a reliable water supply for 
fire protection or other plant needs. 

If your product requires non-ferrous 
castings or bearings, National Bearing 
Division has the foundry facilities, expe- 
rience and skill that will insure better 
product performance and may possibly 
lower product costs. 


NATIONAL BEARING DIVISION 





4940 Manchester Avenue « St. Louis 10, Mo. 
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The Macnick Division of the Rockwell Register 
Corporation makes this famous "Nickel Grabber" in 
Tulsa, Oklahoma. 


Before Macnick discovered and started to use Hy- 
Pro Phillips Insert Bits for their glass-mounting opera- 
tion in the assembly department of the Park-O-Meter 
case, they had screw-driving troubles. Their Phillips 
Tools lasted only seven or ten days and drove only 
60,000 recessed head screws before they had to be 
taken off the assembly line and resharpened. 


Now, with the Continental Screw Company’s New 
Hy-Pro Phillips Insert Bits, Park-O-Meter drives ap- 
proximately 420,000 screws. And, the Hy-Pro Phillips 
Insert Bits last from seven to eight weeks before re- 
placement is necessary. 

This kind of a production story is fairly typical of 
those who use Continental products and methods. 
When it takes place on your production line, it can 
mean more money in your own pocket and worth-while 
savings for your company all along the line. 

Call Continental when you have an unusual screw fas- 
tening problem and see what you can save...in money 

. manpower .. . methods or materials. Continental 
Screw Company, New Bedford, Mass. 
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Fork Truck Scoop For 
Dry Bulk Materials 





:lwell-Parker has increased the 
versatility of its standard fork 
trucks with a hydraulically powered 
scoop for handling a variety of dry 
bulk materials such as coal, sulphur, 
sand, etc. Dimensions and capacities 
vary with the type of material to be 
handled and the size truck to which 
the scoop is attached. The model 
designed for use on a 4000 Ib. truck 
has a maximum capacity of 25 cu. ft. 
or 3200 Ibs. A double acting hy- 
draulic cylinder controlled by a 
valve on the truck’s cowl provides 
positive control of the scoop body 
to facilitate loading and dumping. 
Elwell-Parker Electric Co. is at 
4205 St. Clair Ave., Cleveland 3, O. 


Reusable Couplings For 
Flexible Hose Lines 





You can use new Lok-Tite coup- 
lings over and over again wherever 
there are flexible hose lines says 
Lincoln Engineering Co., 5783 Na- 
tural Bridge Ave., St. Louis 20, Mo. 
Among their features: a positive 
grip which eliminates dependence on 
pressure from wedging the core in 
the sleeve to hold the coupling to 
the hose; faster, easier assembly 
without the use of special tools; 
larger volume flow resulting from 
extra large flow-passage in stud, 
plus shorter overall length of stud; 
complete confinement of end of core 
by metal, assuring safer handling, 
positive leak-proof performance. 
Lincoln says tests show the coup- 
lings to be equivalent in perform- 
ance to swaged-on couplings, with 
added advantage of being re-usable. 


PURCHASING 




















Items like these 


available QUICKLY ct 
CHASE’ warehouses lm 


‘J ‘Up 


BRASS and BRONZE BRASS and BRONZE CAP, 
BRASS ESCUTCHEON PINS 





COPPER NAILS 
and TACKS 








COPPER 
STORM NAILS 

















BRASS, BRONZE and 
‘ INDUSTRIAL WIRE CLOTH and INDUSTRIAL and 
COPPER WASHERS ; atte 

SOLDERING COPPER BRASS STRAINER CLOTH AUTOMOTIVE FITTINGS 














Cau US FOR ANYTHING from Bearing Bronze Bars to 


Brass or Bronze Bolts... or any other brass or copper 





item for maintenance, repair, operating or production. 


PERFORATED METAL IN 
BRASS, BRONZE and COPPER Twenty-three Chase warehouses are located in major 


industrial centers from coast to coast. Phone the one 


nearest you. We can usually fill your orders from stock. 


BEARING BRONZE BARS 


Chase BRASS & COPPER 


WATERBURY 20, CONNECTICUT @ SUBSIDIARY OF KENNECOTT COPPER CORPORATION 





e The Nation’s Headquarters for Brass & Copper 


Aibanyt Chicago Denvert Kansas City, Mo Newark Pittsburgh San Francrs 
Atlanta Cincinnat Detroit Los Angeles New Orleans Providence Seattle 
Baltimore Cieveland Houstont Milwaukee New York Rochester? Waterbury 
Boston Dallas | ndianapolis Minneapolis Philadelphia St. Louis tsales office only) 
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ZZ, “, Round-Chart Recorder 
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You can depend on 





i ’ 





The Bristol Company, Water- 
bury 20, Conn., offers Dynamaster 
round-chart recorders and = auto- 
matic controllers as part of its elec- 
tronic line. The round-chart models 
are described as accurate, high- 
speed, continuous balance, null-type 
electronic instruments which can be 
used to measure any variable that 


( can be translated into an electrical 
U 
d-c 


quantity such as current, d-c 


SHOCK ABSORBING voltage, capacitance, or resistance. 
The measured variable is simul- 


taneously recorded on a 12” dia- 
At last, here is a shock-absorbing 


HODELL 


for top-quality 


Chair 


... or special 


Chair 





meter chart and indicated on a large 
circular scale. Models are offered 
for full-scale pen travel in 7 seconds, 


ve I ast » 2/2 _ 
wheel and caster that actually pro- 3 seconds, 1! » seconds, or 2/3 sec- 
vides MAXIMUM shock absorption ond, and with a wide variety of 


inder any condition—even when 
truck or dolly is completely empty. 


ranges. Controlling models with all 
types of air control and electric con- 
trol action are also available. 


‘ssembles ™ 








Acrol’s new controlled knee-action ing mact 
unit isa completely trouble-free com- made to our 
bination of light and heavy commer- y 
. ° . 
cial standard springs. They will never Small-Diameter Inserted ificati 
) or : specirications 
inwind, fatigue-or pop. Undue wear Carbide End Mills 
or breakage caused by “gyrating For dependability, quality and 
casters” is completely eliminated by long life, you can always depend START 
the light spring which takes the stress on Hodell—the name for depend- 
, “i be “er nginee 
when truck is empty or near empty— able chain since 1886. In oo see 
° ° ° : ts 7 3 ne \ 
the heavy spring is for maximum or on a an CE See See noving 
' “ loads. Both . we manufacture many formed proving 
Se ee ares Aaa wire specialties and special chain This ; 
can easily be replaced to convert unit assemblies. We'll welcome an op- tion cas 
to a different load capacity. portunity to quote on your speci- They rid 
Available in the following sizes: 6’’- fications rs any ne , interest 
” , . . ‘ > at- HIRNERS 
8-10” standard duty—10” x 12” Write for our industrial ¢ 
sneery dies aie aerials alog, giving complete informa- CHAND 
ery Oy a ee ree tion on the Hodell line. ing into 
Aerol-sealed and“ lubricated for life”! ile 
&  OS1Ve 


Serratip small diameter inserted 
carbide end mills, ranging in diame- 
ter from 1” to 214”, are announced 
by Goddard and Goddard Co., 
12282 Burt Rd., Detroit 23, Mich. 
They give rugged usage in general 
purpose end milling, keyway slot- 
ting, and profiling. An outstanding 
feature is the adjustment gained 
through inserted crosslock construc- 
tion. Blade adjustment makes pos- 


4erol wheels and casters are available 
at dealers throughout the United States 
and Canada... 

Please consult your local telephone 
book for further information. 


CONCENTRATE ON ergl 


HODELL CHAIN COMPANY r- 


Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 











' 
sible accurate maintenance of size, 

AEROL CO., INC. maximum use of carbide life, and 

2424 SAN FERNANDO ROAD maintenance of chip space. Cross- 
chorage, positive blade positioning, 1 
wownerrrous LIKE AN AEROL oe eee . 

and ease of adjustability. 

: ( 
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Simple mechanization—example: Lightweight electric impact 
tool tightens nuts in 1/10 the time a hand wrench takes. 


_, = 





Automatic control—example: Adjustable-speed beer-can fill- 
ing machine will change rateof production tomeet any condition. 


with the G-E Progressive 


START OFF with a “launching ceremony”—have all of your 
ngineers and key peopl see the full-color movie “Motors in 
Industry.” You'll drive home to them the importance of im- 


proving mechanization in your plant. 
This informative film has more than 40 interesting mechaniza- 
tion case histories. Shots from four of them are pictured above. 
They are just a few of the examples that you to stimulat 
interest in mechanizing progressively. 

CHANNEL THIS INTEREST—do some practical, organized prob- 
ing into your present production methods. General Electric’s Pro- 


Hand 


can us 


gressive Mechanization manuil may help show you the way. 


increase the 


production. 





: I'm int t in: 
Back up your Mechanization Program n interested in 


with the G-E Motor Selection Course 





Here's a complete course, covering 


the fundamentals of motors now 

available. It explains how to select Name 

and supply motors, what sort of con- 

trol to use. Your local G-E representa- Company 
; tive can make arrangements for you 

to use this course. Address 








Improved mechanization—example: Special milling machine 
replaces lighter type 


Continuous process—example: 216 operations are made on 
cylinder block in 36 seconds by automatic-transfer-type machine. 


MORE POWER TO AMERICA programs are guides to 


stimulate wider, more efficient use of electricity in 


Section B752-14 
General Electric Co., Schenectady 5, N. Y. 


I'd like to learn more about the new G-E Progressive Mechanization program. 
)A free copy of the Progressive Mechanization manual. 


Seeing the motion picture on Progressive Mechanization. 
|Using the ‘‘Motor Selection & Application Course.’’ 


“scalps” aluminum billets 5’ wide 10’ long. 


How you can improve production in your plant 


Mechanization Program 


out the special mechanization survey forms. You can use them to 
enlist the participation of as many persons as you wish, including 
the men “at the bench.” 

WANT TO LEARN MORE? You get a free copy of the Pro- 
gressive Mechanization manual, and indicate interest in seeing 
“Motors in Industry,” just by sending in the coupon below. Or 
contact your nearest G-E Apparatus Sales Office. 


GENERAL @@ ELECTRIC 






efficiency of American Industry. They 


Title 


A superior transfer pump 


for HARD-to-HANDLE 
LIQUIDS... 


Do you havé a liquid handling prob- 


























lem that a good hand pump could . 
solve? This Tokheim DOUBLE AC- : 
TION barrel pump with optional ° 
diaphragm and body may be the an- M4 
swer. FAST—it will deliver 20 gallons ° 


per minute of most liquids. HIGH 
VACUUM-—it will lift gasoline 20 
feet. ADAPTABLE—it will handle a 
wide range of liquids, and is supplied 
with hose or spout outlets for drums, 
skid tanks or underground installa- 
tions. Compare the list below with *f 
your present needs; then call your : 
dealer, your Tokheim representative, : 
or write the factory for literature. : 


DOUBLE-ACTION 
HAND PUMPS 


General Products Division 

TOKHEIM OIL TANK AND PUMP COMPANY 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT SINCE 1901 

1678: WABASH AVENUE FORT WAYNE 1, INDIANA 


Factory Branch: 1309 Howard Street, San Francisco 3, California 
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Roller Turntable For 
Gravity Conveyors 





Direction of packages, cases or 
cartons being processed during pro- 
duction or shipping can be changed 
by means of a roller turntable de- 
veloped by Lamson Corporation, 
Syracuse, N. Y. Built into any type 
of conveyor system, it gives the sys- 
tem added versatility. It can be lock- 
ed in position so that flow of pack- 
ages is in one direction only. The 
unit consists of a roller section and 
two auxiliary rolls and is ruggedly 
built for heavy duty operation. The 
swivel section revolves on casters 
on a center point. A simple foot 
treadle is provided to lock the turn- 
table in position. 


Totally Enclosed Large 
Fan-Cooled Geared Motors 





Sterling Electric Motors, Inc., 
5401 Anaheim-Telegraph Rd., Los 
Angeles 22, Calif., has added large 
totally enclosed fan-cooled geared 
motors to the Slo-Speed electric 
power drive line. The units are 
double reduction and available with 
Class I, II, and III gears in frame 
size 364/365 and AGMA speed 155 
rpm and slower in ratings from 5 
to 25 hp. (Model illustrated is a 15 
hp, 100 rpm, type KFWB-2 with 
Class II gears.) In this drive bear- 
ings are mounted in the outer walls 
of the gear case and gears are 
mounted between these widely 
spaced bearings, permitting use of 
offset shafts and providing perma- 
nent bearing and gear alignment in 
uniform distribution of load. 
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Whatever your 
Tubing Connection 





Re IMPERIAL FLEX FITTINGS — The tube coupling 


with the vibration and shock absorbing sleeve. 





IMPERIAL HI-DUTY FITTINGS — Unsurpassed 


for speedy, low-cost assembly. Withstands vibration. 


ona ne RE TE Teall Tae 
Ai Sap eee Rae 4 
¥ Gas fo % cree Ces a 23 PMS 
ee a . 


No loose sleeves to contend with. No flaring. 


IMPERIAL FLARE FITTINGS — Both standard 
and heavy-duty types. Withstands severe tensile pull 
and high pressures. 


<a 


IMPERIAL COMPRESSION FITTINGS 


—Simple, efficient, economical. 


See Your Industrial Distributor 








THE IMPERIAL BRASS MFG. CO. 512 S. Racine 


SEPTEMBER, 1952 





| IMPERIAL 


Please mention PURCH. 


IMPERIAL FLEXIBLE HOSE and FITTINGS 


—For use where there is tube movement in lines for oil, 
grease, air, liquids, etc. 


Lig— 


IMPERIAL ALUMINUM HI-DUTY FITTINGS 
— Ideal for all-aluminum installations. Lightweight, 
strong, good corrosion resistance. 


IMPERIAL SHUT-OFF 
VALVES -2, 3 and 4-way. 
HI-DUTY and standard 


types. 





IMPERIAL 

TUBING TOOLS 
A complete line of the 
leading tools for cut- 
ting, flaring, bending, 
reaming and swedg- 
ing tubing. 





Ask for Catalog No. 350 


> a tenis = 
Pee SS es 
Bo ee " 






a 


2 
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Pioneers in Tube Fittings and Tube Working Tools 


Ave., Chicago 7, Ill. In Canada: 334 Lauder Ave., Toronto, Ontario 
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“Threadwell 
Tools do 


many jobs 


THREADWELL TAP & DIE CO. GREENFIELD, MASS. 
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Small Radius Contour 
Grinder and Polisher 





Constant grindin gand_ polishing 
of small radius contours with a 
minimum of machine fatigue is pos- 
sible with this welded-steel con- 
struction contour grinder and pol- 
isher. The small, compact (46” 
high—18” x 24” base) unit takes a 
minimum of floor space. The 
standard 4” sealed ball bearing 
spindle design permits quick 
change of contact wheels with vari- 
ous width, shapes, diameter and 
durometer. Positive, convenient 
tracking mechanism permits track- 
ing of coated abrasive belts from 
1%" to 2” widths. Made by Curtis 
Machine Divn., Lincoln Park In- 
dustries, Inc., 1300 E. 2nd St. 
Jamestown, N. Y. 


Sealer for Containers 
In Electronics Field 





soe 


A new accessory for the Wassco 
“Glo-Melt” soldering unit can be 
used for sealing all can-type con- 
tainers used in the manufacturing 
of relays, condensers, crystals, 
transformers, etc. in the electronics 
field. Made by Wasserlein Mfg. 
Co., Inc., 126 W. Cass St., Joliet, 
Ill., it is designed for use wherever 
soldered joints have to be made 
on cylindrical, rectangular or tubu- 
lar metal housings. Wassco says 
the accessory does a more uniform 
job 3 to 5 times faster than hand 
methods. Because it operates on 

(Please turn to page 148) 
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HOW WOULD YOU MOVE THIS 





LIKE THIS?... 











~ wae 


‘Generalitl 
s PALLET BOXES 


th CUT MATERIALS HANDLING COSTS 


ee, 


bape nme 





Q SHARPLY REDUCE STORAGE COSTS 


Write for your FREE copy of “The 
General Box.” It shows how to 
Cut Packing and Shipping Costs. 





DISTRICT OFFICES AND PLANTS: Cincinnati, Denville, N. J., 


Detroit, East $t. Louis, Kansas City, Lovisville, B 0 X C 0 M p A N Y 
Milwaukee, Sheboygan, Winchendon. General Box engineered shipping containers 
Company of Mississippi, Meridian, Miss. Continen- kkkekx GENERAL OFFICES: 
tal Box Company, inc.: Houston, Dallas. sex * | 1843 Miner Street, Des Plaines, Ilinois 
Genera! Generel Genero! General Genera! 
Wirebound Noiled Corrugated a All-Bound 
rote Box Box Contatens Box 
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OVER HALF OF ALE” 
"RATEO FIRMSUSE 


THE BRUSH WITH THE STEEL BACK 









| Qe MILWAUKEE DUSTLESS BRUSH Co. 
| 530 N. 22 STREET, MILWAUKEE 3, WISCONSIN 


Gentlemen: Please send complete facts about Speed Sweep. 





Company 





Address 


4 
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(Continued from page 146) 

the principle of resistance solder- 
ing, there is no waste (or vaporiz- 
ing) of flux and no burn, shock 
or visual are hazard to the produc- 
tion worker. The unit includes a 
set of 8 adjustable carbon tip holders 
mounted on a plastic base. 


Rugged All-Purpose 
Floor Machine 





Floor maintenance problems of 
many kinds call for this new “Spe- 
cial 16” all-purpose floor machine 
says S. C. Johnson & Son, Ince., 
Racine, Wis. It has a % hp motor 
and 16” brush, and is adaptable to 
both 110 and 220 volt a-c power 
supply. Only 1014” high, it maneu- 
vers easily under furniture and in 
close quarters. Special attachments 
for a wide variety of jobs include 
a solution tank for use when scrub- 
bing floors or shampooing rugs; 
rug-cleaning brush; wire brushes 
for scouring concrete or steel sur- 
faces. A grinding disc with carbor- 
undum blocks can be attached for 
re-surfacing concrete, terrazzo or 
other mineral composition floors. 
Other attachments are available. 


Converts Vacuum For 
Extra Heavy Pick-Up 


You can use your regular indus- 
trial vacuum cleaner on all kinds 
of extra heavy volume cleaning— 
including furnace and boiler clean- 
ing—with new Add-A-Tank acces- 
sories, says Multi-Clean Products, 
Inc., St. Paul, Minn. And there’s 
no danger of clogging tank and 
filters, getting ashes into the motor 
and bearings, or burning hoses with 
hot cleaners. Using the new attach- 
ments, you simply add a standard 
30 gal. (or smaller) galvanized ash 
can onto the suction line of any 
brand industrial vacuum cleaner 

(Please turn to page 152) 
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Proper Maintenance 


SEP 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TEMRER, 





Longer Rope Life 
Lower Rope Costs 


@ Many prominent users of wire rope have found 
they can reduce wire rope costs as much as 50% by 
using a wire rope designed for the job. They get 
better rope service at lower rope cost by following 
this simple, job-tested system, with the help of the 
Tiger Brand Wire Rope Specialist. 

Let this qualified expert make sure that you 
select, for each job, a wire rope that is strong enough 
to carry the load with an ample margin of safety . . . 
able to stand incessant flexing and sharp bending 
without failure of wires due to fatigue . . . built to 
take the most severe abrasion and crushing. Then 
make sure that every foot of wire rope you own is 
inspected, cleaned and lubricated regularly. 





This new Tiger Brand Drag Line Rope was designed especially 
to resist the extremely severe operating conditions encountered 
in this class of service. On one job where ropes lasted an average 
of 600 hours, this Tiger Brand Drag Line Rope was still going 
strong after 1100 hours—believe it or not! 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°*S AMERICAN TIGER BRAND WIRE ROPE 


Engineers and contractors who follow this proce- 
dure tell us that they are getting twice—sometimes 
three times — the life they expected from Tiger 
Brand Wire Rope, plus greater safety for crews 
and equipment and freedom from rope-caused 
work stoppages, all of which means important 
money savings. 

When you are in the market for wire rope, make 
full use of the engineering knowledge of an expert 
who has made a life-work of analyzing and solving 
wire rope problems. Just drop us a line and your 
Tiger Brand Wire Rope Specialist will be glad to 
consult with you. Meanwhile, why not send in the 
convenient coupon for a copy of our latest book? 


Send for This NEW BOOK 


It contains specification data 
that will help you select the right 
rope for each application. In de- 
scriptive text, illustrations, dia- 
grams and tables, it gives you 
complete information on types 
of rope, diameters, working loads 
and safety factors for all sorts 
of rope service. 


American Steel & Wire 
Rockefeller Building, Dept. G-9 
Cleveland 18, Ohio 


Please send me your new book, 
“Specification Data, Tiger Brand Wire Rope.” 


Zone __State 
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The New Slotted-Type \_ / 


, lace Rolt 


as made by “CLEVELAND” 


(Licensed under U. S. Patent No. 2543705) 


















@ Economical in cost and use, Place Bolts have broad applica- 
tion possibilities in tough vibration point assembly jobs. The 
new design with slotted head is cold forged out of carbon as 
well as alloy steels—a lower cost one-piece self-locking fastener 
having increased yield and fatigue strength. 

This is the screw that locks itself by the diaphragm spring 
action of its head when tightened against a rigid seat—locks 
against all involuntary loosening influences including vibra- 
tion, and insures against impact of shock failure. If you’re 
not acquainted with this unique fastener, write for folder on 
“Cleveland” Place Bolts, and prices. 


CLEVELAND 72a“ FASTENERS 








cn 
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(Continued from page 148) 





with wet or dry pickup. Hazardous 
areas are cleaned without danger of 
explosion, since only the ash can 
assembly need be in the danger area. 
Attachments include cover plate as- 
sembly with 5’ of metal hose; 19 
metal hose assembly; extension 
pipes ; flexible flue tool ; flue scraper; 
and wire brush tool. 


Shaver Permits Very 
Fine Tolerances 





Production tolerances of plus or 
minus .00025 are consistently com- 
mon with the Jemco Little Shaver 
cutting tool, according to the Jersey 
Manutacturing Co., 401 Livingston 
St., Elizabeth, N. J. It is said to 
enable users to shave and form parts 
that cannot be properly finished 
with ordinary circular form tools. 
It will fit the standard circular 
form tool holder or the back slide 
on a Brown & Sharpe automatic 
screw machine. With slight modi- 
fication it can be used on _ other 
automatic screw machines, hand 
screw machines and turret lathes. 
Jersey says it is common for users 
to shave thousands of pieces with- 
out sharpening or adjusting. The 
shaver is made in two models, 
standard and special, in sizes 00, 


0, and 2. 
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How a top P. A. looks at value 


WwW: buying component parts, a top purchasing 
agent keeps four things in sight. First, the quality 
of the part. Second, the manufacturer’s services that back 
it up. Third, the public acceptance it enjoys. And lastly, 
of course, its price. 

These four factors—quality, service, public acceptance 
and price—determine the true value of the parts you buy. 
And price alone is far outweighed in importance by the 
other three. This simple formula shows you why: 


quality + service + public acceptance 
price 


Value = 





In tapered roller bearings, your best valve is Timken” 
bearings. That’s because Timken bearings give you the 
finest quality, the best engineering service and the widest 
public acceptance. The Timken Roller Bearing Company, 
Canton 6, Ohio. Canadian plant: St. Thomas, Ontario. 
Cable address: “TIMROSCO”. 


TIMKEN £ 


ADI-MARK G66. 0 6 


TAPERED ROLLER BEARINGS 





! Vb 
NOT JUST A BALLCD NOT JUST A ROLLER C—) THE TIMKEN TAPERED ROLLER C—> BEARING TAKES RADIAL ) AND THRUST —-@)— LOADS OR ANY COMBINATION =i) 
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ties to a millionth 


pays off inextrasales. — 
More than 1000 manufac— 
Ae turers use it. _ # 


we itt 


P. A. Notes: 


SERVICE ON THE SPOT. 
Engineers of the 
Timken Company are 
always ready to work 4 
out assembly and ad— 

justment practices * 
when a product using ~ 
Timken bearings is put | 


into production. 


MEASURES A MILLIONTH. Bearing quality is 
constantly improved in the Timken Com 
pany’s laboratories. a 
One example is the 
profilograph, devel— 
oped by the Timken 
Company to measure 
surface irregulari- 


spchiggl Boa 


nee 














of an inch. 


SPELLS SALES. The "Timken bearing equipped" _ 
label on a product tells customers its 
bearings are the best, 

















__ ne 
easy way 


Here’s how to get efficient 
metal-cutting the easy way: 
Tell your supplier you want 
VICTOR hand and power 
hacksaw blades and flexible- 
back band saws,the brand most 
people buy. 


Then ask him for a supply of 
VICTOR Metal-cutting Book- 
lets — full of timely authorita- 
tive information on the selec- 
tion, use and care of any blades, 
full of handy hints on fast, effi- 
cient metal-cutting. 


That's all there is to getting 
metal-cutting efficiency the easy 
Way. 


Sold only through recognized distributors 


Saas > ey é 
VICTOR 
& 1080A 


SAW WORKS, INC. + MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, 
Frames and Metal Cutting Band Saw Blades 
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Fittings Cut Costs On 
Structural Pipe Work 


Savings of up to 80% on labor 
and 30% in the overall cost in the 
construction of permanent and tem- 
porary pipe structures are claimed 
for the use of Nu-Rail slip-on fit- 
tings. The fittings eliminate thread- 
ing or welding entirely, and save on 
cutting pipe. They have wide appli- 
cation in the construction of rail- 
ings, pipe enclosures, racks, shelving, 
etc. The slip-fit feature provides 
easy assembly and disassembly with 
almost 100% salvage value when 
used on temporary structures. The 
fittings fit standard pipe in sizes 
from 34” through 2” in aluminum, 
brass, galvanized or black steel, and 
may be used individually or in com- 
bination to make practically every 
conceivable type of fitting. Bulletin 
142 available. Made by The Hol- 
laender Mig. Co., 3841 Spring 
Grove Ave., Cincinnati 23, O. 


Portable Stock Cart 
Speeds Handling, Feeding 





Faster handling, transportation 
and feeding of steel sheet and bar 
stock to punch presses, etc. is pos- 
sible with this new stock and feeder 
cart claims Jarke Mfg. Co., 5407 N. 
Broadway, Chicago 40, Ill. Called 
the Steelmobile, it brings material 
from storage to a punch press at 
the proper working level, reducing 
lost time and congestion, and in- 
creasing safety. The table is ad- 
justable in height from 32” to 42” 
and is inclinable to a maximum of 
45 to suit various press heights and 
angles. The frame is of heavy tubu- 
lar welded construction with pedes- 
tals of steel plate. General construc- 
tion proportions are said to assure 
stability under loads up to 2000 Ibs. 


Meter Handles More 
Than 100 Liquids 


A meter that automatically con- 
trols the quantity of industrial 
liquids fed into processes or batch- 
ing operations has more than 100 
applications. It can handle cold, 








warm and hot water, syrups, oils, 
soap solutions, and many other 
liquids and chemical _ solutions. 
Made by Neptune Meter Co., 50 
W. 50th St., New York 20, N. Y., 
it consists of a Model 432 Auto- 
stop register mounted on the Nep- 
tune Type S disc meter. The regis- 
ter is coupled to a quick-closing 
valve. The meter automatically 
shuts off the valve when it has de- 
livered the number of gallons or 
pounds for which it has been set. 


Hand-Operated Bender 
For Heavy Forming Jobs 


If you have to bend steel bar or 
114” tubing but don’t have enough 
production to warrant a power 
driven machine, you will be in- 
terested in the Di-Acro Bender No. 
4. Made by O’Neil-Irwin Mfg. Co., 
601 Eighth Ave., Lake City, Minn., 








this hand-operated machine will 
bend cold finished steel bar up to 1” 
in diameter, and 114” tubing, or 
their equivalents. It offers a radius 
bending range from 0 to 12”. A 
built-in ratchet mechanism can _ be 
engaged or disengaged by the oper- 
ator, depending upon the size of 
the material being formed. The 
bender can be quickly changed over 
from one forming operation to an- 
other. It provides a method of pro- 
ducing one or many, simple or com- 
plicated parts without the cost of 
dies. 


PURCHASING 











FAIR 


Poor | 
charac 
one of 
plant i 
then | 
the di! 
What's 
Look 

look ¢ 
vanta; 
Mors: 








G 








FAIRBANKS=-MORSE DIESELS CAN ELIMINATE YOUR 


Power Checkmate 


Poor power factor, adverse current 
characteristics, surge loads... any 
one of these conditions can put your 
plant in a power checkmate. You are 
then paying a penalty that can mean 
the difference between profit and loss. 
What's the Next Move in Your Plant? 

Look at your power problem. Then 
look at this representative list of ad- 
vantages brought to you by Fairbanks- 
Morse Diesel power generation. These 


are proved answers to your problem 
... based on over 50 years’ expe- 
rience in industrial and municipal 
power generation. 


If power has you in a checkmate, 
write us today, outlining your prob- 
lem. Fairbanks-Morse Engineering 
can help decide your next move to 
put power costs and performance in 
order. Fairbanks, Morse & Co., 
Chicago 5, Il. 





© FAIRBANKS-MORSE 


a name worth remembering when you want the bes? 





DIESEL AND DUAL FUEL ENGINES ¢ DIESEL LOCOMOTIVES « ELECTRICAL 
MACHINERY © PUMPS © SCALES « RAIL CARS «© MAGNETOS « FARM~ MACHINERY 





Put Your Power Costs and 
Performance in Order 


1 Handle Peak Demand...re- 
duce peak demand values for 
lower purchased power rates. 


2 Power Factor . . . in-plant 
power generator can elimi- 
nate power factor penalties. 


3 Emergency Power ... insur- 
ance against lost production 
and damage resulting from 
line failures. 


4 Handle Surge Loads . . . that 
may now be affecting current 
characteristics of entire plant. 


5 Plant Expansion ...need not 
be restricted due to lack—or 
expense—of ample power. 


6 Useful Heat . . . lube oil, 
water and exhaust heatcanbe 
turned from waste to profit. 


7 Chemical Valve .. . exhaust 
gases are high in free nitro- 
gen—available for economi- 
cal fixation of nitrates, am- 
monia, etc. 


8 Insurance Advantage . . . 
of diesel over gasoline en- 
gine, for example, will soon 
pay for installation. 


9 No Weather Worries...ice, 
snow, sleet, wind storms can't 
stop plant operations. 


10 Handle Increasing Load... 
in-plant power economically 
adds to current capacity as 
loads increase. 


11 Fuel Economy ... use diesel 
oil, natural gas or sewage 
gas for added economy. 


12 Remote Locations . . . dis- 
tance from transmission lines 
needn't curtail plant expan- 
sion, 


13 More Compact Power... 
Fairbanks-Morse engines give 
you more power per foot of 

_.i floor space, more power on 
present foundation. 


14 Minimum Attendance .. . 
Fairbanks-Morse in-plant gen- 
erating sets require for less 
supervision or maintenance. 


15 Save Cos? .. . of running in 
new line where present trans- 
formers and power lines are 
already loaded. 





























3 
Lighter. ..- TOUGHER 
COFFING 
CHALLENGER 
SPUR-GEAR 
HOIST 
Never before such easy port- 


ability and rugged, shock- 
resisting strength in a 


ton capacities. 
Tested at 100 percent 
overload. 





m4, Oey oS 








Easy toService—may be com- 
pletely disassembled in 

minutes with ordinary tools. 
Simplest spur-gear hoist ie 
ever built. 


Hoists * Hoist-Alls 
Safety-Pull Ratchet 
Lever Hoists * Mighty- 
Midget Pullers 
Differential Chain Hoists 
Load Binders * !-Beam 


spur-gear hoist...never Vj; 
such simplicity of design and Uy 
ease of servicing. COFFING Uy 
Light weight—carryitinone 4 HOIST Uy 
hand; set it up any- : yf 
where. One-ton model Fy COMPANY Uy 
weighs only 391% lbs. 3 DANVILLE, ILLINOIS YY 
All Steel—even the housing. 9% Up 
Takes shock loads and : Uf 
impact as only steel can. . i ii 
re) 


<< 


Find out how this better en 
spur-gear hoist can Sold By Distributors 
improve operations and save Everywhere 
expense for you. Write for ‘ 


bulletin Z9C. 





















AMERICAN 
Tubular and Split 
RIVETS 


In all metals, all styles, 


for all industrial applications 


Write for price list 


AMERICAN RIVET COMPANY 
849 N. Kedzie Ave., Chicago 51, Ill 






7 
BUY AMERICAN...Tubular and Split Rivets... 
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Chemical Dissolves 
Lead, Tin Rapidly 





Soldered pieces shown in top of 
photograph were completely cleaned 
of solder, with no attack on the 
base brass by a new alkaline chem- 
ical, and emerged as shown in lower 
part. The chemical, used in water, 
is said to quickly remove tin, lead 
and tin-lead electrodeposits, heavy 
solder and hot dipped coatings. Be- 
ing alkaline in nature, it does not 
attack base metals. It is kept in steel 
containers and does not deteriorate 
with age. Thicknesses of tin and 
lead of the order of 0.005”-0.010" 
are removed in one hour, according 
to the manufacturer. The chemical 
is described as suitable for removing 
of solder from torch or iron soldered 
pieces as well as hot dipped soldered 
articles. Made by Enthone, Inc., 
Dept. PG, 442 Elm St., New Haven, 
Conn. 


Cuts Out Heads of “One 
Time Shipper" Drums 





Those “one-time-shipper” drums 
and cans can be easily opened and 
still be used for many purposes if 
you open them with a new, hand- 
operated head cutter called the 
Model 600, says Michael A. Schink- 
er Mfg. Co., 6514 S. Western 
Ave., Chicago 36, Ill. After the cut 
is completed, the container has a 
safe, turned-in flange, and can be 
used in other ways. Secondary port 

(Please turn to page 162) 
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How Concave sides 
cut V- Belt costs \ Th 


e CONCAVE SIDE 


(U. S. Patent No. 1813698 





Important to anyone who wants to cut V-Belt 
replacement costs is the simple, interesting reason 
WHY Gates Vulco Ropes are built with Concave Sides 
(U.S. Patent 1813698). See Figure 1. 


When a Gates belt is bent around a sheave these 


e * 
Concave Sides fill out to full, even contact with the Make this simple 


sides of the sheave groove. (Figure 1A). This gives you 
sure pulling power. And, naturally, because wear is dis- test yourself eee 
tributed evenly, the Concave Sides actually give you 

longer wear—longer belt life. That cuts V-Belt re- 
placement costs. 


On the other hand 
® ¢ : 
22) when a straight sided 





Hold a straight sided V-Bele 
as it would be bent around a 
sheave. Take the sides of the 
belt between your finger and 
thumb. You can feel the 





V-Belt (Figure 2) is bulges in the sides—the bulges that 
bent, the sides bulge out, preventing the belt from q prevent an even fit in the sheave groove 
fitting evenly in the sheave groove. This causes extra = ‘aie pra ant bi eee Wes 
wear at the points shown by arrows. (Figure 2A). OW GO Che SAME CHING WHE 8 IGS VED 


Rope. You can feel the sides fill out. You can see 
why they press firmly and evenly against the sides 
of the sheave groove— giving you longer belt life 
—lower belt costs. 

When you buy V-Belts be sure to get Gates 
Vulco Ropes—the V-Belts with the Concave Sides, 

Gates Engineering Offices and Jobber Stocks 
are located in all industrial centers of the United 
States and in 71 foreign countries, 


SAVING $1,000 A YEAR 


This big 18 foot flywheel on an ammonia 
compressor at the Terminal Warehouse Co., 
St. Joseph, Missouri, was originally driven by 
a flat beit. 

Mr. |. McKee, plant superintendent says, 
“We needed a drive we could depend on, so 
we installed a Gates Vulco Rope drive right on 
the flat pulley of the compressor. This conver- 
sion is saving us about $1,000 a year.” 








CS-526-A 


wie DRIVES fereoe 


World’s Largest Maker 
of V-Belts 





THE GATES RUBBER COMPANY ¢ DENVER, U.S.A. 
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Engineered 
RUBBER PARTS 








‘OUR ORDER 


With broad experience in com- 
pounding natural rubber and all synthetic 
polymers, ACUSHNET specializes in custom-engi- 
neered ‘precision’ molded rubber parts made exact to 


specifications. None are stocked. 


lf molded rubber parts are to 
perform a service vital to the 
efficiency, longevity and reputa- 
tion of your products, discuss your 
requirements direct with our engi- 
neers. Their collective, specialized 
knowledge of mold design, modern 
compounding techniques and pro- 
duction efficiencies can be applied 
to your problems with effective, 
economical results. Especially valu- 
able is this knowledge when ap- 


plied in the initial stages of your 





design. 
ond Send for your copy of the widely used “Acushnet 
Rubber Handbook", a comprehensive, practical 


rubber data reference. Please make request on 


ROCESS COMPANY 


your company letterhead. 






oo 


Address oll communications to 770 Belleville Ave., New Bedford, Mass. 
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(Continued from page 158) 
hole covers within the head offer no 
difficulty. An added feature is the 
elimination of poisonous or irritat- 
ing dust conditions caused by agi- 
tation of the can’s contents when 
hammer and chisel are used for 
opening. Traction in the tool is ob- 
tained through two drive shafts 
mounted in bronze bearings. The 
cutter weighs 12 Ibs. 


Bench Type Chaser 
Sharpening Machine 





You can free heavy, expensive 
machine tools for their intended 
uses and at the same time do a bet- 
ter job of chaser sharpening with 
this low-cost, space-saving 14” x 
28” machine, says Jones & Lamson 
Machine Co., Springfield, Vt. 
quipped with J&L chaser grinding 
fixture and adapters, it will perform 
all sharpening operations, for both 
tangent and radial die chasers. 
Adapters for ]&L chasers are avail- 
able from stock, while adapters for 
other chasers can easily be applied 
to the grinding fixture. The ma- 
chine will duplicate desired grinds 
repeatedly. Inexperienced operators» 
can learn in a few minutes how to 
resharpen chasers on the machine. 


New Extra-Heavy-Duty 
Load Carriers 





New extra-heavy-duty carriers 
for handling large, bulky industrial 
loads such as crated machinery from 
crating areas to shipping docks and 

(Please turn to page 164) 
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COLUMN-MOUNTED Dry-Type Transformer 


rs at American Locomo- 
tive Company, Schenectady, N. Y.. save floor areas { 


materials. These Type M’s supply proper voltage for high-bay light- 
or machines an ing at final assembly operation on diesel-electric locomotives. 


How to save power dollars in your industry 


with G-E Dry-Type Transformers like these 


Throughout industry, wherever machines. 
ghting or portable tools require voltage 
ones, you ll find G-E Dry-Tvpe Trans- 
rmers saving power doll: irs. 
“They save by putting the right voltage CE Drv-T ae 
dose to the load. By eliminating long runs y-, Dry-lype Transformers can save 
einen. wantedinty Season. tinne power dollars in your industry, too. Ask 
- doaan, cut power losses, naianainin vour nearby authorized G-E distributor 
opper. to show you how. Or write for bulletin 
And you can mount lightweight i GEC -868A, Section 411-104, General Elec- 
Transformers on platforms or wall brack- ric Company, Schenectady 5, New York. 


GENERAL @@ ELECTRIC 


PATFORM-MOUNTED hank of G-F Type D ad for 


ransformers provides correct power at the 


ets to save valuable floor space. Solder- 

less connectors on the higher ratings PORTABLE-MOUNTED G-E Trans- 

, - , . es formers at Kaiser wartime shipyards 

simplify installation—no more splicing, lied 1 nthe 
. 2 supplies ow-voltage power where 


soldering or taping. needed. 


sewing machines at Burton-Dixie 
Corporation, mattress manufacturer in Dallas. 














ighter Tightening 


is easy 
for this Master Mechanic 






SS 


Order BRISTOL’S SOCKET SCREWS 
Hex and Multiple -Spline...cap 
nd set styles from your distributor. 








FREE SAMPLES and socket screw catalog. Address THE BRISTOL 
COMPANY, Mill Supply Division, 124 Bristol Road, Waterbury 20, Conn. 
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(Continued from page 162) 
railroad sidings are available from 
The Yale & Towne Mfg. Co., 11,000 
Roosevelt Blvd., Philadelphia 15, 
Pa. Loads are placed on the truck 
and removed by fork trucks or 
cranes. The truck, which comes in 
capacities up to 36,000 Ibs., features 
4-wheel power steering for ease of 
operation and maneuverability, 
Where extra-large loads are 
handled, the driver can turn around 
and drive the truck backwards for 
better visibility. 


Portable Spray Gun 
Supply Pump 


* ‘ 





This portable heavy-duty Paint- 
master spray gun supply pump 
works directly from 5 or 10 gal. 
original containers, simplifying the 
maintenance department’s job of 
handling paints and materials. The 
air-operated, double-action, recip- 
rocating pump can be used as a 
portable sprayer with the Sta-Level 
hand truck, states Graco Products, 
Graco Sq., Minneapolis 13, Minn. 
The unit can be easily handled by 
one man. For stationary operation, 
the truck is simply disengaged from 
the trunnion arms. The separate, 
air-operated agitator keeps the ma- 
terials perfectly mixed — _ inde- 
pendent of paint pump operation. 
For finishing jobs, the production 
department can also use the pump 
with abrasive-type materials, or 
most of the newer plastic base 
coatings. 





YOU WILL FIND NEW 
SUPPLY-SOURCES LISTED 
EVERY MONTH IN 
PURCHASING’S CLASSIFIED 
SECTION! SEE PAGE 372 
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How BREW ALLMUL cuts 


severe servi 
vice 
refractory costs 


LEAD prROSS FURNACE 


s*ALLMUL proves more economical 


than any refractory tried!”’ 


several reverberatory tyP€ 


smelting furnaces, used to melt alloys © 
lead, tin and antimony; carried on an €X- 
tensive investigation to obtain economical 
refractory linings: Practically every type of 
refractory WS tried. Side-by-side tests in 
the same furnace proved the economy of 
B&W Allmul over all others. Result? 
Alimul is now standard for these furnaces. 


A plant with 





a eee 


—————— 


INDIRECT ARC FURNACE 


“All furnaces converted to ALLMUL 


after comparative tests” 
A large company making alloy steel cast- 
ings has several indirect arc furnaces melt- 
ing various alloys, with pouring tempera- 
tures varying from 2700F to 3100F. With 
highest temperature alloys, semi-mullite 
brick burned out in 6 to 10 heats. BAW 
Allmul, which cost approximately the 
same, showed no appreciable wear after 
20 heats. On alloy steels in general, this 
customer reports far-less slag formation 
(an indication of reduced refractory wear) 
other refractory 


with Allmul than with any 
Result: All furnaces are being relined 


used. 
with B&W Allmul Firebrick. 













Yes, the fact 

. s about B 

selves. Thi &W Allmul Firebri 

dozens of lhc agate’ mie brick is a speak for them- 

combination Pagsabe on applications. Th g its economy in 

strength, high resi refractory pr val se Pog A unique 

a high meltin istance to spallin —high hot load 

; £, go d oge 

furnace costs. . ange of 3335F—all on veren Sirenae 

mt more data? Write for Butt in lower 
ulletin R-29., 


‘ene] 








BABC. 
& WILCOM, 


THE 
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omneseE RAC TOM 4 ow 
t OFFices ee 4'4COx c 
‘ta Diy o 
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B&W REFRACTOR 
JES PRODUCTS — 
Chis wry-ceodkenyewey Me Allmul Firebrick + B&W 80 Firebrict 
mical Recovery Uni , Morters + ° 
ty Units ... Seamless & Welded acme — PRODUCTS—Sto oom ales Firebrich ° Baw | R-448 
. « « Pulverizers Fuel ory Marine Boile nsvleting Firebrick 
7 Burning Equi rs and Com * 
pment . Pecssure ponent Equipment “ 
ro Vessels _ 
. «+ Alloy Costs 
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PRC tapes feature natural anti-deteri- 
oration and rattle cushioning values. 
Special impregnations also provide 
unmatched protective sealing charac- 
teristics. FOR EXAMPLE: 


CHROME LOCK 
This product inhibits 
electrolysis and corro- 
sion. Is also anti-wick- 
ing. Seals under pres- 
sure. Adhesive back is 
pressure sensitive. TYPICAL SEAL- 
ING APPLICATIONS: Instruments; 
glazing channel window sash; skin 
laps on bus bodies; weatherseal for 
trailercoaches. 





KLING FELT 
Features a new, sol- 
vent-activated adhesive 
(one side only) that 
sticks to all surfaces. 
Can be applied to cold 
metal. WON’T PULL 
LOOSE! 

TYPICAL APPLICATIONS: 
Weather Strip for windows, doors, 
etc.; dust and moisture seal for elec- 
tric control panels; rattle cushioner. 









PRE-SEGMENTED 
PU PRC tapes can be 
ys oe. supplied in segment- 


ed rolls according to 
order. Each segment 
is pre-cut to a sufh- 
cient depth to permit 
easy detaching. Ideal 
for volume applica- 
tion of equal-size 
pieces. 

Write for free test sample 


Lo 













(Pe 
assem 
PRODUCTS RESEARCH CO. 


folder— 
TF-19 
3126 LOS FELIZ BLVD., LOS ANGELES 39, CALIF. 
Representatives in All Principal Cities 
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Unusually Strong, Extra 
Thin Transparent Tape 


3M Company’s new transparent 
pressure-sensitive tape, No. 850, is 
deseribed as unusually strong, de- 
spite its thickness of only 2 mils. 
Made with a polyester film backing 
that is said to be superior to most 
existing plastics in heat and chem- 
ical resistance, the new Scotch tape 
Is expected to find wide use for 
splicing, protecting, tube sealing, 
reinforcing, edging, covering, mask- 
ing, and bundling jobs. It has 15 
Ibs. tensile strength, 120% elonga- 
tion, and 20 oz. of adhesion. It re- 
tains its flexibility at very low 
temperatures and has high dimen- 


sional stability despite heat and 
hunudity changes. It is available in 
standard 4” to 1” widths, on 
2,592” rolls. Samples offered. 


Minnesota Mining & Manufactur- 
ing Co. is at 900 Fauquier St., St. 
Paul 6, Minn. 


Atomized Lubricating 
And Coolant System 





The Henry G. Thompson & Son 
Co., New Haven 5, Conn., thinks its 
new Atom-Lube system for cooling 
and lubricating cutting tools is more 
effective than older methods now 
in use. Tests are said to indicate 
the system provides longer tool life, 
faster cutting speeds, and improved 
cutting quality. Operated by either 
industrial air pressure lines or small 
compressors, the system’s powerful 
air jet atomizes any cooling and 
lubricating liquid—from water to 
heavy machine oil. Although Atom- 
Lube is a non-circulating system, 
its coolant consumption is claimed 
to be lower than that of other sys- 
tems. A flexible nozzle permits the 
vapor spray to hit the cutting tool 
edge at the most effective angle. 


Gland-Type Bronze 
Needle Valve 


The Lunkenheimer Co., Cincin- 
nati 14, O., has introduced a new 
gland-type bronze needle valve. 
Small and compact, it is said to be 
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ideal for use in pin-point control on 
small lines where fine regulation of 
flow is essential. It is manufactured 
in a full range of sizes from 1%” to 





1” and in both globe ( Fig. 906) and 
angle (Fig. 907) patterns. The 
handwheel is of lLunkenheimer’s 
“non-slip” design, which lends it- 
self to delicate finger-tip control. 
The valve also comes in an indicator 
model—Fig. 1565, globe, is avail- 
able in 44”, 3” and 4” sizes; and 
Fig. 1566, angle, is available in 4” 
and 3” sizes. Circular 568 available. 


Sheet Steel Separator 
Speeds Production 





steel sheets 


Prying oily 
with hands or a sharp instrument 
is a time-consuming and often un- 
safe job. A new separator made by 


apart 


Clark-Hopkins Equipment Corp., 
1124 Spring Garden St., Philadel- 
phia 23, Pa., permits automatic 
separation of stacked sheets. The 
top sheet is always raised about 
2” above the balance of the stack. 
As each sheet is removed, the next 
one is raised and separated ready 
for immediate transfer to a press 
or machine. The unit helps speed 
production ; eliminates possibility of 
feeding double sheets into a press 
and injuring dies; lessens danger of 
injury to operators. Available in 
sizes 61%”, 9”, 10” and 15”. 
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presents the third in a series of informative mes- 
sages to assist all manufacturers, distributors or 
sellers of products which require more efficient, 
economical and attractive packaging. 












































No. 3 in a series 
The CLEVELAND CONTAINER COMPANY | 

















FUNDAMENTALS OF CONTAINERS IN PACKAGING 


Type No. 3—METAL END SLIP COVER CANS 


Metai End Slip Cover Cans are used for 
packaging dry products such as chemicals, 
drugs, insecticides, and food-stuffs. Specialty 
items, as belt dressing compounds, fire ex- 
tinguisher charges, caulking compound, tank 
balls and spare parts are but a few products 
which also can be used in this type of con- 
tainer. 


WIDE RANGE OF SIZES... Available in 
diameters of 7/8” to 4-5/16”, lengths as 
desired. 


THIS CONTAINER is spirally wound of 
two or more plies closely butted to form a 
smooth rigid wall construction held to con- 
stant outside diameters by use of uniform 
gauge chipboard. The result ensures proper 
fit of the fixed diameter metal slip cover. 


CLOSURES ... The bottom of the container 
is a disc of tin-plate having a deep draw to 
ensure a generous and tight seaming to the 
sidewall of the container. The metal slip 
cover is formed of heavy tin-plate, and is 
shipped separately from the container. 


PRICE ADVANTAGE .. . Like 


SPECIAL FEATURES .. . In keeping with all 
types of fibre sidewall containers, the Metal End 
Slip Cover Can may be provided with.a wide range 
of inner liners to ensure moisture or grease resistance. 
Paraffin, glassine, parchment, aluminum foil and 
anti-corrosive paper are more frequently used. For 
special use, liners such as cellulose acetate or other 
plastic films are available. Within size limitations, 
containers may be printed in one color or continuous 
printed or plain color wraps may be spiralled on 
the outside. 


Labels to customer specifications can be applied. 
Metal ends can be produced in colors using lacquer 
or baked enamel. Customer trade marks or identify- 
ing matter may be embossed in the metal ends. 


SAFETY IN DELIVERY of Cleveland Containers 
is ensured by packing in high-test corrugated ship- 
ping cartons. Ease in handling and conservation of 
valuable storage space result from such shipping 


practice. . . js 





our plain all-fibre cans which are 
the lowest price in the field of 
fibre cylindrical containers, the 
metal slip cover cans are the 
lowest price in the field of metal 
end fibre side wall containers. 









GeCLEVELAND CONTAINERG FS 


a 
6201 BARBERTON AVE. CLEVELAND 2,0 H 
e All-Fibre Cans © Combination Mctal and Paper on / 
@ Spirally Wound Tubes end Cores for all Purposes { 

PLANTS AND SALES OFFICES: Clev stant, Detroit, Chic naan Plymouth, Wise. i 

Jomesburg, N. J, Ogdensburg, N Y. © ABRASIVE DIVISION ot Clevelond 
SALES OFFICES: Grand Central Terminal Bidg.. New York City; Woshington 
Gas Light Bidg., Washington, 0. C.; West Hartford, Conn.; Rochester, N. ¥. 


* * * Cle Lid. Prescott, Ontario © Offices in Toronto ond 


WHY PAY MORE? 
For the Best . . . Call Cleveland! 





Write for additional copies 
of this message. 
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Hf ™_ ONE PIECE 


OR ONE MILLION 


Our impartial use of three basic 
methods gives you economy re- 
gardless of length of run. 


Most parts can be made by all three 
methods. But only one is most econom- 
ical. The right decision is a technical one, 
based on over-all quantity, contour di- 
mensions, tolerances and materials. 


YOUR SUPPLIER SHOULD 
KNOW ALL THREE METHODS 


SHORT RUN 


MACHIN ». 
cur . 


COST OF TOOL AND Labo 





' 10 100 1,000 10,000 100,000 
NUMBER OF PIECES 


This logarithmic chart shows 
the effect of these factors on the 
specific part illustrated. From 1 
to 65 parts, our own Machine-Cut 
Method with no die cost whatso- 
ever is most economical. At 65 
parts, the Short-Run Method using 
economical blanking dies and 
stock punches is best. At 7,000 
units, the standard Production 
Method with standard dies is most 
satisfactory. 


For more information, use coupon on opposite page 


SYAWPINGS 
DIVISION 


©O LAMINATED o 









=~) 
G@ fe 








|O COMPANY, INC. O 
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40°% More Cutting Depth 
On Receding Arm Saw 


oe 





DeWalt’s new receding arm saw 
features a specially designed, direct 
drive motor, giving a minimum of 
motor case interference. The ar- 
rangement gives a 40% increase in 
maximum depth of cut (up to 444” 
with a 14” blade.) This is achieved 
by squaring the bottom of the motor 
case, thus adding inches to the effec- 
tive blade diameter. The new Model 
R-2 is said to combine the flexibility 
and rugged construction of the pre- 
vious receding arm model with the 
added cutting depth of the low dead 
rise motor. DeWalt, Inc., is at Lan- 
caster, Pa. 


Indicator Shows State 
of Truck Battery 





readings of the 


Instantaneous 
state of battery charge are shown 
to industrial truck operators on a 
new indicator made by Gould-Na- 


tional Batteries, Inc., Trenton 7, 
N. J. The instrument, designed to 


help obtain greater efficiency and 
maximum economy with industrial 
truck batteries, can be easily mount- 
ed so that the operator can see the 
dial at all times. It indicates wheth- 
er the battery is “full”, “’%”, 
“empty” or in “danger.” Changing 
batteries as soon as they register 
“empty” prevents repeated over-dis- 
charge, which shortens battery life. 
The indicator is readily adjustable 
for 3, 6, 12, 15, 18, and 24-cell 





‘nion Street, Glenbrook, Conn. 








“I know what I'm 
getting when | order 


RHOADS 


INDUSTRIAL LEATHERS" 


Ever get the proud feeling of a job 
well done? I get it every time I order 
Rhoads Industrial Leathers. Like my 
“custom-tailored” suit, Rhoads leathers 
are “custom-engineered” to fit the 
application; Rhoads leathers are dif- 
ferent from ordinary leathers—they’re 
special tanned to give long wear and 
low maintenance. (Ask any user of 
Rhoads Industrial Leathers.) That’s 
why I buy them for my firm. 


fannave 


FLAT LEATHER BELTING 


Combines elasticity, full-friction pulley 
grip, operating stamina for longer serv- 
ice; is all-ways “custom-engineered” 
to specifications. 

® 


Janno’ LEATHER PACKINGS 


Tannate Packings resist abrasion and 
wear, will not cold flow, score or 
abrade. Recommended for a wide 
range of temperatures, pressures, and 
mediums. 


® 
Janno’ UNI-PULL DRIVE 


For short center drives, Tannate 
Leather Belting together with a tension 
controlling base, provides maximum 
delivery of power. 


Call in a Rhoads Sales Engineer 
Write: J. E. RHOADS & SONS 


® 


35 North Sixth St., Phila. 6, Po. 


1. RHOADS « sons 


PHILADELPHIA « NEW YORK 
CHICAGO * ATLANTA 





batteries. 
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Non-Conducting Pails 
Give Shock Protection 





Industrial, power plant and rail- 
road workers exposed to high volt 
age shock will welcome the Ace 
Hide non-conducting pail made of 
a high-strength rubber-plastic blend 
by American Hard Rubber Co., 93 
Worth St., New York 13, N. Y 
American says it is not only non 
conducting but far more durable 
than the fiber pails previously used 
for shock protection around electri- 
cal hazards. Resilient to the point 
of bouncing without chipping or 
denting, it can be used around glass 
or highly finished equipment with- 
out causing damage. The pail wi 
also find application in chemical 
plants, since it is resistant to con- 
centrated solutions of most inor- 
ganic acids and alkalies, as well as 
to most solvents. 


1 


Also Noted... 


Wrinkle finishes in self-spray aero 
sol cans are a development of 
Plasti-Kote, Inc., Dept. O, 425 
Lakeside Ave., Cleveland 13, O. 
They can be used for touch up work 
on typewriters, office equipment, 
etc. The company will package the 
manufacturer's own matched paint 
colors in aerosol cans. 


Swiss Laboratory, 1533 Hamil 
ton St., Cleveland, O., has a new 
auto body solder called Fil-Soder 
which makes ingenious use of Alcoa 
aluminum as the principal ingredi 
ent. It takes 50% less heat than tin 
alloy solder and fills without flux- 
ing or shrinking. It is suitable for 
all metal filling. 


Plants manufacturing precision 
parts can use a new, lightweight 
inspection tray set fabricated from 

(Please turn to page 172) 









BRING YOUR SHIM PROBLEMS 
TO “SHIM HEADQUARTERS” 
ONLY LAMINATED SHIM COMPANY 
OFFERS YOU ALL FIVE SOLUTIONS: 
3 SIMPLY PEELS FOR ADJUSTMENT 
THE poy hy — 3 to 63 —— = 
: or. in rass or steel, metallically 
ee bonded together over their entire sur- 


faces. No dirt between layers. Peels 
with penknife. 
































“just spot- FOR QUICK, ASSEMBLY LINE USE 
soldered on The laminations of the Lamisot Shim 
THE the edges (in brass only) are temporarily joined 
LAMISOL * by spot-soldering on the edges. Gauges 
SHIM and number of laminations within one 
shim are unlimited. 
Fear tgeg FOR SUPER SPEED, THIN GAUGE SITUATIONS 
tab holds ‘em 4 . . . 
THE together" The little tab holds shim laminations 
LAMITAB* together firmly, yet is easily removed. 
Different metals can be used in the 
SHIM same shim. 
FOR UNLIMITED FLEXIBILITY 
THE This is the simplest of all custom- 
stamped shims. It is completely flexible. 
LOOSE LEAF Usually sets including several different 
SHIM gauges are made up. 
“swell for hand READY FOR EASY USE, WITHOUT WASTE 
cutting simple Thin gauge 6” x 100” rolls feed 
PACKAGED shims” through package slots. Heavier gauges 
SHIM in flat envelopes. Available from your 
STOCK 


Industrial Distributor. 


Cc *T.M. Applied For) 





© LAMINATED © 
uA SHIM HEADQUARTERS SINCE 1913 


Check Our Stampings Division 
For Your Stamped Parts Requirements 


© COMPANY, INC. © 
ios USE COUPON fer more information 


MAIL TODAY! 
LAMINATED SHIM COMPANY, INC. 
2409 UNION STREET, GLENBROOK, CONN. 
Please send me more information on: 
[] SHIMS CL) STAMPINGS (] BOTH 
([] We'd like to discuss our problem with one of your Sales Engineers. 
































NAME TITLE ——— 
COMPANY — 

STREET 

CITY. ZONE STATE 
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“These American Springs are better 
—and they cost less” 


says Overhead Door Corporation 














bm don’t have to be a Hercules to open these doors, because all the 

muscle-power is furnished by American Quality Springs. The door 
and springs are so delicately balanced that the massive 16-foot, 

340-lb. garage door can be operated easily. 

The American Springs for this application must withstand 

very large deflections (from 27” to 48”). They must exert 
a constant force as the door is raised and lowered; and 

they need a healthy amount of reserve strength for 

long life. 

Failure is no problem with these American Quality 

Springs. As a matter of fact, Overhead Door 








ANYBODY can open this 16-foot, 340- 
pound door. The American Quality Springs 
exert a constant pull, and allow effortless 
action, 


AT TOP OF PHOTQ, notice how far these 
American Quality Springs must deflect in 
the “OVERHEAD DOOR.” 
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Corporation says, “We have been building doors for 32 years 
and practically all of those original doors still have their orig- 
inal springs.” atte 






























The Overhead Door Corporation prefers a spring system (in- 
stead of counterweights) for two big reasons 





and the most 
important one is cost.. They get 500 pounds of pull from a 
spring at 25% less cost than if they used iron weights. Also, 
anyone who opens a spring-loaded door does not have to 
overcome the inertia of door plus weights. The door is prac- 
tically weightless the instant you move it. 

American Steel & Wire can produce and help you design a 
spring for just about any application, any size, any steel or 
finish. Let our skilled spring engineers show you how low in 
cost a truly superior spring can be. Call our nearest District 
Sales Office or write to American Steel & Wire Division, Rocke- 
feller Building, Cleveland 13, Ohio, 


“OVERHEAD DOORS” are widely used for industrial applications. Many 
of these industrial doors have been opened 100-150 times daily for 20 
years without a spring failure. 





OVERHEAD DOOR CORPORATION also makes many doors utilizing 
torsion springs. This spring is actually twisted around a shaft when it 
“winds up.’ Despite the high stresses, these American Quality Springs 
give trouble-free service. 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S-S American Quality Springs 
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From finishing hardware . . . 


to sanding handles 


Armour Baeckstand Belts 
do the job right 


For the thousands of jobs where backstand belts can save you time, 
for the thousands of jobs other coated abrasives do so well, Armour has 
the answer — there’s an Armour coated abrasive to do your job right. 


Production Tripled ! 


The Coan Mfg.Co. of Madison, Wisconsin, 
decided to use backstand belts instead of 
set-up wheels in sanding bevels on steel 
guides for vending machines. The switch 
increased production from ten to thirty 
guides per hour! These amazing results 
proved to them that Armour backstand 
belts are more efficient, more economical 
than set-up wheels. 

Belts are only one of the many forms 
of coated abrasives available to you from 
Armour. There are more than 30,000 dif- 
ferent varieties in grit size, backing, etc. 
We have sheets, rolls, discs, tubes—and 
specialty sizes to meet your specifications. 

Let your industrial supply distributor 
tell you about this complete Armour line. 
Ask for your free copy of the book- 
let, Facts about Backstand Belt Grinding 
and Polishing”— or send the coupon. 


We recommend buying through 


your industrial distributor 


2 ) MAIL THIS COUPON TODAY 


ds ——----—-—-—-—--------4 





Armour and Company * North Benton Road « Alliance, O. 


Please send me the free booklet,“ Facts about Back- 
stand Belt Grinding and Polishing.” 


| 

| 
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| 

| 
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(Continued from page 169) 
Boltaron plastic by Durable 
Formed Products, Inc., 6 Greene 
St.. New York, N. Y. Boltaron’s 
light-weight, non-chipping qualities, 
and non-contamination properties 
formed the basis for its choice. The 
base “pick-up” tray is made of .093 
thick plastic, the three smaller “in- 
sert” trays of .062. 


Faster stock removal, longer belt 
life, and up to 75% increase in total 
stock removal during belt life are 
results claimed for  Beltbrasive 
dresser made by The Desmond- 
Stephan Mfg. Co., Urbana, O. Its 
cutters remove glazing and loading 
from the belt and expose more par- 
ticles for more effective grinding, 
sanding or polishing. 


Progressive Industries, Inc., 48- 
) 08 Van Dam St., Long Island City 
1, N. Y., is distributing and apply- 
ing a new protective, washable 
coating for interior walls of public- 
type buildings, based on Vinylite 
resins and applied by spraying. The 
coating resists moisture, mould and 
mildew, oils, fats, grease, ink, salt 
spray and most chemicals. 


An automatic electric stapler 
made by The Staplex Co., 68-72 
Jay St., Brooklyn 1, N. Y., is re- 
ported to save up to 70% in food 
bagging, stapling of envelopes con- 
taining parts, price tagging, attach- 
ing samples or swatches to cards, 
etc. Easy to load and maintain, the 
machine uses standard size staples. 


Morse Chain Company, 7601 
Central Ave., Detroit 10, Mich., is 
now using Rollpins, strong new 
fasteners said to outlast cotter pins 
ten to one, on most of the larger 
pitches of both standard and heavy- 
series Morse roller chains. Morse 
calls them the most durable fasten- 
ers ever developed for roller chain. 


Greater flash and glamour for 
polychrome or metallic finishes are 
possible through the use of alumi- 
num tinting paste #222, says Alu- 
minum Company of America, Pitts- 
burgh 19, Pa. It gives a brighter 
finish than has been possible thus 
far with other aluminum pigments, 
the company reports. 


Prestole Corporation, Toledo, O., 
has brought out a new capacitor clip 
featuring a retaining tongue on each 
side that supports the clip by grip- 





(Please turn to page 174) 
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MATHIESON CHEMICAL CORPORATION'S new 
plant at Doe Run, Kentucky, engineered and 
constructed by BADGER Process Division, Stone & 
Webster Engineering Corporation. 







...and using the 


LONG LINE OF VALVES 


OIC builds valves for every purpose—cast and forged 
steel, iron and bronze—and every valve is precision- 
engineered and precision-made to give longer, trouble- 
free service at no extra cost to you. OIC offers precision- 
application help in selecting valves best suited to each job. 


THE OHIO INJECTOR COMPANY 


| CG WADSWORTH, OHIO 


FOUNDED 1883 


VALVES 


FORGED AND CAST STEEL * IRON * BRONZE 
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custom-engineered 








Since 1909, the job of The Electric 
Products Company has been to 
create and develop special electrical 
rotating equipment... motors 

and generators to do existing jobs 
better or to reach into new fields 
to do jobs that couldn’t be done 
before. The natural “by-product” 
of our more than 40 years of 
specialization is that you get 
equipment designed and built to 
the exact requirements of your 
application .. . equipment that has 
greater dependability, longer life 
and that requires less maintenance. 


Send in the coupon below for 
detailed information about our 
Custom-Engineered synchronous 
motors and generators . . . d-c 
motors and generators... induction 
motors... battery chargers... 
frequency changers. 


A nation-wide sales engineering 
and service organization stands 
ready to meet all User requirements. 


THE ELECTRIC 
‘PRODUCTS COMPANY. 
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ping tightly to the 


’ mounting sur- 
face. The retaining tongues provide 
ee et eee i = F 1; ¢ 1° 

fatigue tree” holding, and longer 
life says Prestole. The clips come 


in 7 SIZes. 


Steel machine screws by the mil- 
lions in a wide assortment of sizes 
may be had for immediate delivery 


saiciars 1; P aw te ‘ ceneumnal 
according to a new Hist announced 


by Sterling Bolt Co., 363 W. Erie 
St.. Chicago 7, Ill Among the 
sizes are 6/32 x 5/16, 10/24 x 

» 29 neil 

O/IZ X $, and many others I 
round ster and truss heads 


\Vix is the name of a new water- 
less*hand cleaner, said to remove 
dirt, ink, paint, etc. from hands. It 
both prevents and relieves chapped 
hands. Made from a formula with 
lanolin content, it contains no am- 
monia, lye, or other ingredient 
harmful to the skin. Made by A. C. 
Davenport & Son, Inc., 311 N. 
Desplaines St., Chicago 6, III. 


A personal air circulator that pin- 


points the flow of air where the in- 
dividual user wants it, is a new 
product of Lucas Manufacturing 
Co., 4156 N. Lowell St., Chicago 
41, Ill. Powered by a heavy duty 
electric motor, it is only 514” high, 
and can be used conveniently in of- 
fices, booths, etc. 


Dangerous, inefficient methods of 
propping up presses or die sets are 
eliminated through use of the ad- 
justable Saf-T-Prop, says Lempco 
Products, Inc., Bedford, O. The 
welded steel, cylindrical props come 
in standard sizes, up to 8” high, and 
will support a load of 10 tons. 


General Electric's Construction 
Materials Division, Bridgeport 2, 
Conn. now uses a glass braid in- 
stead of a cotton one in BX armored 
cable, sizes 14 to 10 Awg. The in- 
organic glass braid will not rot and 
is flame-proof. It also makes pos- 
sible a smaller overall diameter of 
the cable, giving a corresponding 
reduction in weight. 


An entirely new synthetic rubber 
latex for use in latex emulsion 
paints is being produced in com- 
mercial quantities by Goodyear 
Tire & Rubber Company, Akron 
16, O. It is said to give the fin- 
ished paint better scrub resistance, 
higher film hardness, less odor, ex- 
cellent film clarity, alkyd compati- 
bility, and other advantages. 





Darnell 
CASTERS 


It’s easy to select the 


right caster to meet 
your exact require- 
ments from the Darnell 
line. There are nearly 
4000 models from 
which to choose. Aill 
Darnell Casters and 
Wheels are pre-tested 
for efficiency and du- 
rability—you are as- 
sured a long life of sat- 
isfactory service. 


FREE 


Manual 
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Brass & Copper Co., 
New York. Heart of in- 
control over 10,000 
is the cabinet in the 
of the room which con- 
ims Kardex inventory control 
Pneumatic tubes lead 
} Quality control room, the 
ing and receiving depart- 
, and the processing de- 





PURCHASING MAGAZINE—A 


Office Equipment 
and Supplies section of 
PURCHASING Magazine 





CONOVER-MAST PUBLICATION 


Ww Y RK 


EAST 42ND STREET 














__ Modernize 








YOUR CATALOG 
AND BULLETIN FILES 


Bring your source information up-to-date on new and improved 
office equipment and supplies by checking the latest trade litera- 
ture listed on this page. This special office equipment section 
is in addition to the regular trade literature section on pages 


19, 21, 22 and 24! 


— When Writing to Manufacturers Direct, Please Mention PURCHASING Magazine. — 


Low Cost Whiteprinting Outfits 
Semi-Dry or Dry 


42. BULLETIN describes low-cost, 
complete Spee-Dee whiteprinting 
outfits for plants and offices. These 
portable outfits make it easy for 
anyone to produce sharp, clear, 
easy-to-read black, blue, maroon or 
sepia line positive prints by the 
moist-diazo (semi-dry) or the am- 
monia-fume (dry) method. They are 
available in three sizes accommo- 
dating prints up to 12” x 18”, 18” x 
24”, and 24” x 36”. Peck & Harvey. 


Hand Operated Letter Opener 


43. THE Lightning letter opener, 
hand operated, Model H-2, designed 
for use in offices where the volume 
of mail averages around 100 pieces 
daily, is illustrated in circular. It is 
made by The Bircher Company, 


Inc., who state that it opens all 
standard envelopes at an average 
of seventy pieces per minute with- 
out cutting contents. 


Sound Projector 


44. THE Kodascope Pageant sound 
projector, designed for 16 mm mo- 
tion-picture projection—sound and 
silent—can be operated on any 105- 
to 125-volt line, ac or de, without 
a converter, and will handle reels 
up to 2000 ft. Case is 15%4 by 13 x 
10% inches. Projector has wide- 
range, undistorted sound. Bulletin 
describes unit in detail. Eastman 
Kodak Co., Cine-Kodak Sales Divn. 


Office Type Composing Machine 


45. PRINTED matter describes the 
DSJ, office type composing machine 
made by the Ralph C. Coxhead 





_ READER SERVICE COUPON 
| MAIL TO: 


; PURCHASING—Reader Service Dept. 
| 205 East 42 Street 
| New York 17, New York 


| Circle the numbers of the trade literature items you want. 
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Corp., manufacturers of Vari-Typer. 
This machine provides a simple 
practical method for the composi- 
tion of type matter in the office. 
Variable spacing between lines 
makes for flexible layout and per- 
mits the use of different type sizes 
and styles from 6 point to 12 point, 
all on one machine. Type is inter- 
changeable. Automatic justifier in- 
serts necessary spaces to make lines 
even. Line spacing arrangement 
permits copy to be set solid or 
spaced as desired. The machine 
rules forms—single, double, verti- 
cal, dash. 


Burglary Protection 
Reduces Insurance Rates 


46. BOOKLET SC 675 on burglary 
protection describes how Remington 
Rand money chests protect money 
and valuables and reduce burglary 
insurance rates. The chests are of 
heavy tough steel, and come in va- 
riety of sizes ranging from 175 
pounds to over two tons. They can 
be installed inside Safe-Cabinets. 
The booklet gives Mercantile Safe 
Classification, and M&S _ Broad 
Form Classification for states and 
certain counties, lists risks classifi- 
cations, insurance discounts, safe, 
chest and vault classifications, M&S 
broad form policy coverage, and 
shows labels issued by Underwriters 
Laboratories, Inc. and their cover- 
age. Copy is available from Rem- 
ington Rand Inc. 
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THE FIRST TRUE DICTATING MACHINE APPLICATION 
OF “THE MAGNETIC PRINCIPLE OF RECORDING” 


REX RECORDER BEGINS... WHERE OTHER 
RECORDING MACHINES LEAVE OFF... CHECK 
THESE FEATURES WHEN BUYING .. . 


Magnetic recording is free of surface or background 
noise. Magnetic recording is erasable, therefore Pate hhae nahbll 
disc is re-usable 10,000 times or more and spot PUSRITI 
corrections can be made by dictating over ee 


mistake. Simplicity of construction, no TRANSCRIBING UNIT 


turntable, few parts and fixed recording complete with choice of 
head makes for repair-free operation. a 
Simplicity of operation (see it and operate it) 2609.00 
...as simple as that. COMBINATION UNIT 

° ° ° completely equipped for use as 
All true dictating machine features: ‘ tigi dint 
1. Immediate access to all parts of recording. sO0.00 


2. Perfect marking of length of letters and corrections: 
3. Word, phrase or sentence backspacing. 
4 


Stopping and starting without clipping of words or noise interference. 


DEALERSHIPS NOW ° Lowest price machines to install . . . 
AVAILABLE... CONTACT 
US IMMEDIATELY FOR ° ess 
FURTHER INFORMATION = maintain and operate 


EXCLUSIVE NATIONAL DISTRIBUTORS 
AMERICAN DICTATING MACHINE COMPANY, INC. 


65 Madison Avenue e New York 16, New York « Jrray Hill 4-3554 
ESTABLISHED 1923 


Lowest cost machines to 
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Ten-part purchase order 








Purchase Order Forms 
Used By Detroit Edison Co. 


A ten-part snap-out Purchase 
Order form, with identifying 
colors for each part to aid in distri- 
bution, which includes a copy to 
nable General Accounting De- 
partment to keep a record of all 
purchases of controlled materials, 
and that enables Materials 
Control Division of Purchasing De- 
partment to maintain a record of 
purchase orders requiring priority 
used by the Detroit Edison 
Company, Detroit, Mich., for order- 
ing materials, supplies, equipment 
and services, is reproduced in part 
herewith. 


\ CC ] IV 


Cc | Vv 


ratings, 


of the CMP allotment 
form is attached to copies of pur- 
chase orders for “A” products, that 
are distributed to Vendor, General 
\ccounting, Purchasing, General 
\ccounting-Bookkeeping, Materials 
Control and Stores. 

Distribution of copies varies ac- 
cording to the type of purchase, 
that is, “Stock”, “Work Order’, 
or “Contract”. Stock materials are 
those ordered by the Stores Depart- 
ment on repeating requisitions (re- 
produced on page 184, July issue 
of Purchasing) ; Work Order per- 
tains to materials and equipment 
not usually stocked which are or- 
dered directly by the using depart- 
ment and charged to their own 
operating work order; and Contract 
refers to orders issued to cover 
labor only, such orders being gen- 
erally used on construction pro- 
grams which require formal con- 
tract with the contractor. 

The form is 814” x 7” in size, 
and distribution of copies of orders 
for Stock materials, for which it is 
most frequently used, is as follows: 

lst copy, Vendor. This copy and 
the Purchasing Department Re- 
cord copy carry on the reverse side, 
the “Standard Conditions” which 
are made a part of the contract. 

2nd copy, General Accounting 
Disbursement Division. 
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DATE. 


WORK ORDER Joe 


Sie Ain x 7" 


‘ 


Bes ol 


nromme ™ CALL WOODWARD 2.2 an 


ASK FoR sover 





PLEASE FURNISH THIS COMPANY PRODUCTS SPECIFIED BELOW 


THE DETROIT EDISON COMPANY 


2000 SECOND AVENUE 
DETROIT 26, MICHIGAN 


149458 


REQ. NO 


Invoice each Carioad or shipment separately Attach origingt Bill of Lading and/or Express 
Receipts to Invoices cod Mal te above address not later thas the day following shipment. 
Abowe Purchase Order Mumber must appear on each paper and package that relates to 
oF is part of this Order 


CONSIGN TO THE DETROIT EDISON COMPANY 


MARK FOR 
SHIP VIA 
“Ff.os 
TERMS 
oriver OfLivery 
meOuIme promise 














The Setter @ accepting the Serepene Oe £4 te aff specified con 

ius Cone! the reverse side 

of rome ro & (enless _ae ited in ering) a Ay tenes Company 
Rissscces te 


All Invotces ff) pied mustcarry the following or similar cert! 
s 








We cortify that these goods were produ. 


¢ nts of 
Sections 6,7 one ary ot ‘tne Fair Labor Standards Act, o lconened. A~>y voguieti ons and ordersot tne un tea States Depar vamentet Laver leeues. under ‘Seer. on ta ther cot 


| 





THE DETROIT EDISON COMPANY 


fm compliance with 








Vendor copy of purchase order. 


3rd copy: Purchasing Depart- 
ment Record. It is filed in the In- 
voice Clearance Division. 

4th copy: General Accounting 
Department, Bookkeeping Division. 
This copy is used for maintaining a 
record of all purchases of controlled 
materials and products of steel, 
copper and aluminum, in order to 
comply with government regula- 
tions. It is also used for checking 
the allocation of work orders. 

5th copy: Purchasing Department 
Materials Control Division. This 


copy is used to check and maintain 
a record of purchase orders re- 
quiring priority ratings. 

6th, 7th, 8th, 9th and 10th copies : 
Stores Department Receiving Loca- 
tion. Upon receipt of material, the 
Stores Department forwards the 
6th copy to General Accounting, 
Disbursement Division, as a ma- 
terial receiving record to be checked 
against purchase order and invoice 
for payment of material. The 7th 
copy is forwarded to Accounting 
Service Department, Tabulating 


Special form on 2nd copy of purchase order, which is sent to General Accounting, 
Disbursement Division. This copy is held pending receipt of the invoice from vendor, 
and copy #6, (Material Receiving Record) from Stores Department for checking. 








GENERAL ACCOUNTING DEPT... 


DISBURSEMENT SECTION 
PURCHAS: 
ORSER 35 


REQ. NO 


amount | passro 


149458 
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to the stand. 


and 















STOP-STEPS 


Safety and beauty for the most fastidious bank vault. 
In silvertone aluminum or various colors of baked 
enamel. Non-slip steps. It’s glued to the floor when 
you step, yet rolls with the touch of a finger when 
unoccupied. That’s because of the famous Cramer 
‘Anchor-Cup”’ Roller, and the ball bearing casters 


SPECIFICATIONS 
$S-2 $s-3 
Fiset ANB cuscuaet ZIT” 2° R2S6hCU aS 
Top Step Height.... 18” 27 
Overall Height ...... 2134" 33 





_ Food lock 
Model SS-2 aes Model S$S-3 . 
33A ideal for bank libraries, stock for 
vaults. Just the rooms, vaults... safety 
right height a popular size 


Exclusive “Anchor-Cup” Roller 4 
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CONSTRUCTION ... precision engineered . . 


on feet with special extrusions that positively lock the stand to the floor when in use. 
Absolutely no swing . . 





MACHINE (a: f 
HOLDER ~~ 





$S-4 with Handroil 


ideal for Frozen 
with right handroil 
additional 


eee 


a : 
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OFFICE MACHINE STAND 


. of steel and aluminum. Safety domes 


. NO sway... even with heaviest loads. 


MECHANISM ... finger-tip lever lifts machine stand off domes so that it may roll easily 
on ball bearing casters. This mechanism is built-in . 
No projections. Illustrated below is the mechanism of the guard rail, the front view showing 
vise jaws for holding maching git 


. completely concealed and protected. 


ye bottom picture showing rear view when attached 





DIMENSIONS 


Overall top, with drop leaves 
extended, 38°’ wide, 17° deep. 


Center Panel of Top, 20” wide, 
17” deep. 


Drop Leaves, 9°’ wide, 17°’ deep. 
Height of top from floor, 26’’. 


Overall leg Spread, 21 34°’ wide, 
192" deep. 


ENLARGED 
VIEW OF 
SAFETY 



























Also 5 and 6- 
step sizes with 
or without hand- 
rail 


ers. Shown 


POSTURE CHAIR CO., Inc. 
































abn tla tu frorniign 


1210 Campbell 
Kansas City, Mo. 
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2. ALUMINUM STOP-STEPS: ss-2C_J $s-30C_] 
$$s-4C_J $5-5C_) $s-6C_] 
(Left, right or double Handrail on SS-4, SS-5, SS-6). 
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CONSIGN TO THE DETROIT EDISON COMPANY 














Purchasing Department Record, third copy. This copy is filed in the Invoice 
Clearance Division of Purchasing, to be used for checking against invoices by the 
buyer in event of discrepancy as to quantity or price. Notations as to partial de- 
liveries and advance payments are also posted on this copy. 


Division, for preparation of an 
[.B.M. tape record of all material 
received. Other information is also 
posted on this tape, such as quantity 
on hand and issues. 

The 9th and 10th copies are exact 
duplicates of copies 6 and 7, and 
temporarily are being used because 


of the large number of partial ship- 
ments. 


Following are the “Standard 
Conditions” printed on the back of 
the Vendor copy of the Purchase 
yrder, and the Purchasing Depart- 
ment record copy: 


STANDARD CONDITIONS 
Shipping and Billing Conditions: 
1—No charge will be allowed for box- 
ing, packaging, cartage, storage, or other 
shipping expenses unless specified in this 
Purchase Order. 
2—Products must be shipped as speci- 
fied. 
3—Any extra cost incurred from fail- 
ure to follow shipping instructions will 
be paid by the Seller. 
4—When the products specified in this 
Purchase Order are f.o.b. destination or 
f.o.b. point of shipment, freight allowed, 
the seller agrees that Edison shall have 
the benefit of any decrease in any change 
in transportation rates occurring be- 
tween the date of this Purchase Order 
and the date of shipment of products, 
and Edison agrees to pay for any in- 
crease in the transportation rate cover- 
ing such products, provided that ship- 
ment is received by the delivery prom- 
ised date or the delivery required date 
specified in this Purchase Order. 
5—Seller will prepay all transportation 
charges to f.o.b. point. On _ products 
shipped f.o.b. shipping point, the seller 
is to furnish Bill of Lading and Ship- 
ping Memorandum showing weight. 
Inspection and Acceptable Quantities: 
6—No substitution of product will be 
allowed without written consent of Edi- 
son 
7—All products furnished will be sub- 
ject to inspection and tests. Rejection by 
Edison will be considered final. In the 
event of such rejection Edison reserves 
the right either to request a replacement 
without further charge or to cancel the 
rejected products. The Seller agrees to 
assign top priority in his operations to 
any replacement of rejected products. 
\ll rejected products will be returned to 
the Seller, or elsewhere as directed by 
the Seller. The Seller will pay the ex- 
pense for the original shipment of the 
rejected products and for their prepara- 
tion for shipment and return. 
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8—Edison reserves the right, unless 
otherwise specified in this Purchase 
Order, to conduct inspection and tests at 
Edison’s election after receipt at destin- 
ation, prior to shipment, or during the 
process of manufacture. 

9—The approval of Edison Inspectors 
or failure to inspect shall not be deemed 
in any respect to be a waiver of Edison’s 
rights on the guarantee or warranty by 
the manufacturer on the products speci- 
fied in this Purchase Order or on the 
standards of workmanship that could 
normally be expected from the Seller. 
10—Products ordered according to na- 





tionally recognized specifications (speci- 
fications not published by Edison), shall 
be supplied in accordance with the lat- 
est revision thereof unless otherwise 
specified. 
11—Edison reserves the right to return 
at Seller’s expense any amount shipped 
in excess of the quantity specified in this 
Purchase Order. Normally, however, 
Edison will follow standard trade prac- 
tices in regard to the acceptance of over- 
ages. 
12—In the event of disagreement on 
quantities and shipments and the lack of 
satisfactory substantiation to Edison of 
the Seller’s count, Edison’s count will be 
accepted as final and conclusive. 
Delivery and Terms of Payment: 
13—The right is reserved by Edison to 
cancel this purchase order if deliveries 
are not made or cannot be made at the 
time specified. 
14—In regard to the Terms of Payment 
specified in this Purchase Order, in- 
voices are to be mailed not later than the 
day following shipment. If this condition 
is not observed, Edison reserves the right 
to consider the date the invoice is actu- 
ally received as the date of the invoice. 
Other Conditions: 
15—This Purchase Order shall be con- 
sidered the entire agreement between 
Edison and the Seller. Any writings 
(Please turn to page 184) 
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The 4th copy, which goes to General Accounting Department, Bookkeeping Divi- 
sion. This copy is used to keep a record of all purchases of controlled materials 
and products of steel, copper and aluminum, to comply with government regulations. 


Sixth copy. Copies 6 to 10, incl., are sent to Stores Department, Receiving Loca- 
tion. The 6th copy is sent to General accounting, Disbursement Division, as material 
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Tabulating Division, as noted in the description of copy distribution. 
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ON THIS SPOT... 


about how fo increase typing production? 


you won’t be after a “production plus” test * 


on the new Eleeli-Conomiy 


Yes, you'll really be able to “get off that spot” in a hurry once 
the new Remington Electri-conomy takes over and starts 
increasing your typing production. And that isn’t all — its 
amazing electric ease of operation actually boosts typists’ morale 

. . its distinctive, uniform typescript creates a new beauty and 
readability for correspondence and reports. 

Here, truly, is the electric typewriter that’s successfully and 

squarely meeting today’s secretarial shortage — plus the need of 
American Business to get more typing done in less time. 





* For FREE informative Electri-conomy Test right in your own office 
a or FREE literature “TAKE A LETTER’ (RE 8499) write Remington 


e Rand, Room 2368, 315 Fourth Avenue, New York 10, New York. 
“ 4a ¢€ 


THE FIRST NAME IN TYPEWRITERS 
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© Only the CUSED exacurve 


is adjustable in so many 







ways...so easily! 


‘Model 18-A 
COSC O*-: 


Executive 


$47-50 


($49.50*) 


® No other chair offers such style, 
quality, and value! And no other ex- 
ecutive chair can match the COSCO 
Executive’s six comfort adjustments, 
all made without tools! 

Durable, all-steel construction, 
with foam rubber-cushioned, saddle- 





shaped seat and one-piece base. Du Model 15-S 


Model 20-A 

Pont ‘‘Fabrilite” upholstery and Secretarial Chair Arm Chair 
Bonderized, baked-on enamel finish $32:5° $27:5° 
($33.50*) ($28.50*) 


in modern office colors. Get full de- 
Pee ee a Se 6 6 6 6 6 6 6 6 a 62 ee eee 


tails! Mail coupon today! 
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or statements by the Seller that do not 
agree with the terms specified in this 
Purchase Order, will not be effective 
unless they are accepted in writing by 
Edison. 

16—The Seller represents that no Fed- 
eral or State statute or municipal ordin- 
ance will be violated in the sale, manu- 
facture, and delivery of the products 
specified in this Purchase Order. 
17—The Seller agrees that advertising 
copy mentioning Edison or quoting the 
opinion of any of its employees will not 
be released except with written approval 
by Edison. 

18—If any products controlled by the 
seller and purchased by and delivered to 
Edison under this Purchase Order, or 
any service furnished hereunder and used 
by Edison, or any products or method 
hereafter employed by Edison by rea- 
son of the purchase made hereunder, 
shall be covered by, or protected by a 
Letters Patent or any application there- 
of, or by a copyright, the Seller, by the 
acceptance of this Purchase Order, here- 
by agrees in regard to the services, 
products or methods, specified in this 
Purchase Order, to defend in a manner 
satisfactory to Edison, every claim or 
suit which may be made or brought 
against Edison, or those who may there- 
after use the products, service or meth- 
od, for alleged infringement of any 
Patent or Copyright by reason of such 
sale or use thereof, and that the Seller 
will promptly pay all damages which 
may be assessed against Edison together 
with the cost thereof, and the Seller will 
otherwise indemnify and save harmless 
Edison. 

19—Unless otherwise specified in this 
Purchase Order, Edison shall have the 
right to purchase from any seller desired 
by Edison, repair parts, accessories and 
supplies for products purchased on this 
Purchase Order. 
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ROYAL NAMES NEW 
ROCHESTER MANAGER 


J. W. Glasgow, formerly Los An- 
geles Portable District Representa- 
tive, has been appointed District 
Manager for the Royal Typewriter 
Company, Inc., at Rochester, N. Y. 


+.¢.¢F 


DEVELOP LINE OF STORAGE 
SHELVING, MACHINE STANDS, 
CABINETS 


Announcement is made by Royal 
Metal Manufacturing, Chicago, III, 
of a complete line of steel storage 
shelving, counters, storage cabinets, 
machine stands and library shelv- 


HAMILTON MANUFACTURING CorPORATION, ! fe a by — agar 

HAMILTON MANUFACTURING CORPORATION 4 © DePt. ©-9, Columbus, Indiana i ee a ee 

COLUMBUS, INDIANA Please send, without obligation, name of | age units. The shelving line imcludes 

| nearest dealer and complete catalog. open (skeleton) and closed (bin) 

*Zone 2: Florida, Texas, and I] Western states. - type shelving, box inserts, sectional 

nok ckons cers nnknsns sidccndssccnunesescesebeeaccbapbcsansaneans 560 steel counters, office record storage 

Att co 9 BY mannan sneeeeeeee eens ceeeeeeeeennmntnncnannennenannnnnnnnne | equipment and tab card cabinets. 

LIST: —*—— SS | | U. S. Standard sheet steel gauges 

= | are used in all equipment. Also 

GI an nnn anna esevennereeeeoermreemmnnstinennrriemsunin | available, are heavy duty benches, 

Good seating ... in good taste | state oo vsmsenmnmunmntnmunsnnnnt . |! | desks and machine stands for in- 
... is good business it BA dustrial and shop use. 
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MODEL 4410 \ MODEL 4420 
Black Carrara base 







Maroon, green, gray, 
or walnut Permalite base. 
MODEL 4810 


Maroon, green, gray, or 
walnut Permalite base. 


MODEL 4820 
Black Carrara base 





Finger grip never touches ink. No chance for ink 
to touch you. 
TO SELECT OR | 


REPLACE... HERE'S 


ALL YOU DO All points instantly interchangeable, instantly ~ 


renewable in case of damage. 


“Ink-Locked” against accidental spillage. — 
leak. Won't flood. * 


Base holds 40 times more ink than ordinary foun- 
tain desk pen sets. Easy to clean as a saucer. 





»Y MODEL 4830 | 
Genuine Onyx base 
all P >> 
y) y 


MODEL 444 


Heavy glass base in black, 
clear, green, gray, or maroon. 


MODEL 484 


Heavy glass base in black, 
clear, green, gray, or maroon. 





\ “SS = 
ag MODEL 4430 


Genuine Onyx base 


Osterbrook, “444” DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 





THE ESTERBROOK PEN COMPANY OF CANADA, LTD., 92 FLEET ST., EAST; TORONTO, ONTARIO 
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Tabulate * Duplicate 


Use continuous Colitho Offset Plates or Readymasters in place of the 
ordinary paper in your tabulator and you can quickly duplicate the 
information when copies are required. You save tab time—do away 
with costly printed copy paper and your efficiency goes ’way_up. 

You'll choose Colitho Plates if you have offset duplicating equipment 
—Readymaster if you have spirit or gelatin machines. Any form can be 
preprinted on the Colitho Plate, or Readymaster. Perfect registration 
is automatic. Your duplicating department uses only inexpensive, plain 
paper to turn out completely filled-in forms—any number you need— 
accurately registered—clear and sharp. It’s the way to add more pro- 
ductiveness to your working day. 


For more information quickly, mail the coupon attached to your 
business letterhead. 


Columbia Ribbon & Carbon Mfg. Co., Inc. 
ys 150-9 Herb Hill Rd., Glen Cove, L. L., New York 
"07 Branch Offices and Distributors in Principal Cities 





COLITHO 
OFFSET PLATES 


If you have spirit or gelatin machines 
If you have an offset duplicator J . 


| 
|  READYMASTERS 
| 
| 






































© COLUMBIA RIBBON & CARBON MFG. CO., Inc. ° 
150-9 Herb Hill Road, Glen Cove, L. L., New York P-9 
1°) Please send me complete information about tabulator applications for : ° 
0 Colitho Offset Plates 0) Readymasters 

e) Name ° 

fa) Company ° 
Address 

O City. Zone State re) 
Make and Mode! of offset duplicat 

oO Make and Model of spirit duplicat re) 
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NEW ALCOA OFFICE BUILDING HAS 
PANEL HEATING AND COOLING 
SYSTEM 


Pittsburgh’s new 30-story Alcoa 
building is the nation’s first sky- 
scraper equipped with panel heating 
and cooling system that requires no 
radiators or conventional air con- 
ditioning units around the walls. 
This system has helped to “save” 
one and one-half floors in the build- 
ing since the absence of radiators 
and the lighter-than-normal build- 
ing materials and foundations allow 
the outside walls to be effectively 
about two feet thinner than those of 
conventional office buildings. 


SS 





Ceiling panels serve as radiator for 
winter heating and a cooling surface in 
the summer, The varied air conditioning 
factors are precisely controlled. 


Control of temperatures, air 
movement and humidity in the 
‘yuilding will be scientifically pre- 
cise. The aluminum-framed, pneu- 
matically sealed windows will be 
kept closed and locked except for 
cleaning. These have heat-resistant, 
green-tinted window glass designed 
to filter harmful sun rays. 

On each floor, aluminum ceiling 
panels are attached to %-inch 
aluminum pipe grids suspended 
from turnbuckles. Through _ this 
pipe, hot water will be circulated 
for winter heating and cold water 
for summer cooling. The panels are 
perforated for acoustical control. 

Hot water for the panel heating 
coils will be furnished by steam con- 
verters in the basement. Chilled wa- 
ter circulated in the coils for sum- 
mer cooling is provided by two cen- 
trifugal refrigerating compressors 
having a total capacity of 1,250 tons 
of refrigeration. 

Specifications for the heating-air 
conditioning system calls for a mini- 
mum temperature of 70 degrees in- 
doors when it is zero degrees out- 
doors, and a maximum of 80 de- 
grees when the outdoor temperature 
rises to 95 degrees. Control of the 
system is fully automatic, each floor 
being individually zoned to obtain 
desired comfort conditions. 
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Up to her neck—in poor system 


Now she’s free 


instead of several forms and writings 


Every Business Operation 


the whole 
plant suffered because of the clumsy 


She wasn’t the only victim 


system. Slipshod records were incom- 
plete or illegible. Tools loaned were 
often lost. Damage went unreported or 
overlooked. Controls broke down. No 
wonder she thought she was pilloried! 

Then a Moore man was consulted. 
He studied the system that was causing 
trouble. In its place he designed a 3-part 
continuous form for use in a Moore 


register. He combined in one writing 
a tool receipt, mechanic’s copy and an 
audit copy automatically refolded in a 
locked compartment. It saves tool loss. 
cuts damage 60%, speeds operations. 

Need help on a problem — any prob- 
lem — of this kind? Call in the Moore 
man. He offers you the widest range of 
forms anywhere. He knows how to de- 
sign the right business form for every 
for m of business. 


aa i aoe 
MOORE WV Business FORMS, INC. 


Niagara Falls, N.Y. © Denton, Tex. > Emeryville, Calif. Over 300 offices and factories ac: 


st 


Sales Books for Continuous Interleaved 


Typewriter Forms 


ss U.S. and Canada 


Fanfold Billing 
Machine Forms 


Speedisets for Fast Marginal Punched 
Carbon Extraction Business Machine Forms 
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THE FINEST OFFICES... CRESTLINE, OF COURSE 
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“Is it true 
what they say?” 


Does your next caller find the picture you have painted 


for him via your sales and advertising program? Does 
he find the efficient place of business he expects? He will 
if you have invested in the good-will that Security 
CRESTLINE Office Equipment develops. Your nearest 


Security Steel Dealer will be glad to give you all the details .. . 


no obligation, of course. 




















Grenti (| by 


SECURITY STEEL EQUIPMENT CORP., AVENEL, NEW JERSEY 

















MOORE INTRODUCES POCKET 
REGISTER WITH MEMO HOLDER 


Illustration shows a Pocket Reg- 
ister with a folding memo holder, 
announced by Moore Business 
Forms, Inc., Niagara Falls, N. Y. 
This adaption of the Moore Pocket 
Kegister was developed primarily as 
an aid to firms who need a compact 
unit for the use of service men. The 
device consists of the Moore feath- 
erweight Pocket Register with a 
hinged metal plate or clip-board at- 
tached to the right side of the reg- 
ister. The plate has a chrome-plated 
spring clip on the top for holding 
a group of separate memos. When 
not in use, the metal memo holder 
folds over the top of the register, 
forming a protective cover. The de- 
vice 1s small enough to fit in the 
pocket, holds up to 100 duplicate 
sets and contains a generous file 
compartment. 
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PORTABLE INTERCOM PLUGS INTO 
STANDARD AC OR DC OUTLET 





A new special model of Voca- 
tron, the ‘“wire-less” portable inter- 
com, product of the Vocaline Co. of 
America, Inc., Old Saybrook, Conn., 
is claimed by the manufacturer to 
give longer range operation and 
greater sensitivity than the stand- 
ard model designed for use where 
there are no unusual operating dif- 
ficulties. The new unit, Model 
CC-25-S (and standard model 
CC-2), weighs 2% pounds, and in- 
corporates a special silencing cir- 
cuit which maintains the unit in a 
static-free state while standing by 
until it is activated by a signal from 
another unit. Each unit is portable, 
and plugs into any standard 105- 
120-volt AC or DC outlet. Two, 
three or more of the units consti- 
tute a flexible intercom system 
which can be expanded or moved 
about from outlet to outlet without 
installation costs. 
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[1BM| Cleéltiic Typewriters 
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For demonstration or illustrated brochure, write 
to International Business Machines, Dept. PR-4, 
590 Madison Avenue, New York 22, New York. 
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Beat the clock! 


on every record job! 


“th Cardineer 


the world’s 
most efficient 


es file! 





Cardineer has three sides 
for guiding and flashing— 
signals constantly remind 

. ‘action required.” And, 
removable record segments allow 
work loads to be divided. 





ELIMINATE ALL WASTE MOTION 


Cardineer’s exclusive 
“facts at the fingertips” 
design cuts out costly 
opening, shutting drawers, 
walking and searching blind files. 





EASIEST FILE TO OPERATE 


A touch of the button 
brings 5500 records to the 
operator’s eyes for the 
fastest possible reference. 
Constant “V” lets you see the entire 
face of the record. 





EFFICIENCY FOR EVERY TYPE RECORD 


records, credit, employee, 
property records and 
many others can be han- 
died faster on Cardineer. See it in 
action for yourself today — the 
coupon below will bring the facts. 





serving business for over 94 years 


Diebold 


record handling systems 


2043 Mulberry Rd., S.E., Canton 2, Ohio 


( } Send complete information on Cardineer. 
{ ) Mave your systems specialist call. 


Name 





Company 
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LT, TT 


Microfilm © rotary, vertical and visible filing 
equipment ° safes, chests and vault doors 
bank vault equipment * burglar alarms 
Factory branches and dealers in all principal cities 
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LOCAL DEALERS TO HANDLE 
BURROUGHS ADDING MACHINES 


Burroughs Adding Machine 
Company announces that its adding 
machines and cash registering ma- 
chines are now available through re- 
tail stores and local dealers. Here- 
tofore the company sold these prod- 
ucts through its own sales branches. 
Under the new program, distribu- 
tion by direct company representa- 
tives has been supplemented by re- 
leasing 15 hand and electrically op- 
erated models for sale by dealers 
selected by the company. All ma- 
chines will carry the Burroughs 
guarantee and the company’s 
service organization will provide 


Maintenance service on the same ba- 


sis as with products sold through 


Burroughs branches. Larger sys- 
tems-type accounting, _ statistical 


and microfilming equipment will be 
available as in the past only through 
the company’s sales branches. 
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NEW PLANT OPENED BY 
CHARLES BRUNING COMPANY, INC. 


Incorporating the most advanced 
engineering, equipment and archi- 
tectural design, the country’s newest 
plant for sensitizing and converting 
aper, film and cloth has been put 
into operation by the Charles 
Bruning Company, Inc., manufac- 
turers of technical paper, drafting 
supplies, and Copyflex whiteprint 
machines and paper. 

The new building is at Teterboro, 
N. J., and houses the national man- 
agement offices, formerly located at 
100 Reade Street, New York, as 
well as the research laboratories 
and manufacturing operations for- 
merly located in different sites 
around metropolitan New York. 
The Bruning Company also main- 
tains four other manufacturing 
plants and 13 additional sales offices 
located strategically throughout the 
country. 

The new building at Teterboro 
has been especially designed to ob- 
tain maximum efficiency for manu- 
facturing chemically treated papers 
and film for the drafting and techni- 
cal copying fields in which the 
Bruning Company has specialized 
since 1897. Film, cloth and tracing 
paper made in the new plant will 
be distributed nationally, and paper 
will be sensitized for the eastern 
section of the country. 

The building is constructed of 
masonry, steel and concrete, is 200 
feet wide and 480 feet long, provides 
130,000 sq. ft. of floor space and oc- 

(Please turn to page 194) 





... Save on Stock Form pay envelopes 


Long square flap covers confidential 
data on printed form — and important 
morale messages can be added at 
little extra cost. 

All Shepco envelopes—Only Shepco envelopes 


have MINT-E-SEAL® 


the FLAVOR FLAP 


ENVELOPE CO. 


ONE ENVELOPE TERRACE, WORCESTER 4, MASS. 
New York Office: 1133 Broadway, N. Y. 10 


Write today for samples — Dept. 125 








Planned 
BUSINESS FORMS 








LITHOSTRIP 


Continuous, marginal punched 
forms with carbon interleaving. 








LITHOSET 


Handy, individual form sets with 
one-time carbon interleaving. 
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LITHOFOLD 


Continuous fanfold forms, fully 
or partially carbon interleaving. 
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WRITE FOR FREE FOLDER that 
tells how long you can cut forms- 
handling costs 33% and more! 


the American Lithofold 
CORPORATION 


Dept. P, 500 Bittner St., St. Lovis 15, Mo. 
OFFICES IN PRINCIPAL CITIES 
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© e F 480 
doubles 
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* Full “eye-range”’ visibility 





* Ata remarkably low price. 





* An easy portable, workable, visible system 








































































































art steel sales corp. new york 63. y., U. Ss. a. 
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THE FUTURA “VIZ-ABLES” 
ITEM DRAWER FOR CARD DIMENSIONS | SHIP 
NO. DESCRIPTION ECTIONS | CARD SIZE CAPACITY H. : . wT. 
- |F240] © Single Cabinet Futura ‘‘Viz-ables"’ 6 5x8 240 ea. side 
Complete 240 pockets 480 front & back 9” 10%” 16” 30 Ibs. 
F480| @ @ Double Cakinet Futura ‘‘Viz-ables’’ 12 5x68 480 ea. side 
‘ Complete 480‘pockets 960 front & back 9” 20” 16” 55 Ibs. 
| \'ves | Sonitary Base for F240, € @ &#=8| | 15” | 10%” | 16” | 7 tbs. 
DVB | Sanitary Base for F480 | | | 15” | 20” | 16” | 10 tbs 
Available in grey or green—locks extra Literature Available 
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Even when loaded to capacity, the 
big, roomy drawers of this STEEL AGE 
Grade A file float open smoothly ... 
easily ... ata touch of your fingertips. 
The reason is the sturdy, welded sus- 
pension—the working heart of every 
durable STEEL AGE file—mounted on 
eight ball bearings in a heavy, welded 
ladder-type frame. It all adds up to 
easier, faster, better filing. Although 
material curtailments may delay de- 
livery of these files, you’ll find the 


extra efficiency of STEEL 


Ever use a File 


a 





open? 








AGE equip- 


ment well worth waiting for. 





Corry-Jamestown Manufacturing Corp. 
Corry, Penna. 








What a difference when you switch to 


Oxford 
PENDAFLEX* 


JURY OF SECRETARIES 


CONFIRM FACT! C\ 
“File fatigue = 
diminished qv 


when 
PENDAFLEX 
was installed 
in our office.” 





Today's faster business , 
pace calls for easy L/ 
iern filing—the new 
style Pendaflex hang- 
1 folder way. Oxford 
nterviewed many office 
wor »rkers, found old style 
leldere a bottleneck, 
Pendaflex 20% faster, 
actually reducing 7 fil- 
ing motions to 3. 


. Folders hang 
on frame! 





~ Frame fits 
in - drawer! 


oS 


catalog and name of, 
urby dealer jot your name 
margin of this column and a. 


" Gxtoul [Le, 
FILING SUPPLY CO., INC. 
113 ClintonRd Garden City,N.Y. 





Instant 
reference 
_ to every folder! 
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BUSINESS FORMS: 
CARBON INTERLEAVED 


Continuous or Single Sets 


Invoices °* Sales Slips 


Shipping Records * Accounting 
and Tabulator Bookkeeping 


Machine Forms °* Any Form for 
Any Business Purpose 


NO PRICE RISE ON 
RediFixt 


W-2 
TAX FORMS 
for 1952 





Gexset 1a ‘il fod 


v 


pes siness Ouslenis Li 
/ 





DEPT. 006 
30 VESEY STREET, NEW YORK 7 
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cupies a landscaped 12% acre site 
at the intersection of Huyler and 
North Streets, Bergen County In- 
dustrial Terminal, Teterboro, N. J. 


(Continued from page 


a 


NAMED DIRECTOR OF SALES 
BORROUGHS MFG. CO. 


The appointment of Joseph E. 
Davis, formerly a district manager 
of the General Fireproofing Com- 
pany, as director of sales for the 





Joseph E. Davis 


Borroughs Manufacturing Com- 
pany, Kalamazoo, Mich., was re- 
cently announced by Frederick C. 
Matthaei, president of American 
Metal Products Co. of Detroit, of 
which Borroughs is a_ subsidiary. 
The Borroughs company is expand- 
ing its activities in the production 
of bins, steel shelving, metal office 
furniture, materials handling and 
storage equipment. 
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JOB-FITTED TALK-A-PHONE 
INTERCOMMUNICATIONS SYSTEM 


Talk-A-Phone Company, Chi- 
cago, Ill, announces a Talk-A- 
Phone ‘“‘job-fitted” intercommuni- 


cations system, with eleven optional 
features designed so that a single 
system may be adapted to any spe- 
cific requirement from a_ simple- 
inter-office system to the most elab- 
orate industrial layout. The new 
system offers as optional equipment 
each of eleven exclusive develop- 
ments. These include busy signal, 
Redipower, dynasonic performance, 
multi-magic selector, privacy hand- 
set, earphone, right-of-way relay, 
hold-a-matic pushbuttons, _ silent 
touch bar, uni-trans and conference 
features. 

The units can be delivered to in- 
clude all of the exclusive features, 
or any combination required. By 
the simple addition or omission of 
any of these features the units can 
be made to take care of complicated 
or multiple needs, ranging from 
private calls to conference, private 

(Please turn to page 196) 
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business 
man 


7 needs 
all three 


Here at long last are three 
pencils specially designed to fill 
the business executive's three 
writing needs! Research has 
shown that the business man 








* 


needs three pencils to do his 
varied writing jobs most 
efficiently. The Venus Executive 
Group is the answer: 

Venus President for memos, 
notes, general writing... 
Venus Commentator for 
corrections, extra-bold writing 
...Venus Treasurer for clear, 
sharp figures and extra-fine 
writing. All three contain 

the new, silkier homogenized 
lead... quality controlled to 
meet the most exacting 





standards. They are truly 
“the finest pencils ever made”. 
Ask your commercial stationer 
about them today... and see 

how proper pencil seleetion can 

improve the writing efheiency 

of your entire office! 


the new 


A] > a ' | 
VENUS €xecilive GROUP j 
8 pencils . . . the finest ever made . . . to fill the executive’s 3 writing needs 


AMERICAN PENCIL CO., HOBOKEN, N. J., MAKERS OF THE WORLD FAMOUS VENUS DRAWING PENCILS 
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INTENSE COLOR 
WRITTEN WITH AV 
a 


bY Ebetharg Fabe! 


for every accountant 
who uses colored pencils... 


Colorbrite, with feather-touch pres- 
sure, assures distinctive brilliance. 


for every clerk 
who reads color notations... 


Colorbrite reads easier, on colored 
paper, under fluorescent light 


for every boss 
who wants clear records... 


Colorbrite is smearproef—wetpreef — 
fedepreef — and Guaranteed 
not to break in normal use. 
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Ask your friendly stationer for Colerbrite. 


Aveilable in 24 high-visibility colers. 
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(Continued from page 194) 
and non-private, paging and remote 
use. 

With the new model there is no 
need to buy any features or units 
for the entire system which will not 
be used enough by any given unit 
to justify their installation. More 
units and features may be added as 
needed, without obsoleting original 
equipment. This makes it possible, 
for instance, to use a single 30-sta- 
tion unit with other sets which may 
require only 12-station capacity, or 
to use exclusive features on some 
sets in the installation without hav- 
ing to buy similar features for other 
stations where they have no ready 
application. 

7 + & 


NEW ENGLISH PRECISION-MADE 
AIR BRUSH 


Self-filling like a fountain pen, 
the Craftint-Conograph airbrush is 
being introduced to the American 
market by the Craftint Manufactur- 
ing Co., Cleveland 10, Ohio. The 
brush is said to be non-spilling and 
non-spitting, and can be operated 





at any angle. It is extremely versa- 
tile in operation, changing from a 
hairline control to a coarse, heavy 
spray with a lightning-fast adjust- 
ment. It holds a liberal supply of 
ink and is self cleaning. Clogging is 
prevented by a filtering device. The 
brush is made of non-corrosive 
English steel, lightweight and well 
balanced. It operates on pressures 
ranging from 20 to 40 pounds with 
equally fine results. 
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A TOUCH OF THE FINGER 


A 35-cent bottle of glycerine was 
credited with speeding up County 
Commissioners Court in its review 
of about 60,000 tax renditions, ac- 
cording to the Waco, Texas, News- 
Tribune. Commissioners said they 
were having a hard time turning 
pages in the rendition sheets, be- 
cause their fingers became so slick 
they wouldn’t stick to the pages. 
Tax Deputy Owen Hill told them 
if they’d rub a little glycerine on 
their finger tips they could turn the 
pages easier. Now every time a 
finger slips over a rendition sheet, 
into the glycerine it goes. 
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ESLEECK 


Air Mail Bond 
5 (=Tot core) oh mm Oh obloy ols) ate! 
Fidelity Onion Skin 
| Re oTo a Webbe Wm de 6 oc c= 
Prestige Onion Skin 
Superior Manifold 
WW ob bet @) ole coabt= 


Recommended for 
Thin Letterheads, Copies, 
Records, Forms, 

Advertising. 
Ideal for Air Mail, Branch 
Office and Foreign 


foe) ¢ 43-3 ole) alo lss elerse 


SEND FOR SAMPLES 


ESLEECK 


Manufacturing Company 


Turners Falls, Mass. 
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“I see Miss Hardway’s gentleman friend 
has settled down for another long wait.” \ 









































big difference 


in business forms, too ! 


it’s the difference in how they work. 
Standard Register continuous forms 
work on modern office machines to give 
you continuous production of accurate 
records. No needless waits for important 
documents. If you’ve ever had trouble 
feeding and aligning continuous forms— 
check Standard’s Operational Warranty. 

Any Standard Register form you buy 
(continuous or Zipset) is specifically 
designed to simplify a job—to eliminate 
wasteful form handling; reduce the num- 





ber of forms; improve system procedure. 
You get skilled service in Paperwork 
Simplification from Standard’s Repre- 
sentative. 

Standard Register forms and special- 
ized mechanical equipment are saving 
untold thousands of dollars for 93 of 
the 100 largest firms in U.S.—and 65,000 
others too. 

Phone The Standard Register Com- 
pany in your city. Or write us at 409 
Campbell St., Dayton 1, Ohio. 


STANDARD REGISTER 
labor Saving Business Forms and Devices 


ORIGINATORS OF MARGINALLY-PUNCHED CONTINUOUS FORMS 
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PAPERWORK SIMPLIFICATION: What 
happens when better business forms 
are scientifically applied. 





Maintenance Order System. See 
how an Ohio manufacturer controls 
this function with simple but com- 
plete handwritten records; makes 
Paperwork “a major management 
tool for cutting costs." Write for 
free Maintenance folder.* 





Utility Billing. Eastern company re- 
places all former customer records 
with two punched cards; bills 570,000 
users monthly employing tabulating 
machines, Kant-Slip continuous forms 
and Standard's Rotary imprinter. Full 
story in PS. 26.* 





Automatic Line Finder, ‘‘vertical 
tabulator" for your typewriter or 
bookkeeping machine, speeds rec- 
ord production, by enabling oper- 
ator to type continuously.” 





Zipset forms-with-carbons eliminate 
expensive “paper-shuffling."” Write 
for free folder and sample forms 
applicable to your business.* 


*Write on your business letterhead, 
please, for litercture desired. 

THE STANDARD REGISTER COMPANY 
409 Campbell St., Dayton 1, Ohio 
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Tip trom 
\merica’s Top Secretaries 


"The numbered 

scale edge is a 

time-saver and 

ereat convenience" 
ays ADELAIDE SMART ae 
Secretary to & 
Richard S. Morse 

President of the 

National Research 

Corporation 

Cambridge, Mass. 





ster's MultiKopy Micrometric 
yarbon Paper helps secretaries 
turn out neater work faster. It 
aves time wasted in re-typing 
letters; cuts costs in day-to-day 
ffice operations. 


Micrometric's numbered scale edge 
hows exactly how many lines of 
typing space remain on every page. 
Letters can be centered and spaced 
perfectly with no "guesswork", no 
ianger of running over the page. 
etters look better, too, because 
Micrometric impressions are always 
lean and sharp. And with the 
incoated scale edge it's easy to 
remove carbon sheets without 
smudging 
Micrometric's long-lasting coating 
and the exclusive numbered scale 
edge cost no more than other high 
quality carbons. You'll find 
Micrometric at stationers every- 
where along with a complete line of 


Webster typewriter ribbons and duplicating supplies. Orwrite to 


F.$. WEBSTER COMPANY 


7 Amherst Street, Cambridge 42, Mass. 
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PICTOGRAPHS ON 
PRESSURE-SENSITIVE TAPE 


Pictographs on pressure-sensitive 
tapes have now been incorporated 
into the simplified method of graphic 
chart construction developed by 
Chart-Pak, Inc., Stamford, Conn, 
These “PictoTapes” enable anyone 
to make professional looking graphic 
charts which put life into dry statis- 
tics. 
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Charts made with PictoTapes 


Designed by the Pictograph Cor- 
poration, the initial patterns include 
figures of men, women, children, 
stacks of coins and stacks. of bills. 
Many other symbols will be avail- 
able. 

Each symbol is repeat-printed on 
rolls of self-adhering tapes, 54” 
wide and 300” long. The PictoTapes 
are easy to use for chart construc- 
tion since they adhere readily to 
many materials, such as paper, cloth 
or plastics. They were especially 
designed to supplement the standard 
statistical patterns which Chart- 
Pak now supplies. Picture charts 
can now be “drawn” simply by ap- 
plying the PictoTapes from the roll 
to the Chart-Pak charting board. 

Additional information can be ob- 
tained by writing the manufacturer, 
Chart-Pak, Inc., Stamford, Conn. 
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PLAN FOR “RECORD SURVIVAL" 
SHOULD ATOMIC WAR STRIKE 


While Washington is busy gird- 
ing the nation’s defenses and im- 
proving the military effort, the 
country’s businessmen, large and 
small, are laying their own plans 
for safeguarding vital business rec- 
ords. In part, they are learning the 
lesson of proper record protection 
from the experiences of our World 
War II allies, whose factories were 
devastated and vital drawings, pro 
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duction data and specifications de- 
stroved in the inferno of bombing 
attacks. In England, the snarl of 
missing land titles, personnel rec- 
ords, inventory records and thou- 
sands of other records and draw- 
ings have yet to be untangled com- 
pletely. The burden of attempting 
to reconstruct such records has 
been phenomenal, and authorities 
agree that in some cases reconstruc- 
tion is impossible. 

With such lessons confronting 
them, American businesses are set- 
ting up individual plans to forestall 
such occurrences here should atom- 
ic attack take place. Exactly what 
these survival plans and methods 
are, is the subject of a new com- 
prehensive book published by -Die- 
bold, Incorporated. Prepared and 
introduced to help all types of busi- 
nessmen in evaluating their particu- 
lar record survival problems, this 
book covers such subjects as: The 
Problems of a Record Protection 
Program, Which Records to Pro- 
tect, Protection Methods, Selecting 
Equipment, Split-Risk Storage, 
and Planning Reconstruction. 

Business executives can obtain 
a copy of “Platt for Record Sur- 
vival” gratis by writing Diebold, 
Incorporated, Flofilm Division, 
Canton 2, Ohio. 
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CUSTOM ADDING MACHINE CUTS 
OPERATING NOISE IN HALF 





Victor Adding Machine Com- 
pany, 3900 N. Rockwell St., Chi- 
cago 18, Iil., has introduced its “Su- 
per Ouiet’”’ custom adding machine 
—said to reduce machine noise up 
to 54% over other machines tested. 
Victor engineers, working closely 
with sound technicians of the Ar- 
mour Research Foundation, de- 
veloped the model after many 
months of exhaustive tests and ex- 
perimentation. 

The noise reduction is accom- 
plished by “floating” the entire in- 
ner mechanism of the: machine so 
that it does not come in contact with 
the sound-reducing case. The work- 
Ing parts of the machine are thus 
isolated from the case so that the 
fase can no longer act as a sound- 
ing board to amplify operating noise. 


SEPTEMBER, 1952 


















| Dare You 


fo try this with any other 
loose-leaf sheet! 





KEEP RECORDS SAFE 


Your valuable records won’t tear 
out of their ring binders and get 
lost—not with B&P NO-TEAR 
Sheets. One single B&P 
NO-TEAR Sheet (see 
right) will actually 
support the whole weight 
of a full, stiff-covered ring 
book without tearing out 
at the holes— proof 
of their remarkable 
Strength. 


SAVE TIME 
retyping and 
replacing torn 

sheets and indexes. 
Save space, too— 
30% less bulk than 
patch reinforce- 
ments. NO-TEAR 
Sheets come in 

rulings and sizes 

for every purpose; 

in paper for practically 
every reproduction method. 
See your Stationer. 


Muslin Strip 
Welded)” 
€0 paper 


coor 


= Mail this coupon .. FREE SAMPLE 


OF B&P NO-TEAR SHEET NO OBLIGATION. 





Company 





EES oa 


Address 


| Boorum €- Pease xen 
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ACCURATE RECORD CONTROL 
PURCHASING, INVENTORY 
PRODUCTION 


Che advantages of vertical-visible 
es for record handling are set 
forth in two new product folders re- 
leased by Diebold, Inc., Canton 2, 
Ohio. The first folder covers the 
ompany’s new V-Dex file, graph- 
ically illustrating the unusual con- 
trol factors for individual record 
follow-up and other important fea- 
tures, such as fast reference and 
quick expansion. Another type of 
vertical-visible file, TraDex, is re- 
viewed in a second folder which de- 
scribes the accurate control possible 

purchasing, inventory and pro- 
luction records, and illustrates the 
application of TraDex to these rec- 
ord-keeping routines. 


Cy 
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HAND ADDRESSING MACHINE 
MARKETED BY DIEBOLD 


A simple, economical hand ad- 
dressing machine known as_ the 
Card-A-Dresser is being produced 
by Diebold, Inc., Canton, Ohio. The 
new unit is practical for heading up 
statements, ledgers, paychecks, pro- 
duction orders, labels, piecework 
slips, and addressing follow-ups, 
labels, notices of shipment, bills of 


lading, and production orders, and 
other tasks. The kit consists of the 
Card-A-Dresser, carbon ribbon and 
fluid. Here’s how it works: 1— 
Type the copy once using carbon 





The Diebold Card-A-Dresser Set 


ribbons as backing under desired 
reproducible copy. 2—Saturate felt 
pad of Card-A-Dresser with fluid 
from kit. 3—Brush fluid from felt 
pad to each piece to be addressed. 
4—Apply copy and roll with roller. 
Up to one hundred reproductions 
can be made from one typing. 
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“GIANT BRAIN” CAN REMEMBER 
102,400 “WORDS”—PROBLEMS 
CALCULATED IN MILLISECONDS 


A new “giant brain” which has a 
controlled memory capacity of 102,- 
400 nine-digit “words” and the abil- 
ity to solve a 10 digit mathematic 





problem in three milliseconds, was 
recently unveiled in New York by 
the Electronic Computer Corp., 160 
Avenue of the Americas, New York, 
N. Y. The Elecom 100, as it is 
called, is termed the first low-cost, 
general purpose electronic compu- 
ter of its type to be put on the mar- 
ket. 

The Elecom 100 will be mass- 
produced for general use by busi- 
ness and industry. Relatively small 
in size compared to the older room- 
size computers which cost several 
millions, it sells for $62,500. De- 
signed for use by scientists and en- 
gineers in industrial research la- 
boratories it is expected to save 
thousands of dollars and countless 
hours of time in the computation of 
complex technical problems. 

“The completion of the compu- 
ter’, Dr. Samuel Lubkin, president 
and chief engineer of Elecom, said 
“is another step toward the second 
phase of the industrial revolution. 
The first phase saw the mechaniza- 
tion of musclepower; the second 
phase is the mechanization and elec- 
trification of brainpower. Complete- 
ly automatic factories, automatic 
sales record, automatic inventory 
control and accounting, as well as 
all types of automatic record-keep- 
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2200 Koh-I-Noor Graphite Leads 
17 Degrees of Accurate Grading 


Recognized by Draftsmen the World Over 
for Dependable Service 


Packed Six of a Degree 
in a Protective box 


Smoothness, Strength, Uniformity 












2200 KOH-I-NOOR 
FLEXICOLOR LEADS 


“The Lead That is Really Flexible” 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


All the above leads for use in 
1504, 1511, 5611 or 5612 Holders 
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Are Your Catalog and Information 
Files Up-to-Date? 


Here’s a way to add the latest data on new de- 
velopments to your catalog and information files 
with a minimum of effort. 


The Reader Service Department of Purchasing 
Magazine will obtain for you any of the new trade 
literature listed on pages 19, 21, 22, 24, and 178. 


Use the convenient coupons on pages 19 and 178. 
Simply circle the numbers of the items on which 


you want literature or further information. 


Check these pages now, mentioning month of issue, 
and send your request to: 


Reader Service Department 
PURCHASING MAGAZINE 
205 E. 42nd St., New York 17, N. Y. 
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ing and data-handling are no longer 
4 dream, but a reality. Electronic 
computers in the next decade will 
7 revolutionize office procedure and 
bring about vast changes in science 
and engineering.” . 

The new computer consists of 
three units, a conventional-type of- 
fice desk at which the operator sits, 
4 metal drum “memory” unit the 
. shape of a water cooler, and the 
l computer proper which is housed in 
: five steel cabinets joined in a semi- 
circle. It operates on standard 120 
3 volts alternating current and can be 
: readily moved about as the units are 
7 mounted on casters. 
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' UNDERWOOD INTRODUCES NEW 
PORTABLE TYPEWRITER 














n designing continuous business forms, originality may 
a The Finger Flite Champion is or may not be an advantage. You spend hours—maybe 








the name of new portable type- days—of hard work, laying out a form that meets your 
writer being introduced by the Un- 


: ae requirements. Then you find that an excellent form for 
derwood Corporation, One Park the same purpose has already been created by someone 
Ave., New York, N. Y. Underwood 


‘ : else. The duplication of effort has cost you plenty! 
states that with this new portable P you p y 


there are no difficulties involved in Before you start a job like that, say to yourself: “I 
transferring from a standard to a wonder whether somebody else has worked out a form 
portable machine. The distances and like this. Maybe I'd better look around first.’’ 

intervals between the keys on the 

kevboard are exactly the same as A good place to begin is our Forms Library, containing 
standard typewriters. Improved thousands of continuous forms designed for every con- 
“See-Set”” margins make it possible ceivable purpose. The number of man-hours of planning 
to set both right and left margins represented here is incalculable. This clearing house of 
to any predetermined writing line ideas is at your service, without obligation. 

width. “Key Set” tabulation enables ; 

setting or clearing tab stops right Just mail the coupon, telling us the kind of forms to be 
from the keyboard just like a designed, nature of your business, and machines used. 
standard machine. The new porta- We will gladly prepare a folder containing typical sam- 
ble contains more than forty im- ples used by other firms. 


provements to provide easier, faster 
work—these include longer line 


é 
space lever, easier to read paper 


UTOGRAPHIC REGISTER COMPANY Ft 


AUTOGRAPHIC REGISTER COMPANY 


























: tp a J | Hoboken, New Jersey | 
scale, trij le reinte rced main trame, We would like to receive a folder of sample continvous 
and quieter all around operation. POO EAE + --. ! 

| kind of forms | 
"> - ¢$ Rep ee ee 
BUSINESS FORMS ' papi 
FINISHED COPIES IN LESS The nature of our business is... . 6. 66 cc ee eee eee enee " 
THAN A MINUTE cuntnaneieaiiiiaititaines F cdashdguivatackssataansessteoe eet 
Photo-exact, finished copies of 219 7th Street, Hoboken, New Jersey I: a adscabendiausednesesogillll 
any office record can now be made I o codnadacedecec ce +o p(neee | 
in less than a minute without de- : fp | sneer ae I 
veloping, washing, fixing or drying. EF plea \ 
Copyfix, is the name of this amazing ceciet ante —  ¢« StTATS......... ’ 
— (Please turn to page 202) — — «es ass oe aoe aoe ae aes aoe 
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: sharp * 
g purchasing agent 


Mr. No. 1 in the eyes of his firm 

and fellow employees because he’s 
> “APSCO SHARP.” It’s easy to 

keep everybody happy by providing 

APSCO Sharpeners in handy 

places. They increase “efficiency 

time” and insure faster, neater work. 


The Dandy model shown above 
features the patented “pencil “x 
saver” automatic feed and the 
convenient pull-out drawer for easier 
4 shavings disposal. Like all APSCO 
4 Sharpeners, it contains the 
. positive point stop which guarantees 
a perfect point everytime. 





There’s an APSCO Sharpener for every 
pencil sharpening need. Look for the APSCO 
Trade Mark, it’s your assurance of quality. 


2)? 
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(Continued from page 201) 
development which makes finished, 
photo-exact, positive copies of any 
record, regardless of type or color, 
from originals up to 14” wide in any 
length. : 

Extremely small, light and com- 
pact, Copyfix takes not much more 
space than dictating equipment. No 
special installation is required—the 
machine operates after being 
plugged into any electrical outlet. 
No darkroom is needed. 





The positive copy is ready for immedi- 
ate use 


Just place the record to be copied 
face to face with a sheet of Copyfix 
negative paper on the printer and 
expose. Remove them from the 
printer and place the exposed nega- 
tive paper with a sheet of positive 
Copyfix paper in the machine. In 
about ten seconds, the two sheets 
will emerge from the rear slot of the 
machine. Peel them apart and you 
have a perfect positive copy for im- 
mediate use. For further informa- 
tion contact the nearest Remington 
Rand Business Equipment Center 
or write to Remington Rand, Inc., 
315 Fourth Avenue, New York, 
N. Y. 

e ¢€¢.24 
ANNOUNCE NEW DIRECT IMAGE 
OFFSET PRINTING PLATE 


New direct image paper plate, de- 
veloped especially for offset printing 
machines, has been placed on the 
market by the American Stencil 
Manufacturing Company, Denver, 
Colo. It is designed, according to 
the company, to give offset opera- 
tors a virtually trouble-free perform- 
ance. Known as the Sure-Right 
Direct Image Plate, it is said to be 
asurance of dimensional stability 
and complete elimination of scum- 
ming-up if the plate is used as di- 
rected; also, operators can get the 
results they want on the first copy 
rather than wasting several copies 
before the run is made. The plates 
are available in three types. 
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“G-E TUBES HELP VICTOREEN 
BUILD INSTRUMENTS ON FAST SCHEDULE!” 


Saye H. B. Galvin, Chief Electronics Engineer, 


Victoreen Instrument Company, Special 
Products Division, New London, Ohio. 


‘O“" manufacturing work requires that many 


of the tubes we use operate up to top 
limits. So G-E tubes—thyratrons, rectifiers, glow 
tubes, pulse-amplifier types—must “take it’, 
and they do! As a result, our machine downtime 
from tube causes is low, which keeps our 
production steady. Dependability of G-E tubes 
also aids us in testing, where we use the newest 
electronic methods. . .. Tube delivery service 
too is excellent. And G. E. cooperates with us 


in suggesting steps to secure maximum tube life. 
* * * 


Victoreen Instrument Company gets reliable 
performance and long life from G-E tubes 
through sound tube practices. 

Forced-air cooling, where needed, is applied 
in the right volume and carefully maintained. 
New mercury-vapor tubes get a half-hour run-in 
period—also, automatic timing circuits prevent 
switching high voltage into tubes of this type 
before the cathodes have warmed up. 


How these and other conservation steps will 
increase the value of your tube investment, your 
local G-E tube distributor will be glad to show 
you. Telephone him today! Tube Department, 
General Electric Company, Schenectady 5, N. Y. 
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USES 55 ELECTRONIC TUBES! Automatic in operation, this test 
equipment comprehensively checks electrical characteristics 
of the products built by Victoreen Instrument Company, 
recording the results on punch cards. 


ELECTRIC 


61-184 
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ST. LOUIS ASSOCIATION 
NAMES 1952-53 OFFICERS 


R. H. Sperreng, Union Electric Com- 
any of Missouri, has been elected presi- 
i of the Purchasing Agents Associa- 

St. Louis for 1952-53. 

Other new officers are: 

George S. Forbes, Century Electric 
Company, first vice-president; Frank J. 

MecQuay-Norris Mfg. Company, 
md vice-president; J. M. Tyler, 
Gruendler Crusher and Pulverizer Com- 
pany, secretary ; Charles D. Hoffman, A. 
Leschen & Sons Rope Company, treas- 
u Warren J. Matthews, Falstaff 
Brewing Corporation, national director. 
Members of the executive committee 
B. O. Belknap, National Lead Com- 
(Titanium Division); Earl B. 
Boub, Star Mfg. Company; Arnold G. 
Ider, Landis Machine Company. 
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NEW YORK ASSOCIATION NAMES 
COMMITTEE CHAIRMEN 


President John F. Snedeker of the 
irchasing Agents Association of New 
York has announced the following chair- 
yf various standing committees for 
coming year: 

Advisory, Walter E. Cummin; at- 
tendance, Joseph F. Schultz; auditing, 
Arthur H. Swanson; dinner, L. A. Nor- 

educational, Edward M. Krech; 
eligibility, Monroe D. Niblette; forum, 
Stanley W. MacKenzie; membership, 
Howard M. Van Cleaf; membership par- 
ticipation, Raymond P. Kane; nominat- 

Donald H. Lyons; outside activities, 
Merritt A. Cline; program, Michael D. 


MacBurney; reception, William F. Rae, 
Ty 
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NEW ASSOCIATION FORMED AT 
CORPUS CHRISTI, TEX. 


\ new association, to be known as The 
‘ulf Coast Purchasing Association, was 
formed recently at Corpus Christi, Tex. 
[he group originated three and a half 

irs ago with five members getting 

gether informally for lunch. It now has 
membership of 30. A majority of the 
mbers who are members of the Hous- 
on association plan to continue their 
affiliation with N.A.P.A. through the 
Purchasing Agents Association of Hou- 
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ston until such time as the new group 
applies for affiliation directly with the 
national. 

Victor VerMilyea, La Gloria Corpora- 
tion, was elected the first president of 
the new association. Other officers are: 
Wilber W. Adcock, Corn Products Re- 
fining Company, vice-president, and Vir- 
gil W. Greene, Reynolds Metals Com- 
pany, secretary-treasurer. 

The association will solicit membership 
of buyers in the Gulf Coast area 
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CINCINNATI GOLF PARTY 

A Golf and Get-Together Party was 
held by the Purchasing Agents Associa- 
tion of Cincinnati at the Clovernook 
Country Club on Tuesday, August 19. 
Cards and story-swapping were the fea- 
tures for the “indoor” man, golf for the 
“outdoor” man. Luncheon was served be- 
fore golf got under way, and dinner was 
served continuously from 5:30 to 8 p.m 








CHICAGO WOMEN’S GROUP 
TOURS BRIDGEPORT BRASS 


The Women’s Division of the Pur- 
chasing Agents Association of Chicago 
held a plant visitation at the Bridgeport 
3rass Company mill in Indianapolis, Ind., 
on Friday, July 25. 

Alice Rowbotham, retiring president of 
the division, and Helen D. Hoffman, 
newly elected president, were hostesses 
at a luncheon held in the Kungsholm 
Restaurant on July 19. Their guests were 
the old and new board of governors and 
newly-elected officers. 
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CENTRAL MICHIGAN ASSOCIATION 
NAMES COMMITTEE CHAIRMEN 


Committee chairmen for the coming 
business year for the Purchasing Agents 
Association of Central Michigan, are as 
follows: 

National public relations, Nelson Gib- 

(Please turn to page 208) 


Milwaukee Association Officers 








Milwaukee Journal Photo 
New officers of the Milwaukee Purchasing Agents Association at a recent meeting. Seated, 
l. to r., Harold J. Jungbluth, The Oilgear Co., secretary; Kenneth E. Groth, Stolper Steel 
Products Co., president. Standing, |. to r., F. S. Perkins, Globe Steel Tube Co., national 
director; G. L. Altman, Maysteel Products Co., treasurer; Carl W. Failmezger, Socony Vacuum 
Co., vice-president. 
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Bell & Howell's precision motion picture equipment deserves 
and receives the greatest care in packing. Here veteran 
packer Elmo Locket seals camera shipments with dust-tight 


HOW BELL & HOWELL 


CUT 


MMED TAPE 


CONSUMPTION BY 8% 


Here is another example why 
America’s blue ribbon companies 
prefer Blue Ribbon gummed tape. 
Bell & Howell saved money by 
switching over to this superstandard 
brand. To put it in their own words: 

“We have spared no expense in de- 
signing our precision movie cameras 
and equipment. So in packing for 
delivery, it is only logical to use the 
finest materials here too. Blue Rib- 
bon Superstandard Gummed Tape 
costs us a little more than ordinary 
gummed tapes in first price, but its 
strength and super-adhesion repays 
us many times over. 

“Blue Ribbon has actually re- 
duced our tape consumption by 
about 8%, by eliminating waste. No 


HUDSON PULP & PAPER CORP. veer. 
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double strips are needed, and we can 
use the last inch of every roll with- 
out trouble from excess curl.” 

Bell & Howell’s experience is not 
unusual. In shipping room after 
shipping room, where large volume 
taping is done, Blue Ribbon has 
speeded up application, reduced 
labor costs and damage claims, and 
has actually saved money for the 
user. This tape gives top perform- 
ance under all temperature and 
humidity conditions. 

Blue Ribbon—the unique super- 
standard gummed tape—can reduce 
your tape consumption too. Try it 
for one month. Prove its surprising 
economy and speedier action to your 
own satisfaction! 


505 PARK AVENUE, NEW YORK 22, NEW YORK 
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closures of Blue Ribbon Superstandard Gummed Tape. The 
faster action of Blue Ribbon lets him tape cartons without 
wasting time with excess rubbing to make the tape stick. 
















































Blue Ribbon sticks tight quickly, with 
one firm sweep of hands. No time lost 
waiting for adhesive to set up. 








It is Supple-ized* for faster sealing. 
This exclusive Hudson process makes the 


tape more flexible, controls curling. 
*Copyright 


Blue Kiblbou 
SUPERSTANDARD GUMMED TAPE 


Available plain printed, 
in choice of widths, weights, 


engths, ond colors 




















,. with 
STAR 
DE 


For cutting time while cut- 
ting metal, nothing has 
ever beaten STAR ‘hack- 
saw blades, frames, and 
metal-cutting band saw 
blades. 





Tell your supplier you 
want STAR — the blades 
most people buy. 


Sold only through 
recognized distributors 


CLEMSON BROS., Inc. 


“dd Yes MIDDLETOWN, N.Y., U.S.A. 
¥ Mokers of Hand ond Power Hack Saw Blodes, 

Fromes, Metol Cutting Band Sow Blades 
— ond Clemson Lown Machines. 
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(Continued from page 204) 

bins; education, Stanley Bien; attendance 
and house, Jim Shapiro; publicity and 
public relations, Norris Smith; hospital- 
ity, Malcolm Stuart; sick and visitation, 
B. A. Deibert; finance and audit, Lewis 
Lockwood; constitution and installation, 
Lyman Schafer. 
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WASHINGTON ASSOCIATION 
STARTS BOWLING TOURNAMENT 


The sixth annual bowling tournament 
of the Purchasing Agents Association of 
Washington will start at the Queen Anne 
Bowling Alleys, Seattle, on September & 
The league will consist of eight teams 
of five men each and will bowl on Mon 
day nights for thirty-two nights, finishing 
April 13, 1953. 
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CENTRAL N. Y. CLAMBAKE 
A BIG SUCCESS 


Upwards of 700 purchasing agents and 
their salesmen guests enjoyed the annual 
clambake staged by the Central New 
York Purchasing Agents Association at 
Hinerwadel’s Grove, Syracuse, on July 
24. The bake is reported to have been 
the most successful in the history of the 
annual event. 





DALLAS ASSOCIATION HOLDS 
OUTING AND BARBECUE 


Members of the Purchasing Agents 
Association of Dallas were guests of 
Briggs-Weaver Machinery Company for 
the August 15 meeting of the group. 
Gathering at the company’s B-Bar-W 
Lodge, Grapevine Lake, the purchasing 
men enjoyed a day of entertainment, fine 
barbecued food, and cards. 

Guest speaker at the evening meeting 
was Eugene Butler, vice president and 
editor of the “Progressive Farmer’, who 
recently returned from an inspection trip 
to Europe. 

Among the new members of the asso- 
ciation are: LeeRoy Johnson, Walker's 
Austex Chili Company; D. P. Miller, 
Texlite, Inc.; Richard D. Aubrey, Busi- 
ness Managers, Inc.; Vance Helstrom, 
Byrd Oil Corporation; and A. D. Griz- 
zelle, Doran Chevrolet, Inc. 


NEW CHATTANOOGA 
SECRETARY 


I.. A. Beyer, Gilman Paint and Varnish 
Company, Chattanooga, Tenn., is the 
new secretarv of the Purchasing Agents 
Association of Chattanooga. 





Paducah Association Formed 


By 


. 


On July 8th the Paducah Purchasing 
Agents Association elected its first slate 
of officers. Organized in June and affili- 
ated with the Purchasing Agents Asso 
ciation of Louisville, the Paducah group 
has a membership roster of 18 and will 
become independent as soon as it obtains 
35 or more members. The officers shown 
in the picture above are (seated, from 
left): Phil L. Magruder of Modine 
Manufacturing Co., vice president; Sey- 
mour T. Hull of the F. H. McGraw Co., 
president; Ben W. Clary of Union Car- 
bide and Carbon Chemicals Corp., second 
vice president; Robert G. Redmon of 
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Pittsburgh Metallurgical Co., director; 
standing are (from left) : Cecil C. Rob- 
erts of Union Carbide and Carbon Chem- 
icals, treasurer; W. C. Auld of F. H. 
McGraw Co., director; and N. W. Gate- 
wood of Union Carbide and Carbon 
Chemicals, secretary. (Milton F. Olson 
of F. H. McGraw Co., assistant secre- 
tary; and W. C. Jennings of Union Car- 
bide and Carbon (Chemicals, director, 
were not present when the picture was 
taken). Thor C. Laugesen, president of 
the Louisville Association, and Thomas 
A. Miller, Louisville, installed the new 
officers. 
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The way 
to grease modern motors 
is DON’T! 














h The modern, pre-lubricated Life-Line consigned greased fittings to the motor 
museum almost ten years ago—and did away with faulty lubrication. 

Think what it means. No more incorrectly greased motors. No failures from 
overlubrication, from under lubrication . . . from use of incorrect or dirty grease. 


Correct lubrication is sealed in... in advance. 

Result? Longer motor life. Over a half million pre-/ubricated Life-Line motors 
operating in every conceivable type of application have proved that outages from 
incorrect lubrication have been eliminated completely. 

Take the case of an eastern manufacturer, for example. Motors were installed 
high on a press—out of reach of a maintenance man. Consequently, motor 
lubrication was forgotten. Bearings failed—windings burned. Then pre-lubri- 
cated Life-Lines were installed. Failures disappeared. Today, motors are still 
forgotten—but safely. 

Remember, the way to lubricate a modern motor is don’t. And, to spot a truly 
pre-lubricated motor, look for a motor that has no grease fittings. You’ll know 
then it needs no greasing attention. You'll find your answer in Life-Lines. 

Ask your nearby Westinghouse representative for a copy of “Facts on Pre- 
lubricated Bearings, B-4378”’, and for all the reasons why Life-Lines offer you 
more service on the job... less servicing. Or write Westinghouse Electric 
Corporation, P. O. Box 868, Pittsburgh 30, Pennsylvania, J-21682 
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ob you can 6E SURE...1¢ 17S 
: Westinghouse 
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INDOORS and OUTDOORS 
YOUR 
BEST protection 
FOR 
FLAMMABLE LIQUID, 
GAS AND ELECTRICAL 
FIRES 


ANSUL orem 


FIRE EXTINGUISHING 
EQUIPMENT 























' Flammable Liquid Fires Gas Fires Electrical Fires 


Ansul Dry Chemical Fire Extinguishing 


HAND PORTABLES Equipment has world-wide recognition as 


« preferred protection for flammable liquid, 

WHEELED PORTABLES gas and electrical hazards. Yet a surprising 

° number of Ansul Extinguishers are used to 

STATIONARY protect textile mills and paper mills against 

EXTINGUISHERS serious loss from surface fires such as occur 
AND 


in textile lint and combustible paper dust. 
PIPED SYSTEMS ; “sae . 
6 The textile and paper making industries rely 


TRUCK MOUNTS on Ansul Extinguishers for quick control of 
TRAILERS AND dangerous flash fires in class “A” (ordinary 


SELF-PROPELLED combustible) materials. Any remaining em- 
UNITS bers are quenched with small quantities of 
& 


water, thereby keeping water damage at a 
minimum. 

Surface fires in textile lint and combustible 
dusts spread rapidly. They need quick con- 
trol. If you have serious lint or dust hazards, 
talk with your Ansul representative. He may 


have suggestions to reduce fire damage and 
lost production time. 





Send for File No. 941. You will receive 
a variety of helpful printed matter. 
Included is our latest catalog which 
describes Ansul Extinguishers of all 
sizes —- from the small Ansul Model 4 
to Ansul Piped systems and Ansul 
2000 Ib. Stationary Units. 


ANSUL 


CHEMICAL COMPANY 


Fire Extinguisher Division 


MARINETTE ¢ WISCONSIN 
ITIES IN THE U.S.A., CANADA AND OTHER COUNTRIES 
Ic RE RANTS AND REFRIGERATION PRODUCTS 























N.1.G.P. ANNUAL AT EDGEWATER 
BEACH HOTEL CHICAGO, 
OCTOBER 19-22 


The National Institute of Governmen- 
tal Purchasing will hold its Seventh 
Annual International Public Purchasing 
Forum and Products Exhibit at the 
Edgewater Beach Hotel, Chicago, IIL, 
October 19-22. Announcing that arrange- 
ments have been completed for a_prac- 
tical program that will cover the funda- 
mentals of public buying, General Con- 
ference Chairman John F. Ward, City 
Purchasing Agent of Chicago, states that 
there will be no formal speeches in 
the professional sessions, that such ses- 
sions. will consist of round table dis- 
cussions and forums led by experienced 
public purchasing executives. The gen- 
eral theme of the meeting is “More 
Value for the Tax Dollar.” 

As at previous annual meetings, the 
Chicago convention will feature a large 
diversified products exhibit. Detailed in- 
formation in regard to the general pro- 
gram, exhibits, and reservations is avail- 
able from either Albert H. Hall, execu- 
tive director, National Institute of 
Governmental Purchasing, 730 Jackson 
Place, N.W., Washington, D. C., or 
John F. Ward, City Purchasing Agent, 
Department of Purchases, Contracts and 
Supplies, Chicago 2, IIl. 
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NATIONAL ASSOCIATION OF 
MACHINERY IMPORTERS ORGANIZED 


The leading American importers of 
European machinery announce the for- 
mation of the American Association of 
Machinery Importers, Inc., with head- 
quarters at 115 Broadway, New York, 
N. Y. The aim and purpose of the asso- 
ciation is to assure the American machine 
tool buyer that only the finest equipment 
will be imported and distributed by mem- 
bers, that machines imported by them 
will be represented fairly, and complete 
servicing facilities and spare parts will 
be readily available. Charter members of 
the association are as follows: Eric R. 
Bachmann; British Industries Corp.; 
Ferrostaal Overseas Corp.; H. E. B. 
Machine Tools, Inc.; MBI Import-Ex- 
port Co., Ltd.; Kurt Oban Co., Inc.; 
Permasco Divn., Perrish Steel Products, 
Inc.; Stockvis-Edera & Co.; and Triplex 
Machine Tool Co. Milton D. Thalberg 
of British Industries, Inc., is president 
of the association. 
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CHEMICAL EXPOSITION TO PRESENT 
PROGRAM ON ATOM IN INDUSTRY 


A comprehensive program of ten pa- 
pers summarizing the status of the indus- 
trial applications of atomic energy, each 
by an expert pre-eminent in his field, will 
be part of the Seventh National Chem- 
ical Exposition in the Chicago Coliseum, 
September 9 to 13. The speaking pro- 
gram, set for all day and evening Sep- 
tember 11, will be tied in with a special 
exhibit on atomic industrial devices. 
Leading the list among the speakers will 

(Please turn to page 214) 
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BLUE DEVIL 


SOCKET SCREW PRODUCTS 


photo shows struc- 
tural continuity of Blue 
Devil cap screw head. 


Bive DEVIL 
Socket Heads— 
cap screws, 

set screws, 
stripper bolts, 

flat heads and pipe 
plugs—are quality- 
right for every 
application. See 
your distributor for 
the complete 
Triple-Ess Catalog 
...8£ write direct. 


Sold Through Authorized 
Industrial Distributors 


— 


6502 Avondale Ave., Chicago 31, Illinois 


SOCKET SCREWS EXCLUSIVELY! 











(Continued from page 212) 
be Eugene M. Zuckert, member of the 
Atomic Energy Commission, who will 
address the evening session on “Atomic 
Energy and the Citizen of the Future.” 
S. E. Eaton of Arthur D. Little, Inc., 
Cambridge, Mass., will speak on “A 
Survey of the Industrial Applications of 
Atomic Energy”, at the morning session, 
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GRINDING WHEEL .006” THICK 





The accompanying illustration shows 
the thinnest Norton grinding wheel, and 
also one of the smallest made. It is 34” 
in diameter, a rubber bonded wheel used 
to slit the nibs of pen points. This wheel 
is only 6 thousandths of an inch thick— 
twice the width of a human hair. The 
abrasive used is Regular Alundum, grain 
size 240. This particular machine is used 
by the Esterbrook Pen Co., Camden, 


N. J. 
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NLMA TO ISSUE NEW GUIDE TO 
WORLD'S WOOD RESEARCH 


More than 17,000 research projects on 
wood and other forest products, conducted 
by nearly 3,000 domestic and _ foreign 
organizations, firms and agencies, are 
catalogued in the new fifth edition of the 
“Forest Products Research Guide” to be 
issued in September by the National 
Lumber Manufacturers Association, ac- 
cording to C. A. Rishell, Director of 
Research. 

The book is a comprehensive directory 
of specific projects and the firms or 
organizations conducting them in all 
the extensive fields of wood research 
throughout the world. The material, fill- 
ing almost 400 pages, was compiled by 
the NLMA staff in cooperation with 
that of Timber Engineering Company’s 
research laboratory. 

“Wood research,” said Mr. Rishell, 
“spurred by demands for increased _utili- 
zation, is making tremendous strides in 
all its phases. Many new projects have 
been started by established firms and 
organizations as well as new ones enter- 
ing the research field since the last 
edition of the guide was issued in 1950. 
The new edition has been greatly en- 
larged to bring this information up to 
date.” 

Price of the guide is $10.00, and a 
limited quantity will be printed. Copies 
may be ordered now from National 
Lumber Manufacturers Association, 1319 
18th St., N.W., Washington 6, D. C, 
to assure delivery. 
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SURFACEDUCT 
FOR 
= OVERHEAD LIGHTING § 


SURFACEDUCT 
FOR 
BENCH TOOLS 


EXTENSIONS and RELOCATIONS 


National Electric raceways go up fast—just the thing 
for quick, easy industrial rewiring jobs, electrical OTHER NE SURFACE RACEWAYS 


additions and relocations. 





All NE Surface Raceways are two-piece base and 
capping with the famous “Lay-in” principle designed 
to save time—and money. No fishing required. Attach 
the base, lay-in the wires, snap on the capping and 
the job is done! (“Plug-In” Strip comes pre-wired 
from the factory, ready to use.) 


There’s an NE Surface Raceway for every type and 
size of electrical distribution up to 60 amperes. A 
minimum of fittings, yet meets requirements for all 
types of installations. 


WRITE for our catalogs on “Surface Raceways” and 
“Plug-In Strip” for complete details. 


NATIONAL ELECTRIC PRODUCTS CORPORATION 
1351 Chamber of Commerce Building 
Pittsburgh 19, Pennsylvania 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. 
SOLD THROUGH LEADING ELECTRICAL WHOLESALERS 







EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PLANTS IN AMBRIDGE, PA. © TORRANCE, CALIF. 
ELIZABETH, N. J. 
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costs approximately: 
$88.91 if coal 
$91.08if ot (7 %@ 
$84.41 if gas (¢ @icu. ft) + my 
Above figures authentiea by Hackensack 
Water Co. and Aiomcitaeaed igs Association. t 
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PLUMBING AND HEATING REPAIR 
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SDPA ISSUES BOOKLETS ON DRIVE 
CARE AND REDUCING ACCIDENTS 


leaflets—“Care- and Main- 
tenance of Belt, Chain and Gear Drives”, 
and “Reducing pete Costs in Small 
Industrial Plants”, have been issued by 
the Small Defense Plants Administra- 
tion, 1337 E. St., N. W., Washington, 
D. C. The leaflets are No. 3 in the dual 
series of technical aids and management 
aids issued by the SDPA 

The drive leaflet outlines the method 
of checking to assure the proper care and 
maintenance of V-belts, flat belts, chain 
drives and gear drives. The safety leaflet 
emphasizes that about 70% of all indus- 
trial accidents occur in small business, 
and points out that statistics prove that 
accident costs are high enough in most 
small businesses to justify a planned 
safety program. The basic principles of 
a planned safety program are outlined in 
the leaflet. 


Two new 


CHEMICAL INDUSTRY’S APPROACH 
TO PROCUREMENT STANDARDS 


\ panel discussion around the them: 
“The Chemical Industry’s Approach 
Procurement Standards,” will be one of 
the features of the Third National Stan- 
dardization Conference, which is being 
held in Chicago, September 8 to 10, i 
conjunction with the Centennial of En 
gineering. Scheduled for 10 a. m., Wed 
nesday, September 10, in the Little Thea 
ter of the Museum of Science and Indus 
try, the panel program will be the final 
item on the agenda for the conference. 

Differing viewpoints on the subject 
will be expressed by representatives of 
the chemical industry, the suppliers to the 
industry, and the Chemical Industry Cor- 
relating Committee (CICC) of the Amer- 
ican Standards Association. W. T. Nich- 
ols, director, general engineering depart- 
ment, Monsanto Chemical Company, St 
Louis, Missouri, has been chosen mod 
erator for the program. 

The position of the chemical industry 
in its approach to procurement standards 
will be advanced by Granville M. 
chief engineer of the E. I. 
Nemours and Company, Inc., 
ton, Delaware. F. 
president of 


Works, New 


Read 
duPont de 
Wilming- 
S. G. Williams, vice- 
Taylor Forge and Pipe 
York, will state the sup- 
plier’s views. The work of ASA’s CICC 
will be discussed by the committee's 
chairman, J. G. Henderson of the Car 
bide and Carbon Chemicals Company 
Division of Union Carbide & Carbon 
Corporation, South Charleston, West 
Virginia. 
Although the chemical industry is a 
large consumer of constructional mat 
rials and industrial goods, and therefore 
a fertile field for standardization, chemi- 
cal companies have only recently gon 
into broad standardization on a national 
basis. This has been explained by the fact 
that the industry differs greatly from the 
other large industries which have long 
demonstrated the benefits to be derived 
from national standards, to an extent that 
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Point-OF-SALE 






DISPLAYS 


STIMULATE 
PURCHASES 


Distinctive displays 
in quantity since 1935: 
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e metal 
e plastic 
e motion 


CALL 


CO 5-5621 


COPELAND DISPLAYS, 


537 W. 53 St. 
New York, N. Y. 
peeeeeecccescececcesuccoc ly 


»* 
- 
»* 
» 
»* 
* 
»* 
a 
»* 
* 
»* 
»* 
»* 
* 
+ 
a. 
* 
* 
a 
* 
»* 
* 
»* 
* 
tec, 
nec. 
»* 
. 
* 
* 
= 
* 


FI III III III III ISISISIII IIIS SSIISSISSSISISISISSISSSSSSSSSSI I IIA 





OILING is Fast, 





HURERAS 


SUPER PUMP OILER 


For regular lubricating of machines and 
equipment, Eagle Super Oilers really 
do the job with least effort and trouble. 
The Pistol Grip is handy; positive act- 
ing pump insures efficient oiling; and it 
delivers one drop or a full stream in 
any position. A real precision oiler! 
Available with either rigid brass or 
The Model No. 66 
with rigid brass spout is “ 


floxible steel spout. 


spark-proof.” 


Order from your Distributor. 





MANUFACTURING COMPANY 


We'llsburg, 
@ 


W. Virginio 
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Superior 1: 430 


stainless strip steel 


The right Side, 


of your Automotive Trim as 
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Superior Steel 
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A PYRENE WON’T STOP CARELESSNESS— 
IT WILL KILL FIRES! 





A cardboard locker caught fire in the basement and soon this whole 
Dayton, Ohio, building was ablaze. Date: January 6, 1950. Loss: $291,500. 


There’s a Pyrene for every fire hazard 


The right extinguisher at the right time can often prevent enormous 
losses. Whatever your fire hazard, there’s a Pyrene* to cope with it — 
for Pyrene makes everything from hand extinguishers to complete 


automatic fire-fighting systems. 


*T.M. Reg. U.S. Pat. Off, 
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Cartridge-Operated 


For ordinary fires. No 
annual recharging... 


Vaporizing Liquid 
Most practical for all- 
purpose use. 





578 Belmont Avenue 








Chemical Foam 


For flammable liquids, 
ordinary combustibles 


Soda-Acid, Pump Tank and other approved extinguishers 


PYRENE MANUFACTURING COMPANY 


Newark 8, New Jersey 








Systems 


Large and small, man- 
ual and automatic. 


Affiliated with C-O-Two Fire Equipment Co. 


Please mention PURCHASING Magazine when writing to advertisers. 
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standards have become an clement. of 
basic economy. The industry's — very 
uniqueness—its youth, its immensity and 
diversification of processes, and the de- 
sire of independent companies to protect 


their proprietary rights—has given rise 
to its delay in undertaking industry-wide 
standardization. 

Despite this natural reluctance toward 
standardization, however, recogni- 
tion has been developing that there is -a 
large area within the industry for effee- 


tive standardization of procurement items. 


Phis recognition was given sturdy sup- 
port by the industry when it oreanized 


he ASA Chemical Industry Correlating 
Committee to seek development of stan- 
dards tor things the chemical industry 
buvs. ’ 
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SAFETY COUNCIL ISSUES 
JOB TRAINING BOOKLETS 


Plant safety men in search of a lively 
approach to accident prevention will be 
interested in four recent additions to 
the National Safety Council's series of 
job training booklets. In shirt-pocket 
size, these attractive two-color  book- 
lets are designed for general distribution 
to the industrial worker. 

“Steps to Safety” presents a check 
list of sound safety rules stressing topics 
of general interest—materials handling, 
protective clothing, guards, 
fire prevention and housekeeping. De- 
tailed information on protective clothing 


“It Pays 


machinery 


and equipment can be found in 
to Dress Well.” 


\ jaunty sailor gives a nautical air 


to “Ship Shape.” which extolls — the 
vilvantages of good housekeeping. “Down 
Prime” warns the worker that he must 
ow his body the same consideration 
lie loes his machine if he ts. to 
void the high cost of human “down 
time.” Periodic checkups and attention 


to danger signs pay off in continued 
time on the job. 

These four 16-page booklets, printed 
in color and = illustrated with cartoons 
can be purchased by National Safety 
Council members for 3¢ each in large 
quantities. Prices to non-members are 
double. A sample copy of the booklets 
will be sent free on request to the 
National Safety Council, 425 N. Michi- 
gan Ave., Chicago 11, Ill 
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DIAMOND DUST RECLAIMED 


\n entirely new avenue of salvage 
has been exploited with considerable 
Diamond dust is being recov- 
ered from grinding sludge. The Timken 
Roller Bearing Company shipped out 
about 50 pounds of this sludge in the 
first shipment and reclaimed 1,175 carats 
of diamonds. The second shipment of 
erinding sludge amounted to more than 
200 pounds and 435.85 carats in diamonds 
were recovered. This final product was 
95.99% pure and cost the Timken Com- 
pany $2.00 per carat for the salvaging 
process. Along with the diamonds re- 
covered were 46 pounds of tungsten. 


success. 
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PNEUMATIC SCALE CORP. LTD. makes complex bottling THE VAN DORN IRON WORKS’ Sales Manager 


and packaging machinery. They report that G-E magnetic starters J. J. Reichel, pointing to Van Dorn plastic molding machine, says, 


rd 





give dependable service, fool-proof motor protection. Above, ““G-E magnetic starters are the best long-term assurance we can 
Pneumatic “bottling line” is being assembled. It cleans, fills, caps give customers against motor burn-outs. We've used them on over 
and label---uses G-E magnetic starters to protect its motors. 1000 machines and never a complaint on electrical equipment.” 


industrial plants report: 


Motor Starters last longer!” 


>? The Lord Baltimore Press, Baltimore, Md., the Van Dorn Iron Works, Cleve- 
land, Ohio, and Pneumatic Seale Corp., Ltd; Quincy, Mass. are among the 
thousands of Gompanies now profitably using G-E Magnetic starters for 


g 
longer lasting protection. 






This extra long life is due to many exclusive G-E features, such as the 
permanent air gap, cold-moulded are chute, and the famous G-E “Strongbox” 
Coil. General Electric magnetic starters eliminate metal-to-metal friction, have 
permanent lubrication, self-cleaning silver contacts . . . everything you need 
to operate and protect your motors . . . longer. 


WIDEST VARIETY: General Electric manufactures the most complete line 
—_. of motor starters. You have your choice of all popular NEMA sizes in Gen- 
NO FAWURE after millions of operations is eral-purpose, watertight, dust-tight and explosion-proof enclosures. Also, G-E 


asured by exclusive features such as permanent Starters are easily modified to meet special requirements. 


- Sap in magnet, above. It can't “wear out OFF-THE-SHELF DELIVERY: You can get G-E starters, right now, by contaet- 
vecause it 1s independent ot striking surtaces —— . Ss ° ; 5 : 

ing your nearest G-E Apparatus Sales office or authorized distributor. For more 
nformation, send coupon today. General Electric Co., Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 


.+ prevents “sticking in” of magnetic structure. 


v 






Send me your new bulletin GEA-5781 on G-E magnetic and manual starters, and control 


accessories [| for planning an immediate project _) for information only. 


EXCLUSIVE STRONGBOX COIL shuts out dust, 
oil. pg Ay a ee 
Screwdriver only maintenance tool needed. ADDRESS avnasinceunngmantian 
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moisture; can't be damaged by slipping | 
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ARE You MAKING 
THESE COSTLY 
SCRAP DISPOSAL 

MISTAKES? 





We are indebted to the Research Institute of 
America, Inc. for their fine “Operations 
Report” discussion on efficient scrap disposal. 
We have been promoting the principles in- 
volved for over a quarter of a century to 
provide the maximum in metal service to 
our customers. 


“Except for newer types of 
mechanical handling equipment, 
the old principles for efficient 
scrap collection and handling 
apply. Segregate scrap at the 
point of generation and keep it 
uncontaminated to the point of 
shipment. Some companies follow 
these basic rules but don’t get the 
maximum net return from scrap 
because they make these common 
mistakes . . . 

“1. Segregation isn’t carried 
through to different types of the 
same material. For example, steel 
scrap is collected all together in- 
stead of separately as tool, stain- 
less, silicon, carbon, etc. To get 
top prices for your scrap, check 
OPS regulations for the various 
categories and see which break- 
down is most profitable. 

“2. Relative profit of prepared 
vs. unprepared scrap isn’t de- 
termined. Although top prices 
go for scrap prepared according 
to recognized standards, it may 
cost too much to get the stuff 
into the required shape. One 
company was selling prepared 
plate scrap for $4 more than 
unprepared. But preparation 
costs were $5 per gross ton, in- 
cluding the cost of burning or 
shearing to conform to specifica- 
tions for low phos plate. A study 
showed it would be most profit- 
able for the plant to take $4 less 
for all but the most easily 
prepared portions.” 





New Jersey Metals, with over 31 years of coast to coast 
service to industry, is well qualified to help you bridge all costly scrap 
disposal mistakes. Proper classification and segregation of your metals 
in addition to our thorough knowledge of current metal values and 
best markets for each will give you the most profit possible on each 
metal scrap sale! Our skilled laboratory technicians and modern 
laboratory facilities are also available to you . . . without cost or 


obligation. 


Our accumulated experience and “know how” are completely at 
your disposal. Let us show you how we can be of service! 


™® Notice to Nickel Anode Users 


We will help you save money .. . lessen the 
impact of metal shortages... by converting 
your nickel anode ends, stubs and other 
Grade A scrap nickel into new cast oval 
nickel anodes. 


ie Buyers of 


Non-Ferrous Metals ... Alloys .. . Residues 
High Speed Steel Scrap 

Mercury Scrap .. . Silver-plated Scrap 
Stainless Steel Scrap 

Tin and Solder Dross 


For Quotations on ANY quantities CALL EL 2-6465...or write 


New Jersey Metals Co. 


Sering industry from caast fa caasl 4ince 19.20 


7OS ROCKEFELLER ST., ELIZABETH 2,N. J. 





N.J. METALS 
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POCKET SIZE FUEL CALCULATOR 
AVAILABLE FROM B.C.R. 


3ituminous Coal Research, Inc., has 
developed a pocket-size, slide calcula- 
tor for use by coal company salesmen 
and engineers and by the personnel of 
coal-burning plants, for making fuel-cost 
comparisons and for computing coal con- 
sumption from boiler outputs. 

One side is used to compute coal con- 
sumption from boiler outputs regardless 
of whether such outputs are expressed 
in pounds of steam, boiler horsepower, 
millions of Btu, or equivalent direct 
radiation. The other side, using coal 
of a given Btu and specific delivered 
cost, immediately shows the cost at 
which any other fuel must be provided 
to give the same cost per million Btu. 
An efficiency scale permits this factor 
to be taken into account, and the fuel 
price ranges on the slide are great 
enough so that the calculator will not 
become obsolete in the foreseeable future. 

The list price of the calculator is 
50¢ each in any quantity and may 
be obtained from Bituminous Coal Re- 
search, Inc., 2609 First National Bank 
Bldg., Pittsburgh 22, Pa. 
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POWDER METAL CUTS GEAR 
PRODUCTION COST 80% 


A spur and mitre gear used in a bus- 
iness machine is being made by the 
Powdered Metal Products Corporation of 
America, Franklin Park, Illinois, special- 
ists in gear making, at a reduction of 
80% in production costs due to elimina- 
tion of 15 machining and assembly opera- 
tions. This dual gear, if machined from 
stock by conventional methods, would be 
prohibitively expensive; blanks for the 
spur and mitre sections would have to 
be shaped separately on turret lathes, 
a gear shaper would be required for cut- 
ting of teeth and burring of the spur 
gear, and a gear cutter would be neces- 
sary to cut the teeth of the mitre gear. 
In addition, assembly operations would 
require further deburring as well as 
degreasing of both parts, plus soldering 
to join the two parts followed by furnace 
or induction brazing. 

By powder metal processing the gear 
is formed as a single piece at a single 
stroke. The metal powder is dumped into 
the hopper of a Stokes powder metal 
press, irom which it flows into the die 
cavity to be compressed by punches mov- 
ing simultaneously from above and be- 
low. After the piece has been pressed, 
it is relatively fragile and must be 
sintered; after sintering, it is tough 
enough to meet all. strength require- 
ments. Extremely close tolerances elim- 
inate the need for any final machining 
or other finishing, and of course assem- 
bly operations are not required. 

The Powdered Metal Products Corpo- 
ration has achieved similar savings in 
manufacturing other gears with powder 
metal. A small bevel gear for a power 
drill with a tensile strength of 100,000 
psi, made with a saving of eight machine 
operations and an 86% reduction in cost, 
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CALL ON UDYLITE | 


for a Complete line of copper anodes | 


every shape for every application 


Udylite copper anodes are available in every shape for every 
type of plating operation. 





BALL ANODES 


The most efficient shape. No other anode presents as much surface 
per pound weight. Can be used with Udylite Ball Holder or 
Anode Basket for complete usage without waste. 





OPEN MOULD ANODES (‘‘UNODES’’) 

Economical. The open-top moulds that “‘unodes’’ are cast in provide 
faster production, less handling cost so the open 

mould anodes can sell at a lower price. 





OVAL ANODES 


One of the most common anode shapes used in the plating industry. 
Ideal for the big jobs where big anodes are needed. 














" ELECTRO-DEPOSITED ANODES 

These anodes are produced by electrolytic process. They have a rough 

_ surface for rapid depositing and are highly recommended 

- for industrial purposes. 

Se 

d 

.S 

: All Udylite Copper Anodes are made of the finest, Copper Anodes in all sizes and shapes for every 
- purest form of electrolytic copper. You get all metal need. And ask him about the rest of the complete 
7 when you buy Udylite Anodes. You don’t pay for Udylite plating supply line—from anode hooks to 
. dross or impurities. Your Udylite Technical Man zinc salts. Or write direct to The Udylite Corpora- 
% can give you complete information about Udylite tion, Detroit 11, Michigan. There’s no obligation. 
d, 
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Call on STANLEY... 


You just specify the hinge you want 
Stanley does the rest, from first 

sketch to finished product. 

Stanley gives you the advantage of 

expert designers and production en- 

gineers—-complete research and tool- 

making facilities—-and the plating 


and finish best suited to your needs. 
As the world’s largest producer of 
hinges, Stanley is geared for efficient 
production to meet your D. O. dead- 
lines. Write for full information—not 
only on special hinges, but drawings 
and stampings as well—now! 





p—DEFENSE CONTRACTS CALL FOR HINGES?—, 
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PRESSED METAL DIVISION 
The Stanley Works, New Britain, Conn. 


ean Werks com. (SET 


Chicago San Francisco Seattle Reg US Por OM 
HARDWARE * TOOLS * ELECTRIC TOOLS * STEEL STRAPPING * STEEL 
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JOHN EVANS’ SONS, INC 


506 NORTH 13th STREET 
PHILADELPHIA 23, PA. 
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(Continued from page 224) 
and a helical and spur gear for a washing 
machine transmission with 18 machine 
operations eliminated and 88% of total 
cost saved are outstanding examples of 
the economies offered by powder metals. 

Other noteworthy advantages of pow- 
der metallurgy are the absence of scrap 
loss and reduction of stock inventories; 
half a dozen types of metal powders 
will replace a large inventory of bar 
stock of varying s.zes, shapes, and com- 
positions. 

Many parts for modern machines are 
so complex in profile that they are eco- 
nomically made only by the powder metal 
process. Automobile manufacturers have 
discovered that powder metal parts are 
unbeatable in oil pumps and distributor 
mechanisms, and other manufacturers are 
using them in fishing reels, model train 
wheels, lock cylinders, ol-less bearings, 
and many other products. 

The Stokes Company has published a 
comprehensive booklet on this subject, 
“Powder Metallurgy Today,” which will 
be sent free on request to the F. J. 
Stokes Machine Company, 5500 Tabor 
Road, Philadelphia 20, Pa. 
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ADDITIVE ELIMINATES CLINKER 
DEPOSITS IN BOILER TUBES 


The Babcock & Wilcox Company, na- 
tion’s leading producers of steam gener- 
ating equipment, has announced develop- 
ment of an additive which, when mixed 
with fuel oil, keeps boilers operating 
longer by eliminating clinkerlike de- 
posits on boiler tubes, according to L. S. 
Wilcoxson, vice president. The additive 
was developed at the company’s Research 
and Development Center in Alliance, 
Ohio. 

The announcement pointed out that 
the additive changes the characteristics 
of the burned fuel oil deposits so that 
they are soft and powdery and easily re- 
movable with blowers, without ceasing 
operations. The usual hard and encrusted 
deposits meant closing down the boiler for 
hand scraping. 

In a field test made in cooperation with 
the Florida Power Corporation at its 
Inglis station 104 miles north of St. 
Petersburg, this additive was used with 
the result that the boiler, instead of grad- 
ually losing efficiency until it was neces- 
sary to shut it down for cleaning, was 
kept operating steadily at peak capacity. 
Formerly the boiler had to be closed 
down completely twice a year for clean- 
ing and for several months previous to 
each cleaning demonstrated a gradually 
increasing loss of efficiency due to gath- 
ering slag deposits on heat transfer sur- 
faces. 

Results indicate that on a boiler the 
size of the tested unit at Inglis, the use 
of the additive will increase efficiency as 
much as 4 per cent. This saves enough 
electrical power on this one boiler alone, 
without use of more fuel, to supply the 
needs of an additional 5,400 people. 

With U. S. patents applied for on this 
development, the company plans to make 
it available to all industry on a royalty- 
free basis. 
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“The Finest in 
\AQR ante, Die Castings 








EXxpANDED production facilities at Auto- Castings can provide the answer to 
Lite’s tremendous Lockland, Ohio, plant your production problems. Whether it's 
now enable us to produce “feather- Magnesium, Aluminum or Zinc Die 
weight’’—precision-built Magnesium Castings, let Auto-Lite supply your need. 
Die Castings. Wherever you need light 
weight... high accuracy . . . good bear- 
ing properties . . . superior machina- 
bility . . . Auto-Lite Magnesium Die 













Your Inquiries Are Invited 
THE ELECTRIC AUTO-LITE COMPANY 


Die Casting Division, Woodstock, Illinois 
Lockland Division, Cincinnati 15, Ohio 


600 S. Michigan Ave. 723 New Center Bldg. 
Chicago 5, Illinois Detroit 2, Michigan 
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Newly built and newly equipped, Wallingford’s tub- 
ing mill is as modern as today. This equipment, oper- 
ated by men of experience, using Wallingford strip 
steel of consistently high quality, produces tubing that 
in anaiysis, tolerance and finish can be counted on to 
be uniform at all times. This complete dependability 
provides savings in fabrication. Less down time, fewer 
rejects, and a finished product of constant quality is 
assured with Wallingford uniform tubing. 


THE WALLINGFORD STEEL CO. 


SINCE 1922 


ee 





WALLINGFORD, CONNECTICUT, U.S.A. 
LOW CARBON - HIGH CARBON 
ALLOY + STAINLESS - STRIP and TUBING 








COLUMBIA OFFERS COURSE 
IN PACKAGING ENGINEERING 


Columbia University, Department of 
Industrial Engineering, has announced 
for the winter term a two-point gradu- 
ate course in package engineering. The 
first lecture will be given October 1. 

Fourteen lecturers, recognized author- 
ities in their respective subjects, will 
assist Prof. Frederick C. Winter, provid- 
ing complete, impartial and well-balanced 
coverage. 

There are fifteen weekly lecture pe- 
riods, ending January 21. All lectures 
will be given on Wednesday nights from 
7:10 pm. to 9:00 p.m. at the School 
of Engineering Building, 117th St. and 
Broadway, New York, N. Y. Tuition is 
fifty dollars, plus a seven dollar registra- 
tion fee, which may be pro-rated to in- 
clude other courses. 
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ALUMINUM BLANKS GIVE MORE 
PIECES PER ALLOTMENT POUND 


The advantages of aluminum blanks 
are increasingly important due to the 
Controlled Materials Planning Program, 
states the Reynolds Metals Co., 2076 
South 9th St., Louisville, Ky. As allot- 
ments are made in number of pounds, 
more finished pieces of the final product 
can be produced when blanks are re- 
ceived in the exact number of pounds 
rather than sheet with its resultant scrap 

In conjunction with this important 
point regarding scrap loss, figures have 
been compiled which point out that plants 
fabricating parts from sheet and_ bar 
stock may have scrap losses of from 20 
to 40 per cent. In extreme cases, losses 
may reach 60 per cent. As government 
demands for aluminum curtail the amount 
of metal available for civilian use, Rey- 
nolds Aluminum blanking service helps 
the individual customer. It also supports 
the metal conservation program by elim- 
inating unusable metal from inventories 
and as scrap in transit back to the mill 

Generally speaking, Reynolds can use 
the customer’s blanking tools. In such 
cases information should be supplied re- 
garding press requirements such as shut 
height, size of tools, and all detailed in- 
formation available regarding the condi- 
tion and operational sequence of the tools 
Circle dies are available for virtually all 
diameters from 2” to 26” in 1/16” in- 
crements. 
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BOOKLET ON INVESTMENT 
CASTING 


Investment \Casting Co., 319 Chestnut 
St., Newark, N. J., announces the 2nd 
edition of Investment Casting, a Guide 
to its Advantages and Applications. 

This comprehensive 12 page booklet 
explains how Investment Casting has 
been used to eliminate machining, tool- 
ing, and assembly costs and minimize 
waste metal loss. It also contains a 
picture story of the Investment Cast- 
ing process and criteria for appraising 
your own parts production picture in 
the light of advantages offered by In- 
vestment Casting. 
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A Maintenance Chief 
shows why he prefers 
two-piece QD design 


1. ““WE’ VE STANDARDIZED ON THEM’’ says 
this maintenance chief about the 
Worthington QD sheave. Yes, the mill- 
wrights in his plant prefer the two- 
piece design of the QD sheave with the 
exclusive features that permit holding 
the hub on the shaft in a predetermined 
position and provide for locking the 
key to prevent drifting. See how easy it 
is to install QD hubs and sheaves in 
the pictures below. 


2. “IT’S THE LIGHT WEIGHT OF THE QD 3. ““HERE’S WHERE WE REALLY SAVE 


HUB THAT MAKES INSTALLATION EASY.”’ TIME AND TROUBLE.”’ No juggling of a 





Without sheave rim obstructions, that 
easy-to-handle QD hub can be fitted to 
oversize or undersize shafts using a wedge 
for oversize fits. The QD hub is held ina 
predetermined position on the shaft 
when the flange cap screw is tightened. 
Drifting of the key is prevented by 
tightening of a flange set screw—an- 
other exclusive feature with the Wor- 
thington QD. And, of course, the QD 
hub comes off as easily as it goes on. 


Worthington’s complete 







COMPRESSORS : PUMPS : 
AIR-COOLED, WATER-COOLED CENTRIFUGAL, ROTARY, 
STEAM, POWER 


line of Multi-V- 
Drives includes QD sheaves in all sizes, the QD 
juniors for fractional horsepower drives, and 
Worthington-Goodyear V-belts. And you can 
get them fast! Your distributor has a complete 


heavy rim and hub assembly to get it 
on a shaft with close-tolerance fits. The 
rim—with its large taper bore opening 
—slips easily over the small end of the 
taper QD hub—like threading a needle 
with a very large eye! A tight press-fit 
is assured as heavy pull-up bolts are 
tightened. There’s no doubt about it— 
the friction-cone fit of the Worthington 
QD hub and rim grips the shaft tighter 
than any other sheave. 


< 
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MULTI-V-DRIVES : 
QD SHEAVES AND ¥-BELTS 


ALLSPEED DRIVES : 
WORTHINGTON ALLSPEED 


Buy these Worthington standard products from your local distributor 
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4. “ONCE ALIGNED, IT NEVER NEED BE 
RE-ALIGNED.”’ That’s a basic advantage 
with the QD, Mr. Maintenance Chief. 
Men like you know that the rim is easily 
removed using the heavy pull-up bolts 
as jack screws. If a speed change is 
called for, another size sheave can be 
slipped on the QD hub without dis- 
turbing alignment. If the QD hub is 
removed from the shaft for unit main- 
tenance, it’s easily positioned and held 
in place through the flange cap screw 
on re-assembly. 


stock backed by the largest factory stocks you’ll 
find anywhere. Send today for more information 
in Worthington Bulletin V-1400-B7F. 
Worthington Corporation, Multi-V-Drive Sales 
Division, Buffalo, N. Y. 
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This dirt-dynamiter cleans and rinses at the 
twist of a valve—no more hand-scraping, scrub- 
bing, brushing. 


The Oakite 481 Solution-Lifting Gun hits soil 
with heat, force, powerful Oakite detergent. 
Breaks up, floats off even the heaviest soils, no 
matter how hard to reach, Lifts cleaning spray 
up to 12 feet above working level. 














Light, easy to operate, gun is equipped with 
rubber safety apron, insulated handles, and 
swivel to prevent twisting of lines. No pumps, 
injectors, motors needed—just rubber hose, 
solution container, 30 lbs, of steam—and 
you’re ready to clean 





e large parts e desel engines 
© compressors e condensers 

e transformers e floors 

e heavy machinery e ceilings 

e motors e walls 

® cranes e filters 


FREE details, demonstration on request. Just ask 
your Oakite Technical Service Representative, or 
mail the coupon. Do it now! 





INDUSTRIA 
one? t “AN, 
Mar, , ' quit 
OAKITE PRODUCTS, INC. "ats * metnoos * ** 
: 54 Rector St., New York 6, N. Y. Technical Service Representatives Located in 


Principal Cities of United States and Canada 


Please send us, without obligation, a copy of the folder describing 
Oakite Steam-Detergent Cleaning. 


Please have your local Technical Service Representative call on us 
to demonstrate the Oakite 481 Solution-Lifting Gun, without obliga- 
tion On our part. 
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SDPA BOOKLETS ON TOOL 
SHARPENING AND INSURANCE 


Two new leaflets in the dual series 
of management and technical aids to 
small business were announced today 
by the Small Defense Plants Adminis- 
tration, 1337 E St., N.W., Washington, 
D, 

The leaflets, “Sharpening Certain 
Metal-Cutting Tools in Machine Shops,” 
and “Business Insurance—I”, are the 
fourth to be issued in each of the two 
series by SDPA’s Management Service 
Division. Copies are available upon re- 
quest from any of the 15 SDPA field 
offices or from the national office iv 
Washington. 


' FF F 


NYLON POWDER FOR SINTERED 
PARTS 





It has recently been discovered that 
nylon can be processed by sintering tech- 
niques. The Polymer Corporation, Read- 
ing, Pa., announces the development of 
a finely divided nylon powder, having a 
particle size below 10 microns, produced 
by a special chemical process which 
makes it suitable for cold pressing 
and sintering techniques, similar to those 
practiced in powder metallurgy. Known 
as Nylasint 66, the powder will be sold 
by a newly formed subsidiary company, 
National Polymer Products, Inc., Read- 
ing, Pa. 

The powder lends itself to the pro- 
duction of sintered nylon bearings, gears, 
cams rollers, valve seats, and other in- 
dustrial products, which appear to have 
certain advantages over similar injection 
molded items. Since the nylon powder 
is processed below the melting point, 
there is less tendency to internal strain 
in sintered nylon with consequent greater 
dimensional stability in service. In addi- 
tion, the use of a powder without melt- 
ing enables uniform blending of nylon 
with a wide range of fillers for reducing 
thermal and hygroscopic expansion, or 
to obtain special electrical properties. 

“Nylasint 66” is basically similar to 
the FM10001 grade of nylon familiar 
to the molding industry. The sintered 
product has comparable chemical, hard- 
ness, and wear resistant properties, but 
somewhat lower toughness than the 
molded product. 

Laboratory and field tests also indi- 
cate that bearings made by cold press- 
ing and sintering Nylasint powder have 
an unusually low coefficient of friction 


(Please turn to page 234) 
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with MICABOND rapes 


Here’s flexible, uniform mica tape that will work 
in even the toughest application! Here’s why: 
C-D-F Micabond tapes are made from the finest 
mica splittings carefully placed, bonded and sup- 
ported to prevent insulation “leaks”. C-D-F Mica- 
bond tapes are made with many different backings 
including: fiberglas, silk, cellophane, cotton, and 
paper. There’s a grade of Micabond tape for almost 
every application. 

C-D-F makes other Mica products, too—Sheets, 

™ tubes and formed parts are used in the entire 
¥- electrical industry. C-D-F is a leading manufacturer 
of quality mica “V” rings, washers and commu- 
tator segments. 

Your C-D-F sales engineer can be very helpful 
to you; his experience will save your time and 
money. Call him today (offices in principal cities) 
—he’s a good man to know! 


ail> 


\ 


GENERAL OFFICES: 


NEWARK 41, DELAWARE 
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Your commercial requirements for lightweight 
castings in aluminum or magnesium may be 
tough, but we'd welcome an opportunity to 
look them over. We've tackled a good many 
diversified casting problems over almost a 
half century. 

Our four completely equipped plants and 
their trained personnel are at your disposal. 


MAALITARY LIGHTWEIGHT CASTINGS 





Aircraft wheels, strut parts, engine parts and 
miscellaneous components are being made 
every day at our plants, in aluminum and mag- 
nesium. X-Ray inspection, close attention to de- 
tail, complete facilities for production in sand, 
semi-permanent and permanent mold form. 


Well-Made Wood and Metal Patterns. 
Well-Cast Ampco Bronze Castings. 
*Copyrighted Trade Name. 


If you would like to receive the Wellman Magazine 
each month without charge, drop us a note on your 
business letterhead. 


: THE WELLMAN BRONZE & ALUMINUM CO. 





DEPT.17, 12800 SHAKER BLVD., CLEVELAND 20, OHIO 
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(Continued from page 230) 
and show great promise for use in fric- 
tional applications where operation with- 
out lubrication is required. 

For further information, or for a tech- 
nical bulletin which details the methods 
of producing sintered nylon parts from 
Nylasint 66, write to The National Po- 
lymer Products, Inc., Box 422, Reading, 
ra 
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SAFE LIMIT FOR 
INDUSTRIAL NOISES 


Safety limits for industrial noises 
harmful to the workman’s ear were de- 
scribed by Dr. Howard C. Hardy, acous- 
tics expert for Armour Research Foun- 
dation of Illinois Institute of Technology, 
Chicago, in an address at a meeting of 
the Acoustical Society of America at the 
Hotel Statler, New York. 

Dr. Hardy, assistant chairman of the 
Foundation’s physics research depart- 
ment, stated that his study revealed that 
loudness and intensity are not conclusive 
keys to ear damage. Frequency is a no 
less important, if not misunderstood fac- 
tor, he said. 

Dr. Hardy reported that less damage 
is done to the human ear by constant 
loud, low-frequency noises than by less 
intense but shriller noises. The 4,000 
cycles per second frequency zone was 
termed most dangerous. 

Subways and street cars are in the 
harmless noise class, while riveting in 
the construction of ships and boiler room 
activity fall into the danger bracket. 

Most common noises are not dam- 
aging, says Dr. Hardy, because they are 
not loud enough and exposure time is 
too short. 

A rule of thumb was suggested by Dr. 
Hardy: Industrial noise is in the danger 
zone when a workman is forced to shout 
into his neighbor’s ear to converse. Noise 
is safe if conversations may be carried 
on in a normal voice at a distance of one 
foot. 

Information gained through Dr. 
Hardy’s pioneer work will be of value 
to industry in determining dangerous 
noise areas. 

He explained that his conclusions are 
supported by few data in acoustics liter- 
ature. However, he said that evaluat’on 
of clinical data, now being conducted by 
medical experts, is expected to confirm 
his findings and also point up damage 
risk levels. 


vg??? 


BOOKLET ON PACKAGING 
IN FOAMED PHENOLIC PLASTIC 


The advantages and methods of pack- 
ing objects in foamed phenolic plastic 
are detailed in a new booklet published 
by Bakelite Company, a Division of 
Union Carbide and Carbon Corporation. 
The eight-page booklet, “Bakelite Phe- 
nolic Foamable Resin—Packing Grade,” 
also describes the properties and process 
of producing, or foaming, the resin for 
packaging purposes. 

Savings in postage and breakage; re- 
duction in packing time and workers’ 


(Please turn to page 236) 
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Magneto efficiency plays a mighty important part in 
small engine performance. So it is just good busi- 
ness to see that the engines you purchase are 
equipped with Bendix magnetos—the recognized 
leader for dependable starting, economy of oper- 
ation, long life and freedom from breakdowns. 
These rugged lightweight magnetos are your best 
choice for their basic design assures quality per- 
formance for every type of small engine and every 
pricing requirement. Be sure to specify Bendix— 
the most trusted name in magnetos. Complete 
information available on request. 
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STANDARDIZE ON STANDARD 


® 


CABINET BENCHES 





Finest ali-steel construction, smooth, rigid working 


surfaces, free-sliding, carefully fitted doors, 


and roller 


bearing drawers make HALLOWELL Cabinet Benches 


outstanding. Simple, functional design blend 
with industrial interiors. Standard unit 

permit you to custom build HALLOWELL I 
your requirements. Write for descriptive 
STANDARD PRESSED STEEL Co., Jenkintown 


HALLOWELL SHOP EQUIPMENT DIVISION 


JENKINTOWN 


s perfectly 
accessories 
3enches to 
literature. 
31, Penna. 





PENNSYLVANIA 





Specialists 
in TOP 
QUALITY 
Cold Finished 
Steels... 


In this age of spe- 
cialization nothing 
serves like the highly 
trained craftsman- 


trated experience 
of the specialist. 


WYCKOFF has spe- 


ship and concen- Li ~ AN: 
Aa 





cialized in fine quality cold shafting. When it comes to 

. finished steels . . . rounds, cold finished steels in these 
squares, hexagons, special classifications . . . nothing 
shapes, wide flats and precision could be finer. 


W 7 Cc ae oO F ¥ STEEL COMPANY 


FIRST NATIONAL BANK BUILDING : PITTSBURGH 30, PA. 


3200 S. KEDZIE AVENUE CHICAGO 23 


Works Ambridge, Pa Chicago, Ill. * Newark, N.J. - 





, ILLINOIS 


Putnam, Conn. 
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(Continued from page 234) 
fatigue, and enthusiastic customer re- 
sponse are cited as important advantages 
of Bakelite phenolic foam over other 
common packing materials. A produc- 
tion-cost analysis and a_ postal savings 
comparator table suggest some of the 
economic benefits of this new packing 
material. 

The unique combination of properties 
found in Bakelite phenolic fpam but not 
in other commercially available packing 
materials is described in the booklet. 
These include high load-bearing capacity 
and resilience; good thermal-insulating 
properties; flame resistance, retention of 
favorable packing properties even when 
soaked, and a directional grain struc- 
ture which is useful both in cutting the 
foam and packing objects with it. 

Copies of this booklet may be obtained 
by writing to Bakelite Company, a Divi- 
sion of Union Carbide and Carbon Cor- 
poration, 300 Madison Avenue, New 
York 17, N. Y. 
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NEW “HOT” PROCESS SYNTHETIC 
RUBBER EQUAL OF “COLD” RUBBER 


Development of a new synthetic rub- 
ber known as Nitrazole, that eliminates 
need for the costly refrigeration equip- 
ment now used to produce “cold” rubber 
for tire treads was announced recently 
by Raymond C. Firestone, Vice-Presi- 
dent in Charge of Research and Devel- 
opment of The Firestone Tire & Rub- 
ber Company. 

The new rubber possesses all of the 
long-wearing attributes of cold rubber 
and can be produced with the same 
equipment standardized in all synthetic 
rubber plants during World War II 
for output of GR-S rubber 

This means that future synthetic rub- 
ber plants can be built at a lower cost 
than the present ones which have had 
to install refrigeration equipment to im- 
prove the quality of synthetic rubber. 

Early in the synthetic rubber develop- 
ment program, a large number of cata- 
lysts, or initiators, for the polymeriza- 
tion process were examined by Govern- 
ment and industry chemists. A_ recent 
review of some of these materials by 
Firestone research scientists led to the 
discovery that the material known as 
Nitrazole CF would produce a superior 
synthetic rubber by the conventional 
“hot” rubber process. 

Intensive development work has _ re- 
sulted in the perfection of the Nitrazole 
recipe now being used to make the new 
and improved synthetic rubber. 

The key material in the new process 
is Nitrazole CF chemically known as 
para-nitrobenzene diazonium para-chlo- 
robenzene sulfonate. 
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GLOSSARY OF TERMS USED 
IN IRON CASTINGS INDUSTRY 


A Glossary of Terms for Producers 
and Users of Iron Castings, 36 pages, 
which explains over 150 technical terms 
that are used in common between sup- 
pliers and users of ferrous and non-fer- 
rous castings, is available from the In- 
ternational Nickel Co., Dept. E.Z., 67 
Wall St., New York 5, N. Y. 
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Performance-proved ...21 years of service 


* 
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Performance-proved under woter 


Performance-proved ... under heavy boods 


Fafnir-originated wide inner ring ball bearing with 
self-locking collar — easiest of all to install. 


Self-aligning — spherical O.D. of bearing mounted in 
corresponding spherical housing seat provides 
unrestricted self-alignment. 


Performance-proved ... drip free operation Compact, rugged, one-piece housing provides complete 


8% —— support for bearing. Can be mounted in any position. 
: 4 a Wide ran f d si Standard seri 
() neo ge of types and sizes. Standard series 


: illustrated, sizes from 2” to 2%". 
— = 
- 


Bearing may be easily removed and replaced if necessary. 


it * Integral, frictionless Mechani-Seals — keep lubricant in, 
& coat jar A contaminants out. ' 


Pre-lubricated with provision for relubrication. 


The Fafnir Bearing Company, New Britain, Conn. © 


FAFNIR 


BALL BEARINGS 


7 


(Keb 
MOST COMPLETE >) LINE IN AMERICA 
— , 
































This Customer 
gave us a 


TOUGH 





Assignment! 


Beardsley & Piper 
Division of 
Pettibone-Mulliken 
Corporation 


Beardsley & Piper’s SPEEDMULLER 
prepares the sand mixtures used in 
foundries for molds and cores. 
The SPEEDMULLOR does the job so 
well that it has revolutionized 


Roth Research 
Brings Results 


With Rubber 


the mulling of foundry sands. 


Roth Rubber worked with Beardsley & 
Piper engineers to develop a rubber 
liner for the SPEEDMULLOR that 
provides the most effective mulling 
action and outwears the best 

metal liners. 





What’s your rubber problem ? 
Roth can help you, too. 


@ Custom Manufacturers of Industrial Rubber 
Products since 1923 





ROTH RUBSER comPaNY ) 





1856 S. 54th Avenue, Chicago 50 


Name 





Position 








Company 
Address 
City 








Zone 


State 
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BELT CONVEYOR SYSTEM 
OVER 2% MILES LONG 


The belt conveyor system illustrated, 
which stretches more than two and a half 
miles over, around and under rugged 
mountains near Charleston, W. Va., in 
the Kanawha River Valley, transports 
coal from a mining area to a large 
steam generating plant under construc- 
tion on the banks of the Kanawha at 
Glasgow, W. Va. This beltroad is doing 
a job equal to a fleet of a dozen 15-ton 
trucks operating 20 hours a day. The 
entire system is composed of nine flights, 
or sections, of rubber conveyor belting, 





ranging in length from 230 feet to 3,770 


feet. Nine conveyor drive motors are 
capable of producing a total of 550 hp 
but the system requires only 263 net hp 
electrical input to move the coal from 
mine to river. Three of the conveyor 
belts generate power. They are declining 
belt drives and power generated at these 
points is fed back into the line. The belt- 
road is 14,000 feet long, 28,000 feet of 
B. F. Goodrich rubber conveyor belt 
being used in its construction. 


i ee 


NEW CALENDAR SIMPLIFIES 
SCHEDULING AND FOLLOW-UP 


“Schedule-A-Date” a new desk calen- 
dar with the unusual feature of giving 
future dates by days, weeks, and months 
in advance for an entire year was first 
shown to purchasing agents at the In- 
form-A-Show of the 37th Annual Inter- 
national Convention National Association 
of Purchasing Agents at Atlantic City 
in May. 

The calendar translates general sup- 
pliers’ delivery schedules into definite 
future dates, to avoid errors and permit 
proper planning and follow-up. A glance 
at the calendar makes “2 months from 
today” a definite date. Such questions 
as “what is 10 days from today . . . 30 
days . . . 3 months?” are answered by 
this standard desk size calendar with the 
future date feature. 

In addition to the copyrighted schedul- 
ing feature there is ample room on the 
pad for day-to-day notes. The side 
opening design of the pad provides 2 
convenient method of retaining pages for 
future reference and checking on past 
scheduling dates. The pad is 334” by 6” 
with 2” side punching and is available 
with or without the stand from com- 
mercial stationers or direct from Sched- 
ule-A-Date Calendar Co., 310 East State 
Street, Ithaca 20, N.Y. 
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Here’s a man 


to welcome... 


~, T ' ry - 


arby Reynolds 


Distributor 


Reynolds is putting forth every effort to 
ease your aluminum-buying problems. To 
meet the growing demand for this vital 
metal, Reynolds Metals Company and other 
U.S. producers are rapidly expanding pro- 
duction. Reynolds alone will have increased 
production to 829 million pounds by 1953. 
- To meet your immediate problems the 
nearby Reynolds distributor is doing his 
level best to fill orders from present stocks. 

You can also count on his assistance and 
guidance in selecting temporary alternate 
materials. He will apply all of his experi- 
ence and energy to help you out. He is 
aman you ought to know. Now as always 
he will give you the kind of service you 
need and want. 


REYNOLDS 


MODERN DESIGN HAS ALUMINUM 
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CONNECTICUT Belcigh 
Amacteae Steel & Alloys Corp., > 
istrict OF  -eegyerme on net 
«, Inc., ' 
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Woedbury & C oe 
Eugene, 3 
PENNSYLVANIA i” 
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ersonalities 





William H. Old has joined The Bab- 
cock & Wilcox Company as Director of 
Purchasing. He will be located in the 





New York office of the company. Mr. 
William H. Old 

Old was formerly General Purchasing 

Agent of American Brake Shoe Com- 


pany. He attended the Virginia Military 
Institute and the Harvard Business 
School. 


Frank T. Frey, formerly Vice President 
in Charge of Purchasing, has _ been 
named Executive Vice President of 
Geuder, Paeschke & Frey Co., Milwau- 
kee, Wis. He will now head both pur- 
chasing and ‘manufacturing divisions. 





Frank T. Frey 


A grandson of one of the founders 
of the company, Mr. Frey joined the 
firm in 1939, advancing from the fac- 
tory through various manufacturing 
and administrative positions. He was 
treasurer of the company from 1946 
to 1950 and had been in charge of 
purchasing operations from 1950 to 
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IN THE NEWS 


the present. Mr. Frey is a graduate of 
Dartmouth College and the Harvard 
School of Business Administration. 


John §. Jacox has been appointed 
Manager of Purchasing for the Aviation 
Gas Turbine Division of the Westing- 
house Electric Corporation, at South 
Philadelphia, Pa. He will coordinate all 
purchasing activities for the division, in- 
cluding operations at its South Philadel- 
phia plant, the Kansas City plant, and 
a new facility being erected at Colum- 
bus, O. 

Wilbur C. Wilson has been named 
Purchasing Agent*for the South Philadel- 
phia plant, and George A. Fadler, Pur- 
chasing Agent for the Kansas City plant. 


James K. Lacy has been appointed 
Purchasing Agent for the Houston, Tex. 
division of Sheffield Steel Corporation. 





James K. Lacy 


Mr. Lacy joined Sheffield’s sales de- 
partment in Kansas City in 1941. During 
World War II he managed the com- 
pany’s Washington, D. C. office. In 1945 
he was appointed manager of the Chicago 
sales office. When the Korean war broke 
out, he returned to Washington, man- 
aging the eastern division office until his 
present appointment. 


Alfred J. Dickinson, Jr., Manager of the 
purchasing department of Virginia-Caro- 
lina Chemical Corp., Richmond, Va., has 
been elected a Vice President. 


Leon P. Miller, Vice President in 
Charge of Purchasing for Fnterprise 
Manufacturing Co., Akron, O., has been 
elected to the board of directors. 


George B. Shaw has been elected Vice 
President—Procurement of The Glenn L. 
Martin Company, Baltimore, Md. He has 
been with Martin since 1947. 





George B. Shaw 


Mr. Shaw entered the Army Air Force 
in 1943 as a member of the Eastern Dis- 
trict Price Adjustment Board, which 
dealt with contracts for all types of air- 
craft. For his services with the AAF, 
he was awarded the Emblem for Excep- 
tional Civilian Service, highest award 
made by the War Department to its ci- 
vilian employees. For six years prior to 
1935, Mr. Shaw was sales promotion 
manager for General Motors Acceptance 
Corporation. 


Clifford §S. Billingham has been ap- 
pointed Director of Purchasing for the 





Clifford S. Billingham 


Stamford Divison, The Yale & Towne 
Manufacturng Company, Stamford, Conn. 
He succeeds Richard H. Diesel, who has 


(Please turn to page 244) 
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HOW A PLANT AWAITING NEW MACHINERY 
USES SUNTAC TO MAINTAIN EFFICIENCY 





NO MORE MANUFACTURING DELAYS. The manufacturer 
of these bearings uses heavy-duty presses to blank out parts. The 
problem of press bearing failures due to inadequate oils has been 
eliminated by changing to Suntac. 





CLEAN FLOOR, CLEAN MACHINE. Adhesiveness prevents 
Suntac Oil from squeezing out of the bearings. Before Suntac was 
used, floors had to be cleaned constantly to keep them from becoming 
slippery and dangerous. 


SUN INDUSTRIAL PRODUCTS 


SUN OIL COMPANY, PHILADELPHIA 3, PA. + SUN OIC COMPANY, LTD., TORONTO AND MONTREAL 





A large ball-bearing manufacturer is using old heavy- 
duty presses for which replacements have long been 
on order. In the past, these presses frequently had 
to be shut down because of overheated bearings. The 
average life of bearings was only eight months, 
because the oil in use would not stay in, and each 
failure took the press out of production for a month 
or more. Many different oils were tried in an effort 
to remedy the situation. But none proved adequate 
for the job, and it was becoming increasingly difficult 
to maintain production schedules. 


Finally the company called in a Sun representa- 
tive for consultation and changed to a Suntac Oil 
at his suggestion. The adhesiveness of Suntac has 
prevented its squeezing out and has kept the bearings 
running cool. The presses have operated without a 
bearing failure ever since the adoption of this “Job 
Proved” lubricant. 


Having trouble keeping old equipment on the job 
while waiting for new? If so, send in this coupon. 


SUN OIL COMPANY, Dept. PU -9, Philadelphia 3, Pa. 


We are having bearing failures possibly caused by faulty 
lubrication. 

{_] Please have a Sun representative call. 

[] Send me your booklet “Suntac Oil Case Histories.” 
(_] Send me your technical bulletin “Lubrication of Indus- 
trial Machinery.” 


Name. 





Title 





Company 





Street 





City Zone State. 





TECHNICAL ASSISTANCE AVAILABLE. Sun’s engineers 
are at your service for consultation on lubrication matters. It 
will pay you to utilize the broad experience they have gained in 
solving a wide variety of problems in many different industries. 





-SUNOCD- 

















Designed by EXPERIENCE... Proven by SERVICE 


FAIRBANKS 


" 


. 
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VALUE — QUALITY — FAIRBANKS synony- 
mous today because of the reputation achieved 
during a half century of progressive valve de- 
velopment and field service dependability. 


The 0260—300 pound Bronze Gate Valve—is a 
typical valve, a typical value. 


TWO-PIECE UNION BONNET... 


Strength, quick easy disassembly, no sliding 
or scraping of seat between body and bonnet. 


RADIAL SEAT OF UNION BONNET... 


Leakproof body-bonnet joint, rigid align- 
ment. 


SOLID NICKEL ALLOY WEDGE... 


dd dade I 2 


Fig. 0260 BRONZE GATE VALVE— 

NON RISING STEM 

300 Ibs. steam working pressure at 550°F. 
(0264—BRONZE GATE VALVE—RISING STEM) 














THE * k 
Fairban _ 


EET * NEW YORK 3, N.Y. 


393 LAFAY ETTE STR ia 


« e, 
w York 3 * Pittsburgh 22 ° Boston 10 * Rom 


Branches: Ne 


TRUCKS * CASTERS - DART & PIC UNIONS - VALVES 


guided for tight closure, corrosion resistant. 
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Richard H. Diesel 


been named general manager of the Ca- 
nadian Division of the company, at St. 
Catharines, Ontario. 


Gordon R. Morris, Purchasing Agent 
for Burger Iron Co., Dayton, O., has 
been elected a director of the Dayton 
district Building Trades Employers 
\ssociation. 


Harold |. Varvel, Purchasing Agent 
for Master Vibrator Company, Day- 
ton, O., has been named Plant Mana- 
ger of Operations, in addition to his 
purchasing duties. 


J. A. Berwick has been appointed Di- 
vision Purchasing Advisor at Houston, 
Tex., for Gulf Oil Corporation, succeed- 
ing the late E. N. Foster. 


T. J. Ault, Purchasing Agent for 
Warner Gear Division of Borg-Warner 





T. J. Ault 


Corp., Muncie, Ind., has been appointed 
Vice President. Mr. Ault has been with 
the division for more than 20 years. 


H. J. Parker has been named Pur- 
chasing Agent, Traffic Manager and Ex- 
pediter for Springer & Morrison, Inc., 
Cleveland, O. Mr. Parker has had 30 
years’ experience in purchasing and traf- 
fic. He was with The Mills Company 
for 27 years. 


Eugene S. Page has been named spe- 
cial assistant to the executive vice- 
president of American Machine & 
Foundry Company, New York, N. Y. 
Mr. Page, who has held a number of 
engineering and purchasing posts in in- 
dustry, was in charge of purchasing for 
Great Lakes Carbon Corporation, Chi- 
cago, Ill., prior to joining AMF. 
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CALIFORNIA 
American Chain & Gear Co. 
C. A. Nicholas 
5511 Pacific Bivd. 
Huntington Pork, California 


Chorles A. Fowler 
889 Bryont Street 
Son Francisco 3, California 


Sr co 

HF. 
208 rien Bldg. 
Atlonta, Georgia 


MLINOIS 
Union Chain & Mfg. Co. 
W. Albrecht 
A. C. Mohr 
8. Nelson 
Room 1232 
53 W. Jackson Blvd. 
Chicago, Illinois 


INDIANA 

Poul W. Huddlestun 
5745 Guilford Ave. 
Indianapolis 20, Indiana 


ALABAMA 
Alaboma Bearing Company, 


Inc. 
182 E. Jefferson St. 
Montgomery, Alabama 


Aleboma Machinery & 
Supply Co. 
Dothan, Alabama 
Mill & Mine Supply Company 
124 S. 20th Street 
Birmingham, Alabama 


ARKANSAS 
Service Supply Company, Inc. 
20 North University Street 
P.O. Box 145, University 
Station 
Fayetteville, Arkansas 


CALIFORNIA 

American Chain & Gear Co 
5511 Pacific Blvd 
Huntington Pork, California 


Charles A. Fowler 
889 Bryant St 
Son Francisco 3, California 
Volley Belting & 
Equipment Co. 
2309 Los Angeles St. 
Fresno, California 
CONNECTICUT 
ideal Machinery Company 
Plainville, Connecticut 
Motor Equipment Co. 
Wall & Water Sts 
Bridgeport 3, Connecticut 


DELAWARE 
The Briggs Rubber 
Products Co 
Wilmington, Delawore 
Stendard Industrial Supply Co. 
403 Adams St. 
Wilmington, Delaware 


FLORIDA 

Ellis & Lowe Co., Inc 
302-306 S. Morgan St. 
Tompa, Florida 

ferquhor Machy. Co. 
720 West Boy St 
Jacksonville, Florida 


General Equipment & 
Supply Co. 
543 N. W. 5th Street 
P.O. Box 1470 
Miami, Florida 
Industrial Marine Supply Co. 
Pensacola, Florida 
GEORGIA 
Bearings & Drives, Inc. 
515 Arch Street 
Macon, Georgia 
Georgia Hardware & 
upply Co. 
307 N. Washington St 
Albany, Georgia 
Jim Horne Mill Supplies 
Sheliman, Georgia 
Macon Supply Co. 
Macon, Georgia 
Phillips Hardware & 
wpply Co. 
1022 Front Ave. 
Columbus, Georgia 


the Union Chain and Manufacturing Company © Sandusky, Ohio, U.S.A. 





UNION CHAIN REPRESENTATIVES 


LOUISIANA 

F. N. Johnston Co. 
236 Humble Oil Bidg 
909 S. Jefferson Dovis Pkwy. 
New Orleans . Lovisiana 


MASSACHUSETTS 





9 ing Co. 
Stanley — 
6 Hartford S 

Newton Highlands 61, Mass. 
MICHIGAN 
Union = & Mfg. Co. 
W. J. White 
Basso Bidg. 
7338 Woodword Ave. 
Detroit 2, Michigan 
MINNESOTA 
fF. H. Bothke 
490 N. Snelling Ave. 
St. Paul, Minnesota 
MISSOURI 
J. B. Flaherty 
5473 Deimar Bivd., Rm 206 
St. Louis, Missouri 
Ed Schiefelbein 
311 West 10th St. 
Konsas City 6, Missouri 


NEW YORK 
John B. Foley 

107 Tully St. 

Syracuse, New York 
Moys & Gleason, Inc. 

50 Church St. 

New York 7, New York 


Potter & Dugan, Inc. 
29 Wilkeson St. 
Buffalo, New York 


NORTH CAROLINA 
M. R. Snyder Ceo. 
ge E. Tremont Ave. 
©. Box 3341 
thostoue "3; N. Carolina 
OHIO 
Fred W. Borrow 


2925 Portsmouth Ave. 
Cincinnati, Ohio 


Union Chain & Mfg. Co. 
F. H. Dalrymple 
F. Smiley 
Marshall Bidg. 
Cleveland 13, Ohio 


OREGON 
4. W. Minder Chain & 
Geor 
307 S. E. Hawthorne Bivd. 
Portland 14, Oregon 
PENNSYLVANIA 
Devid Davies 
P. ©. Box 4 
Plymouth, Pennsylvania 


Wayne Ritter 
3031 W. Liberty Ave. 
Pittsburgh ‘16. Pennsylvonia 
Union Chain & Mfg. Co. 
John A. 
Room 521 
Schoff Bldg. 
Philodelphia 2, Pennsylvania 
TEXAS 
wy Chain & Mfg. Co. 
t T. T tea 


1 
205 Irwin-Keasler Bidg. 
Dallas 1, Texas 


UNION CHAIN STOCK CARRYING DISTRIBUTORS 


GEORGIA 

Richmond Supply Co. 
Augusta, Georgia 

John D. Robinson Co. 
13 Boy Street, West 
Sevannech, Georgia 


J. M. Tull Metal & Supply Co. 


285 Marietta St. N 
Atlanta 3, Ste A 


IDAHO 
Western Bearings, Inc. 
520 Front St. 

Boise, Idaho 
Western Beorings, Inc 
156 South Third St 
Pocatello, Idaho 


LLINOIS 


Hagerty Bros. Co. 
923 S. Washington St 


Peoria 2, Illinois 
W. M. Holes 

P. O. Box 65 

Danville, lilinois 


W. M. Hales Co. 
719 S. Main St 
Hillsboro, Illinois 
W. M. Hales Co. 
W. Frankfort, Illinois 
Mid-States Industrial Corp 
2401 Eleventh St 


Rockford, Illinois 
Northern Illinois Supply Co. 
Carpentersville, Illinois 

INDIANA 


Diamond Supply Co., Inc 
616-24 N. W. Second St 
Evansville, Indiana 

Sherer Electric Co 
940 West Street 
Indianapolis 25, Indiana 

The South Bend Supply Co. 
South Bend, Indiana 

KANSAS 

Bearing Service Co 
341 N. St. Francis Ave. 
Wichita 2, Kansas 

W. A. Thomas Supply Ce. 
112-114 West Third St 
Pittsburg, Konsas 

KENTUCKY 

Ernest Hardware & Supply Co 
829 Notional Ave 
Lexington, Kentucky 

Sherman Bros. Mill Supply 
222 South Shelby St 
Lovisville 2, Kentucky 


LOUISIANA 


Behring’s Bearing Service, Inc. 


Loke Carles, Lovisiana 

Dixie Bearing & Supply 
©., Inc. 

733 N. 21st St 

Baton Rouge, Lovisiana 
Weoaks Supply Co., Ltd. 

Monroe, Lovisiana 
Woodward Wight & Co., Ltd 

New Orleans, Lovisiona 
MARYLAND 
Hagerstown Equipment Co. 

Maryland Ave. 

Memorial Blvd 

Hagerstown, Maryland 
M. F. Holland Co. 

lee & Shorp Sts. 

Baltimore, Maryland 


MASSACHUSETTS 
Bellamy-Robie, Inc. 

45 Main St. 

Cambridge, Massachusetts 
Babcock Equipment Co. 

163 Highland Ave. 

Needham Heights 94, Mass. 


MICHIGAN 

Abrasive Supply Co. 
21 W. Milwaukee Ave. 
Detroit, Michigan 


MINNESOTA 
“_ Range Equipment Co. 
N. Snelling Ave. 
st Paul, Minnesota 


Jurgens Company 
519 Cleveland Ave. 
St. Paul 4, Minnesota 


MISSOURI 
Bonne Terre Farming & 

Cattle 
Bonne Terre, Missouri 


8 Equipment Corp. 
E. Walnut St. 
Seringheld: Missouri 


Te-Co, Inc. 
801-805 N. Second St. 
St. Lovis, Missouri 


Wildhagen Machine & 
Co. 


224 S. Third St. 
St. Joseph 5, Missouri 


MONTANA 

Western Foundry Co. 
802 Toole Ave. 
Missoula, Montana 


NEW JERSEY 

Burton Supply Ce. 
165 Park Ave. 
Paterson, New Jersey 


Mill Supply & Hordware Co. 
285-289 N. Willow St. 
Trenton 4, New Jersey 


Old Reliable Supply & 
Equipment Co. « 
lith St. & Newton Ave. 
Camden, New Jersey 


NEW MEXICO 

Union industrial Corporation 
112 East Mermod St. 
Carlsbod, New Mexico 


NEW YORK 

Laurence Belting Co. 
111 Chembers St. 
New York, New York 


S. H. Pooley Belting Co. 
38 W. Seneca Street 
Buffalo 2, New York 


Transmatic Equipment Co. 
11 North Peorl St 
Albany, New York 


U. & S. Inc. 
509 South West Street 
Syracuse, New York 


Ulster Foundry Corp. 
20 St. James St. 
Kingston, New York 


NORTH CAROLINA 

Piedmont Mill Supply Co. 
P. O. Box 130 
Salisbury, N. Carolina 
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OHIO 
Brubaker Gear & Mfg. Co. 
Barberton, Ohio 


Cincinnoti Transmission Co, 
3330 Montgomery Rood 
Cincinnati g Ohio 

Cc. J. Edwords Company 
6408 Euclid Ave. 
Cleveland 3, Ohio 

Lime Armature Works, Inc. 
440 N. Main St. 

Lima, Ohio 
Mill & ge Supply Co. 
317—10th St. 
Toledo, Ohio 
Wilkof Hardware & 
Supply Company 
1100 Warner Road, S. E. 
Canton, Ohio 

Winkle Electric Co., Inc. 
701 Andrews Avenue 
Youngstown 2, Ohio 


OKLAHOMA 
Cc. F. Dagwell . Company 
816 W. Main 
Oklahoma on ‘Oklohoma 
Ore Reclamation Company 
1 N. Connell Ave. 
Picher, Oklahoma 


OREGON 
Electric Steel Foundry 
Eugene, Oregon 
Fisher Bros. Company 
522 Bond Street 
Astoric, Oregon 
Industrial Machinery & 
Supply C 
1410 Adams Avenue 
la Grande, Oregon 
Industria! Steel & Supply Co. 
North Bend, Oregon 
J. W. Minder Chain & 
Gear Co. 
307 S. E. Hawthorne Blvd. 
Portland 14, Oregon 


PENNSYLVANIA 
A. C. Supply Company 
1330 Federal Street 
Philodelphia, Pennsylvania 
S. S. Brenner 
2303 E. Philadelphia Street 
York, Pennsylvania 
Clerk Materials Handling 
Equipment Co. 
1407 Derry Street 
Harrisburg, Pennsylvania 
XK Supply Co. 
451 oad St 
aoaton Pennsylvania 
Keystone Bearing & Supply Co. 
Second and Hamilton Sts. 
Allentown, Pennsylvania 
Maximon Machine Co. 
801 N. Logan Bivd. 
Altoona, Pennsylvania 
amy hw ~ & Ravb 
Queen St. 
Sononeue Pennsylvania 
Sherwin Bearing Co. 
1120 Wyeming Avenue 
Scranton 1, Pennsylvania 
° 6 ig at q 





903 E. Carson St. 
Pittsburgh 10, Pennsylvania 





VIRGINIA 

Cc. Arthur Weever Co. 
403 E. Franklin St. 
Richmond 19, Virginia 

WISCONSIN 

Union Chain & Mfg. Co. 
Room 508 
Wisconsin Tower B 


606 W. Wisconsin Ave. 
Milwoukee 3, Wisconsin 


SPECIAL Representatives 


t 
New York 7, New York 


€. F. Gehen 
500 Fifth Ave. 
New York, New York 


OREGON 
ba D. Holli 
loam 400 Concord Bidg. 
308 S. W. Stork St. 
Portland 4, Oregon 


1839 
Spartanburg, S. Caroline 
O'Brian Debnam Company 
213 E. Evons St. 
Florence, S. Carolina 
Southern Mill Supply Co. 
Summerville, S. Carolina 
Thackston-Dovis Supply Ce. 
828 Gervais Street 
Columbia, S. Carolina 


TENNESSEE 


Knoxville, Tennessee 
Tennessee Machinery Co. 

114-119 Third Ave., South 

Nashville 3, Tennessee 
Tipp. Engineering & 

Supply Co., Inc. 
260 N. Front St. 
Memphis, Tennessee 


TEXAS 

Allied Belting & Trans. Co 
2614 Sylvan Ave. 
Dolles, Texas 

Beacon Supply Co., Inc. 
1825 Washington Ave. 
Houston 10, Texas 

Bearing Specialists Co. 
2902 Texas 
Lubbock, Texas 

El Paso Machine Works, Inc. 
1600 E. 4th St. 
El Paso, Texas 

Great Western Supply Co. 
l4th & Throckmorton 
Fort Worth, Texas 

E. B. Hayes Machinery Co. 
Morshall, Texas 

a Electric Co. 
511 El Paso St 
Sen Antonio, Texes 

Overton & Mims, Inc. 
1307 Indiona 
Wichita Falls, Texas 


VIRGINIA 
Blue Ridge Hardware & 





y Co. 

Virginia 

Mill Supplies Corp. 
South Norfolk, Virginie 


WASHINGTON 

Electric Steel Foundry 
1327 Washington St. 
Spokane, Washington 


WEST VIRGINIA 
Park Engineeri Soles Co. 
2391 Dudley "S, 
wk a W. Virginio 
Bluefield Hardware Co. 
Bluefield, W. Virginia 
Smith Steel Suppl 
150 Peninsula St. 
Wheeling, W. Virginia 
} ag ae 
Dole 


528 oy St. 
P.O. Box 867 
Wouseu, Wisconsin 
Richard E. Ele Co. 
744 Williamson St. 
Madison, Wisconsin 


jal Supply Co. 
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SAN FRANCISCO3 
450 Potrero Ave. 


4 
F NEW YORK 7 
7 _ aii 147 Chambers St. 
a 


PITTSBURGH 21 
N” 607-609 Brushton Ave. | = 


. % 
. % PHILADELPHIA 6 
‘ GS 311 Ny. Randolph st. 





a 
LOS ANGELES 21 ~ 
2037 S. Santa Fe Ave. ‘\ \ 
BALTIMORE 1 


112 West Pratt St. r 


CINCINNATI 2 
49 Central Ave. B&BS 





ST. LOUIS 8 


4018 Olive St. MEMPHIS 3 


268 Madison Ave. 


CONTINENTAL 


has a nearby warehouse 
to give you 
“RIGHT NOW” SERVICE 


Serving your rubber requirements is an 
exclusive business—not just a sideline—at 
Continental’s 16 Warehouses. 


These Continental warehouses carry ex- 
tensive stocks of industrial hose, boots and 
rubberized work clothing. They’re located 
within convenient telephone and delivery 
range of most industrial centers. And they’re 
staffed with people specially trained to 
cater to your rubber goods needs. You 
enlist the services of specialists in rubber 
when you call a Continental Warehouse. 


SO—when you need hose, boots, or 
clothing—be sure to get acquainted with 
the Continental Warehouse nearest your 
plant. You’ll like the service you get. 


Rubberized Clothing 


CONTINENTAL 
RUBBER WORKS 


ERIE 6* PENNSYLVANIA 





Rubber Boots 





CONTINENTAL RUBBER WORKS 








1 
RUBBER | 1983 Liberty Street, Erie 6, Pa. 
COWTWRENTAL | Please send copy of Industrial Rubber Products Catalog. 
a | 
“A SS ae _ ied 
| COMPANY : sia ial atlas tinal —— 
1 


Te 
——— 
| Koonmaneas SES © 








ADDRESS —_ —————— 
FREE Catalog 
sian CITY and STATE . a 
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Lorne H. Cascadden has been pro- 
moted to Purchasing Agent for Peerless 
Molded Plastics, Inc., Toledo, O. 


George A. Fay has been appointed 
Director of Purchases for Addresso- 
graph-Multigraph Corporation, Cleve- 
land, O. He succeeds S. H. Mansfield, 
who has retired after more than 45 years 
with the company. 





George A. Fay 





Willard E. Gombert 


Willard FE. Gombert, formerly As- 
sistant Purchasng Agent, has been named 
Purchasing Agent. 

Mr. Fay came to the company in 1946, 
having previously been Purchasing Agent 
for Geometric Stamping Co., and As- 
sistant Purchasing Agent and Buyer for 
Ohio Rubber Company. Mr. Gombert 
had been Purchasing Agent for Euclid 
Crane and Hoist Co. when he joined Ad- 
dressograph-Multigraph in 1950. 


Walter J. Killoran has been appointed 
Purchasing Agent for Boston Consoli- 
dated Gas Company, Baston, Mass. He 
succeeds Woodbury Hale, retired. 


H. J. Readle has been appointed Man- 
ager of Purchasing and Warehousing for 
Husky Oil Company, Cody, Wyo. 


Norman Oxholm has been appointed 
Purchasing Agent of Edison Wood 
Products, Inc., New London, Wis. 


Richard E. Shaner has been named 
Purchasing Agent of the operating divi- 
sion, Eastern Gas and Fuel Associates, 
Boston, Mass. 


Floyd G. Eggleston has been appointed 
Division Purchasing Agent, Gulf Coast 
producing division, The Pure Oil Com- 
pany, at Houston, Tex. He succeeds Sam 
H. Harper, who recently resigned. 
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In 1936, a Canadian mine installed Saunders Diaphragm Valves 
with rubber linings on the feed and drain piping of an under- 
ground tank used for the storage of muriatic acid. Today, after 
15 years, those sarme valves are in use—having required no 
maintenance except for periodic replacement of diaphragms, a 
simple operation done without removing the valve from the line. 


ssor OF 
Grinnell-Saunders Diaphragm Valves are available in many OPEN cor a te ine: 
different combinations. Bodies are made in a variety of metals No packing alonds Port tall pos 
—iron, stainless steel, bronze, aluminum and others. But of a demand oring = — 
more importance is the fact that a body of cast iron (a metal pre lored to-metol pa 
not in short supply) can be lined with glass, lead, natural rubber, from oor agen’ bewire-drown 
neoprene and other materials which, in many instances, handle eee in. C008, corre 





corrosive fluids better than metals. 


Diaphragms come in natural rubber, neoprene, butyl, hycar, 
a special synthetic for foods and KEL-F. This last is chemically 
inert to all acids and alkalies in all concentrations with the 
exception of molten alkali metals. 


From this broad selection of materials, the problems which the 
Grinnell-Saunders valve can solve are extremely varied. No 
wonder industry after industry is putting it on the line. 


WHENEVER PIPING IS INVOLVED 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses ond Distributors 
pipe and tube fittings °* welding fittings * engineered pipe hangers and supports * Thermolier unit | rs * valves 
Grinnell-Saunders diaphragm valves * pipe °* prefabricated piping * plumbing and heating specialties * ater works supplies 
industrial supplies ° Grinnell automatic sprinkler fire protection system ° An air conditioning systems 
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In your search for lower-cost pro- 
duction...it will pay you to investi- 
gate FULLERGRIPT. This metal- 
backbone brush strip . . . which, as 
you see below, can be shaped and 
mounted almost at will... brings 
economies to both small and large 
applications. 


The toy manufacturer found he could 
assemble his miniature brooms and 
floor brushes at rock bottom cost when 


MANY SAVINGS FOR YOU WITH AcLorgrgey BRUSHING. WRITE TODAY. 





3554 MAIN STREET 





Small Toys 


— Maker Cuts Assembly Cost 
with Smallest FULLERGRIPT 
Brush 


World’s Longest 


18-1/2 ft. FULLERGRIPT 
Brush Increases Carpet 
Quality, Beauty and Wear 


he bought his brush material anchor- 
ed in little FULLERGRIPT strips. 


On the other hand, carpet mills have 
installed many of the largest brush 
assemblies ever built. These nap- 
raising brushes are constructed to 
machining tolerances, and are built to 
hold concentricity their entire length. 
In this way the carpet manufacturer 
controls uniformity of pile depth, 


and increases beauty, luster and wear. 


HARTFORD 2, CONN, 


Fullergript, Wet and Dry Mops, Brooms, Floor and Special Brushes. 
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Harold W. Catt has been named Pur. 
chasing Agent for the B. F. Goodrich 
Company, Akron, O. Mr. Catt joined the 
company in 1929 and was on the tech- 
nical staff until 1940, when he joined the 
purchasing department. He became man- 
ager of chemical and pigment purchasing 


in 1944. 


Thomas W. Russell, Jr., has been ap- 
pointed General Purchasing Agent of 
American Brake Shoe Company, New 


York, N. Y. 





Thomas W. Russell, Jr. 


Mr. Russell joined American Brake 
Shoe as an apprentice in 1945 and served 
four years in the operating department. 
He entered the purchasing department as 
a buyer in 1949 and became Assistant 
General Purchasing Agent in 1950. He 
is a graduate of Yale University. 


Robert J. Malkmus, for more than 29 
years Purchasing Agent of the Hanson- 
Van Winkle-Munning Company, Mata- 
wan, N. J., and predecessor companies, 





Robert J. Malkmus 


has retired. He became Purchasing 
Agent for A. P. Munning & Com- 
pany in 1923, moving up to the same 
post when his company was combined 
with The Hanson & Van Winkle Com- 
pany in 1927. 


John H. Spade, Purchasing Manager 
of Hamilton Standard Division, United 
Aircraft Corp., East Hartford, Comnn., 
has been appointed to the division’s op- 
erating committee. Functioning in the 
manner of a board of directors, the com- 
mittee is composed of department man- 
agers and others who help executive 
management in the solution of both long- 
term and short-term problems and the 
development of operating policies. 


Paul B. Rice has been appointed Pur- 
chasing Agent and Budget Officer of 
Berkeley, Calif. 
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DANIEL WEBSTER on the 
safety of the nation 

Nothing will ruin the country 

if the people themselves will 

undertake its safety; 

and nothing can save it 

if they leave that safety in 

any hands but their own. 


(Speech, U. S. Senate, March, 1834) 
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Artist: Lewis Daniel 


oo" fr""7 
are 


CONTAINER CORPORATION OF AMERICA TH Great Ideas of Western Man... . one oF A series 
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{ Victor Cranston has been appointed 
Purchasing Agent of Wagner College, 
Staten Island, N. Y. 


Herman C. Cowdery has been named 
re 19 Assistant Purchasing Agent for Cities 
F Service Oil Company, Bartlesville, Okla. 
William T. Kelly 


William T. Kelly, Purchasing Agent 
for the Rochester Telephone Company, 


and third vice-president of the Purchas- 
ing Agents Association of Rochester, 
died suddenly on August 7. 








—real factors in economical 
materials handling 


AMONG THE COMPANIES 
YOU BUY FROM 





Houston, Tex. — Raybestos- Manhattan, 

All-steel, heavy-duty, maintenance-free con Inc. A new warehouse has been opened 

: : here at 3012 Canal St., to service the 
struction and new, functional design which Gulf Coast industrial area. 

permits better load distribution and easier Cleveland, O.— Artisan Metal Works 

; a a Company. Harlie F. Byrne has_ been 

handling make HAttoweit 700” Trucks real named sales manager. 
factors in reducing materials handling costs. St. Lovis, Mo—The Harnischfeger 


Corporation. The complete line of P&H 

Versatility, too, cuts costs. Light and medium- arc welders, electrodes, and welding posi- 

tioners will be distributed in this area by 

General Welding Equipment Co., 2106 N. 
> . - 

trucks. New-style corner sockets facilitate use Broadway. 


duty units are easily converted to tilt type 


of various accessories, speed changeover for St. Lovis, Me.— Wagner Electric Cor- 
poration. A. Callaway Allen has been 


different jobs. appointed sales manager of the electrical 


Write for descriptive bulletin 718-3. 
STANDARD PRESSED STEEL CO. 


Jenkintown 31, Pennsylvania 





A. Callaway Allen 


division. He succeeds H. A. Hudson who 
has a new position as sales analyst of 
the company 


Bridgeport, Conn.—Bridgeport Brass 
Company. Chester M. Adams has been 
appointed general sales manager. George 
H. Baldwin has been made assistant gen- 
eral sales manager, and Richard L. Allen 
has been appointed sales manager of mill 
products for both the Bridgeport and 
Indianapolis plants. 








O Pasadena, Calif—\Vorcester Pressed 


® 
MATERIALS HANDLING Steel Co. Ralph H. Cockcroft, 416 Citi- 
DIVISION 





zens Bank Building, has been appointed 
special sales representative in the 
Southern California area. 


Pittsburgh, Pa.— Pittsburgh Steel Com- 
pany. Allison R. Maxwell, Jr., has been 
elected vice-president—sales. Marvin J. 





JENKINTOWN PENNSYLVANIA wel has been named general manager 
or sales. 
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STEEL WORKS ROLLED GEAR BLANK 
THIS RING GEAR 


a betver start in Ue 


The finished ring gear. Uniform 





| metal structure assures high pre- 
MAE ; Ady cision in gear tooth form and di- 
Wiel | ; } L4f7 mension. 


VY) | 
VW 
\ \\! 

\ 





The job of the table-rack spiral bevel ring gear on a 
modern boring mill is rough, rugged and responsible— 
and the only way to get the essential physical properties 
in the gear is to have them in the blank. Strength—to take 
the stress and strain of high-speed production with 
deep-cutting carbide tools. Uniform structure—to permit 
the precision machining that is the basis of precision 
operation. Accuracy in dimension—to save machining 
time and waste. 

Standard Steel Works blanks meet every requirement. 
Starting with steel produced in Standard’s own open- 
hearth furnaces, the rings are rolled to close tolerances 
to develop every desirable property inherent in the metal 
... heat treated to further improve service characteristics. 
If you have a ring-gear problem, Standard blanks may 
provide the solution you are looking for. You'll find 
Standard an ideal supplier—big enough to handle the 
most demanding jobs . . . small enough to make every 
job a matter of direct personal concern. 


STANDARD STEEL WORKS DIVISION 


Burnham, Mifflin Township, Pennsylvania 


BALDWIN -LIMA-HAMILTON CORPORATION 
Philadelphia 42, Pa. @ Offices in Principal Cities 


(Fe 


Niles 10-foot hydraulic ‘feed vertical boring 
mill; table is driven by the gear shown. This is 
a high-production machine, for use with car- 
bide tools—which calls for high strength in 
the drive gear. 


“LIMA -HAMILTON 









... that’s why 


“That little shirt button did $300 
worth of damage. When Joe used an old shirt to wash 
up the press, he didn’t see the button. It damaged the 
plate, it stopped production and cost the company $300.” 





This wouldn’t have happened if Joe had used a Kex 
wiping towel—they’re safe because they're made for wip- 
ing—they’re uniform in size and absorbency. There’s no 


time wasted in searching for just the right piece for the 
right job. 


KEX IS A NATIONAL SERVICE. No matter where you 
are—whether your company is large or small—the Kex 
representative can work out a system of supplying wipers 
that will save you money. You pay only a small monthly 
rental and you get a systematically controlled supply 
of uniformly-sized, super-absorbent Kex as often as you 


need them. Nothing to buy—no big inventory to store. 
Why wait? 


For complete information see your 

Classified Telephone Directory for nearest 

Kex distributor, or write Kex National Service, 
295 Fifth Avenue, New York 16, N. Y. 


vn wv NATIONAL 
KEX SERVICE 
REG. US. PAT. OFF. . 


a eS Mi 
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it isn’t Kex unless it’s imprinted with the Kex name. 
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Wiping Towels 








Pittsburgh, Pa— Trent Tube Company. 
Fred Beitner has been appointed district 
sales manager for the Pittsburgh-Cleve- 
land-Buffalo area. 


Glendale, Calif —Cullman Wheel Com- 
pany. Thomas A. Harvey has been 
named western regional manager, with 
offices here at 418 North Glendale Av- 
enue. 


Fort Wayne, Ind.—Riegel Textile Cor- 
poraton. A new warehouse to provide 
faster delivery service of Riegel work 
gloves has been opened here. 

Marinette, Wis.—Ansul Chemical Com- 


pany. Paul R. Larimer has been ap- 
pointed general sales manager in charge 





Paul R. Larimer 


of all four sales divisions—fire extin- 
guisher, refrigeration, industrial chemi- 
cals, and export. 


Harrison, N. J.—Worthington Cor- 
poration. W. A. Finn, formerly general 
European manager, has been named as- 
sistant general sales manager of the com- 
pany. 


Chicago, til—National Tube Division, 
United States Steel. William F. Jones 
has been appointed manager of sales in 
the district office here. 


Cleveland, O.—National Screw & Mfg. 
Co. George F. Jenkins, formerly general 
sales manager, is now vice-president, 
sales. Robert E. Black has been named 
sales manager. Kenneth A. Miller suc- 
ceeds him as assistant sales manager. 


Milwaukee, Wis.—Chase Bag Co. New 
sales manager of the Chase organization 
here is R. F. Norcott. 


Carnegie, Pa. — Columbia Steel & 
Shafting Company. Colonel John Frye, 
completing a tour of duty in Washington, 
has been re-appointed manager of sales 
of the company and its Summermill 
Tubing Company Division. 


Knoxville, Tenn—The Parker Appli- 
ance Company. Leinart Engineering 
Company has been named distributor for 
O-ring seals manufactured by Parker. 


Cincinnati, O.—The Schaible Company 
Frank J. Nugent has been named vice- 
president in charge of sales. 


Cleveland, O.—Ohio Division, Penn- 
sylvania Refining Company. Frank A. 
Good has been appointed division sales 
manager. 
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SAVE [FJ WAYS with UNBRAKO SOCKET HEAD CAP SCREWS 


By tap FEWER HOLES USE SMALLER DIAMETER 
FASTENERS 


It costs money to tap holes. You have to 


lay out, center punch, center drill, tap Since a 34’’ UNBRAKO Socket Head Cap 
drill, body drill, counterbore, tap Screw is as strong as an ordinary carbon 
steel screw of |4"’ diameter, you save in 


i . TI : ; 
the hole, and insert the screw “a weight and cost by using UNBRAKO. And 
fewer holes you tap, the less the cost. heeause smaller diameter serews 


Three UNBRAKO screws will do the same require less space, they permit more 
job as five ordinary cap screws. compact designs. 


When designing, it pays to save with UNBRAKO! Write for descriptive 
literature. STANDARD PRESSED STEEL Co., Jenkintown 31, Pennsylvania. 





UNBRAKO socket screw pivisiON 


JENKINTOWN PENNSYLVANIA 


CAP SCREWS > SET SCREWS - SHOULDER SCREWS - DOWEL PINS - PRESSURE PLUGS 
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FOR MALLEABLE - CASTINGS 


1. ON SERVICE 
. here are 3 ways to pick your source 2. ON PRICE 
! 3. ON QUALITY 


Which is most important to you? Perhaps 
(like most of our customers) — all three! 





Over a period of 50 years we have found linens cnt: wenn 
this 3-point policy has satisfied many types are these industries: 
of buyers in a wide range of industries. FARM IMPLEMENTS 


RAILROAD CARS 
AUTOMOBILES 
WASHING MACHINES 
GARDEN TOOLS 


At Moline Iron Works are the skill and 
capacity to provide malleable castings from 
one ounce to over one hundred pounds. In 
addition to foundry production, we are also 


completely equipped with modern facilities ELECTRICAL EQUIPMENT 
for machining, processing, fabricating and INDUSTRIAL MACHINES 
finishing according to your specifications. BARN EQUIPMENT 


AND MANY OTHERS 
And so we offer these attributes of Moline 


Iron Works to you. We should like to do 
business with you and invite your specifica. 
tions for quotation. 








MOLINE IRON WORKS 


Moline, Illinois, U.S.A. 





made of 
CHROME STEEL - 


STEEL - STAINLESS 
BRASS = BRONZE 
; MONEL METAL 





‘‘America’s foromest 











Worcester, Mass. — Graton & Knight 
Company. Jackson L. Parker has been 
appointed advertising and merchandising 
manager. 


Chicago, til.— The Armour Labora- 
tories. Richard S. Siers has been ap- 
pointed sales manager. Dudley H. Bart- 
lett has been named his assistant. 


Erie, Pa—Eriez Manufacturing Com- 
pany. M. L. Cramer has been named 
assistant sales manager. 


New York, N. ¥.—Anaconda Wire & 
Cable Company. L. R. Love, formerly 
general sales manager, has been ap- 
pointed vice-president in charge of sales 






















D. E. Allen 


D. E. Allen, who has served the company 
in —— sales and engineering capaci- 
ties, has*been named general sales man- 
ager. 


Camden, N. J.—RCA Victor, division 
of Radio Corporation of America. Harold 
T. Sawyer has been appointed manager 
of industrial products sales in the engi- 
neering products department. 


Jersey City, N. J.—Joseph Dixon Cru- 
cible Company. Ralph C. Gough has been 
appointed special representative in the 
New England area. 


Newark, N. J.—Pyrene Manufacturing 
Company. S. C. Williams has been ap- 
pointed general field sales manager. Wal- 
ter W. Kemphert has been named mid- 
west district manager. 


Buffalo, N. Y.—The Parker Appliance 
Company. James F. Walters has been 
appointed industrial sales engineer in this 
territory. He will cover western New 
York state, Ontario and Quebec. 
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FOR YEARS, men in construction and allied fields have found this lubrication book 
tremendously helpful. It not only discusses the basic fundamentals of lubrication, but 
it gets right down to specific lubricating techniques for all your equipment. 


Proper use of the practices outlined in this 
book, plus the full line of Cities Service 
Quality Lubricants can: 


e Lengthen the life of your 
equipment. 


e Increase productivity. 


Speed up operation. 
e Save on operating costs. 


If you’re the boss and owner, it protects 
your investment, increases profits and sim- 
plifies your operations. If you’re working 
for the boss, proper use of this book will 
help you on the job. Write now for your 
1952 edition of EARTH MOVING AND CON- 
STRUCTION MACHINERY LUBRICATION, 
Cities SERVICE O1L COMPANY, Depr. I-32, 
Sixty Wall Tower, New York City 5. 


CITIES G) SERVICE 


QUALITY PETROLEUM PRODUCTS 


Please mention PURCHASING Magazine when writing to advertisers. 





SPECIALIZING IN 
owt PROBLEMS 


Trained metallurgists using the most up-to-date 
Toll) olaal-tal m@elaleM@ilelelelaehiolal-1 Pyel-laleliba:) in finding 
the answers to your toughest metal cutting prob- 
lems. Here at MILFORD, modern metallurgical 
allele ME to laal Te MAL iam lac ilae| Miatelalthiclaltidiale 
know-how ofelial=temiameh a1: 7$ years of ry el-leleliPa-to| 
experience. The superb result is the MILFORD 
's}felo(- Mi ialoh MALI MU] MM astold-Mlaal-t ie] Mi icl 11-1 alle lale Milo; 


lower cost than ever before 


STANDARD OF QUALITY THE WORLD OVER 
THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS 
FOR OVER ZS YEARS 


NEW HAVEN 5, CONNECTICUT 


MILFORD PROF AND BAND SAW BLADE 


JWER HACK SAW BLADES 


Please mention PURCHASING Magazine when writing to advertisers. 


St. Louis, Mo.— Chase Bag Co. George 
K. Whyte is the new manager of the 
company’s factory and sales office here, 


St. Lovis, Mo.—The Emerson Electric 
Mfg. Co. The duties of manager of motor 
sales have been taken over by O. D. 
Metz. He succeeds William R. Fraser, 
retired. 


Los Angeles, Calif—Garlock Packing 
ing Companv. Joe H. Dunlevy has been 


<i 


Joe H. Dunlevy 


appointed district manager of the com- 
pany’s office here. He succeeds Clarence 
WW. Harmon, who has retired. 


Newark, N. J.—Carboloy Department 
of General Electric Company. E. R. 
Almdale has been appointed manager, 
\tlantic district, with headquarters here 
at 1060 Broad Street. 


Torrington, Conn—Haydon Manufac- 
turing Company. E. B. Hamlin has been 
named sales manager. He succeeds Carl 
H. Cummings, now general manager. 


INDUSTRIAL 
DEVELOPMENTS 


Aluminum Company of America will in- 
stall a huge new rolling mill, costing ap- 
proximately $4,500,000, at its Davenport, 
\lowa works. The mill, which will be 
capable of producing extra-wide tapered 
sheet and plate for aircraft, will be com- 
pletely installed by late 1953. Equipment 
for the mill will be designed, installed 
and operated by Alcoa under terms of a 
lease arrangement with the United States 
Air Force’s Materiel Command. 


Witco Chemical Company, New York, 
N. Y., has organized an oil black division 
which includes the Continental Carbon 
Co. plant in Sunray, Tex. and the Con- 
tinental Oil Black plant in Westlake, La. 


Westinghouse Electric Supply Company 
will establish a branch office and ware- 
house in Hammond, Ind. The new build- 
ing, which will have facilities for com- 
plete electrical wholesaling service, will 
handle both apparatus and supply stock. 


Vanadium Corp. of America was sched- 
uled to begin production of alloys in late 
August at a new plant near Cambridge, 
Ohio. The company’s alloy-producing di- 
vision has been moved from the leased 
Chester, Pa. plant. 
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Solvay Technical Service 
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What business are you in+glass? ... paper? . . . textiles? No matter 
what industry you are engaged in, it’s important for you to’‘know about 
this different type of technical service. 


The staff members of SOLVAY TECHNICAL SERVICE are/field experts who 
; have spent their entire careers specializing in individual industries; they 
are thoroughly versed in alkali chemistry and its ySes in these industries. 
When you call on SOLVAY TECHNICAL SERVICE f6r assistance, you can be 
&* sure that you will get the services of a man who knows your industry... 
its methods . . . its problems. ‘ 











f 
i 

There’s no charge obligation for thé services of these “individual 
industry” specialists{ For further inforfnation, write in confidence to the 
nearest SOLVAY offige. / 


SOLVAY PR 







dway, New York 6, N. Y. 
BRANCH SALES OFFICES 
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When 
you think of 


STAINLESS STEEL 
FASTENINGS 


think first 
of 


ANTI-CORROSIVE 


Anti-Corrosive has millions of stainless fastenings in stock 
(probably the largest selection of varieties and sizes in the 
world) for immediate delivery. Anti-Corrosive has the ex- 
ceptional production capacity that can fill your requirements 
heyond stock items faster, better! 





















FREE—A-N Stainless Fastening Selector 


This handy slide-chart instantly identifies 
A-N Nos. pertaining to stainless steel nuts, 
screws, bolts, rivets, cotter pins, washers; 
gives sizes and other data. Write for 


“Chart 52P"" TODAY! 











Ge Wace vb 
MERTERS Hg 


i) eTEES CF 
Arti-Cor jorrosive SVLLess SELL 


Metal Products Co., Inc 


Manufacturers o falta MEE FASTENINGS 
———_— 







{UDSON, NEW YORK 








Plomb Tool Company, Los Angeles, 
Calif., has begun construction on a new 
PROTO tool factory in London, On- 
tario. A new corporation, PROTO Tools 
of Canada, Ltd., was formed earlier this 
year. 


Norton Company reports that its new 
grinding machine expansion in Wor- 
cester, Mass. is nearing completion. It 
is expected that the $6,000,000, 61 acre 
plant will be in full operation this fall 





Norton’s plant expansion 


or early winter. All types of Norton’s 
surface, cylindrical, roll, tool room, spe- 
cial grinders, and lapping machines will 
be made in the plant which will add 
50% to its present capacity. 


American Potash & Chemical Corporation 
has acquired Eston Chemicals, Inc., Los 
Angeles, Calif. chemical manufacturer. 


lea Manufacturing Co., Waterbury, 
Conn., has formed a subsidiary known 
as Lea Mfg. Co. of Michigan, Inc., to 
manufacture and market Gripmaster pol- 
ishing wheel cement. The new subsidiary 
has purchased the patent rights, trade- 
mark rights, and goodwill of Gripmaster 
from Nelson Chemicals Co., Detroit. 


The Black & Decker Mfg. Co. recently 
played host to several thousand of its 
new farmer neighbors at the recently 


SR ea al 





Black & Decker Hampstead plant 


completed 100,000 sq. ft. plant in Hamp- 
stead, Md. The structure has been laid 
out to permit expansion by stages to an 
ultimate single-story area of 1,000,000 
square feet. It was designed and built 
by The Austin Company. 


Ferro Corporation, Cleveland, O. has as- 
quired complete interest in the Wel-Met 
Company, Kent, O. and Salem, Ind, 
which now becomes a wholly-owned sub- 
sidiary of Ferro. 


Industrial Products Division, American 
Silver Company, Flushing, N.Y., has 
announced the availability of custom roll- 
ing of most ferrous and non-ferrous 
ultra-thin high-precision metal strip in 
any quantity. 


Allis-Chalmers Manufacturing Company is 
negotiating for the acquisition of the La- 
Plant-Choate Manufacturing Company, 


(Please turn to page 272) 
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Hess Bright 


ea a i 
NEW ion xc 


the HESS-BRIGHT “SY” UNIT PILLOW BLOCK 


A new Unit Pillow Block, designed by & 


to meet tomorrow’s needs of mailer ei 
Here are the design features: 













@ =sccr Red Seal, made of DuPont Fairprene, retains 
lubricant. Wiping action of the seal against the 
inner ring is practically frictionless. 

@ Rotating flingers exclude dirt. 
@ Set screws for ease of installation. 
@ Spherical outer ring compensates for initial misalignment. —_ 


Detailed illustration of rotating 
@ Alemite fitting for re-lubrication. flinger and RED SEAL—the ex- 


@ Interchangeability with existing installations made pacdiille sneer crenata 


by bolt hole spacing and center height features. 

@ Shaft diameters 1%6” to 2'%6". From now on, the name to remem- 
ber in Unit Pillow Blocks is 
HESS-BRIGHT “SY’’ —manufac- 
tured in our plants, to the same 
high quality standards as all & 

products. Ask your sisr Dis- 
tributor to show you the HESS- 
BRIGHT “SY”; or write Scr 
direct for complete information on 
this newest Unit Pillow Block. 


SKF INDUSTRIES, INC., Phila. 32, 
Pa.— manufacturers of &%fF and HESS- 
BRIGHT bearings. 7322-4 
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Punch-Lok Hose Clamps 
Last the Life of the Hose 


Locked for safety, and bound to hold pressure 
without damage to the hose, Punch-Lok Hose 
Clamps will not loosen from vibration. Built for 
strength and permanence Punch-Lok gives 


you a streamlined, leakproof hose connection that 


o 


"The Sign of a Good Hose Clamp" 


lasts the life of the hose itself. 


See Your Near-by Punch-Lok Distributor 





Duncu-|ok company 


321 North Justine Street, Chicago 7, Illinois 














(Continued from page 268) 
Cedar Rapids, Iowa. The Iowa firm 
manufactures five sizes of earth-moving 
equipment. 


The Colton Chemical Company, Cleveland, 
Q., has completed the purchase of the 
United States Rubber Company's Floto- 
foam insulation division, located until re- 
cently in Chicago, Ill. The insulation will 
henceforth be produced by Colton under 
the name Colfoam. 

> ££ F¥ 


ONE-PIECE CONVEYOR BELT IS 
1,814 FEET LONG 


This 1,814-foot conveyor belt, making 
a roll almost 12 feet in diameter, pre- 
sented an unusual problem for Goodyear 
Tire & Rubber Co.’s shipping depart- 
ment when it was called on to arrange 
transport of the unit from the firm’s 
mechanical goods plant here to a cus- 
tomer in Indiana. 


The belt is 1,814 feet long. 


Believed to be the longest conveyor 
belt ever shipped in one continuous piece, 
it was necessary to acquire special bridge 
and underpass clearance permits from 
the states of Ohio and Indiana to trans- 
port the belt on the highways. Though 
bulky in size, the 30-inch wide, 7-ply 
belt’s weight is well within limit for 
safe transport on the highways. 

A special, low-slung truck, commonly 
referred to as a “lowboy” was called 
in to make the haul, thus assuring 
bridge and underpass clearance. Doors 
on the company's shipping dock had 
to be removed to get the belt roll out 
of the mechanical goods plant. Loading 
on the truck was handled by means of 
pipe rollers. 

Photograph shows H. R. Harrington, 
left, assistant manager of Goodyear’s 
Belting Sales department, and Scott 
Tidyman, a division foreman, inspectitg 
the huge roll of conveyor belt before 
it was crated for shipment. Tidyman is 
well over six feet tall. 

if -¥ 


BOOKLET ON SHARPENING 
CARBIDE TIPPED SAWS 


Simonds Saw and Steel Co., 470 Main 
St., Fitchburg, Mass., offers a new in- 
struction booklet for shops that wish to 
sharpen their own carbide tipped saws 
and who have a sturdy tool and cutter 
grinder plus the services of a skilled 
operator. 
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If you’ve never used this — 
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’s UNIFLEX... 


The new Helically-corrugated Seamless Flexible Tube 


If you have a process or application involving flexible metal hose, it 
will pay you to know a few facts about UnirLex. For this entirely 
new, seamless flexible tubing is just coming into its own—in appli- 
cations too critical for ordinary concentric tubing. 


Consider . 


1. We make Un1r_ex from seamless, 
special bronze alloy tube—tough, cor- 
rosion-resistant, leak-proof. 


2. Helical corrugations give UNIFLEX 
greater flexibility and longer life. Our 
unique method of manufacture elimi- 
nates embrittlement resulting from 
excessive work-hardening. 


3. For leakless service, UNIFLEX fit- 
tings have metal-to-metal seat. Seal 
is produced through spring washer 
effect of hose on fitting body. 


4. Unlike conventional split-ring col- 
lars used on concentric tubing, the 
one-piece UNIFLEX collar hugs 4 or 5 
convolutions. This means far less wear 
—and much greater strength in the 
connection. 


5. UNIFLEX is encased in high- 
tensile bronze wire braid attached 
to specially designed couplings. 
Hose is relieved of damaging 
strains; sheath prevents elonga- 
tion, gives extra safety, withstands 
abrasion. 


6. Unir_ex helical construction 
distributes flexing between inner 
and outer surfaces of convolutions 

eliminates strain usually limited 
to one groove. Result: Greater 
safety and longer life. 


7. UNIr_ex fittings are shorter and 
more compact than most others. 
This permits the use of more hose 
length and less fitting length— 
gives far greater maneuverability, 
makes it easier to get in and out 
of tight places. 


UNIFLEX is supplied in measured lengths, properly fitted and ready for 


use. You can buy it in sizes from 4 


‘to 6” ID. It has already proved 


itself in such applications as hydraulic lines, oil burners, refrigeration 
machinery, air conditioning equipment, pumps, compressors, diesel 
engines and machine tools. Our Designers and 


out obligation. 
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SEAMED AND 


SEAMLESS METAL HOSE PRECISION BELLOW 


v¥ Check eee wa are interested in. 


Engineers have a thorough knowledge of its behav- 
ior under exacting conditions. If you’d like to 
know what UNIFLEx can do for you write us about 
your problem. We'll be glad to help you—with- 


Send for your free copy of our new UNIFLEX Catalog. It contains full 
technical data, sizes, fittings, suggestions for use, and information about 
new UNIFLEX Quick-soldered Couplings. 


won 


¥ 









Note the Helically-corrugated, seamless wall structure 
of UNIFLEX. 





’ FoR Nework 5, NJ 


IGNITION HARNESS | IGNITION SHIELDING 


UNIFLEX vibration eliminator used between circulating 
coils and compressor of a General Electric air con- 
ditioning unit. Motor-compressor unit is spring-mounted, 


requires a flexible connection. 








TITEFLEX, INC. 


513 Frelinghuysen Ave 


Please send me without cost 
information about the products 
checked at the left 
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we've made billions of set screws for everything from autos 10 washing machines 






Back of this is our 
16-year record of supplying 


“ STANDARD SET SCREWS 


to over 1200 American Manufacturers 
Set Screw engineers were well-prepared 
to furnish the first real Self-Locking Set 
Screw, because of experience since 1935, 
with puzzling set screw problems. 


get the FREE Demonstrator and 


—demonstrate for yourself how conven- 
tional set screws (which we can supply 
in all popular sizes and materials) do not 
lock until they reach the shaft, and when 
you have a vibration or close adjust- 
ment problem, you need ZIP-GRIP*. 
With the FREE Demonstrator you get a 
data sheet and offer of engineering test 
samples to try out on your puzzling set 
screw problems. Write today. 5761 


~~ 




























*Pat. Pending 


= A Head! 
ser scxews crew 


& DAfg.Co. 
142 Main St. Bartlett, Ill. (Chicago suburb) 
We specialize in Solving Puzzling Set Screw Problems, 





...another capacity 


of Brown Bag 





lt packets, or small flat 
packages, of your product require 
inserting in outer envelopes — Brown 
automatic filling equipment can do 
the job. With this new Brown packet- 
ing method, you combine the twin 
advantages of an eye-catching outer 
envelope and extra protection for 
the inner packet—containing ounce 
fractions to one ounce quantities 
of your food, drug or cosmetic 
powders. 





Ask Brown for an inserting 
quotation by sending samples of your filled packets. 





BROWN BAG FILLING 


MACHINE CO., INC.,FITCHBURG, MASS. 


Representative: Burnard C. York Packaging Machinery, 
5807 West North Avenue, Chicago 39, Illinois 


West Coast Representatives: Peter D. Bowley & Assoc., 


210 Mississippi Street, San Francisco, Calif. 

















SPEC SHEET COVERS PACKAGED 
AIR CONDITIONING SYSTEMS 


A specification sheet describing two 
packaged air conditioning systems, one 
of 10 tons and one of 15.5 tons capacity, 
is available on letterhead request, from 
the Worthington Corp., Harrison, N. J. 
Cooling, dehumidification, ventilation, cir- 
culation, cleaning (and heating if de- 
sired) is provided by the packaged sys- 
tems in five sizes. The size range permits 
unit selection in balance with encountered 
loads. The SCY-1050 unit features two 
5 hp compressor motors 1-'% hp fan 
motor, 4000 normal cfm, with a total heat 
capacity of 120,000 Btu cooling units per 
hour and 10 tons of refrigeration. The 
SCY-1550 unit features two 7-'% hp 
compressor motors, a 2 hp fan motor, 
6,000 normal cfm, with a total heat capac- 
ity of 185,500 Btu cooling units per hour 
and 15.5 tons of refrigeration. 
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BITUMINOUS COAL STOCKS 
EXCEED 80.7 MILLION TONS 


Stocks of bituminous coal rose more 
than one million tons during June, and 
on July 1 totaled 80,766,000 net tons, as 
compared with 79,496,000 one month pre- 
vious, and 76,992,000 one year ago, ac- 
cording to the Bureau of Mines. The cur- 
rent total is the greatest stockpile on rec- 
ord since December, 1942, when more 
than 85 million tons were held by indus- 
trial consumers and retail dealers. 

Industrial stocks as of July 1 totaled 
79,130,000 net tons of bituminous coal, 
or 5.1 and 1.4 per cent, respectively, over 
the July 1, 1951, and June 1, 1952, fig- 
ures. Only Class I railroads and other 
industrials showed stockpile reductions 
under one year ago—20.1 and 1.2 per 
cent, respectively, with electric power 
utilities and steel and rolling mills regis- 
tering gains of 15.2 and 10.6 per cent, 
respectively. Compared with June 1, 1952, 
bituminous stocks held by electric power 
utilities show an increase of 3.6 per cent, 
cement mills 9.5 per cent, and other in- 
dustrials 2.0 per cent, while coke oven 
stocks decreased 3.2 per cent; steel and 
rolling mills 1 per cent, and railroads 2.8 
per cent. 

At the rate of consumption prevailing 
on July 1, there was enough bituminous 
coal on hand to’ last 84 days, as compared 
with 80 days’ supply on June 1, and 70 
days’ on July 1, 1951. 


* ¥ 


PROGRAM STRESSES BENEFITS OF 
STANDARD GRINDING WHEELS 


The Grinding Wheel Institute is cur- 
rently conducting a trade publication 
space campaign to acquaint industrial 
users with the benefits of using standard 
grinding wheels rather than non-standard 
shapes and_ sizes. The advertisements 
stress that standard grinding wheels have 
better and more reliable delivery dates, 
simplify stocking and inventory problems 
for the industrial user, and, because their 
design is the result of many years’ en- 
gineering experience, their performance 
characteristics have been proven. 


274 Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 




















o 
ng 


us 


70 


NG 









OFFICES AND 
WAREHOUSES IN 
PRINCIPAL CITIES 








BRIDGEPORT WAREHOUSE SERVICE 


The Bridgeport warehouses are designed to supply 
from stock limited quantities of sheet, rod, wire or 
tubing. It is the policy of the company to maintain 
adequate warehouse stocks at all times so that 
small orders can be filled without delay. 

The fabricator is in a position to obtain promptly 
metal to fill orders for experimental work or to start 
production runs, while waiting for mill shipments. 

Bridgeport warehouses make every effort to 
Carry the variety of alloys, sizes and gages which 


fulfill the requirements of the locality they serve. 


To take care of the maximum range of widths of 
strip metal, slitting service is available—not only 
to serve warehouse stocks, but also to make cus- 
tomers’ stocks of non-ferrous strip metal more 
flexible. 

Bridgeport’s Warehouse Stocklist carries weight 
tables and a technical digest giving the properties 
of the most popular copper-base alloys. If you do 
not have a copy, ask your nearest Bridgeport office. 


Mills in Bridgeport, Conn. and Indianapolis, Ind. 
In Canada: Noranda Copper and Brass Limited, Montreal 


BRIDGEPORT BRASS COMPANY 


"B dgepyrt” 


SEPTEMBER, 1952 





Please mention PURCHASING Magazine when writing to advertisers, 277 


30 GRAND STREET, BRIDGEPORT 2, CONNECTICUT 





VE Yeh MELO A-Yadel deh ict: Meiulch ictal | ita 


Where to use Perforated Material 
Why H & K Perforated Material? 





A Perforated Materials Ency- 








TRIANGLES 
clopedia based on 68 years of SQUARES & INDENTED 
perforating experience. 

LIPS 
FABRICATION BURRED 
TAPERED 
povotinw STABBED 
ORNAMENTAL 


ROUND 
PERFORATIONS 









SLOTS 
AND OBLONGS 


beets 

\ 7 

DIAGONAL AND | / 
GRILLES 





HERRINGBONE 
BELT & 
povencntersen GRILFRAMES ‘? 
GUARDS o 
Be sure you 
have The « j 
H & K General Harrington & King 
Catalog 62 PERFORATING oe) 
—Write for it 5678 Fillmore St., Chicago 44, Illinois 


114 Liberty St., New York 6. N. Y 








( ri ~ 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 





Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8" O.D., 
gauges No. 28 to 3/8", stands ready 
to answer your needs. A VARIETY 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All! 


THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 








Your emergency re- 
quirements are our 
special concern. 





203 CONNELL AVE. 








JOLIET, ILLINOIS a) 
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“WELCOME” BOOKLET ISSUED BY 
MINE SAFETY APPLIANCES 
COMPANY 


An informative illustrated pocket-size 
booklet just issued by Mine Safety Ap- 
pliances ‘Company, Meade & Braddock 
Sts., Pittsburgh, Pa., is designed not 
only to serve as a token of welcome 
for visitors but also to give them handy 
information—on the company, its officers 
and key executives, domestic and foreign 
plants, offices and warehouses, and local 
transportation and hotel data. 

The 5-by-7-inch booklet gives details 
on the MSA _ purchasing department, 


‘employment interview times, highlights 


of company history, and the John T. 
Ryan Memorial Laboratory. A loose in- 
sert page lists names of officers, divi- 
sion managers, purchasing agent and 
buyers, advertising manager, and em- 
ployment personnel, on one side, and 
shows location of the Pittsburgh factory 
and offices in a map on the other side. 
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NEW STANDARDS OF ACCURACY 
FOR ENGINE AND TOOL ROOM 
LATHES 


More than superficial checking is 
necessary to maintain the high degree 
of accuracy required of today’s lathes, 
which have been engineered with great 
care and built to exacting limits, says 
J. H. Myers, Vice-President of the 
Lodge and Shipley Company, in the 
July issue of Standardization. This is 
why standards of accuracy for engine 
lathes and tool room lathes have re- 
cently been developed and approved as 
American Standard. The user can now 
check his lathe from time to time against 
minimum standards of accuracy and 
alignment. ; 

The National Machine Tool Builders’ 
\ssociation, co-sponsor of the sectional 
committee on Small Tools and Machine 
Tool Elements, B5, which processed the 
standard, prepared the new standard 
after an intensive study* of existing 
European standards and individual stand- 
ards used in this country. The Lathe 
Group of the NMTBA uses the standard 
in the final testing of their product 
before shipment. Other sponsors of ASA 
committee B5 are: Society of Automo- 
tive Engineers, Metal Cutting Tool In- 
stitute, and the American Society of 
Mechanical Engineers. The latter  or- 
ganization published the standard. 

Every phase in the testing of the lathe 
has been covered in the new guide. 
It provides a set of tolerances for 12-in. 
to 18-in., 20-in. to 32-in., and 40-in. to 
72-in. lathes. A 36-in. size, included in 
an earlier American Defense Emergency 
Standard adopted during the war, has 
been dropped by all makers since publi- 
cation of the earlier edition and has not 
been included in the 1952 standard. 

Copies of the American Standard for 
Accuracy of Engine and Tool Room 
Lathes, B5.16-1952, will be available 
from the American Standards Associa- 
tion, 70 East 45 Street, New York 17, 
N. Y. or from the American Society 
of Mechanical Engineers, 29 West 39 
Street, New York 18, N. Y. 
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2 WALDES TRUARC TRIANGULAR RETAINERS REPLACE NUTS... 
CUT MATERIAL AND ASSEMBLY COSTS 52% 
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e OLD WA¥Tie rod for thermal tubes required threading at both ends, NEW WA*Truarc Retainers (triangular type) simply push into position 
Se a jam nut at top, a drilled and tapped cast iron tube-rest at bottom. at both ends of rod...hold securely without grooves, threads, or nuts. 
is Assembly was slow, costly. Assembly is inexpensive, speedy! 
W —— a — 
st When the Grinnell Co., Providence, R. I. redesigned their | 
d Thermolier Unit Heater to include Waldes Truarc Retaining WALDES TRUARC RINGS MADE THESE 
: Rings, they were able to cut down on scarce raw material... SAVINGS POSSIBLE... 
¢ eliminate the many machine operations entailed in nut fasten- ew war . new war 
ing—for a savings of 26'2¢ per unit! Truarc Triangular Retain- r ne , . ia 
e ° ° . : e 
of ers are self-locking... have unusually high thrust capacity... | 'o™ —anneienes ‘ —_ attetaines 
: can be applied at high speed by unskilled labor. | tube rest, threaded + plain rod, 
d PP . 9 . P Y . | red, jam nut $.306 | 2 Truarc Rings $.060 
ig Re-design with precision engineered Truarc Rings and you ' 
I- too will cut costs. Wherever you use machined shoulders, bolts, | Assembly -202 1 Assembly -183 
4 snap rings, cotter pins, there’s a Waldes Truarc Retaining $.508 ! $.243 
Ring designed to hold parts together better, with a never- TOTAL SAVINGS PER UNIT WITH TRUARC RINGS $.265 
\ failing grip. Quick, easy to assemble and disassemble, seinem —_—$———$—— 
)- Find out what Truarc Rings can do for you. Send your S£E THE WALDES TRUARC EXHIBIT. | RE SHOW, GRAND CENTRAL 
1 blueprints to Waldes Truarc engineers for individual attention, | PALACE, N.Y. C., MARCH 3 through 6th. Booths 358 & 359*ASTE SHOW, 
ot without obligation. CHICAGO AMPHITHEATRE, MARCH 17 through 21st. Booth 751 
r- 
For precision internal grooving and undercutting...Waldes Grooving Tool. 
1e 
e. ; ‘Al ' 2 AIC  reetngeererteeanreereniye: |-eeerTa>ia, 
n. SEND FOR NEW BULLETINS : Waldes Kohinoor, Inc., 47-16 Austel Place, L. I. C. 1, N. Y. rl 
to Please send engineering specifications and data on Waldes i 
in Truarc Retaining Ring types checked below. P.094 
*y WALDES D Bulletin #5 Self-locking ring types 
aS | \ PF 0 Bulletin #6 Ring types for taking up end-play \ 
. Y 0 Bulletin #7 Ring types for radial assembly 
a ey pe I O Bulletin #8 Basic type rings i 
\- tt 0 Send me information about the Waldes Grooving Tool. 
Sones 
m enagegellll b— I Name i 
le ' U REG, U.S. PAT. OFF. 1 Title | 
i 
7 RETAINING RINGS _war I 
ty WALDES KOHINOOR, INC., LONG ISLAND CITY 1, NEW YORK I Business Address I 
39 WALDES TRUARC RETAINING RINGS AND PLIERS ARE PROTECTED BY ONE OR MORE OF THE FOLLOWING | City Zone State 5678 | 


G 


U.S. PATENTS: 2.362.947: 2.382.948; 2,416,852; 2,420,921; 2.426.341; 2,439,785; 2,441,846; 2.455.165; 
2.483.360; 2,483,383; 2,487,602; 2.487.603; 2,491,306; 2,509.061 AND OTHER PATENTS PENDING. 
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R-B-M 77 3()() SERIES 


Hermetically Sealed Relays 


The R-B-M 22300 hermetically sealed telephone type relay is the 
electrical and mechanical equivalent of AN 3304-1, except for 
smaller size and mounting dimensions. 


An improved armature design, plus high temperature molded 
nylon coil bobbin, provides greatly improved magnetic efficiency 
and enables R-B-M to reduce the overall size of the relay. The 
R-B-M 22300 design still retains palladium 
cross-bar contacts identical to those used in 


the larger size. 


OG, 
Maximum contacts—6 Form A and 4 Form ee] 


C—3 ampere 28 Volts. D. C. coil construction 
only. Maximum coil resistance 5000 ohms. 
Minimum power .75 watts. Also available in 
AN 3304 can for dynamotor or low capacitance 


application. Optional Mounting 
Arrangements 





Write Dept. J-9 for ASR Bulletin. 










R-B-M DIVISION 
ESSEX WIRE corp. 


ogansport, Indiana 









MANUAL AND MAGNETIC 


ELECTRIC CONTROLS 
AUTOMOTIVE, INDUSTRIAL, 


COMMUNICATION AND ELECTRONIC USE 
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PAPER RESERVE 
PERCENTAGES REDUCED 


A reduction in reserve percentges of 
certain grades of paper and elimination 
of other grades of paper and paperboard 
from reserve requirements was announced 
by A. G. Natwick, Director of the Pulp, 
Paper and Paperboard Division of the 
National Production Authority, Depart- 
ment of Commerce. 

The action was taken through the 
amendment of NPA Order M-36, Gov- 
ernment orders for paper. 

Order M-36, issued February 8, 1951, 
required paper and paperboard manutac- 
turers to establish reserves of designated 
grades of paper and paperboard accord- 
ing to specified percentages ot their 
monthly production to fill Government 
orders. 

Today's amendment reduces the fol- 
lowing reserve percentages: 

Groundwood papers, uncoated trom 10 
to 5 percent 

Paper-machine coated papers and book 
papers from 10 to 5 percent 

Rag writing papers from 15 to 10 
percent 

Coarse papers (unbleached kraft grades 
only) from 10 to 5 percent 

Eliminated from the requirements of 
the order are tissue papers (except sani- 
tary and crepe wadding for packing), 
special food boards and cardboard 

Mr. Natwick explained that produc- 
tion of paper and paperboard for the 
last few months has exceeded the com- 
bined civilian and government require- 
ments. In addition, Government orders 
have been below the reserve percentages 
for a number of grades of paper and pa- 
perboard. 


~ F< 


CLARIFICATION OF 
“MANUFACTURERS” UNDER CMP 


Manufacturers cannot be considered 
producers under the Controlled Mate- 
rials Plan unless they convert controlled 
materials or A products into Class B 
or other Class A products, according to 
an interpretation of Direction 1 to CMP 
Regulation 1 issued by the National Pro- 
duction Authority, Department of Com- 
merce. 

Producers who subcontract or other- 
wise delegate the entire production of 
A or B items to other manufacturers 
cannot be regarded as A or B producers 
under today’s interpretation, NPA said. 

This holds true, NPA stressed, even 
if the manufacturer designs the product, 
provides the material and equipment for 
its production, finances and supervises 
such production and distributes the fin- 
ished product under his own trade name 
or trade-mark. 

Manufacturers who are not producers 
within the meaning of this interpreta- 
tion are not eligible to apply for author- 
ized production schedules or allotments 
or to avail themselves of the self-author- 
ization privileges extended to Class B 
producers by Direction 1 to CMP Regu- 
lation 1, NPA said. 

\dditional information is available at 
Department of Commmerce field offices. 
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ralgnt-chromium grades 
Of Uso Stainless Steel 


may be the answer 
fo your 
supply problems 


B’ actual trial of straight-chromium Stainless Steels, more 
and more manufacturers are discovering hitherto unex- 
plored and highly desirable qualities both in fabrication and per- 
formance. These straight-chromium steels may well be the 
solution to many production problems in your plant today. 

The straight-chromium grades—including U-’S’S 17 (AISI 
Type 430) and U’S’S 12 (AISI Type 410)—are now available 
without CMP tickets. From the standpoints of end use and of 
fabricating procedures, these grades have been found to be ac- 
ceptable alternates for nickel-bearing grades in many applications. 

U-'S’S 17 and U’S'S 12 Stainless Steels offer you durability, 
corrosion resistance and long life. While fabricating procedures 
differ somewhat from nickel-bearing grades, they offer no diffi- 
cult problems. 








With the end of restrictions on use of nickel apparently still 





if far off, these straight-chromium grades deserve the close atten- 
's tion not only of yourself but also of your production men. Our 
i representatives will be glad to assist you in studying these 
n excellent steels to determine whether they are suitable for your 
t, product. There’s no obligation. 

ir 

ax 

e UNITED STATES STEEL COMPANY, PITTSBURGH + AMERICAN STEEL & WIRE DIVISION, CLEVELAND - COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


NATIONAL TUBE DIVISION, PITTSBURGH » TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. - UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°’S STAINLESS STEEL 


lean 
SHEETS - STRIP - PLATES - BARS - BILLETS - PIPE - TUBES - WIRE - SPECIAL SECTIONS 
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BUSINESS IN MOTION 
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ere is a kind of steam unit heater 
is the tube-within-a-tube type. 

In this, the inner tube is perforated, and 
condensed steam passes through the 
les to join the condensate. Such a de- 
sign is largely used in industrial heating 
systems. Some time ago a manufacturer 
studies to determine if the effi- 

ency could be increased, in order to get 
ore heat out of the steam at the point 
where heat is needed. His engineers came 
up with the idea that an appreciable im- 
ovement would result if the steam 
could be ejected from 
the inner tube in a jet 
having the same direc- 
tion as the flow of the 
ensate. It was 
found that this rather 
simple idea was effec- 
ive; it improved heat 


tr 


nsfer materially. 
However, when it 
came time to reduce 
the new design to practical production 
ethods, a severe problem arose. The 
tubes were made of copper, which has 
hest heat conductivity of any com- 
ercial metal. To use any other metal 
ould sacrifice most or even all the ad- 
vantages of the development. But, the 


orifices had to be shaped carefully in 


» assure the desired directional 


to produce them a combination 


iring and flaring was necessary. It 
felt that rather soft copper would be 
required for these operations, perhaps so 
to make it difficult to maintain 

e necessary straightness to keep the in- 


ner tube concentric with the outer one. 





We at Revere were asked if we would 
like to sit in on this problem. Indeed we 
would, and did. Representatives of the 
Technical Advisory Service met with the 
inanufacturer’s engineers and production 
men, for a thorough mutual study of the 
last link in the chain leading to an im- 
proved device. It was developed that the 
engineers were right when they said some 
copper was too soft to maintain straight- 
ness after shearing and flaring. However, 
we pointed out that copper tube is avail- 
able in various tempers, and that surely 
among them there 
must be one or two 
that would meet the 
needs of production 
processes, and at the 
same time remain 
straight. The physical 
characteristics of the 
various tempers were 
examined, tests were 
run, and finally a 
temper was selected that was both work- 
able and strong. This has now been 
proved by several years of use. 

The Technical Advisory Service is part 
of Revere’s contribution to the efficiency 
of American industry. If you have a prob- 
lem concerning the specification or fabri- 
cation of copper and copper alloys, or 
aluminum alloys, Revere will be glad to 
collaborate, confidentially, of course. Just 
get in touch with the nearest Revere 
Sales Office. 

And by the way, do not forget that no 
matter what you buy, there are suppliers 
who, like Revere, can give you helpful 


assistance and literature. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executives Offices: 230 Park Avenue, New York 17, N.Y. 
SEE REVERE'S “‘MEET THE PRESS'’ ON NBC TELEVISION EVERY SUNDAY 
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153,000 GROSS TONS OF SCRAP 
COLLECTED BY GENERAL ELECTRIC 


More than 153,000 gross tons of v-tal 
iron and steel scrap—enough to fill 3400 
gondola-type railroad cars stretching 
29 miles—were collected and shipped to 
steel mills and foundries throughout the 
United States by the General Electric 
Company during 1951. 

According to N.cholas M. DuChemin, 
G-E vice president of manutacturing, 
the tremendous accumulation marks an 
increase of approximatel:’ 31,000 gross 
tons over the amount collected in 1950 
and represents an all-out iron and _ steel 
scrap drive by the company to help alle- 
viate the country’s cr.tical shortage of 
these metals. 





This pile of s-rap at Schenectady works is a 
typical reclamation scene. 


Production-line scrap during 1951 was 
at an all-time high of approximately 
148,000 gross tons, while dormant scrap 
consisting of such items as obsolete jigs, 
fixtures, machine tools, and other out- 
moded equipment exceeded 5,500 gross 
tons, the G-E official reported. 

Though dormant scrap collected was 
relatively small compared to production- 
line scrap, the greater part of the dor- 
mant scrap had been collected during 
a two-month drive in the latter part of 
the year. 

Each of the company’s Works where 
scrap accumulates in quantity has its own 
salvage department which collects and 
various scrap metals, along 
with salvage operations of other mate- 
rials. 

Mr. DuChemin said that only 16,500 
gross tons of the 1951 collection were 
sent to the company’s foundries at Lynn, 
Everett, and Pittsfield, Mass.; Schenec- 
tady, N. Y.; and Erie, Pa. This amount 
represents an 


processes 


increase of 3,000 gross 
tons over the amount sent to these foun- 
dries in 1950. 

The remainder of the iron and_ steel 
scrap was distributed to steel mills and 
foundries throughout the country, at the 
direction of the National 
\uthority. 


Production 
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SEEK INCREASED PRODUCTION 


OF TITANIUM 


Consideration is being given the prob- 
lem of increasing the production and use 
of titanium, according to the National 
Production Authority, Department of 
Commerce, Washington. The principal 

(Please turn to page 286) 
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New G-E fluorescent lamp 
Starts fast, needs no starter 


HE triple coil filament developed by General Electric, and shown greatly 
peo above, now makes possible another great new fluorescent 
lamp! It’s the G-E RAPID START fluorescent lamp. Combined with General 
Electric’s new RAPID START ballast, it starts with quick 1-2 action. There’s 
no starter needed, so maintenance is easier, costs less. Flicker is eliminated. 


Hum is reduced to a minimum. 
G-E RAPID START fluorescent lamps will be available soon. This newest devel- 
opment of General Electric research is another reason why you can expect 


the best value from G-E fluorescent lamps. 











You can put your confidence in— 


GENERAL @@) ELECTRIC 
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JOHN HASSALL INC. 


Special 
cold headed 
products 


.». Nails + rivets + screws 
. » » made to order 


...and to your specifications 
in any metal. Large raw 
material inventory for your 
convenience. Send drawing 
— advise quantity. 





Free catalog on request. 





404 Oakland St. 
Brooklyn 22, New York 





BRITE WAY 


The Liquid Soap Floor Cleaner 
Used With Hard Or Soft Water 





Economical! 

CT 7 one cup 
LL toa 

pail of water 








Sn 
) | Won't separate 
|| or freeze even 
|| at 16 below 
j freezing! 
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Looking for an all-purpose liquid soap cleaner that will 
do its job well under all conditions? The answer is 
BRITEWAY, Dolge-developed and tested to surmount 
hard-water and temperature-change barriers. 


BRITEWAY will not separate, jell or harden even in sub- 
zero weather. Just put one economical cupful in a pail 
of water and watch it “suds-up” into a rich, cleansing 
lather. Approved by the U. S. Rubber Flooring Manu- 
facturers Assn., for use on rubber floors. Excellent, too, 
for linoleum, mastic, wood—and painted or varnished 


surfaces. 


On floors, apply BRITEWAY with a mop; on walls with 
a cloth. Just rinse off, and your job’s done! BRITEWAY 


removes RUBBER BURNS completely! 


WESTPORT, CONNECTICUT 








(Continued from page 284) 
problem in increasing the use of Ti- 
tanium, particularly in military produc- 
tion, is the prevailing price, NPA said 
About 95% of current usage is by the 
aircraft industry and the price of the mill 
products is about $15.00 a pound. Ti- 
tanium production in the United States is 
expected to total approximately 2,000 
tons in 1952; 4,000 tons in 1953; 6,000 
tons in 1954, and 8,000 tons in 1955. 
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DOUBLE LINE WHEEL CONVEYOR 
USED AS STORAGE RACK 


Designed and manufactured by Harry 
J. Ferguson Company, Jenkintown, Pa., 
producer of engineered conveyor systems, 
this unusual application of a double line 
wheel conveyor rack is saving its user 
valuable time and effort. It simplifies the 
storing of loaded pallets, permits the 
pallets to be rolled along the staggered 
wheels to their desired position. This 
combination of wheel conveyor and rack 
el:minates precarious maneuvering of lift 
trucks in tight storage areas. 

eer 


PRIVATE IMPORTATION OF 
TIN NOW PERMITTED 


Resumption of private importation of 
tin is permitted under an amendment to 
NPA Order M-8 announced today by 
Administrator Henry H. Fowler of the 
National Production Authority, Depart- 
ment of Commerce. 

Mr. Fowler said the emergency situa- 
tion which existed on March 12, 1951 
when private importation was stopped 
no longer prevails. At that time, he ex- 
plained, it had become evident that com- 
petition between government and private 
traders was bringing about a sharp in- 
crease in the price of tin. 

The allocation of tin will be continued 
by NPA, he said, but allocation certifi- 
cates no longer need to bear the name of 
the supplier, and holders of certificates 
will be permitted to buy from a supplier 
of their own choosing. 

Allocations will be made on a quarter- 
ly basis where desirable, instead of on 
a monthly basis as now provided and per- 
sons buying tin must certify that the 
purchase will not cause their total re- 
ceipts to exceed their authorized alloca- 
tion. 

The private importation of tin for re- 
sale is permitted without an allocation 
authorization, subject only to the re- 
quirements that reports of receipts, ship- 
ments, and inventories be submitted to 
NPA. 

(Please turn to page 288) 
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Another Leading Oil Company 
now using 


RHEEMCOTE 
POSTER DRUMS 











From one quart to 55 gallons — 
Sinclair gets distinctive design 
on all containers 


Sinclair, too, realizes the sales value of colorful, 
attention-demanding containers. Like many 
others, they are now shipping petroleum 
products in 55-gallon Rheemcote Poster 
Drums like the one shown here. 


Rheemcote containers can be lithographed 
in any number of colors, any design, in- 
cluding halftones. The high-gloss finish 
is tough, long-lasting. When necessary, 
interiors can be roller-coated with 
special protective lacquers. 


If your product is shipped in steel 
containers, let Rheem show you the 

way to added prestige and profit 
.with Rheemcote Poster 
Drums. 





RHEEM 
MANUFACTURING 
COMPANY 


General Sales Offices 
570 Lexington Ave. 


New York 22,N. Y. 


OTP onums 


Rheem Manufacturing Plants In 22 Cities Around The World — 


Plants and offices: Burlington, Linden, New Jersey « Chicago, Ill. « Houston, Texas « New Orleans, La. « New York, N. Y. « Newark, Richmond, 
San Francisco, San Pablo, South Gate, Calif.; Sparrows Point, Md. « Foreign Plants: Brisbane, Fremantle, Melbourne, Sydney, Australia « Bristo! 
United Kingdom ¢ Buenos Aires, Argentina « Hamilton, Ontario « Lima, Peru « Rio De Janeiro, Brazil « Milan, Italy * Singapore 
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SELL AS YOU SHIP WITH 








You can cut the cost of every tie 
Ta 


GERRARD STEEL STRAPPING 






You need not worry about the strength of the Gerrard tie. 


@ Gerrard Round Stcel Strapping costs about 40° less than 
any other metal reinforcement. In addition to this initial 
saving, the fast, efficient, dependable operation of Gerrard 


machines can help you cut tying time and speed production 





It has been job-proved on parcel post packages, heavy pallets 


and carload shipments of steel pipe and plate. It complies 
fully with Army-Navy specifications JAN-P-LO6A, JAN-P- 
107, and JAN-P-108 for overseas packing. It assures tight, 


safe reinforcement from shipping point to destination. 


It will pay you to investigate the Gerrard Method of 


Strapping for possible savings to your tying operations. Con- 


tact a Gerrard engineer for the latest information. His 


advice on packaging problems is available free of charge. 


Write for a free copy of the Blue Book of Packaging. 





Diesel engine crankcases are palletized for inter- 
plant movement. 3000 Ib. load is firmly secured 
with 2 Gerrard Straps. (Photo courtesy International 
Harvester Company, Industrial Power Division.) 





Three Gerrard Steel Straps give secure reinforce- 
ment to box of oil well machinery. Every Gerrard 
machine tensions, ties and cuts the strapping quick- 
ly and e..iciently. Separate seals are not needed. 





With Model Q semi-automatic machine, asphalt shingles are quickly bundled from the 
conveyor. Operator drapes Gerrard Strapping, presses thumb lever; machine tensions, ties 
and cuts strapping, and resets itself for next operation. 


U-S°S GERRARD ROUND STEEL STRAPPING 


GERRARD STEEL STRAPPING DIVISION, UNITED STATES STEEL COMPANY 
4713 South Richmond St., Chicago 32, Ill. 
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Such importation is facilitated by con- 
tinuing, without change, t provisions 
that inventory limitations do not apply 
o imported material until after resale 
Phe Reconstruction Finance Cor 


tion wall continue to make tin availabk 


to industry in accordance with NPA al 
location, and the present base price. of 
$121 a pound tor such REC. resales 
will prevail 

y y y 


ANNOUNCE OIL-IMPREGNATED 
SINTERED BUSHING CHAIN 


Climaxing four years of research and 
; n 
development, the Whitney Chain 
pany of Hartford, Connecticut has Now 


introduced a special roller chain jincor- 


Com- 


porating oil-impregnated sintered metal 
bushings 

Roller chain has tor decades been ree- 
ogmized as one of the most efficient and 
mechanical power 
transmission available to machine de 


versatile means of 


signers and production men Up to now, 


lowever, the use of roller chain 
} 


las 
wen limited under certain conditions. 
due to the need for either externally ap 
plied lubrication or totally enclosed lu- 
brication 
The new Whitney — oil-impregnated 
Sintered Bushing Chain, requiring littl 
or no lubrication, was designed by Whit- 
ney Chain to satisfy this recognized need 
or a chain drive which would operate 
ethciently where conventional lubrication 


methods are either not possible or de 
on tt 
sirabit 

Exhaustive laboratory tests and_ tield 


installations of the new Sintered Bushing 
Chain indicates a marked increase in 
service life on applications where normal 
lubrication is not available, according to 
the manutacturer. An insight into. the 
possibilities of the new Whitney Chain 
can be gained by the findings of a recent 
laboratory test. In this test, a 5s” pitch 
oil-impregnated Sintered Bushing Chain 
pitch standard Roller Chain, 
prelubricated to the best practice, were 
installed on 19 tooth and 45 tooth 


and a 54” 


sprockets having a center distance of 
8.75” 

The two chains were then run under 
a 10 HP load at 1900 RPM. This test 
is comparable to that of a motorcycl 
chain operating at 80 miles) per hour, 
using full engine horsepower 

At the end of 20 hours operation, the 
standard,  prelubricated = roller chain 
showed wear or elongation of .380”. The 
oil-impregnated Sintered Bushing Chain 
showed a wear or elongation of but .080”, 
indicating an increase of several hundred 
per cent in anticipated service life \ 
chain, possessing such marked adyan 
tages is expected to open up new fields 
of use for roller chains in areas restricted 
previously to other methods of power 
transmission. For example, the textile 
industry has, wherever possible, avoided 
the use of drives requiring external lu- 
brication, due to the possibility of dam- 
aging the fibres or finished textiles by 
oil spotting. 


(Please turn to page 292) 
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LUNKENHEIMER 
GLAND -TYPE 
, BRONZE NEEDLE VALVES 


f, <a SO ee 8 aire ” iit 
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with fine thread-pitch ' i 


for precision throttling 
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@ WHAT'S NEW ABOUT THEM? 


They have a new gland follower . . . they’re 
redesigned from handwheel to seat opening 

.. and yet they’re competitive in price with 
non-gland valves. 








@ HOW ARE THEY FOR INSTRUMENTATION? FIG. 906 


Perfect. The handwheels lend themselves to 
delicate fingertip control. Fig. 1565 has a 
special indicator handwheel with numbered 
graduations and a spring lock, if you prefer. 
They’re compact, to fit behind instrument 
boards, and they have a very fine thread-pitch 
for close regulation. The seat angle is 30°. 
They handle 200 Ibs. Steam; 400 Ibs. W.O.G. 





@ HOW ABOUT THE STEMS? 


Take your choice of “Stemalloy’”* or steel in 
the globe design. “Stemalloy”* is Lunken- 
heimer’s exclusive wear-resisting bronze alloy. 
Steel stems are cadmium-plated to resist rust. 








@ WHERE CAN YOU FIND OUT MORE? 


Ask for Lunkenheimer’s new Needle Valve 
Bulletin 568. Your distributor has it, or we'll 
send you a copy. Write The .Lunkenheimer 
Company, Box 360M, Cincinnati 14, Ohio. 





BRONZE*+ IRON * STEEL 


*Patented alloy 


a 
THE ON V/iC0OH NAMI N : S 
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SHEET AND PLATE: Flat and coiled WIRE: Coiled and straight lengths; rivet, SCREW MACHINE STOCK: Ail 4 
sheet; circles; patterned sheet; plate; wire; flattened and slit wire. cutting alloys plus the higher strength 
tread plate; roofing and siding sheet; alloys — 24S, 61S and 75S. 






roofing accessories and fasteners; 
specialty sheet. 







ROLLED SHAPES: Equal angles; unequal 
angles; channels; |-beams; H-beams; 
Tees; Zees. 













“oad 


EXTRUDED SHAPES: Miscellaneous ex- . TUBE AND PIPE: Coiled tube; straight BAR STOCK: Square, hexagonal and © 


truded shapes such as angles, channels, tube in round, square and rectangular rectangular bar stock in free-cutting and 
half rounds, quarter rounds, thresholds, shapes; heat exchanger tubes; standard higher strength alloys. | 3 
truck corners, structural members, etc. pipe and pipe fittings; irrigation pipe; 4 
Round, square, and rectangular bars. rigid conduit. 


— 
{or “SEE IT NOW’ with Edward R. Murrow — CBS-TV every 
Sunday . . . brings the world to your armchair. Consult 


a your newspaper for local time and channel. 


ALUMINUM COMPANY OF AMERICA 



















a They 


=| With 


They 








_ FASTENERS: Machine screws, wood 
Screws, washers, nuts, bolts, rivets. 


have these 12 basic advantages and 
scores of others 


e Lightweight e High Resistance to Corrosion e High 
Electrical Conductivity e High Conductivity for Heat e High 
Reflectivity for Light and Radiant Heat e Workability e 
Nontoxic e Strength in Alloys e Nonsparking e Non- 
magnetic e Appearance e High Scrap and Re-Use Value 


them goes the skill of 64 years’ experience 
in fabricating, assembling and finish- 


ing aluminum 


The world’s greatest aluminum research and testing facili- 
ties are available to help you determine the suitability of 
aluminum for your products. And to train your personnel, 
Alcoa offers technical literature and how-to-do-it movies. 


a. t eC available from your local ALCOA sales 
office, distributor or jobber 


For all possible co-operation in filling your orders, call 
your local Alcoa sales office, distributor or jobber. You'll 
find them listed under “Aluminum” in your classified 


phone book. 


ALUMINUM COMPANY OF AMERICA 
1809-J Gulf Building ° Pittsburgh 19, Pa. 





WELDING AND SOLDERING SUPPLIES: 
Welding and brazing wire, welding 
and brazing flux, solder flux, solder. 
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ALCOA ALUMINUM 


ALCOA ALSO MAKES PRODUCT 
TO CUSTOMER SPECIFICATION 












CASTINGS . 


sand, plaster, permanent mold 
and die. 





FORGINGS... 


drop, hammer and press 
forgings. 





SCREW MACHINE 
SPECIALTIES . 


special fasteners and screw 
machine parts. 


Uf 
IMPACT EXTRUSIONS 


did 


EXTRUDED SHAPES 
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UNIVERSAL 
DRUM TRUCK 


does the ; 


work of 


10:7 @l@) RTO) MOF eh 7-5 2-t- Vee Bhatt WM Batted 
is the answer to fast, safe handling 
o> | eb attecl-e- Bele MM ol-0a4-30-0n Gan Role 4-0 Bek; 
“SUA-Meorebehe- beel-) ab el-14c4-1-sethael-E-loblttie-belt-) 
Ghimb hook and pick-up tips, lifts it 
@asily and carries it with the weight 


a - bet ae el-UE-Belel-te Meh A-3 anact-In a o8-t-30-0 


Other work-saving COLSON mate- 
rials handling equipment includes 
hand trucks, platform trucks, Lift-Jack 
systems and wheels and casters to 
meet every industrial or commercial 
application. 


under 
for the 


Write us or consult the “yellow pages 
“Casters” or “Trucks —Industrial 

4 
ae) Sie). -liita ml t-laea-l) 


if.) ele) Eye], Bele) tel 7 Nate), | 
ELYRIA, OHIO 


Please send free 56 page catalog “Colson 
Materials-Handling Trucks”. 


Name 


Position 


Address 
City 





| 
| 
| 
| 
| Company 
| 
I 
| 


DA RPC 


ELYRIA, OH!IO- 
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| employed frequently in 


} often 


in other industries requiring 
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In other instances, chain drives are 


areas containing 
abrasive material. 
conditions, 


considerable grit or 


Under such chain drives are 
operated without lubrication of any 
as external oiling of the drive re- 
sults in a 
life. 

There are 


sort, 


materially decreased service 


obviously many applications 
a chain that 
lubrication due to 
\pplication of the new 
oil-impregnated Sintered 
will be subject to 
by the Whitney Cl 


requires little if any 
other conditions 
Bushing Chain 
engineering approval 
Company The 
Whitney Chain Company will gladly en- 
tertain further information 
regarding this product. For the 
time production of the new Sin 
tered will be limited and 


sizes. 


hain 


requests for 
new 
being, 
Bushing Chain 


restricted to several 
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PACIFIC COAST TO GET OIL 
FROM CANADA VIA 700-MILE 
ROCKY MOUNTAIN PIPELINE 


Oil from the gushing wells of Alberta, 
Canada will soon supplement California 
reserves, now considered inadequate to 
supply steadily mounting Pacific Coast 


demands 
The black gold 


prairies, at 


of the western Canadian 
present locked behind the 
will be brought through passes 
in the mountains by a 700-mile pipeline 
from Edmonton to Vancouver, British 
Columbia, to be completed by the end of 
1953. Construction of the 24-inch pipeline 
is scheduled to start sometime in the early 
part of this year. It will be built by 
Trans Mountain Oil Pipe Line Co. 
This was disclosed at the spring meet 
ing of The American Society of Mech 


> ° 
Roc ki S, 


anical Engineers in the University of 
Washington, by D. L. Roberts, vice 
president, Canadian Bechtel, Ltd., Van- 


said oil discoveries in the 
Alberta have continued 


steadily throughout the past five 


couver. He 
Province of 
years 
until now it is necessary that new markets 
be found if the 
fully utilized and further exploration not 
retarded. 


present supply is to be 


At completion, the pipeline will be able 
to deliver 75,000 barrels per day to Van- 
couver. By adding four more pumping 
stations to make a total of six, a capacity 
of 200,000 
achieved. 

“While the anticipated demand in 1954 
in British Columbia is only 37,500 b.p.d, 
a glance at the oil situation in California, 
Washington and will indicate 
the very strong probability that through- 
put will be increased substantially beyond 
that volume soon after the line is put in 
operation and that the ultimate capacity 
may be reached in a comparatively short 
time,’ Mr. Roberts declared. 

“According to the Petroleum Admin- 
istration for he said, “there is 
not enough oil production in California 
today to meet the requirements of the 
armed services and civilians in the area 
west of the Rocky Mountains, although 

(Please turn to page 294) 


barrels per day can_ be 


Oregon 


Defense,” 
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HAND 
CLEANERS 


Skilled hands are a valuable 
asset to management, as well 
as an important responsibility 
of it. Mione Hand Cleaners can 
insure that asset by helping to 
share the responsibility for 
keeping skilled hands in prime 
working condition. 

WORKERS like the quick-lathering, gentle- 
scrubbing, easy-rinsing action of Mione. 
And its very definite skin conditioning 
value. 

MANAGEMENT likes the safe, sanitary, 
efficient, trouble-free Mione features, plus 
its economy per pound, low cost per 
scrub-up, and the basic economy of 
skilled hands always at top productivity. 
YOUR SUPPLIER of washroom needs can 
give you full particulars about Mione so 
that you, too, can benefit from the know- 
how gained from 40 years of making 


nothing but better and better soap for 
the hands. 


WRITE US FOR THE NAME OF THE 
MIONE SUPPLIER IN YOUR AREA 


MANUFACTURING 


COMPANY 


Makers of famous hand 


for 40 years 


soaps 
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ALL HEADS STYLES * ALL METALS 


RESEARCH—Aimed at superior products, Central’s years of 
exhaustive research on all types of pre-assembled lockwasher 
applications make possible the broadest use of the Sems 
method of fastening. 
















KNOW-HOW—Central’s Sems come to you with proven 
pre-determined specifications for the correct ranges of 
spring action, recommended types of washers (external—in- 
ternal—countersunk—large dome—ring diameter—helical— 
flat washers— Neoprene or fibre discs). 


QUALITY— Years of experience in fastener design and tool con- 
trol, coupled with high speed precision production equipment, 
insures top quality. Central’s Sems with Phillips Recessed, 
standard slotted, clutch heads obtainable with every type of 
pre-assembled washer, will reduce your costs. 


CHICAGO, Hit, KEENE, NL 


vu Cen Depend on Central’ 


3501 SHIELOS AVE. CHICAGO 9, ILLINOIS 
3028 € ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALD ST., KEENE NH 
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PENNIES OR LIVES 


Behind many industrial.accidents is the ghost of equipment 





failure, often caused by skimping on quality in favor of a few 


cents saved. 


Such economies are always risky, always more costly in the 


& end. 


But when you use Laughlin Safety Hooks (and there are 15 
sizes in eye, shank and swivel patterns) the extra pennies you 
spend will pay big dividends in protection of men and equip- 
ment. 

The latch locks the load. It cannot open until released by 
the operator, And it’s made of pressed steel or bronze with a 
stainless steel spring that won't rust or weaken. The cam is 
an integral part of the hook forging for extra strength. 

The quality construction of Laughlin Safety Hooks is typical 
of all of Laughlin’s 1500 types and sizes of drop forged wire 
rope and chain fittings. So remember—to save with safety 
always insist on the name LAUGHLIN for original equip- 
ment or replacement fittings. 


Our Catalog No. 150 shows and describes the complete line. A 
free copy will be sent on request. 


THE THOMAS LAUGHLIN CO. & 
94 FORE ST., PORTLAND, MAINE 


LAUGHLI 





THE MOST COMPLETE LINE OF WIRE 
ROPE AND CHAIN FITTINGS 
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(Continued from page 292) 

refining capacity is adequate if crud 
were available. It is estimated that the 
present idle capacity is about 10,000 b.p.d. 
Some of this capacity is in margin: 
refineries with high cost operations inl 
not equipped to produce the type of prod 


-* . 


il 
1 


ucts needed or meet quality standards of 
the market. 

“Even so, an unbalance does ist 
which should not be allowed to continue 
for long in view of the ever increasing 
demand for petroleum products throug 
out the world. It may be temporarily 


alleviated by import of crude transported 
from Borneo and other Far East 
by tanker but the logical eventual s 

ot supply would appear to b I 
crude delivered on the Pacific Coast 1 


+] 


slvurces 


ian 1000 miles away. Several com 
are known to be studying this latter 
p ssibility. 

“Even if there were no military 
ments, it seems unlikely that the ¢ 
fornia oil fields can continue to su 
their traditional markets much lo 
unless the tidelands are opened t 
opment. Historically, the demat 
petroleum products in the Pacific ( 
states has been supplied by Calif 
The findings of an independent res 
group indicate that demand was more 
than 900,000 b.p.d. last year and by 1964 
it may reach 1,240,000 b.p.d. 

“Their study estimates that Califo: 
reserves will remain above four 
barrels during the next 10 years, 
at that figure, it would be necessa 
produce oil at 11% of estimated 1 
to meet the demand in 1960. A 
ibility factor in excess of 9% is 
sidered good operating practic 
tended for more than a_ limited 
such as may be required by war.’ 


: | 


RADIOACTIVE CUTTING TOOLS 
GIVE QUICK TEST OF TOOL LIFE 
Radioactive tracers, a product of the 
atomic energy program, are now hein 
used to lengthen the life of machine 
tools, the American Society of Mechani- 
cal Engineers heard today at its semi- 
annual meeting in Cincinnati. 

Present techniques in the application of 
this method were reported by E. J. Kra- 
bacher, research engineer; M. Eugene 
Merchant, assistant director of research, 
and Hans Ernst, director of researc] 


1, all 

of the Cincinnati Milling Machine ( 
The testing method consists, in essence, 
of machining with a tool which has been 


rendered radioactive by neutron irradia- 
tion in a nuclear reactor, collecting the 
resulting chips and measuring their radio- 
activity due to the particles abraded from 
the tool during a few seconds of cutting. 
The amount of this radioactivity, as 
measured with a Geiger counter, ts a 
direct measure of the amount 
active tool material worn away during 
the few seconds of cutting and ts there- 
fore a direct measure of the rate of tool 
wear, since it has been found that well 
over 90 percent of the radioactive tool 
material worn away during cutting re- 
mains attached to the chips. 
(Please turn to page 298) 
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EET MR.LYON, D.D.S.° 


* Dealer of Diversified Services 


Lyon’s national organization of steel equip- 
ment dealers serves virtually every segment of 
business and industry—with a diversified line of 
products totalling more than 1500 different stand- 
ard items. (A very few are shown below.) 


Factories, shops, warehouses, offices, churches, 
clubs, hospitals, homes—these are just a few of the 
many markets Lyon dealers serve with quality 
steel products. 


Engineering and production facilities are also 
available for special contract work. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


“LYON METAL PRODUCTS, INCORPORATED 


General Offices: 933 Monroe Avenue, Aurora, Illinois 


Sold Nationally Through Dealers and Branch Offices 
































Shelving 
Lockers 
Stools 
Bin Units 
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STEEL EQUIPMENT 






































A PARTIAL LIST OF LYON STANDARD PRODUCTS 


Kitchen Cabinets © Tool Toters © Economy Locker Racks isplay Equipment ©®@ Filing Cabinets 
Cabinet Benches © Bor Racks ® New Freedom Kitchens } rawer Files CM aeliclist> Mm @uilelias 
Storage Cabinets © Tool Boxes © Toolroom Equipment evolving Bins © Work Benches © Drawer Units 
Drawing Tables ¢ Parts Cases ® Wood Working Benches anging Cabinets © Bench Drawers 


© Service Carts 


© Sorting Files 


© Hopper Bins 





Standout 
Identification 


at the right price ! 


METAL NAME PLATES 





Long experience, skilled craftsmanship, plus the latest and best equipment 
enable us to produce high quality metal plates for no more than you may 
pay for inferior identification. A sparkling metal plate spotlights your 
product, reflects quality and lends distinction. You're assured of lasting 
identification, clearness, and permanent readability with plates produced 
by Chicago Thrift-Etching Corporation. 


GET OUR QUOTATION 


Send a rough sketch, blueprint or sample, with specifications, for quotation 

or write us fully about your requirements in name plates, instruction 
plates, dials, panels, scales, ete. Here standout identification and enduringly 
fine appearance costs no more! 


We are equipped to apply this protective coating to 
aluminum parts and products by the exclusive Alumi- 
lite process—in a wide range of attractive colors. Your 
request for quotation is solicited. 


ALUMINUM 
ANODIZING 


CHICAGO THRIFT- ETCHING CORPORATION 


sur 


1555 North Sheffield Ave., Chicago 22, Illinois, Dept. C 


Metal Name Plates, Dials and Panels, Etched or Lithographed » Etched Metal Scales, 
Clock Dials, Trophy Plates, Plaques, Advertising Specialties * Etched Metal Panels 
for elevator and architectural uses * Coin Banks « Lithographed or Screened Plastic 
Name Plates or Dials * Aluminum Anodizing by the Alumilite Process. 


SIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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(Continued from page 294) 

“Since the rate of wear of a cutting 
tool is essentially constant throughout 
its life, this measurement of the ‘instanta- 
neous’ rate of wear is a direct measure 
of relative tool life,’ the report stated. 
The research engineers have run tests 
with different types of work materials, 
different cutting fluids and under differ- 
ent cutting conditions. Some preliminary 
studies of fundamental mechanisms in 
the wear process have also been com- 
pleted. 

“While this method is still in the ex- 
ploratory stage,” they said, “the results 
already obtained in evaluating cutting 
fluids, work materials and cutting con- 
ditions indicate its ability to supply thi 
much needed rapid tool life test.” 


Vv v v 


RESIN COATING SAVES COST 
OF NEW FLOOR 


\ saving o. more than $100,000 was 
ccompLshed when 28,000 square teet 
of wood flooring in the Oakland, Calif. 
Municipal Auditorium was _— refinished 
with a clear coating system based ot 
Vinylite resins. The tough and durable 


coatings. developed by Bisonite Company, 
Inc.. 128 Lakev.ew Ave., Buffalo. N 
Y.. employing Vinylite resins resist ab- 
rasion and scuffing, moisture, food, ink, 
oil and grease and mos* chemicals. 





Maintenance has been reduced to sweeping 
and washing 


The audtorium floor was rapidly de- 
teriorating from almost constant use. 
Previous sanding had left the wood so 
thin that city officials believed a new 
floor would have to be laid—at a cost 
o. more than $100,000. But severe tests 
on a small patch of the floor showed 
that the Vinylite resin-base coating 
would provide the needed protection. 
The ent re auditorium floor was sanded 
and three coats of the Vinylite resin- 
base coating were applied with mops 
and handle-type applicators, at a cost 
of less than $1,000 for materials. Since 
the original coating more than two years 
ago, one coat of Vinylite resin-base coat- 
ng each year—applied with handle-type 
applicators directly over the old finish— 
keeps the floor in good condition and 
appearance desp‘te constant use. 

Nearly one million persons attend a 
great variety of events held in the au- 
ditorium each year. Chairs are dragged 
over the floor almost every day, as well 
as other equipment such as heavy trucks 
loaded wth machinery jor display pur- 
poses. Resistant to these wearing forces, 
the Vinylite resin-base coating is un- 
affected by spilled food and beverages, 
water trom roof leaks or spilled from 

(Please turn to page 300) 
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easy mounting... 





Torrington Needle Bearings are easy to mount. 
Installation is a simple arbor press operation. 
Assembly time and expenses are reduced. 


You can forget about spacers, retainers and 
positioning shoulders, too. They are not needed 
with Needle Bearings. A straight bore, of proper 
size, serves as the housing. Thus, design is simpli- 
fied and machining time is saved. 


Would you like to know more about Torrington 
Needle Bearings in terms of your own anti-friction 
requirements? Our engineering department will 
be glad to help. 


THE TORRINGTON COMPANY 
Torrington, Conn. South Bend 21, Ind. 


District Offices and Distributors in Principal 
Cities of United States and Canada 


TORRINGTON ///// BEARINGS 

















Needle * Spherical Roller * Tapered Roller © Straight Roller * Ball * Needle Rollers 
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WILLSO 


dependable 






Universal 
Gas Mask 
Style WUG 


Approved by 
/ U. S. Bureau 
pn i™ of Mines for 
toxic smokes 
and gases, 
including 
carbon 
monoxide. 











WILLSON PRODUCTS, Inc., 221 Washington St., Reading, Pennsylvania 
See.your WILLSON distributor or write for catalog 







ce Cor ble respirators, all 
Willson safety equipment is made after 
careful study of industry's needs. Through 
this continuing research you get many 
comfort and safety improvements first in 
Willson products. Ask for Willson —largest 
line of respirators for industry, farm and 
home use. 









Chemical Cartridge 
Respirator No. 831 


Protects against common 
industrial gases and va- 
pors in low concentra- 
tion. New molded rubber 
facepiece with flexible 
rolled edge for extra 
comfort. Bureau of Mines 
Approval No. 2302. 










and dusts 











metal fumes, mists 


Same facepiece as 
No. 831, with replace- 
able dust filters. Com- 
fortable under welding 
helmet. Bureauof Mines 
Approval No. 2149. 
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(Continued from page 298) 
exhibits. Burning cigarettes make a light 
brown mark on the floor, but do not 
burn through the coating to char the 
wood. The coating has a non-sl:p char- 
acteristic which is desirable for most 
activit.es, yet sprinkling corn meal or 
powdered wax on the floor provides an 
ideal dancing surface. 
removed. 


Chewing 
Beiore the 


gum is 
Vinylite 
coating was applied, the floor 
had to be power-scrubbed 
days; now maintenance 
sweeping when necessary and 
washing several times a year. 


eas. ly 
resin-bas¢ 

every ten 
consists of 
merely 


a. a 2 
TRACKMOBILE MOVES AND 
SPOTS CARS 
Illustration shows Trackmobile made 


by the Whiting Company, Harvey, IIL, 
which is used for moving and _ spotting 
grain cars, by the Anderson Elevator 
Co., Maumee, Ohio. Use of the Track- 
mobile makes for savings in time and 


3 





The Trackmobile has a drawbar pull 
of 7390 pounds 


manpower. It moves empties from the 
Wh.le the car- 
loading is underway, the Trackmobile is 
uncoupled, shifted to road wheel opera- 
tion and driven around the elevator to 
the other end of the car. At the company’s 
marine terminal in Toledo, the Trackmo- 
bile has made it 


yard to the elevators. 


possible to use two 
tracks instead of one, and to accomplish 
the job with one less man. 





Changeover to road operation is ac- 
complished in 30 seconds 


The flexib:lity of the Trackmobile de- 
rives from its unique application of hy- 
draulic jacking power. When on track 
wheels it couples to any standard rail- 
way car. Then the mated couplers are 
hydraulically raised, transferring part of 
the car’s weight onto the Trackmobile 

g it to develop a maximum draw- 
bar pull of 7350 pounds. Hydraulic jack- 
(Please turn to page 304) 
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The finest welding fittings available are 
made from seamless steel tubes forged in 
Globe's Foren Mill... the only one of its 
kind in the entire Steel Tube Industry. 





NOW. .. get immediate delivery 
on @L©1315 welding fittings... 


the only seamless welding fittings precision 
processed from billet...to tube...to fitting 


OW — you can schedule immediate delivery on the finest welding fit- 
tings made today. Globe fittings — the only fittings manufactured 
through a continuous precision process that begins with the making of the 
seamless tube and continues through to the production of finished fittings. 
The exacting controls employed in this process — plus specialized re- 
search, testing and engineering insure uniform high quality and close 
tolerances. So, for the finest in welding fittings — order now — specify 
Globe—and get immediate delivery. 


GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin 


Chicago * Cleveland * Detroit * Philadelphia * St. Lovis * New York 


For «¢ ompl« te 
Denver * Houston * San Francisco * Glendale, Cal. the finest 
slahbl« 
G,slob 
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You Need Burlap! 
We Have it! 


and here are 4 reasons 
why Bemis is 





/ 


You Benefit from 
Our Large Operations 


Bemis is the largest burlap importer. 
Whatever the supply situation, 
Bemis customers are in the most 
favorable position. 





You Benefit from Our 
Knowledge of Quality of Burlap 


For many years, producers and users 
alike have accepted Bemis’ grading 
of Indian burlap as the standard for 
the industry. 








3 You Benefit from Our Knowl- 


edge of the Burlap Market 


We follow the market daily in our 
regular operations. 








You Benefit from 
Bemis’ Large Facilities 


Sixteen plants and seventeen addi- 
tional sales offices, all strategically 
located, assure you a dependable 
source of supply. 





Bemis is headquarters for all 
grades and weights of burlap 
... including widely-used 10- 
oz., and the popular, special- 
finish Angus, which only 
Bemis imports. 
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Baltimore « Boise « Boston « Brooklyn « Buffalo « Chicago 
Charlotte « Cleveland « Denver @ Detroit ¢ Indianapolis 
Houston « Jacksonville, Fla. ¢ Kansas City « Los Angeles 
Louisville ¢ Minneapolis e New Orleans « New York City 
Memphis « Norfolk « Oklahoma City « Omaha « Phoenix 
Philadelphia « Pittsburgh ¢ Salt Lake City « San Francisco 
St. Louis « Salina + Seattle « Vancouver, Wash. « Wichita 








(Continued from page 300) 
ing is also employed to raise and lower 
the rubber-tired road wheels. All con- 
trols are handled by the operator from 
the driver's seat. Changeover from road 
to track operation is accomplished in 
thirty seconds. 


+ #¢ ¢ 


PORTABLE ELECTRIC CIRCUIT 
FOR MAINTENANCE MEN 


Power supply and light are being 
furnished this repairman by means of 
NE Rolla-Duct, a newly developed port- 
able branch circuit extension manufac- 
tured by the National Electric Products 
Corp., Pittsburgh 19, Pa. 

Rolla-Duct is a plug-in power and light 
device with more than three taps that 
has received Underwriters’ Laboratories 
approval. It comes with 21 feet of rug- 
ged, 12/3, chemical, acid and grease re- 
sistant cable. Electrically safe, and ap- 
proved for 20 ampere loads for 115 volt 
operation, it is fully grounded and pro- 
tected with a circuit breaker incorporated 
in the strip. In addition to the type shown 
in the illustration, it is also made with a 
unit for floor light, or with a strip of 
infra-red heating units. Its development 
assures greater safety in the use of 
portable electrical service, eliminating 
make-shift drag cords and extensions 
from existing wiring, particularly in the 
field of portable lighting and with the 
use of power tools. 


7 ££ 


TITANIUM FOR CASTINGS 


In reply to an inquiry relative to the 
employment of titanium for castings in 
lieu of stainless or nickel, Newscast, pub- 
lished by the Cooper Alloy Foundry Co., 
Hillside, N. J., states: “Titanium metal, 
besides being very difficult to cast, is not 
too resistant to sulfuric acid and hydro- 
chloric acid, having about the same re- 
sistance as type 316. Its resistance is the 
same as type 304 in boiling 65% nitric 
acid. It is, however, very resistant to 
aqua regia, oxidizing acid chlorides and 
wet chlorine, in which all of the stainless 
alloys are very poor. Titanium alloys 
when fully developed will undoubtedly 
play a big role in corrosion resistance in 
the future.” 


PURCHASING 

















CELLULAR RUBBER BONDED TO METAL 
one more exampie of the versatility of SPONGEX 


Each of these parts was made by. bonding Spongex cellular rubber to metal. 


Yet in each, Spongex had to meet different specifications. In one, Spongex must 
remain flexible even at —65° F. In another, it must be heat resistant and fire 


retardant. A third must have low water absorption. All possess one important 


quality . . . the superior bonding characteristics o vongex fo excellec 
juality tl bonding cl terist f Spongex for unexcelled 


adhesion of rubber to metal. 


Bonding of Spongex to metal might not be your need. But if your need is 


cellular rubber, we’ve got it... in strips, rolls, cording, tubing and die-cut 


shapes. Learn more about how Spongex can help you . . . write for “Properties 


of, and Test Data on, Cellular Rubber.” 





SPONGEX <= 


THE SPONGE RUBBER PRODUCTS COMPANY 





used for cushioning, insulating, shock absorp- 
tion, sound and vibration damping. vaskeling. 


sealing, weatherstripping and dust proofing. 


504 Derby Place, Shelton, Conn. 
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Eliminate “high-cost-specials 
hy standardizing on 


AMERICAN STOCK GEARS « 


Reach for the handy American Stock Gear catalog 
when you are specifying gears for the product 
you are designing... Save time... Save money. 

This complete line of high quality gears in- 
cludes brass, bronze, steel, semi-steel, cast iron 
and non-metallic gears of every industrial type. 

Readily available from an authorized distribu- 
tor near you. 





American Stock Gear Catalog 300 con- 


aN tains detailed information and latest 


prices on complete line. 


AMERICAN STOCK GEAR division 


HARVEY, ILLINOIS 


PERFECTION GEAR COMPANY se 
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Let Potter & Brumfield work 
out the specifications for your 
“most exacting” military and 
industrial relay requirements 


Twenty years of highly specialized 
technical knowledge acquired 
in the design and production of 
relays and similar electro- 
mechanical assemblies enable 
P & B to understand today’s 
relay problems—come up with 
the quickest, most practical, 
and most economical solution. 
Complete research, develop- 
ment, type testing, and manu- 
facturing facilities are at 

your service. Models and pilot 
runs can be completed quickly 
and at very reasonable cost. 
Production capacity—10,000 
relays per day. Send 
specifications for samples, 
recommendations and quotations. 
Catalog available on request. 





APPLICATIONS UNLIMITED: 
® Mobile 
@ Miniature 
®@ Power ® Telephone 
®@ Aircraft @ Plug-in 

@ Hermetic Sealed 
@ Dust Covered 


@ Electronic 
® Sensitive 


P & B standard relays are available 
at your electronic parts distributor 


Potter & Brumfield 


PRINCETON, INDIANA 
Export: 13 E. 40th St., N. Y., N. Y. 


Sales Offices in Principal U.S. and 
Canadian Cities 
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SMASH-PROOF CARBOY BLOW- 
MOLDED OF ao IN ONE 


The accompanying illustration shows 
what happened when _— speedy _ truck 
smashed into setting of flexible poly- 
ethylene carboys blow-molded in one 
piece by Plax Corp., Hartford, Conn.— 
not a carboloy was_ broken. 


The new carboy has passed tests neces- 
sary for Bureau of Explosives recom- 
mendation for ICC approval to ship hy- 
drofluoric acid and electrolyte sulfuric 
acid solution. They will be available in 
capacities of 6% and 13 gallons for do- 
mestic and overseas shipment of danger- 
ous materials. 





The carboy is said to be ideally suited 
for packaging industrial acids, including 


acetic, hydrofluoric, fluoboric, muriatic, 
sulfuric and formic, caustic soda solu- 
tion, hydrogen peroxide, liquid pharma- 
ceuticals, photographic chemicals and 
many other liquids. Its first user will be 
General Chemical Division, Allied 
Chemical & Dye Corp., New York, N. Y., 
to ship fluoboric acid reagent-grade hy- 
drofluoric acid and other fluorine chemi- 
cals. 

The giant bottles are the largest of 
the plastic type pioneered by Plax. The 
bottle’s sidewall thickness is one-tenth 
inch, Filled samples have been dropped 
from various heights onto solid concrete 
without breakage or leakage at —10 Deg. 
F. The polyethylene carboy has an outer 
jacket of phenolic-bonded water re- 
sistant plywood with four-ply walls sup- 
ported with three-ply hoops securely 
stapled on each end, and with five-ply 
heads and bottoms. The inner surface 
of the jacket is treated with micro- 
crystalline wax, and the outer surface, 
including all metal parts, is coated with 
an acid resistant clear plastic solution. 
Each bottle has a heavy-wall molded 
polyethylene screw cap with a separate 
special inner polyethylene liner. A dome- 
shaped phenolic outer screw cap is pro- 
vided to protect the neck against punc- 
ture. The plywood jacket has withstood 
approximately 10,000 Ibs. of sidewall 
compression testing. 

Tare weight of the 13-gallon unit is 
about 29 lbs., and the 6% gallon unit 
weighs about 17 pounds. A 13-gallon 

(Please turn to page 308) 
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th The famous cow in the nursery rhyme needed the right spring for her fabulous 
ed jump over the moon. 

sx A spring like that is even beyond the capacity of Wickwire. But—Wickwire 
g. : ge , 

a does make springs to meet every other specialized need...any size, shape or 
‘e- design. If you have a special spring problem, let our engineers give it the benefit 
a of their long and specialized experience. Write for free copy of our booklet $-500 
Pe entitled “Springs and Formed Wires.” Address your request to Sales and Engi- 
ce neering, 2 New Bond Street, Worcester, Mass. 

'O- 

ce, THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 

ith THE CALIFORNIA WIRE CLOTH CORPORATION—Oakland, California 

on. WICKWIRE SPENCER STEEL DIVISION-Atlanta © Boston * Buffalo * Chicago 
led Detroit * New York © Philadelphia 
ate 
ne- ' 
\ro- 
= WICKWIRE SPRINGS 
0d 

all 

AND FORMED WIRES 

is PRODUCT OF WICKWIRE SPENCER STEEL DIVES 
nit 
lon [HE COLORADO Ff EL AND TRON CORPORATI 
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FOR }@2¢C0@H/ \MPERSONAL INSPECTION 
CHOOSE DIAL COMPARATORS 


Ames Dial Comparators make the inspection of duplicate parts an 
extremely simple, rapid and accurate operation. Ames Comparators are 
strictly impersonal in their accuracy — the results being in no way de- 
pendent on the skill or judgment of the operator. The pressure of the 
gauging members against the work is mechanically determined and 

therefore uniform. 
Check the Ames Dial Comparators shown — one 
of them may solve a Quality Control problem for you. 










Ames No. 1 Dial Comparator is an easily ad- 
justable bench model that measures objects up to 
2" in cross section. The table bracket may be 
quickly located and locked in position on the 
column. The table itself may be further positioned 
and locked for final fine adjustment. This com- 
parator is designated Ames No. 1W when equipped 
with dead-weight contact pressure and contact 
area to ASTM specifications for measuring resilient 
materials, such as rubber, plastics, etc. 


Ames No. 2 Dial Comparator is a compact, 
stable bench model for measuring non-yielding 
materials — sheet metal, glass, hard rubber. The 
2“ diameter table is adjustable to bring pointer 
to zero. Ames No. 2W is similar to the Ames No. 
2, but is furnished with dead-weight contact pres- 
sure and contact areas to ASTM specifications for 
checking textiles, plastics, sheet rubber, etc. 


Ames No. 13 Dial Comparator fea- 
tures: flat-ground, cast-iron base of 
ample size for using V-blocks and 
locating fixtures for checking rounds, 
flats and odd shapes. Also, the No. 
13 can be fitted with a fine adjust- 
ment for close setting. Accurately 
adjustable bracket holds any Ames 
Micrometer Dial Indicator. 


Ames No. 130 Dial Comparator 
is designed especially for inspect- 
ing comparatively large parts. For 
this reason, the flat-ground steel 
base, the adjustable indicator sup- 
port on which can be mounted any 
Ames Micrometer Dial Indicator, 
and ‘the upright column are pro- 
portioned to suit the user’s particu- 
lar requirements. 


Send us your Quality Control job specifications, and we 
will supply complete details and proposal without obligation. 


Representative in B ‘¢ A Wes C( ) 31 Ame 
principal cities ‘ " ? i alt ani 


\ OF -4 ie) ae Bla gerntacay Dial Gauges e Micrometer Dial Indicators 
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boxed glass carboy bottle weighs about 
70 lbs. It is estimated that the new 
carboy will lower the transportation 
rate for shipments of bulk materials as 
much as 20%. The bottles may be used 
over and over again. 
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STEEL WAREHOUSE INVENTORIES 
AT LOW LEVEL 

Inventories in industrial steel ware- 
houses are 40 per cent of normal post- 
war-levels, according to Walter S. Dox- 
sey, president of the American Steel 
Warehouse Association, Cleveland, O. 
“Warehouse stocks have returned to their 
lowest point since the beginning of the 
defense program. All of the inventory 
gains made since the previous low of 
September 1, 1951 have been wiped out,” 
said Doxsey in a statement issued today, 
“Due to the inevitable delays in attaining 
capacity production, it seems likely that 
warehouse inventories will drop even 
lower before they turn back toward nor- 
mal levels”, he continued 

“Although industrial steel warehouses 
under new NPA orders will receive a 20 
per cent increase in their minimum allot- 
ments during the next few months, it 


may be next spring before their stocks 
are balanced and approach normal 
levels,” Doxsey said. “Serving as they 


do nearly 600,000 users of steel it is im- 
portant that the customers of these steel 
distributors realize the difficulties that 
must be surmounted before all needed 
items are available and before complete 
warehouse services can be restored.” 

Doxsey pointed out that many steel 
consumers may not realize some of the 
complicating factors which will prevent 
an immediate resumption of steel ship- 
ments from mills through steel ware- 
houses to end users. Steel consumers that 
may be able to get the plates and shapes 
they desire may not be able to proceed 
with production because nut and_ bolt 
manufacturers are unable to get needed 
steel bars. 

“Efficient production by the steel mills 
calls for rotating production cycles,” he 
said. “Each mill does not produce each 
month all of the sizes and shapes it has 
to offer. Some products are rolled each 
month, others are rolled on a two or 
three month cycle, and some products 
may he rolled only twice a year,” he 
added. 

Doxsey pointed out that presently the 
Iron and Steel Division of the National 
Production Authority contemplates that 
shipments from mills will be made to 
their customers in substantially the order 
in which they were received. If this pro- 
gram is carried out, he said, shipments 
to all mill customers, including ware- 
houses, will be resumed with the least 
confusion and disruption. However, he 
warned that such a program may be 
undermined by pressure groups who will 
use every influence to obtain preferential 
positions on the mills’ order books. He 
mentioned the armed forces, the petro- 
leum industry, and the canning industry 
as examples of groups of steel consumers 
who will undoubtedly press for special 
treatment 


PURCHASING 








ch 
jas 
cn 


or 














RCA VICTOR Television 


CHOOSES 


INSUROK 


T-725 INSULATING LAMINATE 














The RCA Victor name is a symbol for the highest quality in 
electronic equipment. To meet their exacting standards, RCA Victor 
engineers selected INSUROK Grade T-725 phenolic laminate for 
their television receivers. 

INSUROK T-725 provides RCA Victor with a unique combina- 
tion of electrical properties. It is used in the R.F. tuners, to maintain 
insulation resistance under high temperatures and humidities . 
in the LF. tube sockets, to minimize capacity changes with changes 
in humidity ... and in the high-voltage compartment, to provide 
high dielectric strength and surface resistivity. 

For the “tough spots” in your product, write or phone about T-725 
and the many other grades of LNSUROK laminated insulation. 
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The RICHARDSON COMPANY 


FOUNDED 1858—LOCKLAND, OHIO 
2791 Lake St., Melrose Park, Illinois (Chicago District) 
SALES OFFICES: Cleveland * Detroit °* Indianapolis * Lockland, Ohio 
Los Angeles * Milwaukee * New Brunswick, (N. J.) * New York * Philadelphia 
Rochester * San Francisco * St. Louis 


Write Today for Booklet 
“LAMINATED 
INSUROK”’ 


SEPTEMBER, 1952 Please mention PURCHASING Magazine when writing to advertisers, 309 








NEWARK 


Fabricated 
WIRE CLOTH PARTS 





pW Zell (e] (= —a well-equipped plant with 


highly experienced fabricators. 


Available — mesh cloth and space cloth 


made in our own plant. 


Do you require parts made with one or more pieces of mesh cloth or 


space cloth — anything from 4 inch openings down to 325 mesh 
(105,625 holes/sq. in.)? 


Our experienced fabricating service should be of value. We are in 
position to handle volume order business and, if desired, will be glad 
to help in designing the part requiring the metallic cloth. We know how 
to insert and fasten metallic cloth to get best results. We carry many 
standard sizes of wire cloth in stock. We have ample loom facilities to 
weave special cloths if necessary. We can handle any wire of any 
malleable metal. 

This fabricated parts division of our business has grown by leaps and 
bounds. We have had many repeat orders. 
It could be due to the quality of wire cloth 
used and the care with which this cloth is 
OTACCURACY assembled into the parts being fabricated. 


Ask for General Catalog *"*D"’ 


ewark ire Sloth 


COMPANY 


351 VERONA AVENUE * NEWARK 4, NEW JERSEY 


Philadelphia 3, Penna. San Francisco, Calif. Chicago, III. 


/ 
NEWARK 














SAFETY EQUIPMENT ASSOCIATION 
INVITES SUBMITTAL OF PROBLEMS 


Che Industrial Safety Equipment As- 
sociation held their Annual Meeting on 
June 25, 26 and 27 at The Homestead, 
Hot Springs, Va. and elected as Presi- 
dent Edison L. Wheeler, of Wheeler 
Protective Apparel, Inc. 

Elected also at the meeting were S. 
C. Herbine, Willson Products,  Inc., 
Vice-President; J. B. Davies, Mine 
Safety Appliances Co. and F. R. Davis, 
Jr., Davis Emergency Equipment Com- 
pany, Trustees. 

J. A. Brewer, Industrial Gloves Com- 
pany and G. M. Glidden, Acme Pro- 
tection Equipment Company carry over 
as members of the Board while Charles 
H. Gallaway, American Optical Com- 
pany, ISEA President for the past two 
years, continues as a member of the 
Board for another year. In addition, 
Mr. Gallaway has been elected to the 
Board of Directors of the nation’s 
National Safety Council. In this capa- 
city he will serve as liaison between 
the ISEA and the Council. 

The ISEA is composed of a group 
of manufacturers whose express pur- 
pose is to exchange ideas which ulti- 
mately benefit users of industrial safety 
equipment in addition to solving prob- 
lems of common interest of the industry. 

The Association is divided into prod- 
uct groups representing all types of 
industrial safety equipment. Specific 
problems of industry may he directed 
to the ISEA, 420 Lexington Avenue, 
New York 17, New York. 
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CONTAINERS AND PACKAGING 
QUARTERLY REPORT 


Although the first quarter of 1952 
started slowly for most container manu- 
facturers compared with the same period 
last year, the year’s outlook is favorable 
with general economic activity expected 
to be equal to or slightly above the 1951 
level, the Containers and Packaging Di- 
vision of the National Production Au- 
thority, Department of Commerce, re- 
ported recently. 

First quarter activity in the containers 
and packaging industry and the outlook 
for the remainder of 1952 are reviewed 
in a 40-page “Containers and Packaging 
Industry Report” prepared by NPA’s 
Containers and Packaging Division. 

The report presents an analysis of cur- 
rent production and business activities in 
28 branches of the containers and 
packaging industry, and a digest of local 
container trends and conditions as re- 
ported by Commerce Department field 
offices in the New England, New York, 
Middle Atlantic, South and Southeast, 
North Central, Mid-West, Southwest, 
and West Coast areas. 

The report also includes a special ar- 
ticle on “Frozen Food Packaging” which 
emphasizes the .need for constant im- 
provement in the design, shape, size and 
utility of frozen food containers. The ar- 
ticle points out “The aggressive contain- 
er manufacturer who keeps pace with the 


New Orleans, La. Los Angeles, Calif. Houston, Texas a “ 
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YOU GET MORE - 
IN STEEL CONTAINERS MADE BY CONTINENTAL. 


you get the research facilities of a full-line container manufacturer 


In addition to helping our customers with their special 
packaging problems, Continental research chemists and 
engineers are constantly on the lookout for ways to 
make all of our containers even more durable, efficient 
and good looking. 

Our packaging experts bring to their job a lifetime 
of experience with every kind of container problem. 
This means the steel containers you get from Conti- 


nental are the best that can be made for the purpose. 


Many of the leading names in the oil, paint and 
chemical field ship their products in Continental steel 
containers. Continental is the largest U.S. producer of 
utility cans, and of flaring pails for roofing compounds 
and similar products. 


You'll probably find just what you need in our line 
of lug cover pails, utility cans, flaring pails and closed 
head drums (light and heavy gauge) . Should you have 


a special problem, we'll be glad to talk it over with you. 


CONTINENTAL © CAN COMPANY 


CONTINENTAL CAN BUILDING 


100 East 42nd Street 


Eastern Division: 100 E. 42nd St., New York 17 . Central Division: 135 So. tla Salle St, Chicago 3 


New York 17, N. Y. 
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Pacific Division: Russ Building, San Francisco & 
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Promet Bars Stand Up 
Where the Going 





M from Promet No. 6, an outstand- 
| bearing bronze noted for its 
ining properties. Unbeliev- 
t resistance to heat and wear. 
Will not burn, seize, pound out. 


PROMET’S HIGH SAFETY FACTOR 
YOUR INSURANCE AGAINST 
ARING FAILURE! 


harder and stronger, it resists 
ind withstands high comnpres- 

ind will not cut, or stick to 

ft under ordinary operating con- 
Chere is no seizing, no scoring 
iooth, quiet operation. Will not 
under the most severe conditions 
When lubrication fails tem- 

ly, Promet carries on safely until 
lubrication can be restored, af- 
protection against production 


ROMET FULLY MACHINED 
BARS SAVE YOU TIME, TOOLS 
ND MONEY! 


precision machined inside, 

ind on the ends, yet sufficient 

emains for the finishing cut. Can 
hined at speeds of more than 500 
r minute—more than double those 
hor bronzes. This complete ma- 

insures you against subsurface 

sometimes found in rough cast 

\ considerable amount of metal 
heen removed—metal which 
be purchasing if you used 


Every bar is absolutely 





ble round, hexagon and square, in 
lengths, rough cast. 
MONEY-BACK GUARANTEE 
f | superior service and lower 
ce cost. 

FREE ADVISORY SERVICE 

Our competent design and engineering 
vill be glad to assist you in solving 
special bearing problems. 


today for free literature. 


THE AMERICAN CRUCIBLE PRODUCTS 
COMPANY 


1319 Oberlin Avenue Lorain, Ohio 


Please send free literature on Promet Cored 
and Solid Bronze Bar Stock. 





|, MPR ETE Cre Te re ee 











(Continued from page 310) 
demands of both consumers and frozen 
food packers will need to constantly im 
prove his product.” 

The report says the shortage of ma 
terials which was paramount last year 
has disappeared except for selected 
metals and that all types of container 
and packaging materials are adequate 
and generally in generous supply. Inven- 
tories are down to bare minimum work- 
ing levels and purchases are being made 
on a selective basis. 

The report notes a return to a buyers 
market with competition intensified and 
manufacturers stepping up their efforts 
to develop new products and new mar- 
kets. 

First quarter activity and the general 
current outlook in the various branches 
of the containers and packaging industry 
as presented in the report follow: 

CORRUGATED AND SOLID 
FIBRE SHIPPING CONTAINERS 
The weekly average of 88,208 short tons 
of material consumed by the corrugated 
box industry during January 1952 was 
the lowest since July 1949, Consumption 
increased in February and March with 
weekly averages of 101,726 and 101,650 
short tons. First quarter consumption 
was 0.8% under the fourth quarter of 
1951 and 26.4% less than the first quar- 
ter of 1951. 

FIBRE CANS AND TUBES—AI- 
though sales volume fell below that of 
the corresponding 1951 period, a general 
improvement was reported from the 
fourth quarter of 1951. Demand for fibre 
can and tubes probably will continue 
slow through the summer but is expected 
to increase in the fall. 

GROCERY, VARIETY AND 
SPECIALTY BAGS—A slight im- 
provement over the fourth quarter is 
noted. Because of the improved kraft pa 
per supply there were sufficient quanti- 
ties of grocery and variety bags to meet 
a smaller demand. 

BULK ICE CREAM CONTAIN- 
ERS—Shipments of bulk ice cream con- 
tainers were slightly under the first quar- 
ter 1951 total. Seasonal demand is ex- 
pected to cause an increase in second- 
quarter business. 

LIQUID TIGHT PAPER CON- 
TAINERS—The industry expects to 
meet the second quatrer seasonal increase 
in demand. Some improvement over the 
fourth quarter of 1951 was reported but 
the total was 20 percent under the first 
quarter 1951 period. 

PAPER MILK CONTAINERS 
Production was 20 percent greater than 
for the first quarter of 1951. Demand is 
expected to exceed production for the 
balance of 1952. 

SPECIAL FOOD CARTONS AND 
PAPER PAILS—Shipments were ap- 
proximately 12% below the 1951 first 
quarter level. Material supplies are in 
balance with demand. 

PAPER CUPS AND NESTED 
FOOD CONTAINERS Shipments 
were lower than during the first quarter 
of 1951 but were higher than during the 
fourth quarter. Second quarter yolume 


(Please turn to page 316) 
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SAFETY 


FOR YOUR MEN... 


VALUE ror you 
with U. S. 
NEOPRENE GLOVES 


They help prevent costly accidents. 
¢ They withstand gasolines, oils, 
greases, and corrosive chemicals such 
as sulphuric, chromic, and muriatic 
acids, caustic and plating solutions. 
¢ The rough-surface fingers assure 
positive easy gripping. ¢ They’re 
comfortable because the curved finger 
construction conforms to the natural 
curve of hand, eliminates straining 
and pulling. Highly flexible, they per- 
mit easy, natural working motions. 
These “U.S.” gloves withstand tough 
service. Full range of sizes, lengths 
and weights. “U. S.”’ technical men 
will be glad to analyze your glove 
needs and recommend the correct 
glove for your job. 


U. S. INDUSTRIAL 
GLOVES @ 


UNITED STATES RUBBER COMPANY 
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The Superior Tube That Speeds Up The Race 


Furnishing tubing that speeds a customer’s production proc- 
esses is a Superior specialty. 


A case in point is illustrated above. The customer, New 
Hampshire Ball Bearings, Inc., manufactures high-speed, 
precision ball bearings. They formerly machined the races for 
certain of their smaller sized bearings from solid stock. This 
represented a considerable material loss . . . and a substantial 
time loss in the manufacturing process. 


- . a — 
Prime requirements for the races were concentricity within 
sa ; 

10% of the race wall thickness, dimensional tolerances under 

‘7 . ° 
002” and hardness. After consultation with us the customer 


began to fabricate these races from 52100 Alloy Steel tubing. 


BE SURE ABOUT TUBING — 
SPECIFY 


All analyses .010"’ to %” O.D. Nickel, ‘‘D Nickel”*, “‘L Nic 
Certain analyses (.035°’ max. woll) 


West Coast: Pacific Tube Company, 5710 Smithway St, 
Los Angeles 22, Calif. UNderhill 0-1331. 
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Time, material and money were saved and the product improved. 


Such savings are almost a commonplace with Superior 
customers. Because of our long experience in standard pro- 
duction of what is generally regarded as specialty tubing, we 
can frequently supply a quick and easy solution to the most 
difficult problems... and generally do so without charging 
“‘premium””’ or special handling prices. 


If you have a need for fine small tubing in any analyses... 
almost any shape . . . and of a superior quality . . . it will pay 
you to check with us. We may be able to fill your needs from 
stocks of our selected distributors in key cities. Write Superior 
Tube Company, 2034 Germantown Ave., Norristown, Penna. 


ROUND AND SHAPED TUBING 


Available in: 


Carbon Steels: 
AAS.1.—C-1008, MT-1010, MT-1015, c-1118, 
MT-1020, C-1025, C-1035, E-1095 


Alloy Steels: 


A1.S.1.—4130, 4132, 4140, 4150, 8630, 
E-52100 


Stainless Steels: 
A1.S.1.—303, 304, 305, 309, 31 316, 317 
321, 347, 403, 410, 420, 430, 446, T-5 


Nickel Alloys: 


ke **Monel”™, 
**K Monel’, ‘“Incone 30% Cupro Nickel. 


Beryllium Copper 


up to 1%"’ 0.0. 


*Reg. U. S. Trademark 
International Nickel Compony 
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SPRINGS ? 


Illinois Coil Spring Company, Chicago, 


makes them right—and at reasonable cost. 
Regarded by an ever increasing number 
of manufacturers as the ideal source for 
high grade mechanical springs, all types 
and sizes—also clips, small stampings and 
wire forms. We'll design them for you or 
make them exactly to your specifications. 
Plant is large enough to handle big orders 
smoothly, compact enough to give prompt 
service on small orders and experimental 
work. Our steady growth is evidence 


that policy, price 





and production are 


Ate o RIGHT. So why 
LINDIS 


: | not call us in on 


3 : SPRING =/ that spring job? 
~~ COMPANY "gy 


\ 
La. 3 ; 
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is expected to compare tavorably wit 
the same L951 period 

FIBRE DRUMS—Demand increased 
5 to 10% from the 1951 fourth-quarter 
level. Industry operated to 70 to 90% 
of capacity. Demand is expected to r¢ 
main fairly stable. 

SET-UP PAPER BOXES—Business 
increased over the fourth quarter of 195] 
Rush orders indicated that customer in 
ventories were at a minimum. 

FOLDING PAPER BOXES—Dollar 
volume of business was 29.2% below 
that of the comparable 1951 quarter. 

PAPER SHIPPING SACKS—De- 
mand for paper shipping sacks was 4% 
below the first quarter of 1951. 

MILK BOTTLE CRATES—Ship- 
ments of combination wood-steel milk 
bottle crates decreased 18% below the 
same period of 1951 and were 14.3% 
below the fourth quarter. However, pro- 
duction of steel wire milk bottle crates 
increased 20% over the first quarter of 
1951. Aluminum milk bottle crate manu- 
facturers operated at the maximum pos- 
sible with the decreased allotments. Pro- 
duction was below that for the first quar- 
ter of 1951. 

WIREBOUND BOXES AND 
CRATES—Although the dollar volume 
of wirebound boxes and crates shipments 
was down 5.5% from the comparable first 
quarter of 1951, a heavy seasonal demand 
for fresh fruit and vegetable wirebound 
crates accounted for a 4% increase in 
this type of container. 

PLYWOOD BOXES—Production 
continued at a reduced rate as compared 
to the heavy demands of the first quarter 
of 1951. 

SLACK COOPERAGE—Production 
was slightly less than for the preceding 
quarter and the comparable period of 
1951. 

TIGHT COOPERAGE—The decline 
in production of tight barrels from the 
preceding quarter and the first quarter 
of 1951 was attributed primarily to the 
low demand for whiskey barrels. 

VENEER PACKAGES, BASKETS 
AND HAMPERS—Adverse _ weather 
conditions delayed the seasonal increase 
in demand for first-quarter business from 
the preceding quarter. Prospects for the 
remainder of 1952 are considered favor- 
able. 

NAILED WOODEN BOXES- 
While the trend was slightly below the 
comparable 1951 level, the general busi- 
ness situation improved from the fourth 
quarter. Orders for ammunition boxes 
are expected to increase throughout 1952. 





for the fourth quarter but were 25% be- 
low the level of the first quarter 1951 
shipments. 

PACKAGING CLOSU RES—Pro- 
duction and shipments of all types of 
closures fell below the 1951 level of 
business. 

ALUMINUM FOIL—Shipments were 
down 3314% from shipments made dur- 
ing the 1951 quarter and 5.9% below 
the preceding quarter. 

STEEL STRAPPING—The industry 
continued its operations at appproximate- 
ly the same level—75 to 80% of capacity. 

STEEL DRUMS AND PAILS— 
Softening of demand accounted for the 
average 27% drop from first quarter 
1951 levels. The revocation of NPA Or- 
der M-75, Steel Shipping Drums, on 
April 29, 1952, resulted from a balanced 
supply demand situation. 

TEXTILE BAGS—The quantity of 
burlap used for bags increased 31.8% 
over the preceding quarter but was 5.8% 
less than the amount used during the 
first quarter of 1951. However, the 
amount of cotton cut-up showed a 
slight improvement over the previous 
quarter and the corresponding period of 
1951. 

PACKAGING PLASTICS — The 
normal seasonal decline for packaging 
plastics was evident with supplies of ma- 
terials generally adequate. 

Copies of this report are available from 
the Superintendent of Documents, Gov- 
ernment Printing Office, Washington, 
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ey; Yeas ap ee oon GLASS CONTAINERS — Although 

: nig Sent On Request! : seasonal business arrested the downward 
' 1 | trend of the fourth quarter of 1951, first 
j_loteresting new bulletia “BRIEF GUIDE for SPRING BUY- | quarter 1952 operations fell below those 
; ERS ere erences ieaatamammacre ; of a year ago. Second quarter operations 

to get it wit yout excessive cost i 
1 4 | are expected to be heavy but fall below P ' : 
MR t | the 1951 volume. §H Pp @ 
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¢ FIRM 15.6% below those of the preceding quar- 
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A stationary control sheave 
for use with Q or R section 
belts on 12 to 30-hp drives. 















Magic-Grip Mounting 





The widely used Magic-Grip tapered bush- 
ing is now supplied with the Wide Range 
Vari-Pitch sheave, making it the fastest mount- 
ing sheave of its type on the market. Turning 
only one screw makes or breaks the vise-like 
grip of sheave bushing on motor shaft, 
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i) Wide Range 
Fast <n “2 has 


To change sheave diameter — thereby 
changing speed — simply turn a single adjust- 3 
ing screw, using a lever rod that slips through a 
hole in the head of the screw. No more fum- New Advantages 
bling with screw drivers. Adjustment is fast 
and accurate. 





Adjusting _, = ; — Adjusting : were enn g 
lever lever 


GET COMPLETE DATA FROM YOUR NEARBY ALLIS-CHALMERS 
DISTRIBUTOR OR DISTRICT OFFICE, OR SEND COUPON. 


ALLIS-CHALMERS 
MILWAUKEE 1, WIS. 

















only sheave of its type with this feature. 


, 
' 
' 
. 
1 
' 
a e 
4 Send me complete specifications and engineering data on 
Adjusts From Either Side ; the new Wide Range Vari-Pitch sheave . . . 2087811. 
' 
Sheave can be mounted on motor shaft ; coeeemeae ' 
so adjusting screw is either toward or away eee a Le A 
from motor bearing, as indicated above. This ; 
feature is especially important in installations eae 
where space for adjustment is limited. It’s the . 
‘ 
n 
' 


EE a ee ene ere ee LES 


A-3841 


j Texrope, Vari-Pitch and Magic-Grip are Allis-Chaimers trademorks. mene & 


G SEPTEMBER, 1952 Please mention PURCHASING Magazine when writing to advertisers. 317 

















DUFF-NORTON 














LIFTS UP TO 30 TONS 


Here is a jack you'll find a lot of uses for in 
every department of your plant. The jack 
is separated from the pump by a length of 
hose. Thus, the jack can be placed under load 
in close quarters and the pump operated from 
the ground or convenient plane. Can be used 
in vertical, horizontal, inverted or inclined 

positions. It will lift 30 tons 2'' with 


weighs only 38 lbs. 


Write today for bulletin 
AD-3-X 





‘s 3? 
Tasusueo 


THE DUFF-NORTON MANUFACTURING CO. 


MAIN PLANT and GENERAL OFFICES. PITTSBURGH 30, PA. —CANADIAN PLANT 


“Ohe House that Jachs Built” 


Please mention PURCHASING Magazine when writing to 





ease. Closed it is but 414"high... 
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IRON & STEEL EXPOSITION 
OPEN TO NON-MEMBERS 


Correcting a possible misunderstand- 
‘ng, the Association of Iron & Steel En- 
gineers states that everyone connected 
with the iron, steel or allied industries 
is eligible to attend both the technical 
sessions and exhibits connected with 
the 1952 Iron & Steel Exposition. Mem- 
bership in the AISE is not required. 
The Exposition and AISE Convention 
are being held concurrently in Cleveland 
Public Auditorium September 30 through 
October 3. No registration fee is being 
charged and admission tickets are being 
widely distributed throughout the in- 
dustry. The event is not open to the 
general public, however. 

7+ ¥ 


ANNOUNCE TOTALLY-ENCLOSED 
DUAL-COOLED MOTOR 


What may be termed a totally enclosed, 
dual cooled motor, equipped with heat 
exchanger as an integral part of its own 
frame, has been developed by the Re- 
liance Electric & Engineering Co., 1088 
Ivanhoe Road, Cleveland, Ohio. A 1% 
hp, 3 phase, 60 cycle motor, built into the 
heat exchanger, runs at 3600 rpm _ to 
drive internal and external fans inde- 
pendently of the main motor itself. 





Heat exchanger sections are cast alum- 
inum with both internal and external 
fins. 


The heat exchanger sections are cast 
aluminum with both internal and ex- 
ternal fins for maximum heat dissipa- 
tion. Air velocity through the internal 
sections of the exchanger is 2900 fpm. 
In the external path between the cover 
and the exchanger bank the air is 
pumped at 3300 fpm. 
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Ventilation scheme, totally enclosed, 
dual cooled motor. 


It is expected that there will be little 
need for cleaning the outside of the 
exchanger bank except where there is a 
wet, clinging dust in the surrounding 

(Please turn to page 320) 
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NIBROC TOWELS 
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X- HANDY ! Nibroc towels are always ready for in- quickly and thoroughly. Consequently, they last 
ja- . . . 
a stant use. They save time in the washroom —speed longer—go further—cost less in the long run. 
. washroom service— prevent the spread of disease NIBROC— world’s largest selling paper towel for 
c a P- an . . . . . . . 
is germs—build good will. industrial and institutional use—multifold or sin- 
DANDY! The uniform, dependable quality of gle fold, white or natural. Dispensers hold up to 
Nibroc towels is unexcelled. They absorb water 50% more towels—require less servicing. 
fast, do not shed fuzz or lint, are delightfully soft WASHROOM POSTERS, emphasizing impor- 
and pleasant to the touch, and will not come apart tance of personal cleanliness and 
in the hands when wet. washroom sanitation, sent free on 
THRIFTY! One Nibroc towel dries both hands request. 
Je SPECIFY NIBROC TOWELS Seem 
BROWN CoMPANY, Dept. GN-9 —— - ae 
They Dry Drier— Faster! 150 Causeway St., Boston 14, Mass. . | 
- Please send me free washroom posters and data on | 
Nibroc cabinets and Nibroc towels. 
BRO‘ X 7 N COMPANY, Berlin, New Hampshire | Name | 
Die CORPORATION, La Tuque, Quebec Title ; 
pers General Sales Offices: 150 Causeway Street, Boston 14, Mass, | Company —_* —— ! 
. r Dominion Square Building, Montreal, Quebec Address ___— : 
jing SOLKA & CELLATE PULPS « SOLKA-FLOC e NIBROC PAPERS « NIBROC TOWELS « NIBROC | Se Zone State ———— } 
FOWTOWLS « BERMICO SEWER PIPE, CONDUIT & CORES « ONCO INSOLES + CHEMICALS Le SS ES SS SS SS SS SS a SD — = 
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MECHANICAL STEEL TUBING 


Sizes within 083” 
wlactured the ran, 
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Or sizes ner in 


id. 


THE STANDARD TUBE CO. 


Detroit 28 SUNN AR . - 
ABOVE CHART COVERS : . M ic - igan 
ROUND CARBON STEEL 328 

TUBING ... 


* 
EQUIVALENT SQUARES, 
RECTANGULARS AND 


SPECIAL SHAPES ARE 
ALSO AVAILABLE. 


Welded Tubing Fabricated Parts 
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(Continued from page 318) 
atmosphere, in which event cleaning be- 
comes a simple matter of removing the 
exchanger cover and wire brushing the 
exchanger bank. 

The new design simplifies maintenance. 
Phe use of wide exposed aluminum fins, 
plus the high velocity at which the air 
is swept past them, tends to keep them 
clean. 

Reliance states that because cooling 
efficiency has been increased, use of 
smaller motors for a given horsepower 
is possible. The new units are available in 
sizes up to 150 hp with Underwriters and 
Bureau of Mines approval. 
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INTEGRATE SESSIONS AT 
IRON AND STEEL EXPOSITION 


Technical sessions of the Association 
of Iron and Steel Engineers, to be held 
concurrently with the 1952 Iron and 
Steel Exposition, will be integrated so 
that those attending can take full ad- 
vantage of both the exhibits and_ tech- 
nical sessions, T. J. Ess, managing direc- 
tor of the Association, has announced. 
Open to everyone attending the Exposi- 
tion, at Cleveland Public Auditorium, 
September 30 to October 3, these ses- 
sions will be divided into separate morn- 
ing and afternoon programs that permit 
those attending to hear a representative 
group of discussions on their preferred 
subject (design, construction, operation 
and maintenance) and also view all of 
the exhibits. Discussion subjects also 
include lubrication, operating practice, 
training, and standardization. 

Another advantage of this type of 
scheduling, Mr. Ess points out, is that 
firms within easy driving distance of 
Cleveland can arrange to send to each 
specific session the individuals most 
vitally concerned with the subjects to 
be discussed, thereby obtaining maxi- 
mum benefit from the program without 
interfering with plant operation. Atten- 
dance at the Exposition, held biennially 
for the iron, steel and allied industries, 
is expected to total more than 10,000 
persons ranging from president to fore- 
men and including administrative, pur- 
chasing, operating and maintenance ofh- 
cials of the iron and steel producing 
industries, engineers, metallurgists, and 
a full range of plant titles from depart- 
ment heads to foremen. 

In announcing the integrated program, 
Mr. Ess emphasized that both technical 
sessions and the nearly 200 exhibits 
are geared to men in the plant as well 
as to top officials. The Iron and Steel 
Exposition is described as the only show 
for iron and steel producing industries 
aimed at presenting latest techniques and 
developments in every phase of iron 
and steel production and maintenance. 

Tickets for the 1952 Iron and Steel 
Expositioin will be widely distributed 
throughout the iron, steel and_ allied 
industries, and also may be obtained, 
upon request, from the Association of 
Iron and Steel Engineers, 1010 Empire 
Building, Pittsburgh 22, Pennsylvania. 
AISE membership is not required for 
attendance and there is no registration 
fee. 
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True Léve Contact 


reduces unit pressures; 
increases maximum capacity 











Heat-treated to insure uniform hard- 
ness and surface structure, both the solid- 
cylindrical rollers and the thrust plates of 
Rollway Thrust Bearings are held to ex- 
tremely close limits of parallelism. The 
result is a true line contact that reduces 
unit pressures, increases maximum Capac- 


ity and affords a wide margin of safety 





for overloading shock or vibration. 


Accurate parallelism between the rollers 





and the matched thrust plates is repeated 





in the parallelism between the separator 








slots and the rollers themselves—all add- 





PARALLELISM ing up to quietness, equalized wear and 
y longer life. PARALLELISM 








Rollway Thrust Bearings offer the widest selection in types and sizes, avail- 
able for quick replacement through AUTHORIZED DISTRIBUTORS. 
See your classified ‘phone directory for name. 





Our engineers are available without cost or obligation to assist you in selecting the 


correct Rollway Bearing for your needs. Phone your nearest Rollway sales office. 


rl Rollway Bearing Company, Inc., Syracuse 4, N. Y. 


. SALES OFFICES 

l 
d Philadelphia Los Angeles 
‘d Pittsburgh Cleveland 


of Houston Chicago 
re Detroit Boston 
ps Syracuse Toronto 


m : Complete Line of Radial and Thrust Cylindrical Roller Bearing 
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Brices & STRATTON 


FACTORY 
SUPERVISED 
SERVICE 


Preferred power on tank-car heaters or mobile steam generators for heating 
tank-cars of road oil and bitumen — the world’s most widely used single- 
cylinder gasoline engines on machines and equipment for the construction 
industry, railroads, oil-fields, and for farms and farm homes. 





ether you build, sell, or use gasoline-engine powered 
equipment — you are assured of maximum performance 
and foremost value when the power is a Briggs & Stratton 
single-cylinder, 4-cycle, air-cooled gasoline engine. 
Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U.S.A. 












REVISION OF NPA 
INVENTORY REGULATION NO. 1 


In a major revision of its basic in- 
ventory regulation, the National Pro- 
duction Authority, Department of Com- 
merce, removed inventory controls from 
more than 50 widely-varied commodities. 

\mendment to NPA Regulation 1 is 
intended to make the order current by 
reflecting changes in the supply-demand 
situation of materials since April, 1952, 
date of the last large-scale revision of the 
order. The regulation covers all short- 
supply items not subject to restrictions of 
the Controlled Materials Plan. 

It is anticipated, NPA said, that the 
amendment will enable a large portion 
of the nation’s industrial economy to re- 
turn to normal inventory practices. 

\ number of items currently in short 
supply have been added to the revised 
order. These materials now are subject 
to the inventory controls of the amended 
regulation. 

Materials deleted from NPA Regula- 
tion 1 include: 

Building Materials: Cast iron pressure 
pipe and fittings. 


Chemicals: Allethrin, alkyl phenol, 
amylphenol, butyl phenol, cyclohexyla- 
mine, dichlorodiphenyltrichloroethane 


(DDT), dichlorobenzene, hexylresorci- 
nol, hydrofluoric acid and derived prod- 
ucts, iron oxide yellow, lead napthenate, 
melamine resins and molding powders, 
napthenic acid, orthosphosforic acid, 
phenothiazine, phosphorus, polytetrafluo- 
rethylene, polyvinylidene chloride and co- 
polymer resins, resorcinol, resorcinol 
resins, sulfonated oils, zinc chloride, and 
zinc ammonium chloride. 

Forest Products: Most entries under 
this category have been deleted. How- 
ever, users are still subject to inventory 
controls in connection with such items 
as lumber (except railway crossties, mine 
ties and hardwood flooring) plywood; 
wood poles and piles. 

Vetals and Minerals: Antimony and 
antimony scrap, bismuth, boron, cadmium, 
calcium, mica, osmium, all types of non- 
ferrous scrap, tin, zine and silicon. 

Rubber Materials: GRS_ and_ butyl 
types of synthetic rubbers. 

Textile Materials: Bristle, nylon tap- 
ered; burlap, Hessian; cotton duck, 
army; cotton duck, numbered; and web- 
bing, heavy military types. 

Miscellaneous: Aluminum foil, con- 
verted; cellophane; and most types of 
containers. 

NPA noted that today’s amendment 
authorizes the maintenance of 60-day in- 
ventories of aluminum castings and forg- 
ings as compared with the 45-day ac- 
cumulations permitted under the former 
order. The regulation also tightens in- 
ventory controls on pig iron by reducing 
permitted inventories from a 60-day to a 
30 calendar day supply or practical mini- 
mum working inventory, whichever is 
less. 

Additional changes in Regulation 1 in- 
clude: 


mn er rE RRS INET eg | (1) Numerous revisions of descrip- 
In the automotive field Briggs & Stratton is the recognized leader tions of product groups covered by the 
and world’s largest producer of locks, keys and related equipment. order. 
(Please turn to page 324) 
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Familiarity breeds suspicion — when something 
unfamiliar turns up in an article of everyday use. 
You can tell by the heft, the feel, the look, when 
something has been subtracted. And time will tell the 
rest of the story. 

Cosmetic containers and costume jewelry have 
long been on the Brass standard. For Brass, with its 
matchless workability . . . and the unlimited freedom 
it gives to product-designers ... has no rival in 
production cost-control. Nor in customer-appeal, 
with its rich range of alloy-colors, its solid feel of 
quality, its improvement with age and wear. 

No, there’s no substitute for Brass...as cus- 
tomers are quick to notice. And there’s no reason for 


Grit Faahin. meant Bross ot its Best 





“I dorit know why this feels differerit— 
—bat UU tal oul 7” 


substitutes, for the only shortage now is the shortage 
of good excuses for the lack of copper. There is no 
lack. So if your product is based on the golden-yellow 
standard ... Brass... then keep it there. There’s 
no reason in the world to trade down your quality. 
In fact, see what kind of action you can get from 
Bristol Brass on sheet, rod, or wire. 


The Bristot Brass CORPORATION, makers of Brass 
since 1850 in Bristol, Conn. Offices or warehouses 
in Boston, Chicago, Cleveland, Dayton, Detroit, 
Los Angeles, Milwaukee, New York, Philadelphia, 
Pittsburgh, Providence, Rochester. 
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If you have a 
FACTORY 
PROBLEM 

iin production, \S}y 
| assembly, packaging, 
1 shipping 

| 
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' You can save time 
| ‘ 

' and money with 
! 

| the proper use of 
| _~Q SEAMLESS 
| 
| 
| 
| 


~ FOS. 


INDUSTRIAL 
TAPE 







For masking, hold- 
ing, packaging, 
backing, hinging, 
protecting, rein- 
forcing, identify- 
ing, splicing, 





USE SEAMLESS 
F. 0. Ss. Industrial Tape 


Call or Wire 





| 

| 
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| 

collect for authoritative 
advice and suggestions. 

Prices, catalogues, sam- l 

ples on request. Tape to | 

meet govt. specifications. ] 

Wire details collect for 24- | 

hour reply. | 

; 

‘ 

‘ 

' 

| 

H 

! 


Pres- 
Industrial 


“Originators of 
sure-Sensitive 
Tape”’ 








(Continued from page 322) 

(2) A clarification of the term “prac- 
ticable minimum working 
specifically permitting 
any reasonably 


inventory”, 
operators to use 
representative period in 
the six months ending June 30, 1950, to 
determine their inventory position 

Further information may 
from Department of 
offices 


be obtained 
Commerce _ field 


v 7 5 
DISPOSAL OF SURPLUS STEEL 
TO ESTABLISHED SUPPLIERS 
lo permit 
available 
Production 


utilization of 
steel supplies, the National 
\uthority, Department =o: 
Commerce, revised its basic Controlie | 
Materials Plan regulation to facilitat: 
the sale of surplus steel controlled ma 
terials in the hands of consumers 
The action is in the form of an 
amendment to 17(d) of CMP 
Regulation 1 Rules of CMP) 
Section 17(d) formerly authorized the 
disposition of 


MaXimum 


section 


( Basic 


surplus controlled ma- 


terials without) NPA approval only 
against authorized controlled materials 
orders or by resale to the original sup- 
plier. 


This contrasts with the new amend- 
ment which authorizes ] 
steel controlled 
surplus materials 


consumers ot 
materials to dispose of 
without specific NPA 
approval on unrated orders to es- 
tablished steel distributors. 

It is anticipated, NPA said, that the 
amended regulation will make available 
to industry certain 


quantities of steel 





frozen in 


which, otherwise, would be 
consumers’ inventories. 

NPA also noted that: 

1. The revised regulation now 
it clear that only materials 
pursuant to an _ allotment 
Controlled Materials 
by the amendment. 

2. A cross-reference to orders M-82, 
M-86 and M-88& which deal with the 
distribution of brass mill, copper wire 
mill and aluminum products has been 
inserted in the amendment. These orders 
have been amended recently to permit 
such distributors to place authorized con- 
trolled materials orders for the purchase 
of controlled materials which are = sub- 
ject to the limitations of section 17(d). 

Additional information may be ob- 
tained at Department of Commerce field 
offices. 


makes 
acquired 
under the 
Plan are affected 


* + F 


40TH NATIONAL SAFETY CONGRESS 
CHICAGO, OCT. 20-24 


The 40th National Satety 
and Exposition will be held it 
Ill., October 20-24. 
trial safety are scheduled for the 
Hilton, Congress, Morrison and Sheraton 
Hotels; at the Congress; 
commercial vehicle, transit and 
sions at La Salle Hotel: sch 
Morrison Hotel. Information regard 
event may be had trom R. L. 
Forney, general secretary, National Safe- 
tv Council, 425 N. Michigan Ave., Chi- 
cago it, [Il 


Congress 
Chicago, 
Sessions on indus- 


Conrad 


traftic sess 1s 
tarm ses- 


ol safety, 


to the 








NEW Jaun DE LUXE 


TRAVEL KIT roe men 


The perfect gift for business and . 4— 
social acquaintances at Christmas; for 


conventions, Service Men, customers, 
employees. Retail price $5.89 plus 48¢ 
F. E. Tax. WRITE FOR SPECIAL QUOTA- 
T:ON ON NUMBER OF SETS YOU DES!RE, 
to Tawn Toiletries, Dept. P9, McKesson 
& Robbins, Inc., Bridgeport, Conn. 


The perfect ‘‘valet’’ for men away 
from home; plane travel—weekends— 
business trips—club locker. Generous 
portions of everything he needs for 
perfect grooming in handsome, com- 
pact, two-tone simulated pigskin case 
that fits coat pocket. Light weight; 
waterproof; unbreakabie containers; 
refillable plastic bottles. 


CONTENTS: Gillette Super- 
Speed Razor, Gillette Blue Blade 
10-blade dispenser, Dr. West's 
Miracle-Tuft Tooth Brush with 
plastic holder, TAWN After-Shave 
Lotion, TAWN Hair Dressing, 
TAWN Cologne Deodorant, TAWN 
Shampoo, TAWN Brushless Shave 
(2 tubes), TAWN Talc, Calox Tooth 
Powder, Styptic Pencil, Plastic 
Comb, Rubber Funnel for refilling 
plastic bottles. 
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You get that extra 
margin of endurance with 





Ind dustrial 


Rubber Products 
a a 


CONVEYOR BELTS *© HOSE e MULTI V-BELTS 





AE 


= = = LINDA 





Whatever your business, you have applications that involve Con- 
veyor Belts, Hose or V-Belts where these Thermoid products will 


do your job better—provide that extra margin of endurance that 


cuts costs. 
Constant improvement and expansion of engineering and production 


facilities have always been part of Thermoid’s program for the past 
70 years. The results of this continuous program are rubber products 
that guarantee you high operating efficiency and superior performance 
meet the demand for maximum service at minimum cost . . . last 


longer and require less maintenance 


When you have a design, production or operating application involv- 
Hose or Multi V-Belts, call your Thermoid 


ing Conveyor Belts, s 
distributor. In most cases, he can select the size and type that will 
serve your needs most efficiently. Thermoid Sales Engineers are 


always ready to help you with special problems 


It will pay you to specify Thermoid. 






- Conveyor & Elevator Belting + Transmission Belting 
oH ahead  wienaed 6 Nolet Bape) 
Tea enton, 


Therosaa Company » Offices & Reds ries N. J., Nephi, Utah 
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YOU draw the Shape 


—Page can draw 
the Wire 


Tell us the way you 

want it. We'll follow your 
specifications. 

Cross-sectional areas up to 
.250” square; widths up to %”; 
width-to-thickness ratio 

not to exceed 6 to 1. 


Wire or 


| X PAGE STEEL AND WIRE DIVISION 
aC 4 *MERICAN CHAIN & CABLE 





Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 


6 


Los Angeles, New York, Philadelphia, 
Portland, San Francisco, Bridgeport, Conn. — 





N. P. A. NOTES 


Aluminum Foil: Removal of all end- 
use restrictions on aluminum foil for 
packaging and similar purposes was an- 
nounced by NPA, revoking NPA alum- 
inum foil order M-67 issued in June 1951. 
John C. Clay, director of the Container 
and Packaging Division of NPA, said the 
supply of aluminum foil has improved as 
compared with a year ago and it is there- 
fore no longer necessary to ¢ xercise close 
control over end-product consumption as 
required under M-67. 

Aluminum Fotl and Powder: Removal 
of aluminum foil and aluminum powder 
(atomized or flake, including paste) from 
the list of aluminum controlled materials 
forms and shapes, was announced by 
NPA. This was done by issuance of 
amendments to CMP Reg. 1, revised 
CMP Reg , direction 3 to NPA Reg. 
2, NPA Order M-5 (rated orders tor 
aluminum), NPA Order M-84, NPA 
Order M-S88 (aluminum distributors) and 
NPA Order M-89. NPA pointed out that 
the revised regulations .permit unrestrict 
ed use of aluminum foil and powder, al 
though the acquisition of controlled mate 
rials from which they are produced will 
be subject to limitations as provided in 
order M-5. 

Alwninum: Barring unexpected emer 
gencies, supplies of aluminum should be 
“ample” for both military and most civil 
ian needs at least by the second quarter 
of 1953. According to Henry H. Fowler, 
DPA Administrator, states in Issue No 
7 of “List of Basic Materials and Al 
ternates’: “Availability of aluminum is 
improving steadily and, barring unex- 
pected emergencies, supplies at least by 
the second quarter of 1953 should be am- 
ple not only for all defense needs, but 
also for those of nearly all civilian prod- 
ucts as well. Stockpile deliveries ari 
planned to be resumed during the fourth 
quarter of 1952.” 

Copper: Mr. Fowler stated = also 
“With resolution of Chilean copper 
price negotiations, Government arrange- 
ments to permit U. S. consumers to pay 
world copper prices and to pass on most 
of the increased cost to their customers 
is expected to increase our available sup- 
ply. If U. S. consumers purchase up to 
the limit allowed us by the International 
Materials Conference, defense programs 
can be continued unhampered, though 
only slight increases for civilian copper 
consumption appear probable in the im- 
mediate future. Stockpile deliveries will 
be revived in the third quarter of 1952.” 

William Mf. Day: Vice President and 
General Manager Wm. M. Day of the 
Michigan Bell Telephone Co., Detroit, 
has been appointed Assistant Administra- 
tor of the N.P.A., in charge of the 
Metals and Minerals Bureau, succeeding 
W. H. Wiewel, vice president of sales 
for the Crucible Steel Co. of America. 
who has returned to his position at Pitts- 
burgh. 

Lighting Fixtures: Limitations on the 
use of copper and copper base alloys in 
the manufacture of lighting fixtures were 
discontinued by NPA, which revoked 
Order M-97. 

(Please turn to page 328) 








a complete line of 


CARTON 
STAPLING 


MACHINES 





small... The Boxer, ideal for port- 
able use, small volume, and odd-job 
closures. 





medium ... The TH1-HAS, ideal for 
overlap cartons and end closures on 
long narrow boxes, either overlap 
or slotted. 





large . «+The C2E, ideal for center- 
slotted cartons...closes tops and 
bottoms simultaneously ...has paid 
for itself in 60 days! 


30 models... for closing filled cor- 
rugated or fibre cartons ... from small hand 
operated units to large multi-head auto- 
matic production models ... there's an 
International Retractable Anvil Stapling 
Machine built just for your job! Close vari- 
able size cartons on the same machine... 
get pilfer-proof packaging...at savings 
up to 50% in shipping costs. 


= INTERNATIONAL STAPLE 
& MACHINE COMPANY 


804 East Herrin Street 
Herrin, Illinois 
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Black & Decker’s Drill Line 
is a good bet to solve it! 
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Completeness of Line, Quality 
Construction Pay Off for Users! 


i OR drills to fit your needs for top perform- or small drills—see your nearby B&D Distributor 
' ance on any portable drilling job--it paysto _first for expert help. And write today for free, de- 
5 check Black & Decker first! That’s because Black tailed catalog to: THE BLack & DecKER Mre. Co., 
9 & Decker gives you an unmatched choice of Drill 664 Pennsylvania Ave., Towson 4, Maryland. 

: models. Capacities from %” to 1%4”—choice of 

handle arrangement for easiest operation—choice . 

of speed, power and price in most capacities. And 
it’s also because Black & Decker Drills give you 
powerful B&D-built motors—full ball-bearing con- 
struction —extra-tough gears, shafts and chuck 
spindles —husky housings, streamlined design, per- 
fect balance. 


G 





Whether your problem is in production, main- 
tenance or construction—whether it requires large WORLD'S LARGEST, MOST COMPLETE LINE 
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Make it Better with Gray Iron 


Made Better with Better Equirment 


ake it R-*" GS ron 
x gor WRGER caste 
FNS 


BETIER ‘ent 


cAtt 


of 
Mae” Janel 


TER and 


@ Among recent expansions of Forest 
City Foundries facilities are additional equipment for the 
more expeditious production of large castings—particularly 
those which have a deep draw. 
Shown here is a new installation—with time-saving hydraulic 
rollover and pattern draw. A roll conveyor, to carry large 
molds, affords a further reduction in time and labor. 


Forest City’s greater facilities and know-how may be just 
the factors needed to meet your exacting requirements. For 
your large gray iron castings or smaller castings, you can 
PS depend on uniform high quality and economical production 
Se in our two large modern foundries. 
oN Our representative will be glad to call for a discussion of 
>= your requirements and our ability to meet them. 
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(Continued from page 326) 

Brass Mill and Copper Wire Mill 
Products: Distributors of brass mill and 
copper wire mill products are now able 
to reestablish their inventories on a pro- 
eressive basis until their historical in- 
ventories during the base period are 
reached, under amendments to Orders 
M-82 and M-86 issued by NPA. In 
addition to benefitting all of the distribu- 
tors of brass mill and copper wire mill 
products, the customers of these distribu- 
tors also will benefit by having inven- 
tories of controlled materials in their 
areas for immediate use. 


: = «4 


GOUGING AND CHAMFERING 
ELECTRODE ANNOUNCED BY 
EUTECTIC 


\ new, specially formulated electrode 
designed for gouging, chamfering, clean- 
ing, and partial milling operations on any 
metal or alloy has been 
by Eutectic Welding Alloys 
tion, Flushing, New York. 
Important new time savings are claimed 
by the manufacturer since the new prod- 
uct, “ChamferTrode”, it 
speeds up fabricating of armor plate and 
similar difficult-to-cut alloys. Added fea- 
tures include the use of the 


announced 
Corpora- 


is claimed, 


electrode as 
a short cut to faster mac shining operations 
since it is said to remove unwanted metal 
in a flash, thus helping to increase ca- 
pacity of much needed machine tools. 
The newly developed “ChamferTrode” 
features a heavy coating which 


forms a 
cone 


at the striking end of the electrode, 
providing a natural jet effect are. 
an intense, concentrated source of heat 
is created which readily removes un- 
wanted metal of all types so swiftly that 
the metal, itself, remains relatively 

The surface of the gouged or cham- 
fered material that has been acted upon 
by “Chamfer Trode” is said to be 
from oxidation and slag 
ing a clean surface for 


Thus 


cool. 


free 
, thereby provid- 
later brazing or 
welding operations which may be desired. 

The chamfering blast is so concen- 
trated that warping on thin material 
is negligible and in all cases the physical 
properties of the base material 
claimed to be unaffected. 

In addition, the heavy coating is said 
to be specially designed so that are es- 
tablishment is momentarily delayed, thus 
enabling the operator to pre-place the 
electrode exactly at the precise point at 
which he wishes metal to be removed be- 
fore lowering his shield or protective 
glasses to proceed with the work. 

Regular DC welding machines are used 
as the power source. Since these are 
uormally readily available throughout the 
plant where work of this type is done, 
great economies in materials-handling 
can be made. The new chamfering elec- 
trode requires no auxiliary oxygen, no 
special gases, no air or other special 
equipment. 


are 


Further details, technical specifications, 
etc. may be obtained by writing the 
manufacturer: Eutectic Welding Alloys 
Corporation, Dept. P, 172nd Street at 
Northern Boulevard, Flushing 58, N. Y. 
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AGE FENCE “2: 


e AMERICA’S FIRST WIRE FENCE e 






Defense \/ against hazards which could hinder 
or stop production is a major function of Page Chain Link 
Fence, guardian of persons and property for more than 
60 years. NOW is the time to consult the skilled Page 
Fence erecting firm near you, whose name we will send 
with fence data on request and who will submit cost esti- 
mates, no obligation. For information 


Write to PAGE FENCE ASSOCIATION in Monessen, Pa., 


Atlanta, Bridgeport, Chicago, Denver, Detroit, Los Angeles, Philadelphia, 
New York or San Francisco. 


PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 





IDEAL XMAS GIFTS 


FOR YOUR COMPANY ’S BUSINESS FRIENDS 


LETTER OPENERS 











KEY 
, CHTALNS 


MONEY CLIPS 





METAL ARTS Advertising Specialties 


Give your company business friends a Christmas gift of lasting 
remembrance—an attractive, useful advertising specialty from Metal Arts 
bearing your advertising message, seal, or trademark. Hundreds of 
suggested items to choose from... all made of satin-smooth bronze by skilled 
Meta! Arts craftsmen. Each is individually gift-boxed, ready for mailing. 
Write today for folder showing our business gift suggestions. 


METAL ARTS COMPANY, Inc. 


742 Portland Avenue Dept. 9 Rochester 21, N. Y. 
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AIR EXPRESS MARKS 25TH 
ANNIVERSARY 


The Air Express Industry and 3] 
scheduled airlines will celebrate the 25th 
\nniversary of Air Express on Sept. 1, 
P. H. Cummings, General Manager, Air 
Express Division of Railway Express 
\gency, New York City announced 
recently. 

The provisions of the Kelly Air 
Mail Act, enacted in 1925, encouraged 
the formation of the first scheduled 
airlines by permitting air mail to be 
carried by private contractors. Air ex- 
press and later air passenger service 
were to become big industries as a 
result. 

Air express was carried by _ only 
four airlines in the beginning. They were 
Colonial Air Transport between Boston 
and New York; National Air Transport 
between New York and Chicago and 
between \Chicago and Dallas; Boeing 
Air Transport between Chicago and 
San Francisco and Western Air Express 
between Salt Lake City and Los Angeles. 
Total mileage of the first air routes was 
4,541 miles. Today air express travels 
on 32 airlines over more than 106,000 
miles of airways in the United States 
and is shipped to Alaska, Hawaii, Cuba, 
Mexico and Central America. 

In 1928 the first full year of operation 
the total number of air express ship- 
ments carried was 17,000 and in 1951 
there were 4,300,000 with a_ revenue 
of about thirty million dollars. In 1927 
it took 33 hours to fly from coast to 
coast. Today the distance is covered in 
10 hours. In 1927 there were 26 cities 
on the airways and today there are 
over 1100 air express offices in airport 
cities. These are closely coordinated with 
rail express service so that 23,000 com- 
munities in the country now have the 
benefit of air express. The service ex- 
tends to \Canada, Alaska, Hawaii, Cuba 
and Central America. 

Air express has traveled far in the 
last 25 years in keeping pace with 
the phenomenal growth of the air trans- 
port industry and development of super 
airliners. It has proved to be invaluable 
in wartime as its record during World 
War II clearly shows. At present it is 
being used widely as fast, reliable trans- 
portation for picking up and delivering 
important defense materials. 


¢<¢?# ™ 


MACHINE TOOLS 
ORDER M-41 AMENDED 


As long as rated orders for the pro- 
duction and shipment of the most urgent- 
ly needed machine tools are not delayed 
beyond required delivery dates, the na- 
tion’s manufacturers of metalworking 
equipment now may accept, fabricate and 
ship unrated orders, according to a major 
amendment made to M-41 by the Na- 
tional Production Authority, Department 
of Commerce. 

Henry H. Fowler, NPA Administra- 
tor, emphasized that the purpose of the 
amendment is to help maintain the capac- 
ity and solvency of the entire metal- 
working equipment industry for defense 

(Please turn to page 332) 


PURCHASING 








=e 














TO INSURE 


STRETCH-FREE STRENGTH 


IN BELTING... SPECIFY 


DU PONT “CORDURA”! 


3-inch belt replaces standard-type leather 
belt...shows no slippage...no stretch 


When you specify belting reinforced with this Du Pont 
Higut Tenacity Rayon, you add virtually stretch-free 
strength to leather’s natural grip. 

The 3-inch belt pictured at the right was manufactured 
by the S. R. Sikes Company on a carcass of Du Pont 
CORDURA* High Tenacity Rayon. With stretch and slip- 
page virtually eliminated, it does the work of the stand- 
ard-type belt it replaced. 

Belts reinforced with ““CORDURA” require fewer take- 
ups, less maintenance and give longer trouble-free service. 

‘““CORDURA”’ is used today in an ever-widening variety 
of products . . . the unseen component that makes truck 
tires stronger and safer at high speeds, hoses lighter yet 
tougher, conveyor belts more flexible with better trough- 
ability. 

Find out how ““CORDURA” improves the products you 
use, and may also improve products you make. Send 
the coupon for free booklet “Sinews for Industry.” 


*REG. U. S. PAT, OFF 
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STRENGTH AT LOW COST 


HIGH TENACITY RAYON 


f 
f 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Textile Fibers Department | 
E. I. du Pont de Nemours & Co. (Inc.) | 
Room 4421P-5, Wilmington 98, Del. | 

Please send me the free booklet “*Sinews for Industry.” | 
Name. Company | 
Address 
City State | 
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General Purpose 


JOHNSON 
DISTRIBUTORS SELL 








BEARINGS 


, am Johnson Bronze Distributor offers you a 
distinct advantage in this extensive line of sleeve bearings 
and bearing metals. It meets practically every industrial 
bearing need. There are over 900 stock sizes of Cast Bronze 
General Purpose (GP) Bearings; more than 300 Electric 
Motor (EM) Bearings; more than 200 sizes of Cast Bronze 
Graphited Bearings; and a large list of Ledaloyl Self- 
Lubricating Bearings and Parts. Then, too, there are 
Lead-Base Babbitt, Tin-Base Babbitt, and over 350 
sizes of Universal Bronze Bars, both cored and solid. All 
are stock items. Supplementary stocks are warehoused 
in twenty-two industrial cities to facilitate delivery for 
Johnson Bronze Distributors. 


JOHNSON BRONZE COMPANY 
South Mill Street, New Castle, Pa. 




















Ask om 
Universal for aa 
Bronze Catalog 








Babbitt 





Sleeve Bearing Headquarters Since 1901 


JOHNSON , >) BEARINGS 


leeveg - 5h. 
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(Continued from page 330) 
and detense-supporting production, and 
simultaneously assure a supply of tools 
for civilian purposes. 

Exhibit D, appended to M-41 as result 
of the amendment, lists the types of ma- 
chine tools, and the specific sizes within 
lose types, which are still in critically 
short supply, and which may t be de- 
livered against unrated orders 
Nine types of metalworking machinery 
are listed in Exhibit D. They ar Bor- 
ing machines, die sinking machines, drill- 
ing machines, gear cutting machines. 
grinding machines, lathes, milling ma- 
chines, planers and shapers 

This list of critical tools was compiled 

er NPA had carefully examined build- 
ers’ backlogs, undelivered tools for so- 
called “brickbat” programs, and future 
military requirements. 


, + ¥ 


EXTRUSION OF BRASS AND COPPER 
RODS AND TUBES 


Extrusion of brass and copper rods 
and tubes begins with a cherry red billet 
that has been heated to temperatures 
ranging from 1350° F. to 2100° KF. de- 


pending on the type of alloy, at Chase 


Brass & Copper Co., subsidiary of Ken- 
necott Copper Corp., Waterbury, Conn 


Upper picture shows hot billet about 

to be pushed through forming dies. 

Lower picture shows tube leaving extru- 

sion chamber, then being cut by high- 
speed saw. 


Che billets measure 8 and 9 inches in 
diameter, range from 12 to 32 inches in 
length and weigh from 180 to 480 pounds 
each. Length and diameter of billets are 
governed by the products to be extruded. 

The extrusion process takes place in 
a large machine that costs more than a 
million dollars. It pushes the hot billets 
through dies with a force of five million 
pounds. The dies form the metal into 
rods, tubes and shapes. Extruded rods 
are twenty-five feet long and range from 
134 inches to 27% inches in diameter. Ex- 
truded tubes are twenty feet long and 
range from 27% inches to 534 inches in 
outside diameter. 

Chase also produces copper and brass 
tubes of larger diameter on billet piercing 
machines which rotate red hot pierced 
billets over mandrels. 
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MAGNET WIRE 
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For the toughest enamel insulation ever made 
specify Roebling Roevar Magnet Wire 


ROEBLING ENGINEERS are always engaged in 
research . . . developing new ways and means for 
producing better wires and cables. Today the insu- 
lation of our Roevar Magnet Wire is so tough and 
resilient that it has absolutely no rival among other 
enamel insulations. 

Roevar is your top specification for high speed 
winding. Relatively high operating temperatures 
don’t cause the insulation to turn brittle or crack. 





It stretches and bends remarkably without frac- 
turing or coming loose from the conductor. And 
Roevar’s small diameter gives you a better-than- 
average space factor. 

Though a large share of Roebling’s full wire and 
cable lines is needed for rearmament, your inquiries 
and orders are welcome. We'll do everything we 
can to meet your needs. John A. Roebling’s Sons 
Company, Trenton 2, New Jersey. 
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Let Us Send You This 
New Condensed Catalog 


The NEW Howe Scale Con- 
densed Catalog showing a 
complete line of industrial 
scales and hand trucks is 
yours for the asking. Includes 
data on the new Howe 
Weightograph and the new 
Howe Tape-Drive Dial Scale 
line for improved weighing 
operations. Send for your 
copy today. 


RUTLAND, VERMONT 





Dept. P9, Rutland, Vermont 


Please send m 


HOWE CONDENSED SCALE CATALOG no. 110) 


HOWE HAND TRUCK CATALOG NO. 15-8 


Nome ——— ena 
Title mens 
Ee aca 


Company 


Address a 


State ———— 


a 
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OCCUPATIONAL INJURIES IN 1951 
COST $2,650,000 


You could work five days a_ week 
for the next million 
the time lost as a result of 1951's 
280,000,000 man- 


up 

work accidents! The 
days of lost labor represent only one 
aspect of the economic loss from work 
‘Accidental 


Council's 


accidents, according to 
Facts,’ the National Safety 
statistical annual. Just off the press, the 
1952 edition points out that the total 
cost in dollars of occupational injuries in 
1951 reached the staggering total of 
$? 650,000,000. 


Cwenty-one peaes of the 96-page book 
are devoted « usively to occupational 
accidents, and provide the factual back- 


to give an industrial 
safety program direction. 


ground necessary 
Commonest 
sources of injury, part of the body 
most frequently injured, off-the-job prob- 
lems, women in industry and many other 
subjects are included 

In addition to the occupational section, 
detailed statistical information is pro 
— on accidents of all types—motor 
vehicle, transportation, home, farm and 


an se Single copies of the book may 
be obtained from the National Safety 
Council, 425 North Michigan Ave., Chi 
cas 


» 1. Ill., at 75 cents each. Prices are 


reduced for quantities. 
, FT F 


GATES RUBBER CO. INSTALLS 
ELECTRONIC PRODUCTION 
CONTROLS 


Installation of automatic 
its tire and belt making lines 
to actuate machine adjustments and 
eliminate human error production 
measurements and controls, is announced 


electronic 


controls on 


1 


by the Gates Rubber Co., Denver, Colo. 

Utilizing nuclear equipment developed 
by Industrial Nucleonics Corp., Colum- 
bus, Ohio, the new device detects varia- 
tions in the weight of rul 


ber coating 
given cord and fabric before these varia- 
tions have a chance to affect qual.ty. 
Powered by a_ radioactive particle no 
larger than a grain of sand, it detects 
any variation, calculates the proper cor- 
rection, makes the adjustment and charts 
a continuous record of the whole 
at the same time. 

The installation 
cessiul effort so 


process 


marks the first suc- 
far to control auto- 
matically, the uniformity of the rubber- 
coated cord or fabric going into tires, 
V-belts and other products made at the 
Gates plant. Gates officials point out that 
the system provides closer adherence to 
specification and promises better quality 
and longer wearing products. 

Although Gates, like many other com- 
panies, has had plans for applying auto- 
matic controls to its processing equip- 
ment for a period of time, lack of a re- 
liable and accurate sensing element to 
actuate the controls prevented complete 
mechanization. This obstacle was over- 
come with the development of the Accu- 
Ray beta gauge by Industrial Nucleonics 
Corporation. 

‘Trigger’ of the Gates electronic con- 
trol system, the AccuRay uses beta 


(Please turn to page 336) 
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DOES YOUR 
Oulimc USE 
FOR HIGH-PRESSURE 

GASES ? 





FAR-SIGHTED eure AGENTS 
ARE BU 


HARRISBU RG 
Seamluss Stood 


CYLINDERS 
Right Now! 


If your plant uses cylinders for the storage or 
transportation of high-pressure gases .. . for 
fixed, liquid, or medical gases ... we suggest 
that you check Harrisburg Steel's prices 
and delivery. 





Harrisburg Steel, pioneer and world's largest 
manufacturer of seamless steel high-pressure 
cylinders made to I.C.C. specifications, offers 
you a complete range of sizes, capacities, 
and types...in domestic and ~ 

export lines. 






We shall be pleased to mail 
you a copy of the Harrisburg 
Cylinder catalog upon request 

and quote prices on any 
quantity of cylinders...promptly 


HP52-4 


OHO a Roasta oanotnaan Sopa] 
arrisbur 1g Steel 


HARRISBURG 19 
cee ess PENNSYLVANIA 
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For the REALLY TOUGH Production Casting Jobs 


Superior Special Purpose Castings 
Made from... 


SUPERIOR 
— Specific Purpose 
IRONS 





Put these outstanding PRODUCTION CASTING FACILITIES 
to work for You... TODAY! 


@ Three mechanized continuous © Quality Controls that extend 


mold and sand-handling con- from sand to shipment— pat- 
veyor systems... terns to palletizing... 

@ Core capacity to serve all @ Tensile strengths up to 60,000 
molding stations for 250 tons psi in castings weighing 6 to 
or more of melt daily... 600 pounds. 


BEST EVIDENCE of Superior’s completely dependable facilities 
and services are the prominent manufacturers’in many industries 
whose castings, year after year, are engineered and produced by 
Superior. It could pay you, too, to consult with Superior...today! 
* Write today for interesting book- 


let describing Superior’s unique 
Electric Furnace facilities. 


and here's 00feee 


BASE FOR SMALL MILLING MACHINE—made 
of high tensile alloy — close grained iron, 
smooth finish, rigid, wear resistant. 


SUPERIOR FOUNDRY, INC“? 


Member of 
American Foundrymen’s Socsety 
can -8000 Gray Iron Research Institute 


Gray tron Founders Society 





3542 EAST 7ist STREET e CLEVELAND 5, OHIO 
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(Continued from page 334) 

ray beams from a small capsule ot 
Strontium 90, an atomic by-product, to 
measure within one one-hundredth of a 
pound the amount of rubber coating be- 
ing applied to each square yard of fabric. 
Mounted on opposite sides of the sheet 
in pairs, the gauges provide simultaneous 
readings of both sheet edges. 

The readings are indicated by contin- 
uous lines on recorder charts in the re- 
cording console units of the gauges. Each 
chart has lines indicating narrow toler- 
ance limits. When the indicator ap- 
proaches either limit line, it actuates the 
electronic control system, which adjusts 
the huge calendering machine, keeping 
the rubber coating weight with:n ideal 
limits. 

Gates engineers say rigid control of 
this vital step in the manufacture of auto- 
mobile and truck tires will mean near- 
perfect balance and will result in longer 
mileage. 

The same fine weight control in the 
processing of materials used tn V-belts 
and other rubber products will mean 
better uniformity and performances 


7 = ¥ 


SAMPLE TEST KIT OF NEW 
CHROME CARBIDE NOW AVAILABLE 





\ sample test kit containing a variety 
of shapes and sizes of the new Grade 608 
cemented chrome carbide is now avail- 
able from Carboloy Department of Gen- 
eral Electric Company, 11177 East 8 Mile 
Road, Detroit 32, Michigan. The kit 
has been assembled to enable product 
designer, development engineers, process 
engineers and metallurgists to make a 
wide variety of metallurgical, physical 
and chemical tests to check the corrosion, 
abrasion and erosion resistance of the 
new carbide in specific applications. 

Grade 608 Chromium Carbide, a strong 
and stable non-magnetic metal that con- 
tains 83% chromium carbide, 2% tung- 
sten carbide and 15% nickel, has about 
the same density as SAE steel and 
approximately the same thermal coeffi- 
cient of expansion as steel. It has shown 
extremely high resistance to acids, salt 
spray, steam erosion, and high tempera- 
ture oxidation — combined with good 
abrasion resistance. Series 600 Chrome 
carbides are as machinable and hard as 
tungsten carbide. Fabrication and finish- 
ing techniques for these metals are iden- 

(Please turn to page 338) 
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‘5 in a series... How to Get Your Moneys Worth in Work Gloves” 
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Forming Riegel Gloves. One of the many manufacturing steps 
where every little detail is individually inspected. 





There are many little things that are important in buying work gloves— 


if you want to get greater working comfort, longer wear and real economy. 


Have your customers give Riegel work gloves a thorough going-over to see how 
these small details have been handled. Point out the strong, accurate stitching, 
the full take-up on seams, the neat cuff bindings and the careful selection 

of leather. Compare them with other work gloves—and your customers are 

sure to see that they get everything they pay for... they get 


their full money’s worth . . . in Riegel work gloves. 






| ae 
WRITE FOR & 


illustrated catalog 
and names of our 
local distributors. 





...more for your money in 


work gloves 


RIEGEL TEXTILE CORPORATION + 260 Madison Avenue © New York 16, N. Y¥. 
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“We should have been more careful where we 
left our Allison Abrasive Wheel’ 


We'll agree this is rather an unusual application, 
but it goes to prove one thing. When you have a 
tough cutting job to do, the best way to do it is by 
abrasive cutting . . . with Allison Wheels. For 
instance, if you're cutting steel, glass, non-ferrous 
metals or ceramics . . . tube, rod, bar stock, or 
shapes . . . and regardless of whether it's by the 
wet or dry method . . . you'll find that Allison 
Wheels will cut at high speeds, accurately to a 
few thousandths. 


For details about the ethcient, economical abrasive 
cutting method . . . information on Allison Wheels 
and their selection . . . send coupon for a copy of 


the NEW Allison Catalog. 









ABRASIVE cu WHEELS 


t 
’ THE ALLISON COMPANY 
THE TOUGHER THE CUTTING JOB. . a 259 Island Brook Ave., Bridgeport 8, Conn. 
Re - Gentlemen: Please send me a copy of your new 
' catalog. 
a 
. Name ee 
z- 
+ company = 
. yo! t ‘ 
ar : St. G No. ieee ee 
4 er hehe 
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(Continued from page 336) 
tical to those for tungsten carbide. 
Typical applications indicated for Grade 
608 carbides include: Shear blades for 
molten glass; core pins for baking cera- 
mic parts; fishing rod guides; centrifuge 
nozzles in separat.ng equipment; bear- 
ings where corrosives are present; tex- 
tile guides; nozzles and valves for pro- 
cessing soaps, fats, oil, foods, chemicals, 
petroleum products, pharmaceuticals and 
fruit juices; valve and core pins in die 
casting processes; punches for movie 
film and many other applications where 
stainless steel is not sufficiently abrasion- 
resistant. 
Phe kit contains : 
(3) %%4-in. square bars 2 in. long 
(2) '4-1n. square bars 1 in. long 
3) \%-in. OD 5/16-in. long bush- 
ings with a 5/16-in. ID 
(1) 'g-in. dia. rod 1 .n. long 
The individual pieces of Grade 608 
Chrome Carbide are assembled in an 
attractive transparent plastic case. Price 
of the complete sample kit, including a 
technical bulletin, is $10.75. 
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BEMIS MAKES FIRST 
PAKISTAN-WOVEN BURLAP BAG 





The first shipment of burlap woven 
in the new mills of Pakistan reached 
port in New York recently, and the first 
Pakistan burlap bag in the United States 
was immediately made up by the Brook- 
lyn plant of Bemis Bro. Bag Co. The bag 
Was appropriately imprinted to designate 
it as the first of its kind in this country. 

While most of the world’s production 
of jute, the raw fiber from which burlap 
is woven, comes from what is now Pakis- 
tan, the actual weaving process has tra- 
ditionally been done in the mills of India, 
mainly around Calcutta. In order to es- 
tablish a jute mill industry in the new 
country, however, Pakistan has been im- 
porting looms and other mill machinery 
since 1948, the year following its estab- 
lishment as an independent nation. 

The shipment from which Bemis made 
the first Pakistan burlap bag represents 
the first production of the new industry 
that has been created. Loom capacity 
is expected eventually to reach as high 
as 35-million yards per month, according 
to figures released by the Pakistan gov- 
ernment. 
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new PAC KAGED carbon dioxide 


FIRE EXTINGUISHING SYSTEM 


inexpensive, simple, sure! 


any pipefitter 
can install it 








Do you want maximum fire-fighting 
power at minimum cost? Then you 
want the new Kidde Standard Pak. It’s 
an inexpensive ready-made system you 
can build in for protection against tough 
fires in normal flammable liquid hazards. 


Anyone who can cut pipe can set up 
this pre-engineered fire extinguishing 
“package.” Choose from six sizes for 
volumes up to 6,000 cubic feet. 

Every kit contains Kidde rate-of-rise 
heat detectors, Kidde Multijet nozzles, 
and automatic discharge heads. Pipe 
and fittings are optional, as are pressure 
trips afd switches, remote controls, 
sirens, gongs. 


For full information send the coupon. 


+. “ewe seeerere ij. tabetha | | G 








pre-engineered 








merely measure the size of the room 














Walter Kidde & Company, Inc. 
947 Main Street, Belleville 9, N. J. 
Walter Kidde & Company of Canada, Ltd., Montreal, P. Q. 


eS See —_—o See a aaa 





WALTER KIDDE & COMPANY, INC. 

r 947 MAIN ST., BELLEVILLE 9, N. J. 

I Gentlemen: Please send me details on the 

1 New Kidde Packaged Fire Extinguishing System. 

| NAME Se eee 

l 

" FIRM NAME 

ADDRESS... inomeminpateien —= 
l as nt ONE___._.._ STATE 

Le 
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T never 
realized the difterente 


in thor absorbents unti/ 
saw this test” 


Follow the lead of other alert 
maintenance men, purchasing 
gents and safety engineers and get 
the true facts on floor absorbents. With 
his portable laboratory, your Eagle-Picher 
man can give you—right at your desk—a scientific analysis 
of your floor absorbent. There’s no obligation on your part. 


By this scientific test, you’ll find how much coverage you’re 
getting ... how much oil and water are being absorbed for 
given bulk. Yes, and you'll discover how much your absorbent is 
costing you in terms of absorption and coverage . . . how much 
it gives you in terms of safety and light reflectivity. 





| 2 So that you may truly form your own conclusions, your Eagle-Picher 
. man will be happy to actually let you conduct the analysis yourself. 


We want you to see that Eagle-Picher Floor Dry is insoluble . . . 
chemically inert and non-combustible . . . that its light weight assures 
exceptional coverage . . . that its light color makes for 
brighter working areas, extra safety. 


Write today for full information. 








Eagle-Picher Industrial 
Floor Dry No. 85 





__--~=-AGLE 
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»)} THE EAGLE-PICHER COMPANY 


Since 1843 General offices: Cincinnati (1), Ohio 
PICHER 
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NEW INDUSTRIAL LIGHTING TOOLS 


The continuing trend toward higher 
illumination levels and _ better quality 
lighting in industrial areas has _ been 
g.ven another “lift” by Lighting Division 
engineers through development of lumin- 
aires using newly developed lamps. In 
both the fluorescent slimline and mercury- 
vapor lamp fields, such new equipment 
is now available, says the Westinghouse 
Electric Corporation. 





600-ma slimline installation 


High Output Slimline Industrial Lum- 
inaries—Three new industrial luminaires 
utilize new, higher output, Slimline lamps 

4, 6, and 8 ft lengths operating each 
lamp at 600 m.lliamperes instead of 425 
to produce approximately 20 per cent 
more light per fixture. This can mean 
higher illumination levels without  in- 
crease in the number of fixtures, or con 
versely fewer fixtures for equal illumi- 
levels, and points the way to 
material and cost savings. Reductions re- 
sult in wiring, weight, initial investment 
and maintenance. 

High Bay Fluorescent Mercury Vapor 
Lighting—Extending the efficiency ad- 
vantages and high light output of mer- 
cury vapor sources to high bay areas 
where color correction is also required, 
four new luminaires have been made 
ava.lable for the J-H1, 400-watt fluor- 
escent mercury-vapor lamp. Providing 
narrow or wide distribution of light, both 
open aluminum and heavy duty steel 
housed enclosed units are in production. 
This equipment is particularly suitable 
for areas ajacent to low bay fluorescent 
lighted areas where a conspicuous color 
difference might be objectionable or 
where personnel relations dictate the use 
of a more flattering color light than that 
of ordinary mercury-vapor equipment. 
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NPA EASES TIN RESTRICTIONS 


Use of a limited amount of tin for 
products and processes now prohibited 
is permitted under an amendment to 
NPA Order M-8 announced by the 
National Production Authority, Depart- 
ment of Commerce. 

NPA explained the amendment makes 
a small amount of tin available for uses 
which have been prohibited since the 
early part of 1951. Permission is given 
under Schedule VIII for the use in any 
quarter of 25 percent of the average 
quarterly use of tin (total weight of pig 
and secondary tin) used in such produc- 
tion during the first half of 1950. Certi- 


(Please turn to page 342) 
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This pioneer im the aluminum 
extrusion business can furnish your ex- 
trusions in quantity and deliver...on 
time. Send prints or sketches for prompt 
quotation. Buy your aluminum extru- 
sions from the Big Name in the business. 


ee 


YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. Prospect St. * * * Youngstown 6, Ohio 


SEPTEMBER, 1952 Please mention PURCHASING Magazine when writing to advertisers, 341 























Cut Down-Time, 
Coupling Losses 


*" Sier-Bath 


Flexible 







¥ us 
Resist he 


Bale ll 


®@ Photos show a Size 414 Standard Type 
Sier-Bath Coupling installed on the 
main drive of a Tube Reducer with a 
75 HP AC 1200 RPM motor. Torque is 
very high, with bad shock conditions. 
The user reports: “‘Sier-Bath Couplings 
are the only couplings we’ve been able 
to keep on this job’’! 


sist LORROSION 


@ Unretouched photo shows a Size 4! 
Standard Type Sier-Bath Coupling in- 
stalled over a pickling tank. As the 
shaft is started with a dead weight load, 
the coupling transmits extremely high 
torque. Notice the coupling’s exterior 
corrosion. The interior remains un- 
touched, and ease of uncoupling is 
unaffected. 


ONLY 7 PARTS! Powerful one-piece 


sleeve has no bolts to shear, seize, strip 
or corrode—neoprene seals keep in lub- 
rication, seal out chemicals, water, etc. 
Assembled and uncoupled in seconds 
—even after the severest exposure to 
corrosion! Smaller, lighter—have lower 
moment of inertia, put less strain on 
shafts, bearings. To find out more, 


WRITE FOR BULLETIN. Gives installation 
photos, advantages, specs for standard, 
vertical, mill motor and floating shaft 
types—sizes from % to 6, HP 4 to 600. 
(Special types and sizes on request.) 





Founded 1905 Member A.G.M.A. 





9241 HUDSON BOULEVARD, NORTH BERGEN, N. 5. 
Also Manufacturers of Precision Gears, Screw and ‘“‘Gearex"’ Ratary Pumps 
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(Continued from page 340) 
fication is required for all purchases and 
deliveries. Items included are jewelry, 
novelty souvenirs, toys and games, hol- 
low ware, buckles, buttons, advertising 
specialties and the like. 

Slight changes upwards are made in 
the tin content of solder specifications for 
general usage. Use of 40 percent tin 
content solder also is allowed without 
certification, together with a minimum 
delivery of tin pipe for repairs without 
the return of an equivalent quantity of 
tin scrap. 

The amendment also places manufac- 
turers of new fluid milk shipping con- 
tainers under the general quota provi- 
sions of the Order. Previously, the use 
of tin for such containers was limited to 
that permitted by special authorizations. 
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NEW STEEL CASTINGS 
SPECIFICATION CHART 


Standard specifications for more than 
70 designated classes of steel castings 
are incorporated in a comprehensive new 
summary chart compiled by Steel Found- 
ers’ Society of America. 

Intended to serve as a reference aid to 
design engineers and purchasing depart- 
ment engineering staffs, the newly pre- 
pared chart covers pertinent data on vir- 
tually all general engineering types of 
of steel castings, together with recently 
adopted specifications and some revisions 
of previous specification standards. 

Essential information included in the 
simplified tabular listings includes types 
of heat treatment, chemical compositions 
and mechanical properties of varying 
specifications, with detailed ready-refer- 
ence data on specific tensile strength, 
yield point, elongation, reduction of area, 
bend, impact hardness, and other indi- 
cated test procedures. 

Special attention is devoted to some 
miscellaneous requirements of radio- 
graphic, magnetic particle, hydrostatic, 
and destructive testing, and welding, 
where indicated. 

Copies may be obtained from F. Ker- 
mit Donaldson, executive vice president, 
Steel Founders’ Society of America, 920 
Midland Building, Cleveland 15, Ohio. 
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DIESEL TRACTION REPAIR MOVIE 
AVAILABLE FROM WESTINGHOUSE 


A 10-minute sound motion picture 
titled “Make Your Diesel Traction Re- 
pairs Stayed Repaired” is now available 
for showing from the Westinghouse 
Electric Corporation. 

The film follows a diesel-electric trac- 
tion motor through a shop typical of the 
repair shops Westinghouse maintains 
throughout the country. Standardized re- 
pair procedure, dependable workmanship 
through quality control, speed, and 
economy are all illustrated as the motor 
is inspected, repaired, and tested. 

To make arrangements for showing 
this film, contact your local Westing- 
house representative or write the West- 
inghouse Electric Corporation, Film Di- 
vision, Box 2099, Pittsburgh 30, Pa 
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If it’s tough to pack it.. 








For Example... 


More than one third of a million 
Maytag Automatic Washers have 
been packed and shipped in 
DRUMPAK Heavy-Duty Containers 
during the past two years. If you 
ship appliances and have the 
problem of protecting porcelain, 
investigate DRUMPAK. 





® Corrugated and Solid Fibre Boxes 
© Kraft Paper and Specialties 

© Kraft Bags and Sacks 

® Folding Cartons 








.DRUMPAK it! 








U.S. Patent 2,214,220 
Other Patents Pending 


The DRUMPAK Heavy-Duty Container — Tailored to Fit Your 
Product — Gives You These Protection Features: 


EXTRA RUGGED STRENGTH — in DRUMPAK’s 


end-reinforced design and tough, resilient materials. 


CUSTOM-FITTED — to practically any size or shape of , 
product, to meet all shipping conditions. 


SPACE-SAVING — DRUMPAK comes to you knocked-downe 
flat for easy storage — ready to assemble in seconds. 


MOISTURE-PROOFED — liners are available, also 
sift-proofed seals for powdered products. 


VERSATILE — DRUMPAK is solving packing problems for 
such diversified products as nails, sandpaper, stitching 
wire, rope, plastic sheeting, rubber hose, television sets 
and other major appliances. 


For more information write for a DRUMPAK boneneny 
containing complete details. 


GAYLORD CONTAINER SeRroRraT ten 


General Offices: ST. LOUIS © Branches: New York * Chicago « Sar } Atlanta * New Orlear 
rsey City * Indianapolis « Los Angeles * Seattle * Houston * Oakland * Minneas * Detroit 
¢ Fort Worth * Tampa « Dallas « St. Louis * Cincinnati « [ Moines * Oklahoma City 
Portland « Greenville * San Antonio * Memphis « Kansas City * Bogalusa * Chattanooga 


* Greensboro 


Cleveland 


Milwaukee * Weslaco * New Haven « Amarillo *« Appleton « Hick 


Jackson *« Miami « Omaha « Mobile * Philadelphia « Little Rock * Charlotte « 
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NEED A 
QUICK LIFT? 























































When you find yourself slowing down 
and the work piling up, you need a 
quick pick-up— GO WASH YOUR 
FACE. It’s amazing how fast you wake 
up after soap and water and a brisk 
rub with a clean cotton towel. Rub as 
long and as hard as you please—a soft, 
absorbent cotton towel always gives you 
a lift, leaves you feeling fresh and clean. 








COTTON TOWEL SERVICE 


No investment required. Get com- 
plete service on a low-cost basis. 
Under “Towel Supply Service" or 
"Linen Supply Service" in the tele- 
phone book, you'll find your sup- 
pliers—call them today! 


WHAT PICKS YOU UP, PICKS UP YOUR EMPLOYEES. When you 
provide clean cotton towels, workers get added benefits from their rest periods. 
Watch efficiency, production, and morale climb when “Cotton Fresh-Up” is 


on the job. 








Linen Supply Association of America 
and, NATIONAL COTTON COUNCIL 


22 W. MONROE ST., CHICAGO, ILL 
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STITCHERS SPEED PACKAGING 
OPERATIONS 


The accompanying illustration shows 
Bostitch box bottoming stitcher in a 
production line shipping operation in 
plant of Bedtford-Bayshore, Inc., New 
Bedford, Mass., manufacturers of cos- 
tumes. \ top sealing stitcher is also 
used on the line. Carton bottoms are 
stitched on the Bostitch 14B _ stitcher, 
and carton is then placed on the con- 
veyor line. The cartons are filled and 
marked as they pass along the Iine 
and finally the tops are = stitched auto- 
matically when they arrive at the end 


of the line. The business ts seasonal 
and when the rush period is on, shipping 
must be done at a very fast pace. 
The company states that the machines 
have enabled it to keep its sts down 
and price its product) acordingly. It 
says that the bottomer is 80% faster 
than the method formerly used, and has 
been found to be better suited to produc- 
tion methods. During the rush periods, 
one man on the Bostitch J-25 top 
stitcher does the work of three on 
former method of closing and sealing 


the cartons. Further information in re 
gard to these stitching machines is 
ava.lable from Bostitch, Westerly, Rhode 
Island 
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SERIES OF GRINDING BULLETINS 
AVAILABLE FROM CARBORUNDUM 


Revised series of Carborundum Grind- 
ing Bulletins is available from the Carbo- 
rundum Company, Niagara Falls, N. Y. 
here is a total of 32 bulletins in the 
series, eight of which are entirely new. 
They are published under the identifica- 
tion Form A-1204. The former issues 
proved highly popular, and persons who 
desire the entire series should ask for 
the Form A-1204 Grinding Bulletins. 
Che bulletin subject matter is as follows: 


1—The Abrasive Tools of Industry 
2—What a Grinding Wheel Does 
3—Standard Grinding Wheel Shapes 


4—The Grinding Wheel as a Produc- 
tion Tool 

5—Classes of Grinding Operations 

6—Wheel, Work and Machine Move- 
ments—l1 

7—Wheel, Work and Machine Move- 
ments—2 

8—Stresses due to Wheel, Work and 
Machine Movements 


‘ 
(Please turn to page 346) 
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At PHEOLL it is a 
determination to earn 


and hold your TRUST 


Your order for screw products... your 
delivery requirements ...set the pace at 
Pheoll Manufacturing Company. 


We recognize that your fastener orders 
have been planned to meet definite pro- 
duction schedules. We know that “down 
time” is costly. That’s why Pheoll exerts 
every effort to deliver the products you have 
ordered, as you have ordered them, and at 
the time specified. 


But going much further, a Pheoll de- 
livery promise is a carefully-considered 
pledge, based on definite factors. Once 


you have been given a promise, your order 


PHE 


















is assigned a fixed spot in our own ef- 
ficient schedule. No other order, regardless 
of size, can displace it. And both production- 
wise and method-wise, Pheoll is set up to 
complete your order AS PROMISED. 


We produce billons of pieces annually 
... over 10,000 separate items... sched- 
uled against a thousand first and second 
operation machines. That’s really a com- 
plex problem! But Pheoll has developed 
systems for production scheduling and 
order control which we firmly believe to 
surpass those of any other screw pro- 
ducer... and Pheoll is one of the largest. 


If, in your own operation, maintained 
schedules and assured delivery of com- 
ponents are imperative, may we send you 
our booklet entitled, “Pioneering in Cus- 
tomer Service?” It shows why you can rely 
on Pheoll as a dependable source of sup- 
ply for all types of threaded fasteners. 
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Niagara’s HYGROL 
DRIES AIR BEST 





with exact moisture content 


vvvvvvvyv 


condition you need 


7, ¥ 


to control your product's quality 


to DRY your material or product 


to prevent condensation on your product or material 
to prevent changes due to moist air in contact with your product 
to protect your material from dampness 


to protect your processing of moisture-sensitive material 


to pack or store your product safe from moisture damage 


to get exact moisture control for the precise atmosphere 


to provide precise atmospheric conditions for testing 


to increase your air conditioning capacity 


> to DRY large quantities of fresh air from outdoors 


The Niagara’s Controlled Humidity Method using 
HYGROL moisture-absorbent liquid is 


Best and most effective because ... it re- 
moves moisture as a separate function 
from cooling or heating and so givesa 
precise result constantly and always. 
Niagara machines using liquid contact 
means of drying air have given over 20 
years of service. 


Most reliable because... the absorbent 
is continuously reconcentrated automat- 
ically. No moisture-sensitive instruments 
are required to control your conditions. 


Most flexible because ... you can obtain 
any condition at will and hold it as long 
as you wish in either continuous produc- 
tion, testing or storage. 


Easiest to take care of because ... the 
apparatus is simple, parts are accessible, 
controls are trustworthy. 


Most compact, taking less space for in- 
stallation. 


Inexpensive to operate because ... no 
re-heat is needed to obtain the relative 
humidity you wish in normal tempera- 
ture ranges and frequently no refrigera- 
tion is used to remove moisture. 


The cleanest because ... no solids, salts 
or solutions of solids are used and there 
are no corrosive or reactive substances. 





Niagara Controlled Humidity 
Air Conditioning 
This method removes moisture from air 
by contact with a liquid in a small spray 
chamber. The liquid spray contact tem- 
perature and the absorbent concentra- 
tion, factors that are easily and positively 
controlled, determine exactly the amount 
of moisture remaining in the leaving air. 


Heating or cooling is done as a separate 
function. 


For complete information write 


NIAGARA BLOWER COMPANY 


Dept. PU, 405 Lexington Ave., New York 17,N.Y. 


District Engineers in Principal Cities of United States and Canada 


346 Please mention PURCHASING Magazine when writing to advertisers. 





(Continued from page 344) 

9—Stresses due to Contact between 
Wheel and Work 

10—The Disposal of Clips 

11—Grinding Wheel Safety 

12—Wheel Balancing 

13—Dressing and Truing Tools 

14—Dressing and Truing Procedures 

15—Wheel Marking Symbols 

16—Center Type Cylindrical Grinding 
—] 

17—Center Type Cylindrical Grinding 
—2 (Also Centerless Type—1) 

18—Centerless Type Cylindrical Grind- 
ing—2 

19—Surface Grinding 

20—Internal Grind.ng 

21—Cutting Oil 

22—Snagging and Off-Hand Grinding 

23—Causes and Corrections of Com- 
mon Grinding Errors 

24—Polishing Grains 

25—What Coated Abrasives Are 

26—Coated Abrasive Manufacturing 

27—What Coated Abrasives Do 

28—Standard Coated Abrasive Product 
Shapes 

29—Classes of Grinding and Finishing 
Operations Performed with Coated 
Abrasive Belts” 

30—Coated Abrasives for Metalwork- 
ing 

31—The Wood Working Industry 

32—MX Products for Faster Metal 

Working 
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SUGGESTS THREE-POINT PROGRAM 
FOR REDUCING SHIPPING LOSSES 


Over $100 millidn of goods manufac- 
tured by American industry which is 
lost and damaged during shipment could 
be saved in a year if the nation’s shippers, 
carriers and receivers joined in a united 
effort to stamp out this economic waste, 
according to Henry H. Pratt, general 
traffic manager of Crucible Steel Com- 
pany of America. 

“Actually,” he said, “this is only half 
of the estimated annual shipping loss due 
to negligible packing, marking and han- 
dling of products on their way from 
manufacturer to consumer.” 

“The responsibility for this serious 
situation rests on all groups concerned,” 
Mr. Pratt, said. “The shipper must use 
better methods and materials in packing 
his product. The carriers must handle 
goods with greater care, and the receiver 
of the goods must inspect them and 
promptly report to carrier and supplier 
all helpful information on shipping fail- 
ures. 

Mr. Pratt recommended a three-fold 
attack for achieving reduction of losses: 

1. Realistic cooperation between ship- 
pers and carriers in the development of 
plans based on the mutual understand- 
ing of each others’ problems and re- 
sponsibilities. 

2. The development of more informa- 
tion within each industry on successful 
practices and methods used by individual 
companies and the distribution of this 
information to the proper workmen with- 


‘in each industry and in carrier organiza- 


tions. 
(Please turn to page 348) 


PURGHASING 








( 
: 


1 





Working out a new part design? Then why not let 

Py ee Bundyweld Tubing and Bundy engineering skills 

Sa %, help you get better-functioning parts, faster fabri- 
cation, lowered costs? 


la nding Nek Bundyweld performance qualities make it practi- 
cal for a wide choice of applications. And, with 
their tested experience in designing and fabricating 
tubing parts, Bundy engineers can often point out 
ways to save you time, material, money. Write 
for a catalog today. 
Bundy Tubing Company, Detroit 14, Michigan 














High thermal conductivity 
High bursting point 
High endurance limit 








Extra-strong 
Shock-resistant 
Ductile 
DOUBLE-WALLED FROM A SINGLE STRIP 
WHY BUNDYWELD [IS BETTER TUBING 


SIZES UP * 


ALL Tre | 





Bundyweld starts as continuously rolled passed through a fur- Bundyweld, double- 


a single strip of twice around later- nace. Copper coat- walled and brazed 
copper-coated steel. ally into a tube of ing fuses with steel. through 360° of wall 
Then it’s... uniformthickness,and Result... contact. 


Bundy Tubing Distributors and Representatives: Cambridge, 
Chattanooga Bank Bldg. @ Chicago 32, Iill.: Lapham Hickey Co., 3333 W. 47th Place © Eli: 
Rutan & Co., 1717 Sansom St. . San Francisco 10, Calif: Pacific Metals Co., Ltd., 3100 19th St. ° 
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Runners for Manges Lines 
Y4cuum Clegner tf / jj 
a Fer od 
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Leakproof Lightweight 


Machines easily 
Takes plastic coating 
Scale-free 

Bright and clean 

No inside bead 
Uniform 1.D., O.D. 





NOTE the exclusive 
patented Bundyweld 
beveled edges, which 
afford a smoother 
joint, absence of bead 
and less chance for 
any leakage. 


SIZES UP 
TO %" 0.0.) 


42, Mass.: Austin-Hastings Co., Inc., 226 Binney St. 7 Chattanooga 2, Tenn.: Peirson-Deckins Co., 823-824 
New Jersey: A.B. Murray Co., Inc., Post Office Box 476 © Penn.: 
Seattle 4, Wash.: Eagle Metals Co., 4755 First Ave. South 


Toronto, Ontario, Canada: Alloy Metal Soles, Ltd., 181 Fleet St., E. ¢ Bundyweld nickel and Monel tubing is sold by distributors of nickel and nickel alloys in principal cities. 
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There’s 
MORE 











WATER GLASSES 








EYE GLASSES 











WINDOW GLASS 





























NEW industrial applica- 


tions are being found for Glass 

every day! As a substitute for 

scarce and expensive metals, Glass may work perfectly into 

your production plans. Indiana’s Engineers have a wealth 

of information available for any manufacturer interested 

in exploring the possibilities of using Glass instead of 

metal. Send in your ideas or rough sketches for a 
comprehensive report. 


a INDIANA GLASS COMPANY 


DUNKIRK, INDIANA 


Established 1907 





















(Continued from page 346) 

3. Better training and supervision of 
employees all along the line from shipper 
to receiver. 

\s an example of what the individual 
company can do, Mr. Pratt described a 
plan in operation at Crucible calling 
for a special committee on plant 
supervisors. This committee is charged 
with the responsibility of developing, ac- 
tivating and controlling all practices re- 
lating to packaging, including protection, 
marking and securement. As a result 
the company, which makes over half a 
million shipments a year, moved $32,000 
of merchandise to the consumer last year 
for every dollar filed in loss or damage 
claims. This compares with $13,000 of 
merchandise per dollar claim in 1947. 
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FIBERGLAS TAPES SAFELY HANDLE 
NEW “FOLDING MONEY” 


\merica’s newly-printed “folding 
money” is assured safe passage through 
a 300° F. drying-out trip by coated 
Fiberglas conveyor tape. 

In its average daily output of $37,- 
300,000 in greenbacks, the U. S. Bureau 
of Engraving & Printing reports that 
the Fiberglas tapes on which bills re- 
pose have outlasted and outperformed 
their cotton predecessors. 





Coated Fiberglas tapes safely carry 
paper money through sizing bath and 
drying oven. 


Former cotton tapes lasted an average 
of ten days. occasionally catching fire, 
causing the currency to ignite. Fiberglas 
tapes have now performed successfully 
in excess of five months, thereby in- 
suring a steady output of greenbacks 
day in and day out. 

After printing, large currency sheets 
are placed in tape-conveyor machines 
which carry them through a. sizing 
bath and drying oven in less than a 
minute. 

In these machines the sheets of cur- 
rency are coated with a protein sizing, 
the surface excess is squeezed off by 
rollers and the moist sheets are de- 
livered to the tapes for conveying through 
the drying chamber. The tapes are sub- 
jected to temperatures ranging from 100° 
to 400° F., being alternately moist and 
dry in each cycle through the drier. In 
addition to their extreme durability, the 
tapes retain their high tensile strength 
and do not stretch or shrink. 





CLASSIFIED SECTION 
See Page 372 
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Cold hands puta “frostbite” on production efficiency 
in the 1890's. Today, efficient unit heaters force bil- 
lows of warm air to every corner of even the largest 
plants. The temperature stays up... so does worker 
efficiency. 

Mechanized plant heating is just one of the factors, 
selected from a multitude of industrial applica- 
tions for motor power, which has contributed 


with ELECTRIC MOTORS 

EMERSON-ELECTRIC’S unique 

“fwttt CE, 
SERVICE 




















solves your power problems 


Our engineers are eager to work with 
yours in designing and providing the 
correct motor for contemplated new 
or improved appliances or equip- 
ment. “TWIN-GINEERING” saves 
costly engineering “back-tracking,” 
and may suggest short cuts and prod- 
uct improvement. Write today for 
Bulletin No. M144. 
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Efficiency Dropped with the 








MODERN INDUSTRY ts powerep , 


MOTORS: FANS 


IN THE FAN AND MOTOR 





Temperature in 
the 30s 


Ah/ Ar, 
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to the present era of mass production methods. 


Ever since its founding in 1890, Emerson-Electric 
has specialized in building dependable motors for 
equipment used in industry, on the farm, in business, 
and inthe home. There is a complete line of Emerson- 
Electric motors in ratings from 1/20 to 5 horse- 
power. Your inquiry is invited. THE EMERSON 
ELECTRIC MFG. CO., St. Louis 21, Mo. 
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INDUSTRY SINCE 1890 
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it calls for expert 
handling, Harry, so 
be sure to 





Modern Motor Freight 


minimizes all your problems— 
assures safe, dependable 
delivery —‘“door-to-door.” 
Whether you are on our cross- 
country line between 
California and the Midwest, 
or reached through off-line 
connecting carriers, your 
supplier knows you're on 


the beam when you 
“Specify P-1-E”! 
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Chicago - St. Louis - Kansas City - Wichita 
Denver - Ogden - Elko - Reno - Ely - Pocute 
Salt Lake City + San Francisco - Los Angeles 
Sacramento - Ookland - Stockton 
Sales Offices: Washington, D. C 


GENERAL OFFICES: 299 ADELINE STREET 
OAKLAND 20, CALIFORNIA 
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PICTORIAL PLANT VISIT 
CONTINUOUS WELD PIPE 


Brochure published by the Wheeling 
Steel Corp., Wheeling, W. Va., consti 
tutes an interesting pictorial plant visit 


througn the Benwood Works of the 


Wheeling Steel Corporation, presenting 
by text and picture the manutacture of 
continuous weld pipe from the blast fur- 
nace on through the various phases 
of production to storage and shipping. 
The booklet also gives technical data 
for the various products—weights, dimen- 
sions, test pressures, etc. for plain end 
pipe, threaded line pipe, standard weight 
pipe, extra strong pipe and other product 
data. 
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ODORLESS SYNTHETIC-RUBBER LATEX 
ANNOUNCED BY GOODYEAR 
\ major improvement in the quality 


of synthetic rubber, the production of an 
1 ; 
odorless latex f¢ 


r use in foamed cush- 
ioning, has been announced by the Re- 
search Laboratory of The Goodyear 
Tire & Rubber Company, Akron, Ohio. 
Developed by Goodyear in a research 
and development program sponsored by 
the Synthetic Rubber Division of the 
Reconstruction Finance Corporation, the 
new latex is being produced 


on a pilot 
plant scale at the 


Goodyear-operated, 
Government-owned synthetic plant here. 

of FP 
charge of Goodyear’s extensive research 
and development activities, described the 
new material as “cold” polybutadiene, 
meaning that styrene used heretofore with 
butadiene in “cold” latex production, has 
been entirely eliminated. 


Dinsmore, vice president in 


Dr. Dinsmore regards the new  syn- 
thetic as the most important improve- 
ment in synthetic latex quality since pro- 
duction of man-made latex was started 
in 1945. In that year Goodyear became 
the first in the industry to produce a 
synthetic latex (Type V) suitable for 
blending with natural latex and with 
adequate toughness for the manufacture 
of cushioning material. This was a 
latex made by the “cold” process. 

Use of synthetic rubber latex in foamed 
rubber prior to Goodyear’s latest devel- 
opment, Dr. Dinsmore explained, pre- 
sented a formidable problem—an objec- 
tionable chemical odor. Those complaints 
were industry-wide, he said, and greatly 
limited the use of synthetic-natural 
blends. 

Goodyear’s laboratories traced the 
trouble, Dr. Dinsmore said, directly to 
the styrene part of the rubber latex, 
and this prompted a new research pro- 
gram to develop a material which 
would retain the best qualities of Type 
V, and yet be free of odor. Polybuta- 
diene by the “hot” process solved the 
odor problem but the strength and tough- 
ness were unsatisfactory. The more diff- 
cult problem of making “cold” polybuta- 
diene was then attacked. Months of re- 
search and development resulted in this 
new material. 

Now identified by the government as 
Type X-653, the new latex has been in 
experimental production for 
months at Akron. 
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Complete Information 
for the 
INDUSTRIAL BUYER 





Conover Mas? | 
PURCHASING | 


MATERIALS 
* NOLING 
o> FPowte 


’ Leah on 
MACHINGRY 


Thousands of 
Industrial Buyers 
Prefer This Directory 





With only the industrial buyer in 
mind, CONOVER-MAST PURCHASING 
DIRECTORY carries only listings and 
product facts on the equipment, parts, 
supplies, and materials needed by in- 
dustry. Rigidly excluding all nonin- 
dustrial listings and advertisements, 
the Directory is kept compact—it is 
easy to keep handy and use, yet it is 
complete. Besides, it has 35 pages ol 
useful information and tables for the 
buyer which he will not find in other 
directories. 

Use the CONOVER-MAST PURCHAS- 
ING DIRECTORY—you'll soon find that 
the complete cross references make it 
the easiest and quickest way to locate 
the suppliers of any item you buy. 
The more you use it, the better you'll 
like it. 


, The Most Convenient 
Industrial Buyers’ Guide’ for 


Production, Purchasing, and 


Engineering Executives. 


Conover Mast 


PURCHASING 


DIRECTORY 


737 N. Michigan Ave., Chicago 11, lll 
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Socket, tube, and end-piece fused into one-piece unit 
—The problem in every pressure gauge has always been 
to make permanently leak-tight joints from the inlet to 
the tip of the bourdon tube. 

Marsh construction has always provided the utmost 
in leak-tight assemblies. But just as welded piping is 
always more sound than the best joined piping, the 
fusing of the assembly into an integral unit reduces the 
possibility of leakage to the vanishing point. 

It required extensive research to develop a method of 
welding the parts into a one-piece unit, but a special 
process has now been perfected. The result is known as 


the “Canoweld” Tube 


After fusing, the tube is accurately tempered to required 
resiliency. The unretouched photo of a socket sawed in 
half shows the perfect fusion of the joint most difficult 
to make — the joint where the tube enters the socket. 
Photomicrographs are available to prove the perfection 
of the process. 





ENLARGED CROSS-SECTION OF CASE 


Four times as strong and one-third lighter than a 


cast iron case — This copper-clad, wrought steel case of 
boiler plate thickness has the advantages of any type of 
case — without the faults. It is known as 


the “Marshalloy” Case 


This case is four times as strong and one-third lighter 
than conventional cast iron cases. The copper surface 
makes it as non-corrosive as a plastic or die-cast case. It is 
finished in a newly developed corrosion-resistant satin 
black enamel that makes it as attractive as it is durable 
Fitted with Marsh safety blow-out plug, it sets a new 
standard in gauge housing. 


.. 




















"Eee Marsh developments presented here 
unquestionably represent the two greatest 
contributions to pressure gauge accuracy and 
stamina in recent years .. . the most important 
advancements since the introduction of the 
Marsh ‘“‘Recalibrator.” 

These improvements take on all the more sig- 
nificance from the fact that they are contributed 
to the line of gauges that has become the symbol 
of gauge accuracy and permanence . . . the Marsh 
“Mastergauge”’ line. 

Foremost and most basic of these improvements 
is the fusing of the socket, tube, and end-piece 
into the equivalent of one-piece construction. 
Marsh Methods have always achieved the utmost 
in leak-tight construction, but here is something 
still better: the joints are eliminated ! 

Second only to the one-piece socket, tube, and 
end-piece is that new “Marshalloy” copper-clad 
case. It is a case that retains all advantages of all 
kinds of cases; eliminates all the faults. 

Read the facts opposite and you will see how 
the finest line of pressure gauges has been made 
still better. 


MARSH INSTRUMENT CO. 


Sales Affiliate of Jas. P. Marsh Corp. 
Dept. G, Skokie, Il. 


Houston Branch Plant 
1121 Rothwell St. 


Houston, Texas 


“THE STAND ao *s 
~ ~“ 
-. \ or accuRACY” 
\ * 
~ \ 


THERMOMETERS © WATER REGULATING VALVES 
SOLENOID VALVES © HEATING SPECIALTIES 
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MARSH ZArckcee- 


the most significant pressure gauge 
development since the “Recalibrator”’ 
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TANGLEFOOT 


SEALING TAPES 


SUPER STANDARD ~- STANDARD 


BLUE STAR 


SEALING TAPES 


COMET SUPER STANDARD - SUNRISE STANDARD 





Shippers know these two “toughies” — 
made with strong, flexible, long-fibred 
kraft and refined animal glue — offer 
maximum closure protection at a mini- 
mum cost. 


Your paper merchant will gladly show 
you samples today. Available plain 
or imprinted in a wide range of attrac- 
tive colors. 


The Perfect Closure for 
@ Shutting out Dirt 

@ Resisting Moisture 

e@ Cutting Expense 

e@ Ease of Application 
@ Reinforcing Cartons 
e@ Reducing Pilferage 


McLAURIN- JONES CO. 


MAKERS OF FAMOUS GLASKRAFT SEALING TAPE, GLASKRAFT STRAPPING TAPE, SOLSEAL 

WATERPROOF TAPE, IDEAL STAY TAPE, HYFLEX SISAL TAPE AND CAMBRIC BOX TAPE 

BROOKFIELD, MASS. (ffices in: New York — Chicago — Cincinnati — Los Angeles 
Mills located at Brookfield & Ware, Mass. — Grand Rapids, Mich. & Homer, La. 
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INDUSTRIAL PORCELAIN 
ENAMEL CHARACTERISTICS 
DESCRIBED 


The Erie Enameling Company an. 
nounces the publication of a detailed 
16-page booklet on the use of porcelain 
enamel in industrial application. The 
booklet contains sections on the types 
of porcelain enamel, and descriptions of 
various attainable physical characteristics 
including abrasion resistance and resist- 
ance to high temperatures and thermal 
shock. Lists of typical industrial appli- 
cations involving each of these character- 
istics also are included. Of particular 
interest to designers are sections deal- 
ing with color in industrial porcelain 
enamel, and basic rules which should 
be followed in designing for porcelain 
enamel. 

Copies of the booklet, entitled “Porce- 
lain Enamel to Handle the ‘Tough Jobs’,.” 
may be obtained free of charge by 
writing direct to The Erie Enameling 
Company, Erie, Pennsylvania. 
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REBUILT EXCHANGE PROGRAM 
INTRODUCED BY DEVILBISS 


Inauguration of a new service plan, 
hailed as a “first” in the spray finish- 
ing industry, is being announced by the 
DeVilbiss Company, manufacturers of 
spray finishing systems. 

Known as their Rebuilt Exchange Pro 
gram, it makes DeVilbiss rebuilt ex- 
change equipment available for immediate 
delivery to users having DeVilbiss prod 
ucts for rebuilding. 

Every Authorized DeVilbiss sales out- 
let and factory branch in the United 
States will offer this exchange service, 
according to Howard P. DeVilbiss, 
president, and rapid service will be 
backed up by six factory rebuilding 
centers which the company has estab 
lished at Chicago, IIl.; Santa Clara, 
Calif.; Dallas, Tex.; Atlanta, Ga.; New- 
ark, N. J. and at the main plant i 
Toledo. 

The exchange units are completely 
rebuilt by factory trained technicians, 
states John W. Cochrun, equipment serv 
ice manager for DeVilbiss, and incorpo 
rate all design improvements that affect 
life or performance. They carry the 
same guarantee as new units, he added. 

In inaugurating the new program, 
which has been in development for ak 
most two years, DeVilbiss will limit ex- 
changes to their most widely used spray 
guns, types P-MBC and MBC-510, and 
their complete line of air compressofs. 
As rebuilding facilities are expanded 
other equipment will be included. 

For customers’ protection, all rebuilt 
exchange spray guns will be sealed if 
transparent plastic bags labeled “Do no 
accept if this bag is opened” and all re 
built exchange air compressors will beat 
suitable identification labels. 

Not only will the new program speed 
up service to large industrial users, bit 
the owners of single finishing units wil 
no longer be compelled to suspend op 
erations until repairs are completed. 
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You can 


identify 


WWithiest 


Reg. U. S. Pat. Off 
by its 
parallel twin threads 
centered point 
relieved shank 
parallel side 


Other TWIN-fast 


Reg. U. S. Pat. Of 


features improve 
fastenings 


Centered point helps quick start, 
balanced driving. 

Relieved shank eliminates 
“wedge action” and splitting. 
Parallel sides (no taper except at 
point) give greater thread con- 
tact, tighter holding — often al- 
low using fewer or smaller 
screws. 
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wice 


as fast’ 


Fasten wood to wood, plastic to wood, metal to wood 
twice as fast—and tighter! 


Exclusive double thread of TWIN-fast Screws doubles 
the thread pitch . . . enters the material twice as far 
for each turn of the driver — without extra effort. Result — 


FASTER DRIVING 
ait ms Gall: 
... LOWER COSTS 


Write for new TWIN-fast bulletin 


to any of these firms: 


American Screw Company, Willimantic, Conn 
Blake & Johnson Company, Waterville 48, Conn. 


Central Screw Company 
Chicago, lilinois, and Keene, New Hampshire 


Continental Screw Company, New Bedford, Mass. 


National Screw & Mfg. Co. 
Cleveland, Ohio, and Los Angeles, Calif. 


Stronghold Pacific Corp., Downey (Los Angeles), Calif. 


Stronghold Screw Products, Inc., Chicago, Ill. 


Southington Hardware Mfg. Co. 
Southington, Conn. 


Townsend Company, New Brighton, Penna. 


Please send copy of the new 
TWIN-fast bulletin 

Name 

Firm 


Address 
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ROUND SEATTLE CHAIN CORP. 
Seattle 8 


ROUND SEATTLE CHAIN CORP. 
Portland 10 


















THE ROUND CHAIN & MFG. CO. 
Chicago 38 @ THE CLEVELAN 


"MROUND CALIFORNIA CHAIN CO. 
So. San Francisco 






ROUND LOS ANGELES CHAIN CORP. 
Los Angeles 54 


Cleveland 5 


THE SOUTHERN CHAIN & MFG. CO. 
Birmingham 4 


There's a 


ROUND WOODHOUSE 
CHAIN & MFG. CO. 
s 


CHAIN & MFG. CO. Bn ALLOYS, 


OHIO HOIST & MFG. CO. 


THE PLATING AND 
GALVANIZING CO. 


Trenton 7 





Bridgeport 1 





MFG. CO. 


Round CHAIN company 


right in your territory! 


ROUND CALIFORNIA CHAIN CO.— 


an important link in the nationwide Round Chain 
organization — is under the direction of J. D. 
Cavan, a Round veteran of 15 years. Like all other 
Round Chain Companies, Round California sup- 
plies a complete line of welded and weldless 
chain, slings, chain hoists, electric hoists, trolleys 
and winches. Sold exclusively through wholesalers 
and distributors. 








J.D. CAVAN 


CHAIN.COMPANIES 
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Certificates of Competency 
Help Small Business 


(Continued from page 83) 


raised as to the concern’s credit and 
capacity to perform the contract. 

Also, the issuance of a certificate 
will not be considered unless there 
is reason to believe that the appli- 
cant will receive the contract if it 
is issued. 

The need for a certificate of com- 
petency arises only after bids have 
been opened and analyzed, or after 
long negotiations, and the contract 
award is about to be made. Conse- 
quently, speedy action must be taken 
—so applicants should not delay in 
going to their field office. 

Of necessity, a certificate of com- 
petency also represents a commit- 
ment by SDPA to assist in finane- 
ing the contract through its author- 
itv under Section 714 of the De- 
fense Production Act—in the event 
that financing is not available 
through private channels. This is 
done by making a favorable recom- 
mendation for a loan to RFC. 

Thus, the certificate solves the 
dilemma of the small concern that 
was unable to share in the defense 
program because financial arrange- 
ments could not be made in advance 
of getting a contract. This is one of 
the topmost benefits provided by 
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Validity of New License 
And Taxation Laws 
(Continued from page 124) 


until consumed by the purchaser; 
(5) or the contract of sale is not 
completed until the merchandise is 
delivered to the purchasers in the 
state or the flow of merchandise is 
interrupted during transportation 
from one state into the state where- 
in the purchasers are located. 

It is true, of course, that transac- 
tions are intrastate and subject to 
taxation, if merchandise is trans- 
ported into a state and held there 
until it is sold. On the other hand, 
the Supreme Court of the United 
States has held that if a contract 
exists by which merchandise is 
definitely sold, the merchandise may 
be transported into a state and held 
at a common point awaiting deliv- 
ery on the previously made con- 
tracts without changing the char- 
acter of the transactions from inter- 
state to intrastate. See Peoples, 270 
u. 5. 5 

For comparison, see Domen v. 

(Please turn to page 358) 
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® Ring the bell of Crucible’s nearest warehouse. We have good 
stocks on hand of our more than 400 specialty steels, and a 

complete stock of all our tool steels. 
You'll find one of our conveniently-located warehouses 
not far from your plant, so you can count on prompt and 



































speedy delivery. Get in touch with us today. 
i 
AM dbs 
A, - | Stocks maintained of: 
aan el Rex High Speed Steel .. . ALL grades of Tool Steel (including 


Die Casting and Plastic Die Steel, Drill Rod, Tool Bits and 

Hollow Drill Steel) . . . Stainless Steel (Sheets, Bars, Wire, 

Billets, Electrodes) ... AISI Alloy, Max-el Machinery, Onyx 
Spring and Special Purpose Steels 





CRUCIBLE first name in special purpose steels 
52 years of Hine | steelmaking WAREHOUSE SERVICE 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


Branch Offices and Warehouses: ATLANTA © BALTIMORE * BOSTON « BUFFALO * CHARLOTTE * CHICAGO + CINCINNAT! * CLEVELAND 
DENVER * DETROIT * HOUSTON * INDIANAPOLIS * LOS ANGELES * MILWAUKEE * NEWARK * NEW HAVEN * NEW YORK * PHILADELPHIA © PITTSBURGH 
PROVIDENCE * ROCKFORD + SAN FRANCISCO * SEATTLE * SPRINGFIELD, MASS. ¢ ST. LOUIS * ST. PAUL * SYRACUSE * TORONTO, ONT. * WASHINGTON, D. C. 
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“Knocks 74 off our cost,” reports a 
North Carolina furniture manufac- 
turer. He’s talking about the Bostitch 
H2B Hammer. On this upholstery 
job. it does the work of hammer and 
tacks at about 1 the cost. That’s be- 
cause the one-hand, one-blow, sta- 





From $9 to $2 a thousand! The same furni- 
ture manufacturer was using tags with pins 
attached for labelling upholstery samples. 
Now, tags without pins are fastened with 
a Bostitch hand stapler. The savings are 
ubstantial $7 a thousand on tags alone. 
The job gets done 50% faster. And the girls 
doing the tagging are a lot happier. 


FREE BOOKLET describes how Bostitch sta- 
pling equipment has cut costs on many 
different fastening jobs, how it can cut 
costs for you. Write today. 


BOSTITCH CUTS COSTS 
ALL ALONG THE LINE 


pling operation is so much faster. The 
upholsterers like it, too —no more 
mashed fingers. no sore tack-filled 
mouths. Manufacturers and contrac- 
tors in other fields report equally 
impressive savings when they switch 
from old fastening methods to Bostitch. 





Three times faster than tape and glue! In the 
shipping room, too, Bostitch cuts costs for 


the furniture-maker. Here, the LBostitch 
Autoclench seals chair cartons, replacing 
tape and glue. Amazing tool, the Autoclench 
It fastens on the inside entirely from the 
outside. Worth looking into if you use tape, 
wire or glue in your shipping room. 


THERE'S A BOSTITCH MAN NEAR YOU — 
300 fieldmen in 123 cities in the U.S. and 
Canada. You can count on Bostitch service. 
It’s always nearby. 





4 
BOSTITCH, 729 Mechanic Street, Westerly, R. I. 
Please send me your free “Time and Money Saving” book together with | 
information based on the items checked below: ; 
For fastening, we use: Nails 1) Glue [7 Tape Tacks 7] Pins [] | 

Thread (1) Rivets Spot Welds | 

We fasten these materials: Wood Paper Rubber Fabric |) ; 
Plastics Leather Light Metals | 

| 

Name l 

| 

Company | 

! 

Address | 

l 

City Zone State | 

1 

. . . | 

fastens it better ( with wire 

| 

ALL TYPES OF MACHINES FOR APPLYING STAPLES | 

ALL TYPES OF STAPLES APPLIED BY MACHINES ! 

i aisle less accent Gl” ei eed Sn ETO a alc icc ary hm gs scm cab isn esc ein “es visi Mn Wile st Was a ae 
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Validity of New License 
and Taxation Laws 


(Continued from page 356) 


Pan American, 147 Fed. (2d) 994, 
Here it was shown that a New 
York company maintained a branch 
office in Puerto Rico. Goods were 
sold to consumers in Puerto Rico 
through salesmen. The branch man- 
ager in Puerto Rico sent the sales- 
men’s orders to the company’s main 
office in New York. Merchandise 
shipped from New York to the 
branch office in Puerto Rico was 
stored and mingled with other 
goods in the warehouse. Later this 
stored merchandise was withdrawn 
from storage and delivered to cus- 
tomers who at various times placed 
orders with the salesmen. 

The higher court held — that 
neither the salesmen nor the branch 
office in Puerto Rico was transact- 
ing interstate business. In other 
words, this court held that the ter- 
minal point of the interstate journey 
of the goods was the warehouse in 
Puerto Rico. All further storage, 
sales, and shipments were. strictly 
intrastate transactions, whereby the 
stored goods were taxable by Puerto 
Rico. The same law is effective with 
respect to goods stored under sim- 
ilar circumstances in any ware- 
house in any state in the United 
States. The function of a property 
tax does not impose any condition, 
nor does it place any restriction 
upon the use of the property taxed. 
A privilege tax is imposed upon the 
right to exercise a privilege. 

In Kettleman vy. State, 90 Pac. 
(2d) 572, the higher court held a 
tax law valid which imposed a tax 
on goods stored in warehouses. 
This was a privilege tax. In this 
case a seller had shipped goods in- 
terstate to a warehouse to be distri- 
buted to purchasers. Since, at the 
time the goods were placed in stor- 
age same had not been sold, the 
court held the goods subject to this 
valid tax law. 


e+ + # 


Public Relations 


(Continued from page 9) 


lations with salesmen. An individual 
buyer may try to “high hat” the 
vendor when, as a matter of fact, 
we my need the salesman far more 
than he needs us. Of course he 1s 
trying to sell, but he probably has 
something we want to buy. Again, 
the salesman may be a specialist in 
his line, whereas the buyer may 
be an amateur in respect to those 
products. 
Please turn to page 362) 
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They save you money... 


KOPPERS PANEL CROSSINGS 








@ There are good reasons why Koppers Creo- 
soted Grade Crossings for plant railroad tracks 
are preferred by purchasing agents who are 
economy -conscious— 

THEY LAST LONGER. Sturdily built and decay- 
resistant, Koppers Creosoted Grade Crossings 
do not sag, spall, “washboard,” or disintegrate 
under heavy wheel load. 

THEY ARE EASY TO INSTALL. Individual panels 


come completely assembled, so that they can be 


handled and placed by workmen. The assembly 
is securely fastened to withstand vibration, 
swelling or shrinking of the wood. And, when 
the track is worked, assemblies can be removed 


and replaced, using all the original material. 


THEY COST LESS. The ease of installation and 
maintenance and the exceptionally-strong con- 
struction of Koppers Creosoted Grade Crossings 
mean that, in the long run, they cost materially 
less. 


It contains technical data and construction details . . . gives you the reasons why 





. “Koppers Grade Crossings” is the title of anew folder which you will enjoy reading. 


Koppers Grade Crossings will save you money. Write for your free copy today. 


KOPPERS COMPANY, INC. + Pittsburgh 19, Pa. 


PRESSURE-TREATED WOOD 


Please mention PURCHASING Magazine when writing to advertisers. 





361 














Public Relations 
turn to page 358) 
salesman’s time, like the 
valuable, so he should 
« kept waiting, warming a 
the outer office. Of course, 
uptions are inconvenient; the 
work to do and has a 
to be disturbed in the 
lle of dictation or when he 1s 
ting on a particular prob- 
ithin reason. But in decent 
lic Relations, he will find a 
ing place. He will never im- 
hat salesman with his ability 
rtance if he stalls just to 
an impression. Business 
es, which buy as well as sell, 
ke it a practice to treat salesmen 
h the same respect and courtes\ 
demand for their own repre- 
ntatives. They 
while 


make them com- 
rtable they are waiting, 
der them all reasonable service. 
make every effort to conserve 
time. We in public purchasing 
better take a lesson and esta- 
this type of Public Relations 
we expect to retain our sources 
supply. 
\nd one thing—we laid 
tter induce our accounting de- 
irtments to loosen up on_ their 


more 


regulations and bring about prompt 
payment of accounts, for no one Is 
going to favor us with priorities on 
materials or service if we dnn’t pay 
our bills as promptly as the com 
mercial trade. 

Further, don’t waste the sales- 
man’s time when he gets to see you. 
Don't ask him to do your work for 
vou. Don’t call him up on long 
distance and ask him to accept the 
charges. Don’t expect him to keep 
coming to your city for your con- 
venience. Don't expect him to keep 
you in cigars or buy vou a lunch 
on every call. Don’t make him think 
he must subsidize your stenographer 
because he adds to her work. Add 
an appreciation of business ethics to 
Public Relations in your contacts 
with vendors and you will get more 
cooperation from the trade. 

It costs money to put salesmen 
on the road and to give purchasing 
agents the service they require in 
developing specifications and mak- 
ing up proposals for supplies. This 
expenditure has to come from 
somewhere, so it is naturally in- 
cluded in the selling price of com- 
modities, and in the prices we pay 
for them. Every bit of excess cost 
means higher prices. 





Those higher prices mean _ that 
we are not meeting the full respon- 
sibility. of our job, for they are 
paid for by the Public. 

There was a time when we had 
the concept that government em- 
plovees worked for the public, but 
today when I listen to some of them 
lay down the law to the customer, 
| wonder—Have they ever heard 
of Public Relations ? 


Relations with the Public 

Just who is this Public we are 
talking about? It is the Governor, 
and the Legislature, and the fiscal 
authorities, and even you and I. 
It is the taxpayers and rent payers. 
and all the families and individuals 
of the community. It is the people 
who make and sell the things that 
government buys, the people who 
use the commodities purchased by 
the government, and those who 
utilize the services rendered by 
government. It is the public press— 
and what a job the newspapers can 
do to us if we fail to establish 
amicable Public Relations! 

Public business is everybody's 
business—not ours alone. It is not 
confidential. Perhaps better appre- 
ciation of this fact will lead to better 
Public Relations. 








efficiency and 
variety 


service. Institute 


are scientifically 


main so for a long period. 


Buy INSTITUTE GRADED WIPERS 
you'll do a BETTER JOB...and SAVE MONEY! 


Insist on wiping cloths bearing the endorsement of the Sanitary In- 
stitute of America. The Institute label assures you of completely sanitary 
and thoroughly clean wipers ... cloths that give you the maximum in 
Wipers are 
of materials and textures. Included are cloths that will fit all 
the individual requirements throughout the entire plant. Institute Wipers 

processed, and carefully selected for their ability to 
withstand exceptionally hard usage. They are highly absorbent, and re- 


graded, and include a 


For added operating efficiency and economy, consult your nearest 
Institute member. He is qualified to give you expert advice on the 
selection of the proper wipers for each operation in your plant. 


The Sanitary Institute of America has a membership of over one hundred leading industrial wiping cloth processors 


in twenty-seven States and Canada. 


For prices and samples, write any member. For Institute 


AKRON, OHIO: 
Akron Cotton Products Co., Inc. 
406 S. High St. (11) 
ATLANTA, GA.: 
Rittenbaum Bros. 
691-701 Houston St., N. E. 
CHICAGO, ILL.: 
American Sanitary Rag Co. 
336 W. 37th St. (9) 
Burcott Mills 
309 N. Desplaines St. (6) 
COLUMBUS, OHIO: 
Rose Wiping Cloths 
1974 S. 4th St. (7) 
DETROIT, MICH.: 
Wolf Sanitary Wiping Cloth Co. 
515 Wanda St. (20) 


THE SANITARY 


105 West Monroe Street, Chicago 3, Illinois. 
DULUTH, MINN.: 
Northwestern Wiping Cloth Co. 
438 S. Lake Ave. (2) 
KANSAS CITY, MO.: 
Purity Textiles Co. of Kansas City 
4010 E. 31st St. (2) 
MEDFORD, MASS.: 
Mystic Waste Co. 
30 Ship Ave. (55) 
NEW ORLEANS, LA.: 
Rosen Sanitary Wiping Cloth Co., Inc. 
859 S. Front St. (10) 
NEW YORK, N_. Y.: 
Sterilized Wiping Cloth, Inc. 
1281 Viele Ave. (59) 


This advertisement is sponsored by the members listed here. 


specifications. write any member 


or The Sanitary Institute of America, 


OMAHA, NEB.: 
Peerless Wiping Cloth Co. 
6th & Pacific Sts, (8) 
PHILADELPHIA, PA.: 
The J. Milton Hagy Waste Works 
4946-50 Parkside Ave. (31) 
Keystone Wiper and Supply Co. 
1308 No. 3rd St. (22) 
PITTSBURGH, PA.: 
Armstrong Sanitary Wipers Co. 
1233 Spring Garden Ave., N.S. (12) 
Scheinman-Neaman Co. 
1024 Vickroy St. (19) 
TROY, N. Y.: 
Troy Sanitary Wiping Cloth Co. 
P. O. Box 222 








INSTITUTE of AMERICA 
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POSSIBLE 


ETTER 
PRODUCTS 


Electric Resistance 


WELDED 











For automobiles is just another of hundreds 
of difficult tubing fabrications manufactured 
in large quantities and cot low cost by 
Michigan for its customers. 


The overflow pipe is brazed to the filler 
tube ot two points and the fastener clamps 
projection welded to the tube. The cam is 
spot welded to the tube mouth. 


If you hove not yet examined the possible 
odaptability of welded steel tubing to your 
product, Michigan engineers will be glad to 
discuss with you the many advantages of 
design simplification, production savings and 
product improvement made possible by the 
use of Michigan tubing. 


yy 


%" to 4” O. D. 9 to 22 gauge 


SQUARE - RECTANGULAR 
Va" te 2" 20 gouge, 1” to 2%", 
14, 16, 18 gouge 

1010 te 1025 


Can be Bent, 
FLANGED, EXPANDED, TAPERED, DE- 
PRESS BEADED, EXPAND BEADED, 
ROLLED, EXTERNAL UPSET, INTERNAL 
UPSET, SPUN CLOSED, FORGED, BEVEL 
FLANGED, FLATTENED, SWAGED 
FLUTED. 





ING 
WETS C0. 
More than 35 Yeors in the Business 
9450 BUFFALO STREET « DETROIT 12, MICHIGAN 


FACTORIES: DETROIT, MICHIGAN — SHELBY, OHIO 


per age te Stee! Soles Corp. Detroit, Chicago, St Lovis, Milwevkee, Indienepolls end Minneepolis 

es eo! Co. inc, Hillside, N J —C. L Mylend Co, Deyton, Ohio—Dirks & Company. Portiond Oregon 
~Jomes J Shonnon, Milton, Moss — Service Stee! Co. Los Angeles, Calif —Hugh Devis, Jr. Sewickley, Pe — 
Denver, Colorade—W A McMichools 


e 
Co., Upper Derby, Pe —A J Fitzgibbons Co, Buffclc. N. Y —Herry E Clerk & Co, Houston, Texes—J. & 


Weoird Co., Inc, Shrevepor. Le. 






















Bolts ... Nuts... 
Rivets . . . Screws-have 
provided their users with 
almost 100 years of the 
same dependable uniformity 
of quality and accuracy of finish 
that has made CLARK Products 
famous for their greater security 
and ease of application. 


For Greater Security... 
Fasten Fast with Clark Fasteners 













ow ! | CAN ROLL 
DOWER & LIGHT 


& RIGHT TO 
\ mY JOB: 













NATIONAL 
ELECTRIC’S 


new portable 


POWER & LIGHT UNIT 


Also available for fiood-lighting and infra-red 
heating. 


Sturdy, all-steel tubular carriage. Fully adjustable. 
Electrically safe. Circuit breaker for full worker 
protection. Entire unit fully grounded. 


Power head on ball-and-socket swivel locks in 
any horizontal or vertical position. 


Heavy duty Indestructo cable—2!1 ft., three con- 
ductor, #12 A.W.G. power cable. 


Approved rating for 20 ampere loads, 115 volt 
operations. 


Versatile. For use wherever standard wiring is 
inconvenient to use. 


Listed by Underwriters’ Laboratories, Inc. 
Sold thru leading electrical wholesalers 





PITTSBURGH, PA. 
Plants in Ambridge, Pa., Torrance, Calif. 
and Elizabeth, N.J. 


r—— WRITE FOR COMPLETE INFORMATION. USE THIS COUPON-—— 


National Electric Products Corporation 








| 1351 Chamber of C ce Building 

| Pittsburgh 19, Pennsylvania 

| Please send me complete information on Rolla-Duct. | am interested in 
| using it for : 

. NAME TITLE < 
| COMPANY 

| ADDRESS 

' 




















PASSENGER CAR TIRES BUILT 
FOR 100 MPH SPEED 


Passenger car tires capable of running 
safely at sustained speeds of more than 
100 miles an hour have been developed 
and are now being tested by The B. F. 
Goodrich Company, Akron, Ohio. 

Unlike hard-riding, high pressure rac- 
ing car tires, the new tires are low pres- 
sure, cushion type and do not sacrifice 
comfort for speed according to T. G. 
Graham, B. F. Goodrich vice president. 
They are engineered to provide maximum 
riding comfort at top speeds now at- 
tained by America’s fastest stock cars, 
and are as smooth rolling in city traffic 
as conventional passenger car tires. 

B. F. 


Goodrich tire engineers point 
out that 


heat build-up in conventional 
passenger car tires prevents safe opera- 
tion at ultra-high speeds. Heat, an en- 
emy of rubber, can cause separation of 
treads from tire carcasses, a frequent 
cause of tire failure, the company says. 


To produce safe tires for high speeds, 
B. F. Goodrich increased the adhesion 
between tread and carcass and introduced 
special reinforcement to reduce the de- 
gree of tire flexing. Improved adhesion 
resists the centrifugal force which at 
high speed can tear conventional treads 
from the tire carcass. 

Testing of the new tires is being done 
at speeds as high as 135 miles an hour 
on a special indoor testing machine which 
simulates a road surface, and 
controlled stretch of 
Southwest. 


over a 
highway in the 


: * £¢ 


SOMETHING NEW IN HIGH- 
TEMPERATURE SYNTHETICS 


Polytetrafluoroethylene and polymono- 
chlorotrifluoroethylene are impossible 
words for the average electrical engineer, 
but they are important to him. 

The first is an electrical insulation, 
Teflon, that is characterized by its ability 
to resist heat—it is stable up to 475 de- 





grees F (about 250 degrees C). A techni- 
que has been worked out for applying it 
as an insulation for magnet wire. The 
result is a wire with insulation thickness 
of ordinary enamel (about 1 to 2 mils) 
but with the temperature resistance of 
glass and silicone insulations (7 mils 
minimum thickness). Present high cost 
prohibits its use on all but defense items 
where space and heat resistance are of 
utmost value. At some future time the 
cost situation may change. 

The second jaw breaker has the trade 
designations of Kel-F or Fluorothene, 
also a high-temperature insulation. While 
its top temperature limit is less than of 
Teflon (about 170 degrees C instead of 
250 degrees C) it is easier to apply and 
has possibilities as an insulation for spe- 
cial machines. Also, the fact that it can 
be molded into complex shapes and is 
essentially transparent to infrared rays, 
makes it useful for military applications 
as a possible substitute for expensive, 
difficult-to-handle quartz. 
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Contract Work * Equipment For Sale * Employment and Business Opportunities 
RATES REQUIREMENTS 
i ; ; Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
ee Cat GEE weaves eserenese see: 90¢ line Figure forty-four letter spaces (five average words) to a line. 
Positions Wanted ...................0. 000, 45¢ line Add one line for box number address; replies forwarded with- 
out charge. ; ; 
I ees tree PR ed $8.50 inch Discount of 10% for twelve consecutive displayed insertions. 
Forms close 15th of month preceding date of publication. 
Send orders to: CLASSIFIED DEPARTMENT : PURCHASING . 205 East 42nd Street, New York 17, New York 








POSITIONS WANTED 








Industrial Engineer desires position as Purchas- 
ing Agent or Assistant. Two years’ experience 


production methods, production control and 


purchasing. Write Box #1348, PURCHASING, 
205 E. 42nd St., N. Y. 17. 


BRIDGE CRANES 


ARNOLD HUGHES COMPANY 


765 Penobscot Bldg. Detroit, Mich. 
WOodward 1-1894 


HELP WANTED—MALE 











EXECUTIVE PURCHASING AGENT 


12 yrs. Mfg. experience, i.e. Contracts, Inven- 


tories, Production—Young—Aggressive Member 


NAPA. Prefer North East. Immediately available. 
Write Box #1349, PURCHASING, 205 E. 42nd 
H., HM. Y..3F. 








WANTED 
SURPLUS SCREWS, NUTS, BOLTS 
WASHERS 
R. A. HIRSCH CO. 


547 W. Lake St. Chicago 6, Ill. 


42 Broadway, N.Y.C. 


BUYER — GENERAL 


(experienced) 
Industrial materials, such 
as electrical equipment, 


lubricating oils, chemicals, 
laboratory equipment, hard- 
ware, etc. 

Buyer experienced in steel 
mill requirements  prefer- 
red. Submit complete re- 
sume, salary requirements. 


PACIFIC INTERNATIONAL CORP. 
Whitehall 3-3223 








ASSISTANT PURCHASING AGENT opportunity 
is sought by a Quality Control Manager and 
Specification Engineer. Sixteen years participat- 
ing in factory quality programs and writing 
purchase and usage specifications for industrial 
materials. Engineering training, capable, well- 


liked administrator. May | send you detailed 


qualifications? Write Box #1350, PURCHASING, 


205 E. 42nd St., N. Y. 17. 








BUY RENT SELL 
MATERIAL HANDLING EQUIPMENT 
NEW USED 
Fork Lift Trucks, Towing Tractors, Conveyors, 

and Hand Lift Trucks. 

Check our unbeatable RENTAL-SALES plan on 
up-to-date equipment, tailored to your job. 
NATIONAL EQUIPMENT SALES, INC. 
24-16 Jackson Ave., Long Island City, N. Y. 








ASSISTANT DIRECTOR OF 
PURCHASES 


National Industrial Multi-Plant Company. 
Experience in  chemical—petroleum—phar- 
maceutical field preferable though not es- 
sential. Salary $12,000 and up depending 
upon qualifications and experience of ap- 
plicant. Administrative ability necessary 
for consideration. Submit full resume. Our 
employees know of this ad. Box 1347, 
PURCHASING. 205 East 42nd Street, New 








WANTED 
BRIDGE CRANES 


ARNOLD HUGHES COMPANY 


765 Penobscot Bldg. Detroit, Mich. 
WOodward 1-1894 











DIAMOND TOOLS 
FOR DRESSING GRINDING WHEELS 


Any size diamond at $15.00 per carat, set- 
ting free any type steel holder. 


CHAMPION DIAMOND COMPANY, INC. 
333 East 46th St., New York 17. 


York 17, New York. 
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V-PULLEYS — Substantial stock of two leading 
makes at 40 percent of manufacturer's cost. 
Write for inventory and prices. McCune & Com- 
pany, Inc., 3721 Mahoning Ave., Youngstown, 
Ohio. 
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...@ turn of the dial and magic goes to work 


During the few seconds it takes you 
to dial a number, a maze of telephone 
apparatus goesinto action. Sometimes 
as many as 8000 lightning-fast elec- 
trical contacts are made in the cross 
bar switch bay shown above. Power 
is supplied by the teamwork of elec- 
tric utilities and batteries, 
many thousands of which are Exides. 


storage 


There are dependable Exide batteries 
for every storage battery need. They are 
used to power battery-electric trucks, 
mine locomotives, trammers, and 
shuttle cars. Railroads use them for 
diesel locomotive starting, car light- 
ing, air-conditioning, signaling and 
communications. 


Exide batteries are used by telephone, 


telegraph and cable companies... 
electric light and power companies 

.radio and television stations... 
ocean, harbor and river vessels... 
municipal fire alarm and police tele- 
graph .more than 250 
different applications in all. And on 
millions of cars, trucks, tractors and 
buses they daily prove that ““When 
it’s an Exide... you start.” 


€ 


BATTERIES 


“Exide” Reg 


systems... 





Trade-mark U.S. Pat. Off 





1888... 


DEPENDABLE BATTERIES 
FOR 64 YEARS...1952 


THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 * Exide Batteries of Canada, Limited, Toronto 
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LETTERS. 





INTERNATIONAL PURCHASING 


\s a P.A., I am a regular reader of 
ur very interesting magazine. My con- 
ion is that our colleagues in the 
United States are confronted in gen- 
ral with the same difficulties as we 
ire here in Europe. A_ striking point 
erein is the recognition of the leading 
le purchasing plays in industry. Backed 
a powerful organization, several pur- 
ising agents in your country hold the 
sition they actually deserve, but I 
nk there is still a lot of work ahead in 
is respect. The same applies to our po- 
ition in this country. 

| have been considering two major 
uestions : 

During the ERP period several organ- 
izations in the United States made ar- 
rangements with their opposite numbers 

different countries of Western Eu- 

ype to have a number of people on a 
trip through the States to study their 

irticular problems and the way they 
ire solved in your country. To my 

»wledge, similar tours were not or- 

inized for buyers. 

Question 2 regards the rearmament 

ive the free world is carrying on at 

e moment. In my opinion, the pur- 

ising agents in all countries involved 

ild have very close cooperation to 
ave the largest benefit of resources. 
Vould it not be worthwhile for the 
irchasing agents in your country to 
ntact their colleagues in Western Eu- 
ype to clear the bottlenecks there are? 

Ithough your country is leading the 
ree world with regard to industrial 
utput. one should not overlook the pos- 
sibilities there are in the different spec- 

s we have here in Europe. 
Ch. Konings 
Hilversum, Holland 


1 
l 
lict 
t 


@ The question of recognition is of 
course a universal one, and it 1s 
probable that no group, anywhere, 
vill ever be completely satisfied on 
this score. The purchasing situation 
in lSurope is not directly compar- 
ible to ours because of the basic 
difference in industry’s concept of 
competition. Purchasing can achieve 
importance, and consequently rec- 
nition, only to the extent that free 
ompetition gives a choice in selec- 
tion of markets and sources, and 
scope for the exercise of purchasing 
judgment and resourcefulness. In 
this country, the recognition of the 
urchasing function and its poten- 
tialities as a factor in profttable 
management has made encouraging 
progress, and the “powerful organi- 
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zation” of purchasing agents has 
been one of several potent factors 
contributing to this situation. It 
must be remembered, however, that 
this very power is derived funda- 
mentally from the intrinsic impor- 
tance of purchasing under our sys- 
tem. The power cannot be created 
if it is not really there. But recogni- 
tion of the function is only the first 
step. Recognition of the individual 
depends not only on his position, 
but even more in the capacity of the 
individual to give competent and 
constructive performance in_ that 
position, to realize its potentialities 
for his company. 

The opportunity for opposite 
numbers to observe and _ study 
American purchasing methods is 
open. One such recent group, con- 
sisting of purchasing agents from 
France, spent six weeks in this 
country earlier this vear. (See June 
issue, p. 121, and July issue, p. 81.) 
This project was under the auspices 
of the Arrangements Branch, Tech- 
nical Assistance Division, Mutual 
Security Agency, and was carried 
out by the Office of International 
Trade, U. S. Department of Com- 
merce. 

The close cooperation suggested 
in Question 2 would, under our sys- 
tem, have to be on an individual 
basis, and would probably have to 
result from intensive marketing 
effort on the part of the excellent 
producers and technical manufac- 
turers of Western Europe. Many of 
them do enjoy good acceptance of 
their products in this country, but 
again it is a problem of competitive 
marketing.—Ed. 


HELPFUL ARTICLE 


We find the article “Purchase Depart- 
ment Audit Check List” by Herman 
Limberg, in your December 1951 issue, 
exceptionally well written. It gave us 
several ideas which are helpful to us. It 
is seldom that an article such as this is 
of sufficient interest to us to write for a 
copy, let alone more than one copy. If 
you have an additional copy avail*ble, 
we should be grateful to you for sending 
it to us. 

J. G. Jones, Office Mer 
Bostitch 
Westerly, R. I. 


ON THE RECORD 


I think you will be glad to know that 
Senator John Sparkman, Chairman of the 
Senate Small Business Committee, was so 
impressed with your interest in carrying 
the article by Telford Taylor (“All Bus- 
iness Needs Small Business”, March 1952 
issue) that he has seen fit to insert it in 
the Congressional Record (April 17, 
1952). 

You will be interested further to know 
that the reprints you were kind enough 
to provide have been sent out in quanti- 
ties to each of our regional offices and 
are being made available to businessmen 
in the areas. We have received many 
favorable comments on this. 


Albert J. Lubin, Director 

Office of Information 

Small Defense Plants Administration 
Washington, D. C. 


COST OF PURCHASING 


In analyzing the operating cost of our 
purchasing department, we would like to 
make certain comparisons with industry 
in general. In this connection, we should 
appreciate your advising whether there 
are available figures reflecting the aver- 
age cost tor each dollar spent in  pur- 
chases. 

H. C. Germain, Pur. Agt. 
American Car & Foundry Co. 
New York, N. Y 


@ [he survey “What Does It Cost 
to Spend a Dollar?” (PurRCHASING, 
September, 1950) provides the most 
recent and comprehensive data on 
this question. Reprint sent.—Ed. 


OFFICE RESEARCH 


In the June issue of PURCHASING, 
page 246, a book is offered, entitled 
“How to Make a Procedure Manual”, 
by H. John Ross of the Office Research 
Institute. We would appreciate receiv- 
ing the address of this organization. 

W. A. Walter, Chief Buver 
Remington Arms Co., Ince. 
Lake City Arsenal 
Independence, Missouri 


@ The Office Research Institute 
should be addressed at P. O. Box 
4099, Miami 25, Florida. Mr. Ross 
is Lecturer in Management at the 
University of Miami, School of 
Jusiness Administration.—Ed. 
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